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LET THE WIND BLOW A GALE-IT CAN’T MOVE THE GARAGE DOOR WHICH IS HELD 
BY THE STEEL ARM OF THE SURE -ACTING 


STANLEY GARAGE DOOR HOLDER No. 1774 


If a swinging door isn’t firmly fixed, it may smash 
against the car which is entering or leaving the garage, 
causing serious damage to the car, and injury to the 

uccopsnta. 

The Stanley Garage Door Holder saves its cost many 
rer in the accidents that don’t happen. 


times over 


Recommend one of these for every swinging garage 
door. 

When you bring it to the attention of your customers, 
you sell the Stanley Garage Door Holder every time — its 
usefulness and necessity are so apparent. If you haven’t 
it in stock, write us today! 


Write for interesting booklet “Selling More Stanley Hardware;” FREE on request 

THE STANLEY WORKS 


NEW YORK mama-. n VIVUlJ CHICAGO 

100 Lafayette Street NEW BRITAIN. CONN., U. S. A. 73 East Lake Street 


Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts^cjf i|ll Stanley Ball Bearing Butts. 

Also Pull*. Brackets, Chest Handles. Peerless Storm Sash Hange^^K^P P^sVnlrs-f^feca^'AVA’indow and Blind Trim uinrs; 

Twinrold Box Strapping, and Cold Rolled Strip Steel. Stanley Garage Hardware Is Adaptable for factory and mill use. 
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Cleans Everything : Injures Nothing 


Sell 


-DEE to your customers 


REMOVING 

GREASE, GRIME, TAR, OIL AND DIRT 

Of All Kinds From 

AUTOMOBILES, SEAT COVERS, CELLULOID 
CURTAINS, WHEELS, FENDERS AND 
RUNNING GEAR 

TRUCKS, WAGONS, BUGGIES, MACHINERY 

CLEANS 

111 dDT!E -DPr Hands, Rugs,Carpets,Clothes, Painted 

||>* 'rr n!T 4, Ii j Walk, Woodwork, Etc. 

I INJURE TM£ SKIN ^ 1 * 

Place Your Order With Your Jobber 

We Have Jobbers in All the i 

I BfflWWhL . Important Cities in / 

If 4 It TI TT 4 % J the World ' jf 

SELUNG HELPS FURNISHED UPON REQUEST^ 
Manufacturerg jS 

The % STATES CHEMICAL CO. 

25 Cent Cftn 002 W. Austin Ave., Chicago, U. S. A. 




The Big 
25 Cent Can 
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Keeping the Mechanic’s Trade 

Id order to retain the goodwill of the machinist and 
to keep the name STARRETT constantly before him. 
we are distributing thousands of Hack-Saw Charts. Our 
advertising points out the benefits of keeping the Star- 
rett Chart before him; also offers a free chart. 

Results prove that this phase of Starrett Service 
will help greatly in keeping the machinists enthusi¬ 
astic about Starrett goods. 

THE L. S. STARRETT COMPANY 

The World’s Greatest Toolmakers 
Manufacturers of Hack Saw Unexcelled 

ATHOL, MASS. 

New York Chicago London 

Chart BF on Request. 42-787 
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SIMMo* 

LCUTLERYJ 

FULLY V 00LS / STANDARD 


GUARANTEED AMERICA 

Under the 

' ^ Trade Marie 

- We manufacture Tools 
and Cutlery for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

HANDLE A L/NE THAT SHOWS YOU 

A SATISFACTORY PROF/T 


SIMMONS HARDWARE COMPANY 

ST. LOUIS, U.S.A. 


THI RECOLLECTION OF QUALITY REMAINS LONG AFTER THE PRICE IS FORGOTTEN." 

TRADEMARK RCC. U S. PAT. OFF. EC SIMMONS 
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The Union Fork & Hoe Co. 

Manufacturers of a Complete Line of 
High Grade 

Forks, Hoes, Rakes 
and Hooks 


General Offices 
COLUMBUS, OHIO 

Factories 

FRANKFORT, NEW YORK 
COLUMBUS, OHIO 


“They’re Just Right — Strong But Light” 
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Help Get More Wool 

YOUR COUNTRY NEEDS IT 


Don’t let sheep owners in your locality shear 
with hand blades—it’s barbarous and waste¬ 
ful. They cut the sheep, do a rough job, and 
leave on each animal about a pound of wool 
that should be shorn. 

Machine shearing gets all the wool. Can’t 
cut the sheep, and saves time and labor, to 
say nothing of increasing the wool produc¬ 
tion which is needed so urgently. 

The additional wool obtained will more than 
pay for a machine the first shearing. 

There are Stewart Machines for shearing 
every size flock — hand-operated machines 
for small flocks and power machines for 
big flocks. 

Get our catalogue and get after every sheep 
owner in your locality. 

You can sell a number of shearing machines, 
helping yourself and your country. Will 
you do it now? 

Write immediately for Catalogue No. 65. 


Chicago Flexible Shaft Company 

5604 West Twjelfth Street - - Chicago, Illinois 
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OVER 20,000 KINDS, SIZES AND FINISHES 
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G O ODELL- 
PRATT 


IlgOO^GOOIMKJOLU 


No. 279—$11.00 



QUALITY 

POWER 

SPEED 

A Breast Drill of unusual 
design and construction; a 
marvel of mechanical in¬ 
genuity and expert work¬ 
manship. 

It has a high speed of 7 to 
1 and a slow speed of 2 to 1, 
about twice the usual Breast 
Drill speeds. 

The speeds are changed, or 
the spindle locked for open¬ 
ing or closing the chuck, 
by simply turning the 
knurled ring between 
the crank handle and gear 
casing. An absolutely new 
and unique method. 

The carefully fitted ma¬ 
chine cut gears are inclosed 
in an aluminum housing and 
packed in heavy grease. 


The Saddle Breast Plate 
is a feature which looks out 
for the comfort of the oper¬ 
ator, being much easier on 
the chest than the old style 
iron head. 

The steel tubes and alumi¬ 
num casing make a light, 
strong drill, and ball bear¬ 
ings make it easy running. 

Equipped with a three-jaw 
chuck for holding up to y%- 
inch round shank drills. 

Goodell-Pratt Company 



Greenfield, Mass., U. S. A. 
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PRESTIGE 

I S BUILT up only by the 
most careful attention to 
every detail that will insure 
the highest quality. 

Over 50 years of extreme care in 
each manufacturing operation has 
established for Nicholson Files a 
prestige that is world-wide. 

Their absolute uniformity in shape 
and cut, and the quality and temper 
of steel are factors that have made 
Nicholson Files pre-eminent. 

Our catalog and booklet “File 
Filosophy” will interest you. They 
can be had for the asking. 

NICHOLSON FILE CO. 

Providence, R. I., U. S. A. 
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GOOD PROFIT-BIG DEMAND 

Unique Garden Tools 

Combination Trowel, Hoe, Weeder and Turf Trimmer 
Attachable to One Common Handle by 
Simple Twist of the Wrist 

Made of Finest Steel 

A BRAND NEW IDEA IN GARDEN TOOLS, COMBINING COMPACT- 



It Will Pay You to Stock These Tools Now. They Satisfy and Build Up Your 
Trade, Bringing a Good Profit to You 

SOLD BY FIRST CLASS JOBBERS EVERYWHERE 


W. P. HORN CO., Pacific Coast Representatives 

Lob Angdei Rialto Building, San Francisco, Cal Portland 

NEW YORK STAMPING COMPANY 

BROOKLYN, NEW YORK 
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SELF-ADJUSTING HOLD OPEN ARMS 



FOR MILL 
WAREHOUSE 

OR 


In locked position 


Unlocked. Bar tilted so that locking 
lug slides through the strike 


For Right or Left Hand Reverse 
Bevel Doors 

T HE advantage of the Russwin 
Hold-Open Arm over others of 
this type is in the Self-Adjusting 
feature which provides for any sag of 
the doors. All working parts have 
been planned to allow perfect freedom 
of action even when the doors have 
sagged, yet the locking action is positive 
under all conditions. 

A pull on the chain tilts the arm, 
disengages the locking lug from the 
strike and allows the arm to slide 
through the strike. When pressure is 
removed from the chain the arm and 
locking lug drop into a locked position 
by gravity. 

RUSSELL & ERWIN MFC. CO. 

The American Hardware Corp., Successor 
NEW BRITAIN. CONN. 

New York Chicago San Francisco London, Eng. 
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Cannon Ball Combination 

( Folding - Sliding ) 

Garaqe Door Sets 

The makers of the best known barn door hangers in America—the Cannon Ball— 
have added to this line a new garage door hanging which is unquestionably the most 
practical set for this purpose yet evolved. 

Briefly the Cannon Ball Combination (Folding-Sliding) Garage Door Set fits any 
door opening up to 8V2 ft. and takes care of any thickness of door—makes them abso¬ 
lutely weather tight and secure against sagging. The doors fold inside requiring 
minimum space and are automatically held open by the heavy spring attached to the 
supporting track bracket. It is easy to install—neat in appearance—easy working and 
strong and substantial in use. 

Comes packed in complete sets including Hangers, Track, Hinges, Floor and Ceiling 
Stops, Door Latch, Bolts, Screws, etc. 

And the selling-helps put back of this new Cannon Ball item absolutely insure its 
rapid sale. 

Send for Detail • of the New Cannon Ball Garage Set 

HUNT, HELM, FERRIS & CO. 

EA3 ™!?.°j A S., New Yo* Main Office and Factory, 54 Hunt Street, Harvard, Hi. 


Pacific Coast Distributors 


Pacific Hardware & Steel Co., San Francisco, Cal. 
Dunham, Carrigan & Hayden Co., San Francisco 
Honeyman Hardware Co., Portland, Oregon 
Failing-McCalman Co., Portland, Oregon 
Seattle Hardware Co., Seattle, Washington 


Schwabacher Hardware Co., Seattle, Washington 
Morse Hardware Co., Bellingham, Washington 
Holley-Mason Hdwe. Co., Spokane, Washington 
.Tensen-King-Byrd Co., Spokane, Washington 
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“Caloric Best Line in the Store” 



Makes Good Wherever It Goes 




The Original Patented 
Pipeless Furnace 



Read the letters written by a “live wire” 
hardware firm in Kentucky: 




These successes are not unusual. They are possible for any other 
dealer. The Caloric makes good wherever it is handled properly. The 
co-operation spoken of by Chatham Brothers is given every Caloric 
dealer. 

When you handle the Caloric you sell the furnace that fulfills 4 

every and all claims made for it. S 

You are backed by a forceful, dominant advertising cam- f 
paign, and a large line of proved selling helps; personal co-op- f 
eration of our salesmen and prompt deliveries from nearby f 
warehouses. j THV 

Only one dealer in a territory. Write us at once X MONITO 
for complete information. t STOVE 


The 

Monitor Stove Company 

Pioneers in Pipeless Heating 

Ett. 1819—99 Years of Service / 

900 Gest St., Cincinnati, 0. f 


/ MONITOR 
f STOVE 

COMPANY. 
900 Oast Street 
Cincinnati, Ohio 


Please send full partic¬ 
ulars of your dealers proposi¬ 
tion on the Caloric Furnace. 


From the New Branch 

One year ago today we 
opened a Caloric Furnace 
agency in this city. At this 
time, as you know, the firm 
of Chatham ft Murray were 
strangers here, as was the 
Caloric Furnace. We have 
been very successful, having 
sold 75 furnaces during our 
first year. 

There are three outstand¬ 
ing features that make the 
selling of the Caloric Pipe¬ 
less Furnace one of the 
best if not THE best mer¬ 
chandising proposition on 
the market today, viz.: the 
Caloric Furnace is a high 
class piece ef goods, being 
both durable and econom¬ 
ical ; second, the absolute 
guarantee under which they 
are sold, and, third, the na 
tional advertising which you 
are doing. 

We believe we will sell 
three times as many fur¬ 
naces this year as we did 
last. 

CHATHAM ft MURRAY. 


From the Parent Store 

We have recently been 
looking over our records and 
it might be of interest to 
you to know that up to Jan¬ 
uary 1, 1918, we had in¬ 
stalled over a hundred Cal¬ 
oric Furnaces. 

Last year, 1917, we es¬ 
tablished a branch at Lex¬ 
ington, taking Mr. Harry 
Murray in as a partner and 
he sold more than fifty 
there before January 1, 
1918, and they are still 
selling. 

We have been successful 
beyond all expectations with 
the Caloric proposition. We 
consider it the best lino of 
business in our store and we 
handle a full and complete 
stock of hardware. Our cus¬ 
tomers are satisfied and en¬ 
thusiastic and they are the 
best advertisement we have. 

We thank you very much 
for your co-operation and 
assure you that your assist¬ 
ance in various ways has 
been instrumental in our 
success. 

We expect to sell twice 
ns many furnaces this year 
as we did last and prospects 
are fine. 

CHATHAM BROS. 


Chatham Bros., Harrodsburg, Ky. 
The Parent Store 


Chatham ft Murray 
Lexington, Ky. 


Address. 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong* and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 

AMERICAN STEEL & WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

Sau Francisco Los Angeles Portland Seattle 

Awarded the Grand Prise at the Panama-Pacific Exposition. 
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Conservation — 

“Buy only that which you need 
and which will best serve your pur¬ 
pose and LAST THE LONGEST.” 

You need CAST IRON SOIL PIPE 
if your purpose is a sanitary house 
drainage installation. Service means 
nothing if it is not permanent. Ser¬ 
vice as given by Cast Iron Soil Pipe 
is more than permanent — it outlasts 
the building—any building. 

Is not this REAL conservation? 


Specifications and illustrated literature will be mailed upon request by any or all of 
the following independent and competiitg makers of Cast Iron Soil Pipe and Fittings 


Union Foundry Co.Anniston, Ala. 

Weiakittel & Son Co., A.Baltimore. Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe Sc Foundry Co.. . Anniston, Ala. 
American Foundry Sc Pipe Co..Penns bta., Pa. 

Anniston Foundry Co.Anniston. Ala. 

Bessemer Soil Pipe Co.Bessemer, Ala. 

Campbell Mfg. Co.Gadsden. Ala. 

Casey-Hedges Co.. The. . . .Chattanooga, Tenn. 

Central Foundry Co.New York, N. Y. 

Charlotte Pipe Sc F’ndry Co.. .Charlotte, N. 0. 
Coosa Pipe Sc Foundry Co.. .Birmingham, Ala. 
Crown Pipe & Foundry Co.Jackson. Ohie 


Gadsden Pipe Co.Gadsden, Ala. 

Haines, Jones & Cadbury Co. . Philadelphia, Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Landsdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

Nat’l F’ndry Co., N. Y., Inc.. Brooklyn, N. Y. 

National Pipe Sc Foundry Co.Attalia, Ala. 

Heading Foundry Sc Supply Co.. .Reading, Pa. 

Salem Brass & Iron Mfg. Co.Salem. N. J. 

Sanitary Co. of America.Linfield, Pa. 

Somerville Iron Works.New York, N. Y. 

Standard Foundry Co.Anniston, Ala. 

Superior Mfg. Co.Bessemer, Ala. 
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THE CORBIN SCREEN DOOR SILENCER 

We believe this to be superior to any other Screen Door Check on the market. It has the same 
checking mechanism as the other Celebrated Corbin Checks, and is made with two sizes of springs for light 
and heavy doors. It is right or left hand without change, and works equally well in either direction. It 
requires only three inches of space between the screen door and entrance door, is easily applied, easily 
adjusted, and requires no attention It can be sold at popular prices, and is certain to have a large sale. 
Any Corbin dealer can give full information—or write us for particulars. 

P. & F. CORBIN 

The American Hardware Corporation , Successor 

NEW BRITAIN, CONN. 

NEW YORK CHICAGO PHILADELPHIA 
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Men Who Hunt 

You will find friends of Winchester every¬ 
where — it will pay you to know them better 


N O finer fellow — no 
better spender than 
the man who tucks his gun 
in the crook of his arm, 
and seeks his sport in the 
open. 

Get to know him better. 
Meet him on his own 
ground. Keen appreciation 
of the hunter’s needs is 
bound to build you bigger 
business. 

Men who hunt know 
Winchester guns and Win¬ 
chester ammunition. For 
50 years and more Win¬ 
chester has been the 
world’s standard in guns 
and ammunition. Tie up 
to Winchester and you lay 
a firm foundation for a 
lasting friendship with the 
men who hunt. 


Fall drive on hunting 

This year we are making our 
fall drive on hunting the big¬ 
gest ever. National magazines 
with a total circulation of more 
than 4,000,000 copies and all the 
leading sporting publications 
and farm papers throughout the 
country are carrying a strong, 
interesting campaign on Win¬ 
chester shotguns, shot shells and 
high power rifles. 

This big fall drive in the 
hunting season has been care¬ 
fully planned according to the 
different game areas not only 
to stimulate gun sales through¬ 
out the country as a whole, but 
to produce the greatest results 
in each state and section. Each 
dealer will get 100% value from 
this advertising. 

Prepare now to handle the fall 
Winchester business in your territory. 
If there’s special information you 
want—write us. 

Winchester Repeating Arms Co. 
Dept. 696 New Haven, Conn. 


WMCHesnu 

World Standard Guns and Ammunition 

Digitized by V jOOQle 








PJ " sTisrcE lbOD_ J 

i »in i r.v i mi :)»vN no : i *?/:W; > 


s a Real 
Live Seller! 


Stocks carried in San Fran¬ 
cisco , Calif.; Los Angeles , 
Calif.; Spokane , Wash.; 
Portland , Ore.; Litt/e Rock t 
Ark.; New Orleans , La.; 
Birmingham , A/a. 


The Wade Saw is the 
“livest” possible ma¬ 
chine you can han- 

( die. Farmers and 
mill men every¬ 
where are grabbing 
them up as quick as 
we can make deliv¬ 
eries. If you want to 
make quick profit¬ 
able sales— 

Get Our 

Dealer 

Proposition 


Cuts Over 20 Cords a Day 


52 Years experience has 
given us the Ability to 
Test and judge the Effi¬ 
ciency of Farm Machines 


Oldest and largest inde¬ 
pendent wholesalers of 
Farm Machinery in the 
Northwest 


322 HAWTHORNE AVENUE. PORTLAND, OREGON 
910 N. HOWARD STREET. SPOKANE, WASHINGTON 
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Sell the stumping powders 

that do better work 


Fanners say: 


Used Tons 

“I used about eleven tons of your 
Giant Stumping and Eureka Stumping 
Powder last year. The stumps re¬ 
moved were from eighteen inches to 
five feet in diameter and we had the 
very best of satisfaction with both 
grades of stumping powder we pur¬ 
chased from you." 

H. F. Samuels, 
Spokane, Wash. 


Requires No Thawing 

"I can strongly recommend your 
Giant Eureka Stumping Powder, as 1 
have had better results from it than 
from any other powder I have used. It 
has no sickening fumes and requires no 
thawing." A. E. Adkins, 

Woodbury, Ore. 


Wide Breaking Powder 

"Eureka Stumping Powder has a 
wide breaking power and less fumes 
and gases to contend with after being 
exploded than any other powder. 

G. L. Metzger, 

Hillsdale, Ore. 


Wants to Gat Rid 
of Othar Brand 

"I bought five boxes of Eureka 
Stumping Powder and now I want to 
sell a lot of other powder that I have. 
The other powder makes me terribly 
sick when I try to use it, while Eureka 
does not give me the least sign of sick¬ 
ness or headache." 

Rudolph Stadeli, 

Russellville, Ore. 


Best He Ha* Used 

"Eureka shoots the roots and 
spreads wide in the ground instead of 
going down. It is the best powder we 
have used." 

G. S. McCartney, 

Russellville, Ore. 


U«ed All; Prefer* Eureka 

“1 have used practically every pow¬ 
der on the market and 1 find there is 
more strength in Eureka than in any 

other.” T . „ 

J. L. E ID SON, 

Silverton, Ore. 


Thousands of farmers in every Pacific Coast State 
use Giant Farm Powders exclusively. Many of 
them have tried other makes but have found that 
the Giant brands give them better results at lower 
cost. Read the letters from some of these farmers 
and you will see why merchants who sell Giant 
Farm Powders are selling them in larger volume 
every season. 

Your trade will prefer 


Ca^FARM POWDERS 

Stumping—agricultural. 

because they are made in the West especially to 
suit Western conditions. They are the only genu¬ 
ine “giant powders.” They are made in two 
brands, Eureka Stumping, a money-saving, low- 
freezing explosive, and Giant Stumping, the 
pioneer western farm powder. They are the pro¬ 
duct of the oldest manufacturer of high explosives 
in the United States. 


If you want f rom y° ur business in explosives, we will 
help you to get it. We will supply you 
with valuable books on stump blasting, 
tree planting, subsoiling and ditch blast- * 
ing, to give to your trade. We will send you the names of 
farmers who write us as a result of our extensive advertising 
in 18 farm papers and many large newspapers reaching 
590,000 farmers each issue. We will furnish free fence 
signs, store signs, newspaper electrotypes, etc. 

Our book, “Helping the Retailer Sell Giant Farm Pow¬ 
der,” tells how we co-operate with the .. , , 

hardware trade. You will find it well Mail this 
worth sending for. Write to-day. The coupon now 
coupon will bring it quickly. 

2 The Giant Powder Co., Con., San Francisco 2 

I 227 First National Bank Bldg. 2 

i ■ 

1 ■ 

■ Send your book, "Helping the Retailer Sell Giant Powders." ■ 

2 ■ 

■ Firm Name. ■ 

■ ■ 

■ Address. m 

a ■ 

■ ■ 

2 Buyer’s Name. ■ 


more profit 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE KEPT IN STOCK 
BT THE FOLLOWING HOUSES 

BAKER, HAMILTON & PACIFIC COMPANY 

San Francisco, California 

WATERHOUSE & LESTER COMPANY 

Baa Francisco, California 

PERCIVAL IRON COMPANY 

Loa Angela*, California 

NORTHWESTERN HARDWARE & STEEL COMPANY 

Portland, Oregon 

J. E. HASELTINE COMPANY 
Portland, Oregon 

WEST COAST WAGON COMPANY 
Tacoma, Waahlngtoa 

GRAY BROTHERS 

Seattle, Washington 

HOLLEY-MASON hardware company 

Spokane, Washington 

SCOVEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTSWOOD HARDWARE COMPANY 

San Francisco, California 

SPOTSWOOD-HELFER COMPANY 
San Francisco, California 

NORTHROP HARDWARE COMPANY 
Boise, Idaho 

SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 

Ogden, Utah 

WATERHOUSE & LESTER COMPANY 

Los Angeles, California 

INLAND IRON COMPANY 
Freeno, California 

SCHAW-BATCHER COMPANY 
Sacramento, California 

MANUFACTUBED BT 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

BOLLING BULLS AND FACTORIES JOLIET, ILL., POUGHKEEPSIE, NEW YORK 
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Here Are a Few 
Good Sellers 

BUFFALO NO 2-E BLOWERS 
are designed for a variety of pur- 
poses—for blowing furnaces, forge 
fires, church organs—for removing 
scale from power hammers, chips, 
sawdust in woodworking plants, for 
exhausting dust from small grind¬ 
ers and buffing machines. 

BUFFALO 2 0” UPRIGHT 
DRILLS are machine shop tools— 
designed for accurate work. 

Garages, machine shops, auto re¬ 
pair shops, blacksmiths who repair 
tractors and other farm machinery 
all find this an excellent machine. 

Has machine cut gears, can be 
changed instantly from back gear 
to plain drive; crown gear bronze 
bushed, ballbearing. 

All parts accurately fitted and 
finished. An exceptionally good 
seller—worth investigating. 

BUFFALO NO. 651 FORGE is a 
popular cast iron blacksmith forge. 
Equipped regularly with Buffalo 
No. 200 ballbearing silent blower. 
Gear ratio 47 Vi to 1. 

Substantial dependable machine 
that will handle all regular black¬ 
smith work. 

Be sure and ask for Catalog of 
Buffalo “Line.” 

Buffalo Forge Co. 

BUFFALO, N. Y. 

Pacific Coast Office. 

823 Higgins Bldg. 

Los Angeles, Calif. 
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y ^tT f , r The Shelby “CHIEF” Floor Hinge > 

_, With Improved Pivot and Socket 

____ ym “The hinge without woes, 

As the wise buyer knows." 

HP j , A The attractive features about the Shelby 
- . j*jf | Chief Double-Acting, Ball-Bearing Surface 

;i||!!|jj||| - ' Floor Hinges are, strong construction, durabil- 

ji'j H 1 - .HI/ |1 ity, beauty, simplicity of installation, and low 

_ jw —^ , price for superior quality. 

„,| in n-Sell the Shelby Chief and watch your 

^ " J profits grow. 


A NEW CATALOG READY FOR YOU 

A card willbring you one of our new No. 18 catalogs just off the press, which illustrates Floor Hinges, Spring Butts, Door 
Checks. Push and Pull Plates, Door Holders, Push Bars, Foot and Chain Bolts, Door Bolts, Cupboard Turns, Cupboard 
Catches, Card Holders, Toilet Paper Holders, Garage Door Holders, Chest Handles, Casement Window Adjusters and 
Fasteners, Sash Locks, Sash Lifts, Mortise Locks and Latches, Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, Door Braces, large line of Screen Door Hinges, and a number of items not 
mentioned. Ask for catalog today. 


Bhe merit of a product is attested by the demand. 

Che volume of demand is evidenced by the size of the works. 

Qnd when the works, steadily increasing,year after' year 
attain immense proportions_ 

THEN is conclusively demonstrated the continued and 
absolute confidence of a vast army of users in the 
excellence, worth and reliability of the doods. 


HENRY DISSTON ^ SONS, INC. 
KEYSTONE SAW, TOOL,STEEL 0 FILE WORKS 

PHILADELPHIA. 


THE LARGEST IN THE WORLD. 
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SHELBY SPRING BUTTS 

Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. 

They have no equal. 

The Shelby Spring Hinge Co., Shelby, Ohio 

Coast Representatives: 

Pond Hardware Specialty Co. D. L. Herman 

Los Angeles, Calif. Seattle, Washington 








HARDWARE WORLD 


YOUR TRADE WANTS 


The Highest Grade Coil A 4 
File Made 



IT’S A TOOL £! 


Will Please Your Customers 


The Nut 
Makes the Vise 


in the same sense that character makes 
the man. If the vise nut is right, other 
things being equal, the vise is right. 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 


Remedy your Ignition Troubles with a “Delta Coil File 


til CONTACT FOMU-RARK PLUGS — COILS — MAGNETOS 
BC IM TME TOOL KIT OM EVERY AUTOMOBILE OR MOTOR BOAT 


Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in the Tool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 

J k DELTA FILE WORKS f'£\ 

BL PHILADELPHIA, PA., U. S. A. 



R.-W. No. 430 
Head or Side Vise 
Patented 


DELTA 


Richards - Wilcox 
Woodworking Vises 

are built around a cam - operating nut 
composed of only two pieces which form 

a working com - bination nar- 

ticularly powe rful and sim¬ 
ple. The jaw is instantly ad¬ 
justable to an y w i ( ]th . the 

screw action continuous. The vise nut 
has no springs nor small parts to gel 
out of order or wear out. 

Made in three styles and sizes for all 
ordinary requirements. 


Write for illustrated book 
“Richards-Wilcox Rapid 
Acting Vises and Manual 
Training Benches.” Sent 
without obligation 




Aurora. Illinois .U S A. 

BRANCHES: 

New York, Chicago. Philad»?lphia. Boston, St. Louis, 
Minneapolis, San Francisco, Lok Angeles, 
London (Ont.) 

“A Hanger for Any Door That Slides” 
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CHAMPION 

BLOWERS 
FORGES DRILLS 



No. 408 Forge 


CHAMPION TOOLS 

Built for Service 

Carried in Stock by all 
Leading Jobbers 

Write for 365-Page Cata¬ 
logue 

THE 

CHAMPION 
BLOWER AND 
FORGE CO. 

Lancaster, Pennsylvania, 
U. S. A. 




There is a Difference 
in Rope 

There may be very little dif¬ 
ference in the appearance of 
a new rope of one brand and 
that of another, but if one 
considers of what a rope is 
made, how it is made, by 
whom it is made, where it is 
made and the reputation of 
the manufacturer, he will 
see that there must be a dif¬ 
ference. If you will consider 
all these questions before 
you place your next rope 
order — you will , decide on 

COLUMBIAN 


Columbian Rope Company 

Auburn ”Th$ Cordat* City " New York 
Branches: New York, Chicago, Boston 


Pacific Coast Distributors 

BAKER, HAMILTON & PACIFIC CO. 

San Francisco 
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sThe Mechanic ’ \ 

miut produce 


The Railroads 
must speed up. 


The Business Man. 
ist help ’the others. 


On Washing¬ 
ton’s Birthday I 
watched the New York City 
detachment of our new National 
Army swing down Fifth Avenue. 

There were ten thousand of them marching 
through the heavy, swirling snow. 

I wondered how many more would have to go. 
We may have to send all the young men and then 
call for the older men, just as France has done, and 
just as we did during the Civil War. None of us 
want that to happen. 

The only way to stop the outflow of soldiers is to beat 
the Kaiser and his horde of Huns. The only way to do 
that is to give our boys in the trenches so much of the muni¬ 
tions of war—of such excellent quality—that they will be 
as superior to the enemy as a workman with a turret lathe 
is to a workman with an old hand lathe. 

So let us think quickly of better ways to do our work. 
The war today demands thnt we do more than we ever 
have done before. Let us all speed up, with the thought 
that we, too, are fighting the enemy, even if we can’t see 
him. Let us hurry our work at our desks and benches, 
and thus keep millions of men out of the trenches. 

(Signed) 


President 

''The National Cash Register Company 
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Sell Saws That are Mechanically Right 

That is the way to satisfy your customers. They want saws that cut right, that hold 
their cutting edge, that are made of high grade steel. While the carpenter is today not 
so much interested in finish, he still likes to have a good looking saw and surely there is 
no other which compares with the Simonds in finish. 

There is none which excels it in quality. It leads them all in profit to Dealer and 
value to Customer. Send for catalog and terms. 

Simonds Manufacturing Company 

“The Saw Makers” 

Portland, Oregon Seattle, Washington 

San Francisco, California Vancouver, B. C. 



MADE BY 


SUPERIOR Screen Door Ched 

The only Cheek that haa the jack-knife lever whie 
allows the door to open clear up against the wall wit! 
out strain on the Cheek. 

It also has a positive plunger and antomatie inli 
valve for air. 

The above features together with the low pric 
makes it the best Cheek for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber ean not supply you, write us and w 
will give you the address of your nearest jobber wh 
handles our Check. 


SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Cases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the clerks’ fingers’ end. 
Catalog sent on application. All jobbers handle these 
cases. 

American Bolt & Screw Case Go., Dayton, 0. 
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QUICK RETURN 

In 3 Sizes 


With spring in the handle to 
drive bit back quickly 
Holds it extended for 
overhead work. 


No. 130—For all general work. 
Very popular. 

No. 131—Heavy pattern, for general house 
carpentry and heavy screw driving. 
Becoming very popular. 

No. 135—Small size, for smaller screws, electrical 
work, and wherever a large number of small screws are 
frequently driven. Your Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia, Pa. 


“YANKEE” 



The Bridgeport Hdw. Mfg. Corp. 

Bridgeport, Connecticut 


RED 

BULL’ 


Warranted 


List 

$16.50 

Dozen 


THE “HOOXEB” BOX OFBHBB 

Weight 15 os., length 9 In. 


81 

"3 


No. 41 Poliahed Gun Metal, List. 17.20 dos. 

No. 42 Poliahed and Niokel Plated, Liat.|9.00 dos. 


c. w. gauss oo. 

Western Sales Agents 
693 Mission St 
San Francisco, Calif. 


J. 0. McCARTY & CO, 
Eastern 
Sales Agents 
New York City, N. Y, 


L 



C 


* 

CO 
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o. 16 Perfection Box or Tree Scraper 

Length 13 inchea. List $9.00 dos. 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


Bite 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 



Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 


WE WERE AWARDED THE MEDAL OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC) EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 


Samson Spot 
Sash Cord 


Extra quality, guaranteed free from 
all imperfections. Gan be distin- 

f uishea at a glance by the Colored 
pots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades, for all pur¬ 
poses. Carried by all Jobbers. 

SASH CORD 

CLOTHESLINES 

SOLID BRAIDED ROPE 

SHADE CORD 
MASONS' LINES 
CHALK LINES 

Send for catalogue and sample*. 

Samson Cordage Wirks 

Boston, Massachusetts 



“Easy Emptying 11 Grass Catchers 


“ Favorably known 
the world over” 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durable 

Many exolusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ* for it 

Some of Our Padflo Ooaat Jobbers 
California Xdw. Oo. Pacific Xdw. * Meat Oo. 
P ailing -MoOalman Oo. The Oobaw^Boeohar Oe« 
Xoncyman XAw. Oo. Bchwabaohaar Xdw. Oe. 
XeUey-Xason Xdw. OowBeattle Xardware Oo. 
Marahail-Wolle Xdw. The Thomson-Bigga 
Oo. Oo. 

Dunham. Oarrlgaa a Xaydea Oe. 
Xoffuan Xdwe. Oo. 

The Specialty Mfg. Go. 

St. Paul, Minn., U. S. A. 
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1 , 000,000 

DROP FORGED WRENCHES 

ALL SIZES AND FINISHES 

IN STOCK 


THE WHITMAN & BARNES MANUFACTURING CO. 

Established 64 Years 

GENERAL OFFICES: Akroa, Ohio NEW YORK STORB: 64 Roade Stroot 

FACTORIES: Akroa, Ohio, Chicago, lUiaois, St. Cathariacs, Oat. 


YOU ABE BIGHT IN 
RECOMMENDING 

“WORLD’S BEST” 

IN NAME AND FACT 

World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 

EXCLUSIVE FEATURES 
Frame ia beat rrade malleable iron. 

Wheel underneath track prevsnts derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Running Hanger on the market. 

Parked one pair in box complete with bolts; one- 
half dozen paira in a case. 

Track has Slidable Bracket, which has made the 
World’s Beat Hangers so popular with the building 
trade. 

If jour jobber can't supply you we will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, U. & A. 

C. N. & F W. JONAS, Rialto Bldg., San Francisco, Cal. 
and Equitable Saving* Bank Bldg., Los Angeles 
Western Representatives 




l» 


Digitized by v^.ooQle 






30 


HARDWARE WORLD 


For Your “Big Trade” 

For Large Lawns, Golf Courses, Cemeteries 
and Public Parks 




Quality 

Lawn Gleaner and Rake 


Removes all cut grass, 
litter, leaves and 
helps grass growth. 
Does the work of 
four men with 
rakes. 



Putting Greens Sweeper 


Brushes up all worm 
casts, wet or dry, with¬ 
out injury to turf in 
one - tenth u s u 
time. 



Writ* um for /iterator*. Dealer'a Holpa Service 
free—oak for it 


Look for this mark 
on the handle of all 
* * PENNSYLVANIA* * 
Quality Mowers: 
“Pennsylvania” 
“Pennyidvanla, Jr.” 
“Pennsylvania Golf” 
“Pennsylvania Putt¬ 
ing Greens Mower* * 


* Continental” 

* Great American 

B. B.” 

'Shock Absorber** 
'Quaker City” 
'Bed Cloud B. B.» 
'Orchid B. B.” 
'Daisy*» 

'Mew Belmont** 
'Bellevue' * 


“Panama** 
“Delta B. B.” 
“Electra” 

* ‘Pennsylvania 
Pony’* 

“Pennsylvania 
Horse*' 
“Pennsylvania 
Grand Horse* 
“Pennsylvania 
Trio Horse”— 
86-inch cut 


Pennsylv^^^^™\^rWorks 

John Braun c ^. Sons 

fOONDtO i»77 PHILADELPHIA 


J Stanlrblnols 



STANLEY 

Dowel and Rod Turning 
Machine 

No. 77 

A tool that will appeal to Carpenters, 
Cabinet Makers, Pattern Makers, Fur¬ 
niture Manufacturers, Supervisors and 
Instructors of Industrial Education, in 
fact to anyone interested in wood¬ 
working. 

It will not only cut dowels of vary¬ 
ing sizes and lengths to perfect dimen¬ 
sions, but with it one can also form rods 
of practically any length. 

Ready made or stock dowels have a 
tendency to warp and shrink, making 
them very unsatisfactory to use where 
a close fit is desired. 

With this machine the workman can 
cut his dowels w r hen he is ready to use 
them and furthermore of the same ma¬ 
terial as the wood being worked. 

One cutter head complete for making 
dowels or rods % inch in diameter is 
furnished with each machine. 

Additional cutter heads with cutters 
V 4 , 5/16, 7/16, i/ 2 , 9/16, %, 11/16 and 
% inches can be furnished at slight 
extra cost. 

A workman whose tool equipment in¬ 
cludes one of these machines and a 
Stanley Dow-eling Jig can make dow¬ 
eled joints w r ith surprising quickness 
and accuracy. 

The list price is $8.50. 

A profitable tool for you to carry. 

StanleyRule & Level Co, 

New Britain, Conn. U.S.A. 
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Gilson Garden Tools 

A quick-selling, profitable line of Hand and Wheel 
Cultivstorm. Weeders, Lawn Edge Trimmer, Dandelion 
Differ, etc., which command a ready market with an 
exacting trade. 

Liberty Adjustable Cultivators 

(Hand or Wheel) 

An all-around garden tool for 
preparing the seed bod, culti- 'aV 
rating and wooding. Just as V 

the Gilaon Weeder surpassed / 

the ordinary hoe, to is the Lib- ff // \ 

erty the improved Adjustable \y A \ 

Cultivator. The perfect align L/v// / 1 

meat and special design of the \ * f /. 

catting teeth make it so. [W^ III) 


Sand for 


And Free 
Booklet 


THIS IS NO FREE OFFER OF 

WILLIAMS’ SUPERIOR 
DROP-FORGED WRENCHES 


J.E.HUMC0 


Port Washing¬ 
ton. Wia. 




You Buy 
the 

Wrenches 

We Provide the 
Display Boards 

“SILENT 
SALESMAN’ ’ 
A 

Automobile 
Selection— 
Length. 54" 
96 Wrenches 

“SILENT 
SALESMAN* ’ 
B 

General Hard 
ware and 
Machine Shop 
Selection— 
Length, 54" 
120 Wrenches 


J. H. WILLIAMS & CO. 

"THE WBENCH PEOPLE" 

60 8. Clinton 8t., Chicago 60 Richards 8t., Brooklyn, N.T. 



’ ' Surface Floor Spring Hinges 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND f 

SOCKET. MAlDE OF WROUGHT METAL. NO 
MORTISING REQUIRED. SAVES TIME AND 
MONEY—COST NO MORE. Write for catalog and 

LAWSON MFC. CO. - ^ 

Corner Superior and Franklin Streets, Chicago, Illinois 

New York Office, 85 Walker Street \ 



\ X 


“Forstner” Brace and Machine Bits 

For Fhio Carpenter, Cabinet and Pattern Work 

Specially Adapted for Hardwood Working 

_—_— The Forstner JLsabor Saving Auger Bit, 

unlike other is guided by its Circular 

Rim Instead of its center; •consequently 
will bore any arc of a circle and can be 
guided in any direction regardless of grain 
or knots, leaving a true polished surface. 
It la preferable and more expeditious than chisel, gouge, scroll-saw, or lathe tool combined, for oore¬ 
boxes. fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, eta 

K*nufsutured by THE PROGRESSIVE MFC. 00., D«pt. “A,” Torrington, Conn. 


Enquire of Tour Hardware Jobbers, or Write Us Direct 


Supplied in Sets 


Write for Catalogue 
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Brier Hill Steel 

Compvgf/ 

A. C ROLOnON, Pn*'t 


BRIER HILL STEEL CO. 


OF CALIFORNIA 


Brier Hill Steel 

Compmmjr 
1. S. BISHOP, flec’j 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 

WRITE FOR PRICES 

<— WE WILL DO THE REST “*» 

BRANCH OFFICES 
1213 L. C. Smith Bldg., Seattle, Wash. 

403 Railway Exchange Bldg., Portland Oregon 
1446 Malvern Ave., Los Angeles, Cal. 

359-365 MONADNOCK BUILDING, SAN FRANCISCO 


at HUn 
Ohio 


mm 


m 


Are you handling the 

10-in. andl4-in.0.K. Gutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Address 


Omer Cox, 
Underwood Bldg., 
San Francisco, CaL 

Sands A Cox, 

San Fernando Bldg., 
Los Angeles, CaL 


Jones A Cox, 
Newhonae Bldg., 
Salt Lake City, Utah 

Turnbull A Cox 
Mint Block 
Denver, Colorado. 


Strimple A Cox, 

L. C. Smith Bldg., Seattle, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

6 ASHLAND STREET, EVERETT, MASS. 


TRe “PONY” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



IT'S GUARANTIED 
SOLD BT JOBBERS EVERYWHERE 


F. H. SMITH MF6. CO. 

CHICAGO, U. S. A. 


Digitized by 


Google 








HARDWARE WORLD 


33 


A Big Majority just ask your customers 

I ALa %MB DACt Masons work side by side in large gangs and follow 

MIC fli ■mw9K their trade from city to city. They have seen the 


»•. uu 

wids. Heel V*~ fur- 
-Uck, th-jai uaual «ide 


merits of the W. ROSE, 
r fffjf : Hy|J ;vj and have spread the news. 

AU Jobbers Have It 
CATALOG OR DISPLAY CARD? 

WM. ROSE & BROS., Sharon Kill, Pa. 

Selling Representatives 
WIEBUSCH & HILGER, Ltd., New Yerk 



I'TTI Wiii 


WIRE-BRASS-COPPER 



imwwoniwunNIKIKCLO. — M afl1 

yu uy BRASS,COPPER anoSILVER WIRE SHEETR 0U | 

^TUBING ROUMKSflUARE bar-rolM 



Sold by All Buy a 

Mint and Supply Houses SAMSON or ROWELL 



Railway Car Mover 


And Have a 


LITTLE SWITCH ENGINE 


CL B. MfELL 


BSOnT Appleton, Wisconsin yourown 

IMon 8t, Ban Francisco, Pacific Ooaat Representative PRICE EACH V $5.00 


GARDENS — GARDENS — GARDENS 


q.r *»y tnl th * re »o many people enmed In 
Increased production, la our Country’s cry. 

Av : fi°S£525?« a GARD ? N CTULTIVATOH-HOES 
^®^ E RS Are playing an important part 
in this Nation-wide movement They are favorite 
tool*; hut—the demand almost exceeds the pos¬ 
sible supply. 

•SAILERS: Don’t delay your orders. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divi¬ 
dends. 

Remember the name—"NORCROSS.” 

^ C. S. NORCROSS & SONS 

Maa.faeter.ra BUSHNKLL. ILI_ II. S. A. 
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Clover Leaf Manila Rope 

Nothing Better 

* 

Trad* Mark 

PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 


GARDEN HOSE 



WRITE FOR CATALOGUE AND PRICES 


Goodyear Rubber Company 

R. H. PEASE, Prcst. J. A. SHEPPARD, Vice-Prest. H. R. PEASE, JR., Treas. C. F. RUNYON, Sec y. 

539 Mission Street Nos. 61, 63, 65, 67 Fourth St. & Pine St. 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Wagnek Trolley Overhead Carrier 


HARDWARE WORLD 

‘Pittsburgh Perfect” 

Wire Nails 

ALL KINDS 

Barbed] jWire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO. 

359-365 Monadnock Building 

SAN FRANCISCO 

Carload Shipments from Pittsburgh Mills to All 
Points on the Pacific Coast 

A. C. RULOFSON CO. 

Sales Managers 

BRANCH OFFICES: 1213 Is. C. Smith Bldg., Seattle, Wash, 
403 Railway Exchange Bldg., Portland, Oregon 
1446 Malvern Ave., Los Angeles, Cal. 


la every rsce there’s a “CMi 


ALLENGE” a “RIVAL” and a “BANNER” 

AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

TAPES, BOXWOOD and SPRING JOINT RULES 

PEWTORMANCE^wiu .. TU£ /(/FK7NPi/LEPo “°" WW - 

a GUARANTEE if Um 106 L.ftftHt It I. T. 


'l/FK/N 


roi QAJLAG SB, SHOPS AND FACTORIES. —A simple, practical, efficient hoisting and 
tarrying device for handling heavy objects. Will pay for itself many times over in any garage, 
ahop, factory or store where heavy objects must be handled. With this outfit one man can han¬ 
dle any object weighing up to 700 lbs. Two or three men can move a ton. Outfit consists of 
the Wagner Self-Cleaning Track, roller-bearing tandem carrier and centre pull triple sheave 
nolst. Write for prices. Also ask for the Wagner 96 page catalog of Barn Door Hangers, 
Trolley Tracks, 8tudding Sockets, Hardware Specialties, Sleds and Non-Tipping Coaster Wagons. 

WAGNER MTO. CO., DEPT. C, CEDAR FALLS, IOWA 
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The MARSH-AYER 

MITRE BOX is Recognized as the Best 

WHITE FOB FULL INFORMATION. 

H. C. MARSH GO. 

212 Race Street - - Rockford, Illinois 

WESTERN REPRESENTATIVES. 

Omer Oox.San Francisco, California 

Sands A Cox.Los Anfeles, California 

Strimple A Cox.Seattle, Washington 

Jones A Oox.. Salt Laks City, Utah 

Turnbull A Oox.Dourer, Colorado 


WHAT A HATFIELD 
IN YOUR WINDOW MEANS 

It means that 
every man who 
shaves with a 
safety razor will 
naturally be inter¬ 
ested in a machine 
that sharpens the 
blades correctly. 

We have plenty 
of letters from 
hardware dealers 
who are using the 

Hatfield 
Complete 
Sharpening 
Machine 

Not only because it sharpens all makes of safety 
razor blades correctly, but because it sharpens them 
at the lowest operating cost of any machine and makes 
the most money for the dealer. 

If you are anxious to build up your cutlery sales, 
not only on razors and blades and re-sharpening, but 
all along the line, we have a tried and proven plan 
that haB secured this business for others and will do 
the same for you. 

We will be pleased to send full particulars if you 
will simply ask us. 

HYFIELD MFG. COMPANY 

21 WALKER ST.. NBW YORK CITY 



BARE $453 DAILY BETWEEN 
CLEVELAND & 
BUFFALO 



The Great Ship 

The largest end most costly steamer on any inland water of 
the world. Sleeping accommodations for 1600 passengers. 

“CITY OF ERIE** “CITY OF BUFFALO” U 

■ ■ - 3 Magnificent Steamers - - ■ ^ 

DAILY BETWEEN V 

CLEVELAND AND BUFFALO fc 

S MAY l»t TO NOV. 15th S 

Leaves Cleveland - 8:00 P.M. Leaves Buffalo - 8:00 P.M 3 

Arrive Buffalo • 6:30 A.M. Arrive Cleveland • 7:00 A M. Bl 

(U S. C<nir..l Standard Time) J 

>§ Connections at Buffalo for Niagara Falls and all Eastern and 3 

% Canadian Points.and at Cleveland for Cedar Point.Put-in*Bay. ^ 

X Detroit and all points West and Southwest. Railroad tickets 3 
reading between Cleveland and Buffalo are good for transpor ' y 

§ S tation on our steamers. Ask your ticket agent or American 

Express Agent for tickets via C. A B. Line. s 

New Tourist Automobile Rate—$7.50 Round Trip, with 
ajiays^etuniJimit^forcarB^iot^exceedi^^ ^ 

25 Beautifully colored sectional pussle chart of The Great u 

dg Ship "SEEANDBEE” sent on receipt of five cents. Also ^ 

ask for our 24-page pictorial and descriptive booklet free. 

THE CLEVELAND Sc BUFFALO TRANSIT CO. (S 
3 Cleveland, Ohio L 


American 
Seal 

Cements 

▲SBBSTOS FURNACE CEMENT will withstand moru 
boat than iron, bakes as hard as tho casting itself, 
and will not crack, shrink, crumble or fall out. 

ELASTIC OIL ROOF CEMENT fa a superior artfelo ft* 
colors for bodding slate and tilo roofs and repairing 
leaks in tin, metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylights and 
fire walls. 

CARBON CEMENT, the peer of all lightweight ce¬ 
ments, is made up of long asbestos fibre, and elastic, 
adhesive waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 

T-CO is a waterproofing cement in colors, especially 
recommended for use on side walls exi>osed to heavy 
driving rains, preventing the water from permeating 
these walls. _ 



Manufactured by 

The Wm. Connors Paint Mfg. Co. 

1852 TROY. N. Y. 1918 
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Number 200/ 
Assortment — 
Contains two 
Number 3 and 
four Number 
5 Pliers. 


Number 3—6 
inches long. 

Holds Nuts 
8 - 16" to 
out side meas¬ 
urement. 

Number 5—7 inches long. Holds Nuts 7-16" to 1" out¬ 
side measurement. 

Packed % dozen in a box. 

This is one of the most popular tools we have ever 
manufactured. For sale by all jobbers. 

VAUGHAN & BUSHNELL MFG. CO. 

Makers of Fine Tools CHICAGO 


ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight 
s u pportlng 
bearings cor¬ 
rectly located to 
liberate the 
action of the 


There Is a Diffemcs inWashsrs 


Just as In any other commodity. Our Washers 
are made of the Best Material and with the 
utmost sara That's why the largest us ers of 
Washers prefer those of our make. 

Wslsehls Washers mi Cast tree Washers 
■finipfi smi rant wasters 

of all des cr iptions. Round and Square* Plata or 
Qalraalaad 

nM Hitl BITS mmwm ViaitS 

MSVwfl mm HMM rwI6S 




Wo. 18 Type 


Wrought Washer Mfg. Co. 

Mllwawkiif Wla. 

Coast Repres en tatives. 

xxrenov * mrbtow, sue. 

Sea Fraualeen, OaL| Bos Angelas, @«L| Portland. 
Ore.} WettH, WashTBenuer, Oolo. 
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Wheelbarrows for All Uses 

Wood or Steel 

70 STYLES AND SIZES 
And Immense Stock 

Ask for Prices 

Concrete Mixers, Warehouse and Factory Trucks 
Casters, Cast Iron Wheels, Milk and 
Hand Carts, Etc. 


338 - 348 Brann&n Street, Near Second 
SAN FRANCISCO, CAL. 


HERCULES 

Gasoline Engine 

Most complete and up-to-date engine 
made. Has less parts and fool proof . 

Fitted with Webster Oscillating Magneto 
REQUIRING NO BATTERIES 
Always Easy to Operate 

Sizes 1 M», 3, 5, 7, 9, and 12 Horse Power 


OUR STOCK OF PUMPS FOR EVERT 
SERVICE AND USE 

For Irrigation—Power, Belt, Electricity, Air, 
Vacuum. Chip, Spray, Wine, Oil, Mines, Steam, 
Water Works, Wind Mills, Road Sprinkling, 
Rams. Hand, Deep and Shallow Well Pumps, 
Goulds Celebrated Triplex Pumps. 

W. & L. Pneumatic Water Supply Systems 


Centrifugal Pumps Pipe, Pipe Fittings, Brass Goods, Tanks, 
With Oil Bearings Wind Mills, Gasoline Engines 

WOODIN & LITTLE 

PUMP HOUSE 

33 TO 41 FREMONT STREET - SAN FRANCISCO, CAL. 


Goulds Pyramid Pumps 
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GENUINE 


“PHILADELPHIA” 


LAWN MOWERS 


STANDARD OF THE WORLD 

22 Styles Hand Mowers 
5 Styles Horse Mowers 
3 Styles Motor Mowers 

A MOWER for EVERY CONDITION and REQUIREMENT 

CATALOQ ON REQUEST 

Special folder fully illustrating and describing Motor 
Mowers, the most up-to-date and satisfactory on 
the market, in operation all over the country, in 
parks, cemeteries, large estates, institutions and 
Government grounds proving their superiority. 

THE PHILADELPHIA LAWN MOWER CO. 

31st and Chestnut Streets 
PHILADELPHIA, PA., U. S. A. 

HAVEN A HAVEN. 506 Mission Street. Ssn Francisco. Csl. 
Smn Francisco Selling Agents 


30-Inch Walking Type, 4 H.P. 
40-Inch Riding Type. 8 H. P. 

FLEXIBLE FRAME 


j \ 

' L J 



WILLS 

Scientific Sprinkler 

FOR LAWNS AND GARDENS 


:jL, 


tvia 5 sprinkung dcvicc 
PAX APPUCD rOR 


Three Superior Qualities 

Durability—Efficiency—Cheapness 

Made of steel galvanized pipe. Saves 25% on Water 
Bills. Covers 25% more surface with same water. 
No Rust — No Leaks — Solid standards — securely at¬ 
tached. No bending or breaking. Hose connection 
BEST made. 

The Spray is distributed equally covering every 
space and corner. 

Made in all Lengths, and to suit any pressure. 
Guaranteed for 10 years’ service if properly cared for. 
Ask your Jobber or send direct to the Factory for 
onr descriptive folder. 

WILLS SPRINKLER CO. 

607 CBOCKEB ST. LOB ANGELES, CAL. 


Here’s the Sprinkler that’s 
in Big Demand 



THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Avenue 
LOS ANGELES 
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Are you selling enough razors? We send 
you this handsome metal display case free 
with your first order of Genco Razors. 

Write Today 



■Genco 


GENEVA CUTLERY COMPANY 

157 Gates Ave., Geneva, N. Y. 

Largest manufacturers in the world of high grade razors 


TACKS s ^ t ll NAILS 

Cobblers * Nails, Glazier Points, Etc. 

Double-Pointed Tacks and Staples 

Send for Illustrated Catalogue, most convenient 
and comprehensive 

THE SHELTON TACK CO. 

Successors to Shelton Co. 

Shelton, Conn. New York Office, 06 Warren St. 





Sedgwick JnTaEStoS 

Manufactured by Specialists and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 

163 WEST 16TH STREET NEW YORK 


Obl.iu.ws Goiumbus 
Ohkmj.s.a. 


Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER CO. 

209 Scott Bldg., Salt Lake City, Utah 


Open 


Closed 


Lane’s Ball Bearing Parlor Door Hangers 


Are the easiest run¬ 
ning, most nearly 
noiseless, strongest, ha 
well as the most dur¬ 
able hanger on the 
market today. For 
twenty - five years 
universally recognized 
in the Building Trade 
as the very best 
Hanger made. Get 
our catalog of other 
goods. 

LANE BROS. GO. 

Cherry St. 

Poughkeepsie, N. Y. 
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LET THIS MARK BE 
YOUR SILENT SALESMAN 


Any article in your stock that is entirely or in part a DuPont pro¬ 
duct is immediately identified as first quality bv your customers. 

“They’re Loaded With DuPont” 

“They’re Loaded With Ballistite” 

“They’re Loaded With Schultze” 

— are the arguments that sell shotgun shells, for the world-wide reputation of 
the DuPont American Industries’ Products started with DuPont Sporting Powders 
116 years ago. 

The public has confidence in anything that has fgiinTuff) linked with it; cap¬ 
italize this confidence by taking advantage of the dealers’ service. 

E. I. DUPONT DE NEMOURS & CO. Wilmington, Del. 

THE DUPONT AMERICAN INDUSTRIES ARE: 


E. I. DuPont de Nemours k Co., Wilmington, Del. 
Explosives 

DuPont Chemical Works, Wilmington, Del. 

Pyroxylin and Coal Tar Products 
DuPont Fabrikoid Co., Wilmington, Del. 

Leather Substitutes 


The Arlington Works, 725 Broadway, New York 
Ivory Py-ra-lin and Cleanable Collars 
Harrison Works, Philadelphia, Pa. 

Paints, Varnishes ana Pigments 
DuPont Dye Works, Wilmington, Del. 

Dyes and Dye Bases 




COLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Writ9 far pries lists and full particulars 

Col dwell Lawn Mower Company 


Factory and Offices 


at Newburgh, New York 62 Bast 


Chicago Office 


Si., Chicago 


No Sporting 
Goods Stock is 
complete that does 
not sell this fa¬ 
mous leader. The 
country’s best an¬ 
glers use it — and 
recommend it. Or¬ 
der a fresh supply 
today — and give 
your customers the 
real Scotch pro¬ 
duct. 

Strong, Tough. Durable 
Invisible 

Beware of Japanese 
Imitations 
Send foriBookJet 


I JOE WELSH ^ 
i LEADER U 

\ GETS *** 
\ THE FISH 


DONTBPEAfc V 

JOE WELSH 


PASADENA - 


CALIFORNIA 


Exclusive Agent U. S. and 
Canada 


Do You Sell Hose Menders? 

Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanised clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to 
grip the hose. Prices right. 

Send for our general catalog 
—to-day. 

STUBKR * KUCK CO. 

Peoria, Illinois 

New York Office-154 Chambers Street, 1. M. Sherwood, Manage* 
See Fraadeee Wot-Rialto BtukUng. William P. Horn. Manager 


III llJllHf 1|] 





We manufacture everything from dependable hand fire 
extinguishers to large chemical engines and chemical 
tanka for fire department service. There's good profit 
in being oar agent. We carry the stock. Write ua for 
catalog and special hardware disco unts. Manufacturers 
of Firs Apparatus. O. J. CHQJ>8 00., Utica, N. Y. 


Digitized by 


Google 


































42 


HARDWARE WORLD 


jap-a-lac 

^ HOUSEHOLD FINISHES 

WE ARE HEADQUARTERS 
FOR 

Jap-a-Lac Household Finishes 
Enamels, Varnish Stains 
V arnishes 

And All 

Glidden 
“Green Label” 

Products 

SEND US YOUR ORDERS 

BAKER, HAMILTON & PACIFK'CO. 

Complete Stocks of Paints, Oils and Glass 
SAN FRANCISCO, CAL., U. S. A. 
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345 STRAIGHT 

A NEW PACIFIC COAST RECORD 

Made by Mr. H. Lorenson, of Newman, Calif., at the Los Angeles 
Tournament, May 10-12, 1918. He also won the High Amateur 
and High General Averages for the 3 days, 594 ex 600. 

The Most Remarkable Shooting Done in Years 
and It Was Done With 

The Ever Reliable P Brand Shells 

At this shoot a wonderful record was made by the 5 man squad 
Messrs. Ford, Wilkes, Hawxhurst, Bair and Lorenson, 2913 ex 
3000 Targets, or 97.10%, with a squad run of 240. 

Dealers in PttSfl Shells have the Advantage of the Best Ammunition Quality Money 
Can Buy. Are You Satisfied with Any Less Than That? 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 585-587 Howard Street, San Francisco 
Marshall - Wells Hardware Co., Portland-Spokane, Duluth, Winnipeg-Edmonton 
Hibbard, Spencer, Bartlett & Co., Chicago, 111. 

Butler & Britain, Inc., San Francisco 


If yoa are oae of 
ssr carton art yoa 
ksow then. 

If yea are sot see 
we waat the oppor¬ 
tunity of sbowiag 
yoa why it wfl ha 
to yoar bterest to 
read as yoar orders 

The Room of Fair and Sqaaro RiaBag lit Oar Castnoere 

BVBRYTHING IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL 


THERE ARE MANY REASONS 

hr tin Ch BmiI mt hc ra wtd Cmrtk tf hr Trad, 
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Chi-Namel Varnish 

Heel Proof: Hammer Proof: WaterProof 


CHI-NAMEL Stains and Varnishes With One Application. 
Anyone Can Apply Chi-Namel 


CHI-NAMEL Auto Colors are Easy to Apply and are Posi¬ 
tively Water Proof. 

CHI-NAMEL is Elastic, Self Leveling, no Brush Marks. 

The Tritch Hardware Co. 

DENVER 

Distributors for Colorado, Wyoming and New Mexico 
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ice for the User 


Business (or the Dealer 


In selling Sturges Milk Cans 
you have one big point of su 
periority which good dairy 
men do not overlook. Each 
Sturges Can is built with 
Guaranteed Capacity 
Saves time and work tor thedairy 
man. Sturges Cans 6ell quickly— 
and hold the better class of trade 
—and brine better profits to the 
dealer. Write for catalog No. 29X 

STURGES & BURN MFG.CO. 

Established 1865 
C HICAGO - - ILLINOIS 

Quick Shipments 
rir Made from 

Pacific Coast 
Warehouses 


VOLT Firearms 

i L 


by Government Test 


Through All Wars 
The National 
Standard 

Tried and trusted by 
“our boys 0 in their 
heroic defense of our 
national honor, 

Colt Firearms 

are today as they 
have been for genera¬ 
tions back, the great 
American weapon of 
dependability. 

The best is none too 
good for Uncle Sam 
in the field—nor for 
the HOME. 

Revolvers 

Automatic Pistols 
Automatic 

Machine Guns 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn, U. S. A. 

Pacific Coast Representative, Phil. B. Bekeart Co., San Francisco 


"Star” Expansion Bolts 

Trade Mark “SBBCO” 

A PLEASURE TO SELL 


Standard the World Over 


Lsf Screw Wood Screw Toggle Machine Mecbioe 
type Typo Bolt Bolt Bolt 


STAR EXPANSION BOLT CO 


120 Went Lake Streets Chicago 
147-149 Cedar Street, New York 


Digitized by v^.ooQle 










46 


HARDWARE WORLD 


HAMMOND LUMBER COMPANY 

WHOLESALE HARDWARE 

WHOLESALE PAINTS 

Specializing In BUILDERS’ Hardware 

Sargents Looks and Hardware, Galvanised and Painted Corrugated Iron, 

Nails, Bolts and Barbed Wire, Northwestern Expanded Metal Lath. 

Beaver Board, Black Bock Board and Composition Roofings, Felt Tmmlnthig and 

Upson Board. Building Paper. 

Cal-pa-co Paints and Painters’ Supplies. 

Full and complete lines of these materials stocked in carload quantities. 

We solicit your inquiries. 

Offices and Warehouses, Twentieth and Alameda Streets • - Los Angeles, California 


‘A NS ONI A” NAIL CLIP 10c. 



h. c. cook co. 


lfado by the mak¬ 
ers ef the "Gem” 
nail Clipper. 
Twelve In a box or 
12 on a display 
card. Fast ten- 
cent sales. 

- AN SONIA, CONNECTICUT 


WILLIAMSON'S LIGHTNING HEALING POWDER 
JOBBERS AND DEALERS. 

Test Williamson’s Lightning 
Healing Powder against any gall 
cure made on two horses with 
equal raw galled sore necks work- 
: ing horses. Ordera prepaid at 
f $3.00 per do*., paid for when sold. 
* Jobs at $4.00. Retails at $6.00 
Direct WILLIAMSON MPG. CO., Sheffield. Ilia' 



ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 
extra long handle —10 
inches. It Is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 6 cent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
Insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We'll 
gladly quote prices and 
term a 

Atlas Mfg. Co. 

CONI. 


HUGHSON A MERTON 
Pacific Coast Agents 
San Francisco Los Angelas 
and Portland, Oregon 



The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 

HARDWARE 


Pipe and Fittings 
Canton Steel 


Sporting Goods 


Sargent & Co. 
Bidders’ Hardware 
MM and Marine 
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Garland Gas Ranges 

For the Home 

Combine Safety, Convenience, Economy 
Removable Parts for Cleaning 

Mangrum & Otter, Inc. 

San Francisco 

Agents for Northern California 


Alter wrenl months trial of other ranges, THE 
UNITED STATES GOVERNMENT now buys 
GARLAND lor the Military and Naval 
Camps and Cantonments 


The 

Standard 

for 

Over 

Fifty 

Years 


ILLUSTRATING NO. 175-5-5 


BEAUTIFY FURNITURE 
PROTECT FLOORS and floor 
Coverings from injury by usiag 
GLASS ONWARD SLIDING 
FURNITURE SHOE 
In placm of Cotton 

If your dealer will not supply yen 
write ns. 

ONWARD MFC. CO. 
Menashs, WU. Kitchener, OnL 


“TRY US FIRST" 

It will pay you to make inquiry of 
us before purchasing elsewhere. 


BUILDERS HARDWARE 

SHELF HARDWARE 

HOUSEHOLD GOODS 

TOOLS 

MACHINERY 

ETC. 


H. ROTH & SONS 

942-944-946 MISSION STREET 
SAN FRANCISCO, CAL. 


If Your Jobber Does Not 
Carry It, Write Us 


EW HAVE 

.JUNIOR 

TATTOO 


With Dial and Hands 

The Popular One-day Intermittent 
Alarm Clock 


THE PACKHAM 

Stove Pipe Crimper and Beader 

MADE BY 

THE PACKHAM CRIMPER CO. 

MECtUNKSSUftfi. OHM 


The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial' and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 3% 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20-sec- 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip.' 

MORGAN A ALLEN CO. 

160 Port Street 
Ban Francisco, California 
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0. K. GOPHER TRAP W 

8URB TO CATCH * SORB TO HOLD -1-grV* * j - -v 

Muafactarad by 

The Abingdon Trap Co. STO^S 

ABINGDON, ILLINOIS, 0. 8. A. ' 

FOR 8ALB BT LBADUTO JOBBERS l- ~ 

THROUOBODT THB WR8T - " =J ^i»coS5ftCr' 

THE TRAP THAT TAKES THB GO OUT OF GOPHER 


GOPHEBl 
•*r TRAP 


Carry Your Stock on Our Shelves 


B QE successful retail merchant today 
is constantly planning how to keep 
__ his investment in merchandise at 
the lowest possible point and still main¬ 
tain a profitable volume and satisfactory 
turn-over. This problem exists in every 
business and is of the utmost importance 
in these times of high prices and fluctu¬ 
ating values. 

The solution lies in purchasing goods in 
small quantities from the nearest home 
jobber who carries a complete stock and 
can fill orders promptly and give every 
day helpful service. 


We carry the largest and most complete 
stock of Hardware and Auto Accessories 
between Chicago and San Francisco and 
thousands of successful merchants in this 
Inter-Mountain country are profiting by 
the service we are rendering. 

Merchants who will let us CARRY THE 
STOCK ON OUR SHELVES, and send it 
to them as it is needed will keep their own 
investment at the lowest possible figure, 
and will be able to confidently face the 
future, knowing that they are well forti¬ 
fied to meet any emergency. 


THB SALT LAKE HARDWARE GO. 

Sslt Lake City, Utah — Pocatello, Idaho 


JENSEN-KING-BYRD CO. 


Spokane, Washington 


HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 
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0. LINDEMANN & CO. 

35 and 37 Wooster St., New York Established 1863 


['••uiiiiiiiii'iuir 
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Parrot Cages Must Be Strong 

Ours are Positively the Most 
Durable 

Manufacturers of JAPANNEID. BRASS and 
TINNED WIRE 

Bird Cages and Cage Sundries 


A. L. Conger Co., 731 Market Street, San Francisco, Cal. 

Representative for California 
T. D. McLean, L. C. Smith Building, Seattle, Wash, 
itopresentative for Washington, Oregon, Idaho, 
Utah, Montana and British Columbia. 


Economy Combination Range 



Bums wood and 
coal for the big 
meal, but pull 
out a simple 
lever and it in¬ 
stantly becomes 
a gas range. 

You will find a 
big demand for 
this efficient 
and perfect 
c o m b i n ation 
range. Every 
demonstration 
should mean a 
sale. 


Jas. Graham Mfg. Co. 

531 Mission Street 

San Francisco - - California 


Jjrl. 4 M.iM 


“QUICK MEAL” 

All Blue Porcelain Enameled and 
Black Porcelain Enameled Ranges 
are “Rust Proof,” “Sanitarv” and 
Easy to Keep Clean, being Enam¬ 
eled Inside and Outside. 

Not affected by the Hottest of Fires. 


■ Write for Catalogue and 

" Agency 

Ringen StOVC CompSUiy Divi * ion Of American Stove Compa ny 



715 Indiana Street, near 19th 


C. a SCHIECK, Pacific Coart Agent 

, SAN FRANCISCO, CALIFORNIA 
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SUNSET 


OIL 

OVENS COOK STOVES 



Gives more service 
Does better cooking 
Does quicker cooking 

Burns one-third less oil 
than any other make 
of stove 




SOLE AGENTS 


DUNHAM, CARRIGAN & HAYDEN COMPANY 

SAN FRANCISCO, CALIFORNIA 
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TOOLS \ 

Fexto 

Stanley ^ 

Lufkin JB 

Klein -J ■■ 

Marshalltown 1 J 1 

Maydole " W 

Disston 

Yankee 

Walden 

Gathered to Give Service to Retail Dealers 

Strevell-Paterson Hardware Go. 

SALT LAKE CITY, UTAH 

Wholesale only. 

H-W-2 


Honeyman Hardware Co. 

Ninth and Hoyt Streets 

Fourth and Alder Streets 

Great American 

(Pennsylvania Quality) 

Elm Park, Wizard, Monarch 

Acme and Magic 

Lawn Mowers 

Ottumwa All-Steel Lawn Mowers 

Non-Break able, Self-Sharpening 

Cotton and Rubber 

Garden Hose 

Hose Reels, Lawn Sprinklers 

White Mountain Refrigerators 

“The Chest With a Chill in It” 

POULTRY NETTING 




A. M. HOLTER 

Hardware Company 

Helena, Montana 

Established 1867 

WHOLESALE 

Shelf and Heavy Hardware 

Blacksmith Supplies 

Sporting Goods 

Automobile Accessories 

TRINER “LIBERTY” 

PARCEL POST SCALE 

Black enamel finish, glass front, steel top; list price, 
$3.50 each. 

Same style, tile top; list price, $3.75 each. 

Blue enamel finish, glass front, tile top; list price, 
$4.00 each. 

Insist on the Trlner. Tour Jobber can supply you. 

TRINER SCALE & MFC. CO. 

West Twenty-First Street Chicago, Illinois 

W. P. Horn ft Co. 

Pacific Coast Representative 

Rialto Building, San Francisco, Cal. 

Los Angeles, Cal. Portland, Oregon 
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SOLDERING 

COPPER 


14 IN. 

COMBINATION 

HAND HA OK 

STEEL 

CAKNER TOWGSl 


HALF 


MAMP WILLIAMS 
■ON P0ISUN0U5 
SOLDERING PAST! 
viunot PtisrcAis 

OUA OWN 

| COMPOUND 


_ PURE 
[can SOLOEWl 


BLOCK TIN 

CAN 


SOLDERING I 
£ASTCBRUSH 


COMBINATION 

COVER 

ANO 

J'.AN CARRYING 

S^tAY 


2 PATENT 
LONG HANDLE 

CANNING 

TBAVB 

WITH 

jgmjjjUgMjgg 
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JEWEL 


Oil Stoves 


QUALITY AND ECONOMY 


Your customers will be well satisfied with 
Clark Jewel Oil Stoves. 

They are high quality oil stoves and econom¬ 
ical in operation. 

The burners on Clark Jewel Oil Stoves give 
an even, clean heat, with low fuel consumption. 

Clark Jewel Oil Stoves are strong and dur¬ 
able. 

The handsome olive green enamel finish and 
excellent working qualities of these stoves will 
please your most particular customers. 

THEY SAVE TIME THEY SAVE OIL 


GEORGE M. CLARK & COMPANY 

Division Amerioan Stove Company 

CHICAGO 


HOLBROOK, MERRILL A STETSON 
San Franoiteo and Lot Angeles Jobbing Agents for California 


Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 

HAMP WILLIAMS 
HOME CANNER 

so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 

Retails for Only $14.00 

Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about Order 
one and get the agency for your town. 


HAMP WILLIAMS HARDWARE CO. 


Manufacturers 


HOT SPRINGS, ARKANSAS 
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Demand for Food Choppers Grows 

t with the increasing need for table thrift 

Housewives everywhere are turning to 
the “Enterprise” Chopper for help in 
fighting food waste in the home! No other 
kitchen device can compare with these 
Choppers in the economy effected. That’s 

“Enterprise” Food Choppers 

No. 501 $1.75 r . 

are among the fastest selling hardware specialties. 

That’s why you should lay in a plentiful supply 
of ** Enterprise ’ 9 Choppers while industrial and 
traffic conditions permit. For tightening 


r/H h oboeoff? 




food restric¬ 
tions mean ever 
i ncreasing 
sales! And no 
one can defi¬ 
nitely assure 
certainty 
of supply. 

The food sit¬ 
uation is your 
best hint — 
order NOW. 


No. 703 $3.00 

Chops 3 pounds of meat per 
minute. Weight 8 pounds. 


O 

* 


The Four Gutters and What They’ll Do 
Fine Coarse 

For chopping For chopping Hash, 

Sausage a n d Mince H og’s Head. Cheese, 
Chicken and Lob.ter 
™U, 8 Coco.nt for S.l.d., Tripe. 

luT B*rend* .n<i W.ble. of .11 

Crackers for Crumbs, k,nd ® for ^P 8 ’ etc - 

Medium UnftJTentiar 

For chopping Scrap Butter Cutter 

Meat for Poultry, For making Butter 

Scrapple, Cod fish, from Nuts of an oily 
>rn for Fritters, etc. nature. 




No. 609 $2.25 

Chops 2)4 pounds of 
meat per minute. Weight 
4)4 pounds. 


jgajggr* Meat for Poultry, For making Butter 

best hint Scrapple, Cod fish, from Nuts of an oily 

order NOW. Corn for Fritters, etc. nature. 

The “ENTERPRISE” LINE will yield you a good profit, and enable you to meet all competition 

THE ENTERPRISE MFG. CO., OP PA. - PHILADELPHIA, U. S. A. 

29 Mnmy Street, New York 630 Golden Gate Avenue, Baa Francisco 


WAR SAVINGS STAMPS 
DELIVERED TO YOUR HOME 


Tt*> Qnt BD la —H mJ Letter-Cniiier or MiO to Post Officn 

TO THE LOCAL POSTMASTER: —Kindly have letter-carrier deliver 
to qm, on___for which 1 will pey on delivery: 

__„$5. u. sTwar-savings stamps .1 l 

u. S. THRIFT STAMPS at 25c. each. 


Addreee 




W. S. S. COST DURING 1918 
Aoril $4.15 1 July $4.18 I Oct. $4.21 
m£T 4J6 Xug. 4.19 Nor. 4.22 

Juno 4.17 I Sept. 4.20 I Dec. 4 23 

W. S. S. WORTH $5.00 JANUARY 1. 1923 


This apace contributed by Whitaker-Gleaener Company , Wheeling , W.Va. 
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QUALITY— SATISFACTION 


You’ll Find Both in Our 
“De Luxe” Line of 


QUALITY, plus SERVICE, equals SATISFACTION 


MANUFACTURED BY 


DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced, Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 

ST. LOUIS, MO. 

WE8TEBV BBFBBSEVTATXVS8 

▲ddr«M: Omer Cox. San Francisco: Jones & Oox, Salt Lake City, Utah; Sands A Cox, Los Angeles. 
Cal.; Turnbull A Cox, Denver, Colo.; Strimple A Cox, Seattle, Wash. 


THE EAGLE WOODENWARE MFC. CO. 


Manufacturers, 

Hamilton, Ohio U. S. A. 


Will hold s 10, 11 or 19 lash 
clothes wringer. 


In offering you our line of goods, we are offering you 
QUALITY and SERVICE, and complete Satisfaction cornea 
only in the selection of goods that have stood the teat of 
time. In stocking our goods, you get this SATISFACTION. 


Our products are built of high 
grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


Our EAGLE MOP WRINGERS and BUCKETS COM¬ 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 
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White Mountain Refrigerators 



‘The Chest With the Chill in It’ 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 
catalogues and booklets. S, 



Maine Manufacturing Company - Nashua, N. U. S. A. 


BBurox o m ens i— 

Nsw York City Boston, Mam. Atlanta. Oft. Dallas, Tanas San Franoisoo, OaL Denver, 

Melbourne, Australia 


The Ontario Knife Company, Frankiinviiie, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once 



BUTCHER 

SKINNING 

STICKING 

BONING 

8HEATH 

SLICING 

CORN 

8HOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 


Digitized by 


Google 































HARDWARE WORLD 


57 


atJTM No. 560 


RUSH 

ORDERS 


Many of our dealers 
are not going to have 
a sufficient supply of 
"XXth Century" Bottle 
Coolers on hand to meet 
the demands of their 
customers. Others de¬ 
layed ordering until 
now whep hot weather 
is on us. For such con¬ 
tingencies we have on 
hand a limited supply 
of “XXth Century” Bot¬ 
tle Coolers in assorted 
sizes and styles. We can 
ship these immediately 
upon receipt of your 
order. 

How are your stocks? 
Are they large enough 
to meet this summer’s 
demands? Look them 
over today. 

No. 560, illustrated, is 
one of our leaders. The 
ice container is made of 
••Fibrotta,” which is a 
non-conductor of heat. 
This cooler uses one- 
third less ice than 
others. Send for com¬ 
plete Cooler and Fibrot¬ 
ta catalogs. 



pORDLEY A U A Y E S 

Cooler (x Oeadquarters 

40 Leonard Street, New York City 


“Pop” and Pulling Powar 

The interior of your store is the first impression the 
public gets of you, Mr. Merchant—your business meth¬ 
ods—your stock of merchandise. If your goods are piled 
haphazard on “pine shelving.” with no attempt at dis¬ 
play—the buying public goes elsewhere to purchase. 
You must keep the vitality of your business high by 
putting ”Pep r ' and Pulling Power into your store 
interior. It’s mighty poor policy in this “day and 
age” to “stand pat” with old-fashioned shelving. 

“DUUmr SECTIONAL HARDWARE STORE FUTURES 
have an unresistible “pulling power”—they attract the 
right kind of trade—trade that is worth while. Our 
expert Hardware Store Architects — without charge — 
will show you how to put “Pep” into your store. 

Ask for our handsome catalog No. 10C—and also 
our Special Store Planning Blank. 

Duluth Show Caoo Company, Duluth, Minn. 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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BALDWIN Dry-Air Refrigerator 


A Baldwin Refrigerator can be had to fill your every demand—from 
the smallest sizes for small families to the largest sizes for large 
families, hotels, clubs and grocers. Every one is of the highest 
quality. Prices are moderate. Oak and ash cases. Porcelain, Gal¬ 
vanized and white enamel lined. 

The Baldwin Refrigerator Co. 

Burlington, Vt. 

Stock Carried by Heyman-Weil Co., San Francisco 
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MADE IN OHIO, U. S. A. 


ALUMINUM 

“Real Solid” 


ANNOUNCEMENT 

The “XBAL SOLID” LINE has been for 20 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his FRCF1T, but the housewife's contin¬ 
ued patronage, we have now added 


A New Line of 

M REAL SOLID WARE" 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior. 
In many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM RANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and bum off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 

We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOLID” 
Line the most complete on the market. 


Write Today and get our New 
1918 Catalog Just off the Press. 

Tte Buckeye Atuminom Company 

WOOSTOt, OHIO 


“UNIVERSAL” 

SLIDES 

Are an Absolute Business Getter 



No. 4— W Diam. 



No. 3— H"Disn». 



No. 2—13/16" Diam. 



No. 1—1" Diam. 


An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 

They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merchant. 

“Universal” Slides can 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 


They are constructed of 
high grade steel, ease 
hardened and neatly 
nickel plated. 

Made in four sises— 
Fifty sets of size one, 
two, and three, and one 
hundred sets of size four 
in a box. At so slight a 
cost yon cannot afford 
to paes them np. 

Write for 
SAMPLE CARD 
No. 25 H.W. 



mnnfftotiuad vulMlTd, by tb. 


Universal Caster & Foundry Works 

Division of The Basaick Oo. 
BRIDGEPORT, CONN. 


EUGENE C. SAUL 
Pac. Coast Representative: Monadnock Bldg. 

San Francisco, OaL 
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Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


'Move the FAULTLESS Way' 
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B 168-18 

High Closet, Tea Shelf, Poach Feed and Reservoir 
Can be had without Pouch Feed 
Can be had withoat Reservoir 
Three Sices—16, 18, 20-inch Oven 

Non-Corrodible 
“Lorain” 

Enameled Body Range 

The “Lorain” has been famous for 
many years as a snappy, quick baker with 
a high percentage conservation of fuel. 

Now. with the addition of the new “B” 
Series line with stippled dark blue porce¬ 
lain enameled body, you can offer your 
trade a range that has all the advantages 
of a steel range with the anti - corrosive 
features of the best cast-iron range. 

The “B M Lorain is very handsome and 
is a winner on sight. The body is sani¬ 
tary and can be kept free of all grease 
and dirt as it will wash with water. No 
blacking required—a conservation of time, 
labor and temper. 

Write for Catalog and Agency 

National Stove Co., Div. 

American Stove Company 
C. H. Schieck, Pacific Coast Agent 
715 Indiana St. (near 19th St.) 

San Francisco, California 


We Want Every 
Progressive Hard¬ 
ware Dealer to 
Have His Copy of 
Our Catalogue 

You should have it because 
it covers a complete line of 
high-grade, accurate and de¬ 
pendable scales — the kind 
that build renewal business. 

Grocers ’ Scales. Candy 
Store Scales, Physicians’ 
Scales, Household Scales. A 
scale for every need. 

Foster Bros. Cutlery, which 
is a part of the complete 
Chatillon line, offers a rare 
opportunity to dealers inter¬ 
ested in Butchers’ Tools and 
Household Cutlerv. 


ARE YOU A CHATILLON 
DEALER? 


Send today for catalogues 
prices and liberal trade 
discounts 


JOHN QHAtILLON £ SONS 

Established 1835 

85 CUff Street New York City 
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Some High Grade Standard 

Rubber Tips and Bumpers 

That ought to be in your stock 



For Chair Lena 


Ho. 4 • No. b 


Fencing FoM 


2 sizes 


No. 10 


Rubber Caster Cups 


Fender 2 sizes Tips 3 sizes Escn made in t sizes 

ftt 

Wo* SSI No. 333 No. 233 No. 234 

Slotted Screw *Tlps 


??? 


|P 11 No^43 


No. 141 No. 142 
10 cents per dozen 


No. 144 


Brass headed nails only used la the manufacture or these rubber nails 


Rubber Tips and 
Bumpers are in big 
demand these days — 
people are beginning 
to realize the great ad¬ 
vantages of their use. 

But all tips are not 
good tips—and a bad 
tip prevents further 
sales—further business. 

It is up to you, to 
stock the best and most 
varied line. Inspect 
some of the illustra¬ 
tions—there’s a tip in 
our line for every prac¬ 
tical tip purpose. You 
had better investigate 
—for the sake of good 
business. 

Write today— ask 
for catalog, prices and 
terms. 



Rocking 

Chair 

Tip 

12 



Crutch Tip 


THE ELASTIC 
TIP COMPANY 

370 Atlantic Avenue- 

Boston, Ma88., U.S.A. 
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A Proven Repeater 

Made in One Size Only 

Pits Pint, Quart and Half-Gallon Jars 


Fruit Jar 

HOLDERS 


Is one of the Job¬ 
ber’s o r Dealer’s 
quick, sure sellers. 
Square cooking sur¬ 
face, seven by 6even 
inches. 

Furnished complete 
with all the neces¬ 
sary cooking utensils. 
Full nickel finished. 


The demand this year will be larger 
than ever. Increased output and central 
location enables us to fill orders promptly. 

Order now through your jobber, or 
write us direct for samples and prices. 

The Kerr Wire Products Co. 

Manufacturers of 

THE HANDY FRUIT JAR HOLDERS 
323-325 West Randolph St. Chicago, Ill. 


W e manufacture s 
full line of Household 
Appliances. 


Write for our com 
p 1 e t e Catalog and 
Trade Discounts. 


RUTENBER 
ELECTRIC CO. 

Marion, Ind., U. S. A 


Cleans Smooths and Polishes 
Amjthin^ and Everijthin^ 

Gr Th e e*0°nly A GRADE FOR EVERY TJSE OF CLEANING. SMOOTHING. POLISHING 

*8KSS AMERICAN STEEL WOOL 

is versatile, indeed, but each one of its six grades is a specialist. ( * 

Some of the grades are soft and fine—others harder, heavier and springier. S A 
Insofar as any man-made product can be said to cover every need in its S' \ 
particular field, American Steel Wool can answer in some one of its six >/\J 
grades any demand of cleaning, scouring, smoothing or polishing /a \ 
about the household, farm, dairy, shop and where not. s '/ \ \ 

For the kitchen one grade is best; for the auto, truck or tool s'SH f\S L \ \J 
another grade; still another for removing old varnish, paint, u \ v/ 

etc., for rounding off and smoothing wood surfaces the appro- s's'\ (\ss's 

priate grade is to be had. s' s\ I C\ / | 's' M 

The “Dictionary of Uses” and “Instructions for s's'X J (J IJy / I 

Using’' tell the whole interesting tale SsyC( ^) s's' I 

Countless uses—an insistent demand—and end ./ r 1/1 \. 

less market. s' <\l s I B ^ I 

Get a trial gross of your jobber or ask us V | vv/ 

where you can. Specify the new, handsome >/ s\ \ J /^A ■ W^r 

household packages retailing at 10c. s' \ k/\ ^s '''I ^ 
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Monarch Refrigerators 

Big Stocks Carried Where You Can Get 
Them Quickly. No Waiting 





Attractive designs and popular sizes, which sell easily and show you a good 
profit. An old established make, but abreast with the times in all details. 
Cabinets of ash and oak. Lined with porcelain, white enamel and galvan¬ 
ized. Removable flues, waste pipe, and inside trap. Tinned wire shelves 
and strong, handsome hardware. 

Monarch Refrigerator Co., Burlington, Vt. 


Union Hardware & Metal Co. 
Los Angeles 


Butler A Brittain 
San Francisco 
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War or No War 

People Must Eat 

And Bread is the Staff of Life 


UNIVERSAL 


Bread Maker 

Makes better than baker’s bread at less cost. Dough not touched 
by hands in the kneading. No loss of ingredients. 

UNIVERSAL Food Choppers make left-overs into palatable 

nutritious dishes. 

The UNIVERSAL method excels all other ways 
of making coffee because the percolating process 
is practically completed and all the wholesome, 
aromatic and invigorating essence of the coffee is 
extracted before the water boils. 

LANDERS, FRARY & CLARK 

New Britain, Conn. 
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WE MANUFACTURE AND CAN MAKE PROMPT SHIPMENT OF 

FOLDING CAMP FURNITURE 

Cots, Chairs, Stools 

• Also • Complete Line of 

Canvas Goods, Tonts, Covors 
Paullns, Loggings, otc. 

THREAD MOPS ON THE HANDLE end 
MOP HEADS WITHOUT HANDLBS 

WE SOLICIT INQUIRIES 

TUCKER DUCK & RUBBER CO., Inc., Fort Smith, Ark., U. S. A. 

MANUFACTURERS 

MoDONALD ft LIN FORTH, 739 Call Building. San Francisco, Cal., Paeifie Coast Representatives 


UNIQUE EASY TO SELL PROFITABLE 

The New PERFECTION Patented 

Curtain and Shade Fixture 

A new idea, and one that fills a long- 
felt necessity. Neat, compact, conven¬ 
ient. Can be put up by anyone with a 
screw - driver, and can be used sepa¬ 
rately or in combination for shade and 
curtain. 

Is deservedly popular because there 
is nothing better on the market; hence 
has a ready sale and a quick turn-over. 

Made in old brass, oxidized copper, 
hand-buffed nickel, plain nickel rolling 
barrel finish, or can be made in special 
finishes. 

Write right now for prices and 
dealers ’proposition. It will pay you. 

THE BEATON & CADWELL MFG. CO. 

New York Office and Store 
234 Water Street 


NEW BRITAIN, 
CONN. 




BURNT IVORY BRAND $ec° n d Growth Hickory Handles 

BA I m I I W It I wJ Special attention given orders for 

hand made Axe. 
Piek, Sledge and 
Hammer Handles. 

IVORY HANDLE 
COMPANY 
Hope. Arkansas 
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Y ou Should Sell 

Hercules Cold Solder 

You are missing a ready seller and a 
good profit. 

A semi - liquid metal - mender used 
without heat or acid. Guaranteed to 
mend holes, cracks or leaks on any 
metal; adapted for pipes, automobile 
radiators, cooking utensils of aluminum, 
enameled ware, etc. 

This is a time of conserva¬ 
tion. 

Many articles and utensils 
can be saved by HERCULES 
COLD SOLDER. 

“Anybody can mend any¬ 
thing” with this wonder sub¬ 
stance. A necessity in every 
home, which you should 
supply. 

Put up in tubes for instant, 
convenient use. Hardens 
when exposed to air. Not af- 
r heat or water. 

s for 25 Cents Per Tube 

GET IT FROM YOUR 
JOBBER 

If he can’t supply you, write us 
direct. Packed in one and two dozen 
display cartons. 




FRE1DEN MFG. CO. 


Factory, San Diego, California 


ChicacO 

MARK 

SPRING HINGES 


Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 



You can safely stake your 
reputation on its quality and 
performance. It swings doors 
faultlessly. Thousands in use. 

Sell a product that brings sat¬ 
isfaction and nets a good 
profit. Keep well stocked. 

Send for Catalogue 

H-32 


C^cagoSprio^nH (tompng, 


CHICAGO 



NBW YORK 
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1847—Seventy Year Plate —1917 


i847 ROGERS BROS 

SILVERWARE 



Consumer 

Acceptance 

What is consumer 
acceptance? Wil¬ 
lingness to buy be¬ 
cause of favorable 
knowledge of the 
goods offered. 
This is a sales ad¬ 
vantage which we 
believe is enjoyed 
to a greater degree 
by 1847 Rogers 
Bros, than by any 
other brand of 
silverplate. 
Seventy years’ 
actual service is an 
unanswerable 
sales argument. 


INTERNATIONAL 
SILVER COMPANY 


Meriden, Conn. 


150 iPoat Street, San Francisco 
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SUCCESS 


In less than a year, Mirro Alumi¬ 
num has become nationally known 
and sold. 

Yet it is more than a year old—it 
is the climax of a quarter century of 
better aluminum making. 

It is advertised—month by month 
in such publications as The Saturday 
Evening Post, Ladies’ Home Journal, 
Woman’s Home Companion, Good 
Housekeeping, Delineator. 


Every sale means a dealer sale and 
a dealer profit. 

Every Mirro dealer is helped 
further by unusually attractive 
advertising matter that gets 
the business. 

Let us send you our interesting 
sales proposition, including hand¬ 
some catalog containing dealer 
prices, etc. 

A postal brings you all the facts. 
And they really will interest you. 


Aluminum Goods Manufacturing Company, Manitowoc, Wisconsin, U. S. A. 

Makers of Everything in Aluminum 


<mimo 


ALUMINUM 

Reflects 

Good Housekeeping 
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SMOOTH-ON 

HOUSEHOLD 

IRON CEMENT No.l 
STOPS LEAKS 


In Boilers. Furnaces. Stoves 
Radiators. Iron Pipes. Tanks 
55^^ Water Jacket! 

Etc 


Popular 

Science 


Womans Home 
Companion 


Time and again hardware merchants have said: ‘‘Why 
don't you put Smooth - On up in small cans for House¬ 
hold use?” 

We're not only putting Smooth-On up in a new 25c can, 
but we're going to help you sell it by national magazine 
advertising to the 10,000,000 readers of the following maga¬ 
zines : 

Saturday Evening Post 

Woman’s Home Companion Popular Mechanics 

Popular Science Monthly Scientific American 

After reading our ads in these, “All Hands Will Want 
Smooth-On”—the same meritorious Iron Cement that has 
satisfied thousands of users for 23 years. Now put up in 
handy 6-ounce size cans to retail at 25c. Nothing like it for 
making permanent repairs in the home. 

Packed 1 dozen cans in a handsome colored Counter 
Display Carton—ready for immediate display. Write 
for complete descriptive literature, prices and circular 
^ showing our Dealer Sales Helps. 

Please order through your Jobber. 


POPULAR 

MECHANICS 


.Viln™Amfhcan 


THE SATURDAY 
EVENING POST 


Our ad¬ 
vert i a i n g 
will tell the 
t e n million 
read era of 
these magn 
lines all 
about 
Stnooth - On 
Household 
Iron Cement 


SMOOTH-ON MFG 
COMPANY 

Jersey City, N. J., U. S. A. 


This Display Car¬ 
ton i s handsomely 
lithographed in col¬ 
ors, with hinged cov¬ 
er which stays up¬ 
right when placed on 
counter or shelf. 


Smooth - On Iron Cement 
No. 1 is a chemical Iron Ce¬ 
ment for repairing leaks or 
breaks in metal articles or 
surfaces. 

It is sold in powder form 
and is easily applied as a 
putty. Invaluable for every 
household repair, withstands 
fire, water, steam, gas, gas¬ 
oline, etc., and expands and 
contracts with the article to 
which applied. Will not de¬ 
teriorate with age — ready 
for use at any time. 


POTS PAILS 
SINKS BOILERS 
KETTLES CANS 
OVENS and LIDS 


m wfjkjj+j' 

STOVE PIPES 
GAS FIXTURES 
KNIFE HANDLES 
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ESTABLISHED IN 1834 


THE OLDEST HOUSE IN THE BUSINESS 




Blue 

Glazed 

Enamel 




Hm 


Gray 

Mottled 

Enamel 




DEEP 

“MODEL” 

Seamless 

FRUIT PRESERVING KETTLES 

1814 inches long, 121,4 inches wide, 1014 inches deep 
Capacity—Seven One-Quart Fruit Jars 

ONE-PIECE BODY 
(Makes Cleaning Easy) 

Save food and help win the war. The secret of 
canning is simply removing the causes of decay, and 
preventing fermentation. It is all important that 
the vessels used must have: 

HARD SURFACES and BE FREE FROM SEAMS 

The “DEEP MODEL FRUIT PRESERVING 
KETTLE” is smoothly enameled, under intense heat 
Without Seams or Crevices 
that harbor the dangerous organisms. 

It will insure the success of vour work. 


Represented in California 
by 

BARRETT A ROSS 

91 New Montgomery Street 
San Francisco, Cal. 

In the State of Texas 
by 

C.V. MILLARD 

San Antonio, Texas' 


The “Deep Model Pre¬ 
serving Kettle" is espe¬ 
cially made deep to cover all 
the contents in Sterilization. 


Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 

FRED A. LEE 

1626 Thirteenth Avenue 
Seattle, Wash. 
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Genuine Mahogany and 
Quartered Oak 
Play* any record perfectly, 
w Automatic stop. Height 50 
inches. Equal in value to any $250 machine 
on the market. Retails for $ 135 . 00 . 
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Mahogany Finish and 
Quartered Oak 

Plays any record per* 
fectly. Automatic stop. 
Equals any $150 ma¬ 
chine. Retails for 

$ 78.00 
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A $00 machine that 
retails for $ 48.00 


$85 value, retails for 

$ 80.00 


Big Money In 

X3l)eTCois 

Get your share of the profits 
from this profitable line. Here 
are four Phonographs that en¬ 
able you to undersell competi¬ 
tors and give to your customers 
the fullest measure of value. 
It’s a line that any hardware 
dealer can easily and profitably 
handle. Compare the retail 

prices with retail prices of other ma¬ 
chines and your own best judgment 
will tell you that this is an easier ma¬ 
chine to sell than to compete against. 

Make your store the “Talking Ma¬ 
chine” center of your town. You can 
do it. If your jobber does not have 
line, send for circular de¬ 
scribing I31)eTLois in detail and get 
dealer prices. 

Cumming - Forster 

Corporation 

Dept. C 

220 South State Street Chicago, U. S. A. 


Our Big Special Offer 

We or any of our jobbers will send you a sample or full 
line of samples for your inspection. If these samples 
do not prove to be better values (in the broadest 
sense of the word) than you expect to receive, ship 
them back at once and at our expense. 


L :ed t 











St. L«uis, San Francisco, Spokane, Seattle, Portland, Salt Lake, Los Angeles, Chicago, New York 

(Copyright 1918 by the HARDWARE WORLD. All Rights Referred) 
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Unfortunate the President Should be 

Imposed Upon 


W HAT is known as the 4 ‘Mooney’’ case in 
California has become more than a local 
issue. 

Due to the misleading publicity propaganda 
initiated by the defenders of those who have 
been convicted of the crime of placing a bomb 
to destroy the lives of any who participated in 
the “preparedness” parade in San Francisco 
two years ago, the case has assumed a national 
aspect. 

Even more than that. Backed by every ele¬ 
ment of anarchy, socialism, I. W. W. and pro- 
Germans, and, sad to say, many labor union or¬ 
ganizations, with an unlimited fund at their dis¬ 
posal, political pressure has been brought to 
bear, not only in foreign countries, with the idea 
of misleading them into the belief that Mooney 
is a “martyr to the cause”—whatever that may 
mean — but even the President of the United 
States has been misled and urged to interfere 
in preventing the execution of a man who has 
been duly convicted in the courts for one of the 
most fieldish crimes known to history. 

After Mooney had every opportunity of 
proving and establishing innocence—after the 
matter had been passed upon by all the proper 
courts in the state—after every method known 
to criminals had been invoked in vain to intimi¬ 
date and brow-beat those responsible for the 
enforcement of the law—after pacifists, pro- 
Germans. I. W. W.’s, anarchists, socialists, and 
many labor union officials have engaged in 
every method that the mind can conceive to 
thwart justice, it is matter of great regret that 
the President of the United States could be im¬ 
posed upon to such an extent as to ask for 
clemency. 

Mooney’s past record has been notoriously 
bad. He has been active in inciting others to 
commit just such acts of crime and lawless¬ 
ness. of which he now stands convicted. 

For years he published an anarchist paper 
called “The Blast” in connection with Emma 
Goldman and Alex Berkman. who were con¬ 
victed of acts of defiance to the government, but 
only received two years in the penitentiary for 
all their traitorous teachings. 

Same Methods Used as in McNamara Case. 
Those who now ask executive clemency in 
making an appeal to the government for a new 
trial know they would now have at their com¬ 
mand an organization that would enable them 
to browbeat, intimidate and terrorize any who 
should seek to convict him again. 

The same methods were resorted to in the 
case of the McNamaras, who. a few years ago 
blew up a building in Los Angeles, killing a 
number of people. They did their utmost to 


try and make it appear that it was accidental, 
due to the “explosion of gas,” or that “cap¬ 
italists” had caused the explosion and were 
attempting to fasten the blame on Union Labor. 

We well remember the kind of talk that 
went on at that time. The McNamaras were 
held up as martyrs, just as is being done with 
Mooney. Every means was employed to mis¬ 
lead the people, and to make them believe they 
were being “railroaded to the gallows.” Every¬ 
one who was not active in defending these crim¬ 
inals was held up as tools of corporations, of 
big business, who were interested in oppressing 
the McNamaras simply because they were mem¬ 
bers of labor unions. 

The most skilled attorneys in the country 
were employed and for months and months the 
case dragged on. Finally they were caught red 
handed attempting to bribe a jury. Then, when 
the McNamaras could no longer stand the pres¬ 
sure, or perhaps had a slight remnant of con¬ 
science left, they confessed the crime, and were 
let off with a penitentiary sentence. 

Having had the benefit of this experience, 
the same class of people who were active in 
defending the McNamaras have tried to inject 
into the Mooney case an “international” situ¬ 
ation. 

A few years ago a similar situation existed 
in the Morris Hilquit case in Utah. Hilquit 
had been convicted of killing a man, but had 
the active support of the I. W. W.’s and Labor 
Unions. 

The President made a request of the Gover¬ 
nor of Utah of a somewhat similar nature, we 
believe, but the Governor of Utah, sincere in 
his belief of the justice of the verdict, believing 
in the enforcement of law, in spite of the threats 
made and attempted against his life, insisted 
that the law and the courts should be upheld. 

It is hoped that the Governor of California 
will be equally firm in his stand for the en¬ 
forcement of the law, no matter what threats 
may be made, or what political pressure may be 
brought to bear. 

If this is not done, then why not abandon 
all courts, obliterate the laws, and leave the ad¬ 
ministration of justice to personal opinion? 

Now, of all other times, it is the duty of 
every man and woman in America to stand for 
the enforcement of law, especially in cases of 
this nature, when every opportunity has been 
given, and every possible means have been tried, 
to thwart justice. 

Let your officials personally know you ap¬ 
prove of their stand when they have the courage 
to withstand political pressure, especially when 
such a criminal as Mooney has been duly con- 
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victed of one of the worst crimes known to the 
annals of American jurisprudence. 

It is high time for the people of America 
to take & firm stand against allowing any fur¬ 
ther license or liberty to a man whose previous 
record and acts have been in defiance of all 
law, order and justice. 

AGAIN ROOSEVELT IS RIGHT 

In a recent address in St. Louis, Theodore 
Roosevelt said: 

“Every traitor in the United States should 
be “interred” not “interned.’’ Mercy to the 
traitor is cruelty to loyal men. Weakness in 
dealing with traitors is disloyalty to our men 
at the front.’’ 

It is time that every American should take 
a firm stand in the treatment of traitors and 
pro-Germans, who for years have done all 
they possibly could to so establish themselves, 
their institutions and propaganda in this 
country, that when the opportune time 
should arrive they could hand over America 
to the Imperial German Government. 

This is no idle dream if you believe one- 
tenth of the revelations that the United States 
Secret Service have known since the begin¬ 
ning of the war in 1914. 

Placing them in well appointed hotels, as 
Dr. Newell Dwight Hillis says is being done; 
providing them with all manner of recreation 
and amusement, such as golf, polo and tennis; 
keeping them on the fat of the land, as it were, 
when we know them to be guilty of doing every¬ 
thing they possibly can to the detriment of our 
country, is repugnant to every sense of justice 
and right. 

* • • • 

Men who desert from the army after they 
have enlisted, or who attempt to evade service 
in the army, are being punished with a sentence 
ranging from ten to twenty years. 

It is right these men should be punished, 
hut we find traitors in our midst who are given 
a few months’ sentence, fined a few hundred 
or a few thousand dollars, or, perhaps given a 
penitentiary sentence of a couple of years, as 
witness Emma Goldman and Alex Birkman. 

If men deserve punishment as deserters, 
what then is the punishment that should be 
meted out to people of this type, who encourage 
and incite arson, riot, murder and destruction, 
who are traitors to the government that harbors 
them, in practicing their detestable doctrines. 

NOT MUCH OF A MAN 

He may be as rich as a millionaire, 

Or a scion of noble name; 

No sage with his wisdom may compare— 

He may shine in the blaze of fame. 

He may be the most marvelous thing in sight 
That our humble eyes can scan, 


But if his heart is not in our fight 
He isn’t much of a manl 

He may be as square as the day is long 
And just in his every deal. 

He may seek the right and eschew the wrong 
And to gods of all ages kneel. 

He may be a saint in his holy ways, 

Soul pure since his life began, 

But if out of his country’s war he stays, 

He isn’t much of a man! 

A man may be good to his child and wife; 

And loyal to all mankind; 

He may do no ill in his whole long life, 

And yet, to his horror, find 
When no patriot fervor floods his breast 
At the threat of a foeman’s clan, 

He lacks in that which, of all, is best, 

Ho isn’t much of a man! 


WHAT DID YOU? 

When the war has been won, when our duty is done, 
When our sailors come sailing the foam, when our 
men in air 

And the guns over there all the nation is welcoming 
home; 

They will come to your door, the young winners of 
war, 

They will look you up, over and through, 

And in word or in thought, 

They will ask like as not, 

1 * Well, we did quite a lot—what did you?” 

When the years have gone by and the pages are dry, 
That the story of struggle record 
With democracy sure, when we are living secure, 

In the strength of our soul and our sword— 

In that glorious time to your knee there will climb, 
Then a boy or a girl, or the two, 

And will say, * ‘some were brave on the land and the 
wave, 

Some their everything gave—what did you?” 

Or may be at night you will sit by the light 
Of a fire in a home that is free. 

You will sit all alone ’neath the roof of your own 
In some year of the future to be. 

And a voice down inside will say, * 1 some of them died. 
Or they suffered their duty to do, 

And the ones who could not, gave their all, gave a lot. 
Gave their money—say, what, what did you?” 

—D. Malloch. 

GOD GIVE US MEN! 

God give us men! A time like this demands 
Strong minds, great hearts, true faith, and ready 
hands; 

Men whom the lust of office does not kill; 

Men whom the spoils of office cannot buy; 
Men who possess opinions and a will; 

Men who have honor—men who will not lie; 
Men who can stand before a demagogue. 

And damn his treacherous flatteries without 
winking! 

Tall men, sun-crowned, who live above the fog 
In public duty, and in private thinking; 

For while the rabble, with their thumb-worn 
creeds, 

Their large professions and their little deeds— 
Mingle in selfish strife, lo! Freedom weeps. 
Wrong rules the land, and waiting Justice 
sleeps! 
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A Record That Keeps You Informed as to 
Daily Percentage of Gross Profit 


A N ALMANAC, which could be slipped 
into a convenient pigeon-hole of the old- 
fashioned roll-top desk, used to be about 
the whole sum and substance of the book¬ 
keeping system of a great many merchants. 
But with the closer competition, higher costs 
and a narrower margin of mark-up, many are 
finding that they have to give more attention 
to their record system if they are to make 
their business pay a profit. 

The almanac, as a general ledger, has gone 
the way of the plump cats that used to doze 
in the best display windows. In my business, 
at least, it has worked out that way. 

For several years, after we had finished 
business for the year and the annual inven¬ 
tory was taken we found that we had not made 
the money that our volume of business should 
have made us. We knew that our cost of do¬ 
ing business was higher and the margin of 
profit was smaller, yet, in view of these facts 
our percentage of net profit was not what we 
thought it ought to be. 

Should Have at Least 5% Net. 

We had always figured upon an average 
gross profit of 25 per cent and with our cost 
of doing business at 20 per cent we should have 
left right around 5 per cent net profit, but 
when business for the year was closed we 
failed to have the 5 per cent net profit and 
while we were not losing money we were not 
making any. In looking over our records we 
soon found that our average percentage of 


mark-up was not as large as we had figured 
and instead of an average gross profit of 25 
per cent our mark-up was only running around 
21 per cent. Under our old method we could 
never tell just how the percentage of mark¬ 
up was running until after the annual in¬ 
ventory was taken and then it was too late 
to correct it. And while we endeavored to 
make an average gross profit of 25 per cent, 
we knew that with the percentage of mark¬ 
up running anywhere from 50 per cent on 
some articles down to as low as 15 per cent 
on others it was impossible for us to know 
just what the average would be without some 
method of keeping a systematic record of all 
mark-ups. 

A Method That Helped. 

After considerable thought and study we 
finally adopted the accompanying method 
which has worked out to our entire satisfac¬ 
tion. With this record we know what our 
percentage of mark-up is running from day to 
day and when it drops below the average we 
can plan to correct it. This is either done by 
putting our selling efforts behind the more 
profitable articles or re-marking articles which 
we have marked at too close a margin and this 
is easily done because our record shows us 
that the mark-up has been too small just as 
soon as the goods have been marked and as 
they are still in the house, it is not too late to 
change them. 

In starting this system it was necessary for 
us to take inventory of all goods on hand, and 
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inventory was taken at both the cost and the 
selling price. 

The cost of the stock on hand as found by 
the inventory was then entered in the column 
headed “Total Cost of All Purchases to Date,” 
under the heading of “Cost of Purchases” be¬ 
tween the two heavy lines just beneath this 
heading. The total retail price of the stock 
on hand as shown by the inventory was en¬ 
tered in the column headed “Selling Price of 
All Purchases to Date,” under the heading 
“Selling Price of Purchases” in the same man¬ 
ner as the cost figure. 

Subtracting the cost from the retail price 
gives us the amount of the gross profit these 
goods would make us when sold, and then 
this figure was entered in the column headed 
“Gross Profit” under the heading of “Gross 
Profit.” Dividing the fgross profit by the 
total selling price gave us the average per¬ 
centage of mark-up and this figure was entered 
in the column headed “Per Cent Mark-Up” 
under the same heading. 

The last two columns on this form pro¬ 
vided for a perpetual stock register and are 
used to show us the balance of stock on hand 
at the retail price, also the estimated cost at 
the end of each day. The total cost and the 
total retail price of stock on hand at inventory 
were entered in these two columns each under 
their respective headings. 

You will note that this form provided for 
the daily record of these figures and that on 
the extreme left hand side of the form is a 
column for entering the date of the month 
for which the figures are entered. At the 
close of each day we take all the invoices for 
the goods received that day and that have 
been checked and add the total cost of these 


goods and this gives us the total cost of the 
purchases for that day. 

All invoices are kept on a file until the 
goods are received and are not counted until 
they have been checked. Should there be any 
such articles as paper, twine, etc., billed on 
any of these invoices they are subtracted 
from the total and the amount is charged to 
expense and not added into the cost of the 
merchandise. After getting the cost of the 
goods we then extend the retail price of the 
goods, that is if there is a dozen wrenches 
billed which are to retail at 50 cents each the 
retail price of the entire dozen is ex¬ 
tended as $6.00, and by adding the re¬ 
tail prices together we get the total amount 
these goods will be sold for. The cost of the 
goods is entered in the first column under 
the heading of “Cost of Purchases” and the 
selling price is entered in the first column 
under the heading of “Selling Price of 
Purchases.” 

In the second column under the heading 
of “Cost of Purchases” is entered any and 
all freight, express and drayage charges and 
this is added into the cost of the goods, and 
the third column is used to show the entire 
cost plus the drayage and freight charges. 
This figure is then added to the total cost of 
all purchases to date, as shown for the pre¬ 
ceding day and is entered in the fourth col¬ 
umn, and this figure represents the total cost 
of all goods purchased to date and stock on 
hand at the beginning. 

Under the heading of “Selling Price of 
Purchases” there are two extra columns which 
are used for entering any advances and de¬ 
ductions that may be made on goods. For 
instance, the retail price of nails is always ex- 
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tended on the invoice at 6 cents a pound and 
then when a sale is made by the keg and it is 
sold for $5.00, then there is a deduction of 
$1.00, and this must be taken off of the selling 
price, or when the market advances upon some 
article which we have in stock and we ad¬ 
vance our retail price then the total amount 
gained by the advance is entered in the “Ad¬ 
vance” column and added to the selling price. 
Then the total selling price as it stands after 
all advances have been added and all deduc¬ 
tions have been subtracted is entered in the 
fourth column and this figure is added to the 
total selling price of all purchases as shown 
for the preceding day and the result is entered 
in the fifth column. 

Now the figures representing the total cost 
and the total selling price of all purchases to 
date are entered in the first two columns under 
the heading of “Gross Profit,” and the cost 
is subtracted from the selling price and the 
difference is entered in the “Gross Profit” 
column, this figure represents the total amount 
of gross profit that the goods purchased to 
that date will bear when they are all sold. 
Then by dividing the gross profit by the entire 
selling price we get the mark-up figure. This 
percentage figure will vary from day to day, 
according to the articles purchased that day. 
That is, if the goods received that day are 
articles upon which there is a larger margin 
of profit then this figure will raise, but if the 
margin of profit is small then this figure will 
drop, or if you make a great many sales that 
day in quantity and have reduced the price. 
Should the sales continue to consist of articles 
upon which there is a small margin of profit 
then this figure will continue to drop or vice 
versa. This, however, keeps us posted upon 
the average and warns us when the average 
percentage is nearing the danger point. 

Merchants Deceive Themselves. 

A great many hardware dealers feel that 
they are making a good average gross profit, 
but when the profits are figured up at the end 
of the year they find that they have little or no 
profit for themselves. These were the facts 
in our case. There are a great many sales 
made in ,'the hardware store which do not 
carry the average gross profit and should the 
volume of business done represent a large 
part of such sales they will drag down the 
gross profit and unless we know just how the 
percentage is running we are very likely to 
come out at the end of the year with but very 
little profit. 

To illustrate, suppose we are doing a busi¬ 
ness of $80,000 a year, of which $35,000 of it 
is done in quantity sales where the gross profit 
figure is around 18 per cent. Now in order to 
make an average gross profit of 25 per cent 


upon the total business done we must neces¬ 
sarily make a larger per cent on the remaining 
$45,000. Twenty-five per cent gross profit on 
$80,000 is $20,000, and if we make only 18 
per cent on $35,000 of it, or $6,300, we must 
make $13,700 on the remaining $45,000, or an 
average of approximately 30V2 per cent. 

But let us suppose that we had not taken 
into consideration the sale of these articles at 
such a low percentage and we marked the 
remaining goods, that of $45,000, to bear a 
profit of 25 per cent and let us see how we 
would come out. $35,000 at a profit of 18 per 
cent gives us $6,300, and $45,000 at a profit of 
25 per cent would give us $11,250, a total profit 
of $17,550. Suppose our cost of doing business 
is 20 x /2 per cent on the whole; 20*4 per cent of 
$80,000 is $16,400; $17,550, the gross profit, 
minus $16,400, the cost of doing business, 
leaves us a net profit of $1,150. Instead of 
making a net profit of 4 1 / 4 per cent, or $3,600, 
we only make a net profit of 1.4 per cent, or 
only $1,150. Because we had no way of telling 
just what we were doing it cost us $2,450 a 
year. This little illustration thoroughly con¬ 
vinced us of the fact that we should have a 
system by which we could know every day just 
what our percentage of mark-up was. 

Know Amount of Dross Profit Daily. 

Not only do we know the average per¬ 
centage of mark-up from day to day with this 
form but we also know the amount of gross 
profit for the day’s sales and the approximate 
cost and retail price of the balance of stock 
on hand each day. 

Under the heading of “Today’s Gross 
Profit” is entered the amount of sales for the 
day, also the estimated cost of the goods sold. 
To get the estimated cost of the goods sold 
we take the average percentage of mark-up 
and deduct this amount from the total sales 
and we have the approximate cost. 

To get the balance of stock on hand we take 
the amount of total retail price of the stock on 
hand for the preceding day and add to it the 
retail price of the purchases for that day, also 
any advances and subtract any deductions 
and also the amount of sales for the day and 
this gives us the retail price of the balance of 
stock on hand. Then to get the estimated cost 
of the stock on hand we take the average per¬ 
centage of mark-up and deduct this from the 
retail price and this gives us the approximate 
cost. 

This heading keeps us posted on the total 
value of our stock. We know whether we are 
getting too much stock on hand or not, and as 
we aim to make a definite number of stock 
turnovers each year, it also shows us whether 
we are going to be able to make our regular 
number of turnovers. 
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While this record is not 100 per cent ac¬ 
curate, yet it keeps us informed of these fea¬ 
tures and it has pulled us out of the “rut” and 
has put our business on a paying basis which 
we thought almost impossible. 


THE DAY 

By Henry Chappell 

You boasted the Day, and you toasted the Day, 
And now the Day has come. 

Blasphemer, braggart and coward all, 

Little you reck of the numbing ball, 

The blasting shell, or the “white arm's” fall, 

As they speed poor humans home. 

You spied for the Day, you lied for the Day, 
And woke the Day's red spleen. 

Monster, who asked God's aid Divine, 

Then strewed His seas with the ghastly mine; 
Not all the waters of the Rhine 

Can wash your foul hands clean. 

You dreamed for the Day, you schemed for the 
Day; 

Watch how the Day will go. 

Slayer of age and youth and prime 
(Defenseless slain for never a crime) 

You are steeped in blood as a hog in slime, 

False friend and cowardly foe. 

You have sown for the Day, you have grown for 
the Day; 

Yours is the harvest red. 

Can you hear the groans and the awful cries? 
Can you see the heap of slain that lies, 

And sightless turned to the flame-split skies 
The glassy eyes of the dead ? 

You have longed for the Day, you have wronged 
for the Day, 

That lit the awful flame, 

Tis nothing to you that hill and plain 
Yield sheaves of dead men amid the grain; 

That widows mourn for their loved one's slain. 
And mothers curse your name. 

But after the Day there's a price to pay 
For the sleepers under the sod, 

And He you have mocked for many a day— 
Listen, and hear what He has to sav: 
“Vengeance is mine, I will repay.” 

What can you say to Godt 


Just as sure as you allow any customer to 
pet the idea that you feel a little bit above him, 
just so sure you may be that you will lose that 
customer. 


The Kaiser’s four sons are, of course, in the 
army, directing the battle line, 90 miles away, 
by Telephone. Roosevelt's four sons and a son- 
in-law are in the front lines. 


CREATING NEW BUSINESS. 

Y r ou are not making the most of today’s op¬ 
portunities if you are not thinking all the time 
about the business you should get but are not 
getting. Samuel T. Dobbs tells this story when 
as a salesman years ago he had been selling 
each season to a Georgia storekeeper his year's 
supply of Mason Jars which amounted to about 
100 dozen. 

This particular year he called expecting the 
usual order. He could not believe his ears 
when instead of ordering a hundred dozen 
the merchant gave him an order for a carload. 
More fruit jars, Dobbs thought, than the whole 
of Southern Georgia could use in a season. But 
in those days salesmen did not hold their cus¬ 
tomer’s interests so much to heart as they do 
now, and if the storekeeper wanted to buy 
a carload of fruit jars why it was his place to 
sell them to him. 

The next trip Dobbs approached the mer¬ 
chant in fear and trembling, fully expecting to 
see the whole store piled high with fruit jars. 
He was nearly floored when the storekeeper 
cooly informed him he would need more fruit 
jars—but only a half a car this time. It was 
too much for Dobbs. So he asked the store¬ 
keeper to let him in on how he was disposing 
of the fruit jars. 

“Well,” replied the merchant, “I got to 
figuring that there was a powerful lot of 
fruit going to waste in the orchards here¬ 
abouts that ought to be put up by the women 
folks. The only reason it wasn't being put up 
was because it never occurred to anybody to 
put it up. So thinks I, if I can get them 
started thinking about it, it won't be long 
before I am selling fruit jars galore. 

“I fixed up a deal with the carpenter to 
have a lot of signs made, and I wrote on each 
sign something about saving money by putting 
up more fruit. It wasn't long before the folks 
began to get the idea, and they no sooner got 
the idea than they began to need jars and 
sugar. Being as I was the only store in town 
that had jars, why I just naturally got the 
business.” 

This Southern storekeeper had discovered 
the big principle in merchandising—it is not so 
much what we are getting that counts, as it is 
what we are not getting that we ought to have. 
As a result he increased his fruit jar sales 
several thousand per cent. 


Roosevelt is a far-seeing statesman—but he 
did not begin his talk about hyphenated Amer¬ 
icans soon enough. But as it was he w^as sev¬ 
eral years ahead of the next man. 


Back up your government in every way pos¬ 
sible, with your money, thoughts and service. 
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Why You Sometimes Fail to Sell 

(By B. Christianson) 


T HE biggest men in the business world today 
are sellers. They may call themselves 
Bankers, Engineers or Merchants. They 
are all selling something—their own or an¬ 
other’s services or wares. As they succeed, so 
are they paid. The skillful talker commands the 
highest price. 

But they come not unprepared before their 
prospect. They do not trust to luck. They do 
not count on small talk to win their point. Their 
interview is planned. They guard themselves 
against objections. They do not let the listener 
have to puzzle out their offer. They make him 
see his advantage through their proposition. 
They electrify his desires for profit, for con¬ 
venience, and for results. 

Every sales interview is made up of four 
essentials: 

Arousing interest by an appeal to your listen¬ 
er’s wishes and stirring his curiosity. 

Making him feel favorable toward your offer 
preferably by demonstration or an appeal to the 
senses. 

Carrying his interest to the highest possible 
pitch by manner, by proof, and by language that 
puts aside his objections and wins his thoughts. 

Crowding him to a favorable decision, mak¬ 
ing it easy for him to accept and difficult to 
refuse. 

Choose your time and place for your inter¬ 
view as favorable as possible. You, as a hard¬ 
ware salesman, say there is but very little 
choice. But there is. Find your listener in a 
favorable mood. 

If he is not, then make him so. If you do not 
already know his hobbies — his fondness for 
certain things, learn them. There is a weak spot 
in every one’s armor of reserve and it can be 
found. 

Avoid interruptions. Another difficult un¬ 
dertaking, but it can be done. You must bide 
his time and not your own. There is a time of 
the day when he is not so fully occupied. When 
is it? That is the question. 

He who secures an appointment, whether for 
one certain period of time, or through punctual 
and regular calls and notices, has won his way 
into the listener’s attention farther than he im¬ 
agines. Let your approach, whether by a mere 
nod, a friendly word, or a dignified salutation, 
force your man’s attention and make him decide 
to hear you without bias. 

Headline your talk. Think only “you,” not 
“I” or “we.” Let it be your customer’s side 
of the question that interests you. Always to 
his advantage, never to your own. Make your 
talk bring your man forward in his chair, 
eager—curious—interested. 

The ideas you present must win your man. 
Neat phrases without aim have no value. Have 


your proposition classified before you begin. 
Show that you can meet competition in quality 
or value. Find out as early as possible if you 
are talking against prejudice or ignorance. 
Work out your ideas as you go along. Allow 
your talk enough flexibility so you can change 
your line of approach if you find that you fail 
to arouse interest. Make your case in the fewest 
moves. Know your points, and your words will 
take care of themselves. 

How often have you sat down and thought 
out the reason for some of your failures ? Why 
did you fail to sell this man or that man? If 
you have found the weak spot in your sales talk, 
did you make a mental memorandum of it that 
it might aid you in your next effort? Whatever 
your fault, you can find it if you set out con¬ 
sistently to do so. 

The successful seller sees the proposition 
through his listener’s eyes. Hie does not talk 
about 4 * our house ” or “ our goods. ’ ’ No, he gets 
on common ground by touching an interest that 
will lead his man into the proposition. It may 
be that of a common acquaintance, a member¬ 
ship in the same lodge, the interest in the same 
books, or the same kind of sport. While this 
will not sell the goods, it gives him the opening 
he desires. It’s then he asks himself the ques¬ 
tion of why his goods should be the best for 
his prospective customer, and what is most 
necessary for him to know about them and what 
arguments will touch him most closely. Why 
should the man—often a stranger—buy from 
him, or from you, Mr. Salesman? Is it to his 
advantage ? Are you prepared to prove to him 
that it is? 

Don’t expect men to give confidence blindly. 
Therefore, find an argument that gets belief at 
every point. Provide a testimonial or a guar¬ 
antee for the man who does not quite accept 
your talk as conclusive. Get him to believe in 
you, personally. 

And while you are talking, choose words that 
suit your man. Too many details tire the rapid 
thinker. To hurry a man of slower wit is equal¬ 
ly wrong. Guard every statement against mis¬ 
understanding. 

Now comes the closing. “Take his money,” 
said a salesmanager to a green salesman, who 
for twenty minutes had been hammering away 
at a prospect without finding a stopping point. 
He looked around surprised, and clumsily asked 
the customer’s signature on the order, and got 
it with a laugh, from the man who had been 
ready for the last ten minutes to close the deal. 
So we must know when to quit, and what to say. 

The climax of interest comes and then dies 
away again, not to be reawakened. You must 
catch it at its highest point, for it’s then you 
can secure your listener’s consent. Your effec- 
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tiveness depends largely upon your knowing 
when your man is ripe for decision. 

To make it difficult for your customer to 
refuse is well illustrated by the argument made 
by an insurance man who made the statement 
to his prospect, that no man of honor or who 
eared for the comfort of his home or family 
would ask them to assume the risks of unprotec¬ 
tion without proper insurance. It was up to the 
man to assent or acknowledge himself the man 
so unfavorably described. Circumstances vary 
and vour words must therefore be fitted to suit 
the time, place and conditions. The underlying 
feature remains the same—easy to say “yes”; 
difficult to say “no.” 

A skillful salesman often reserves his strong¬ 
est argument until he has gained a decision. 
With that one point he stirs his man to a lasting 
satisfaction. After acceptance your listener 
often grows cold—reconsiders—takes another 
look at prices and values, and then cancels. Of 
what use is an order so taken? How can you 
expect to be heard favorably by this man in 
the future? 

Have a plan to end your interview. If neces¬ 
sary. show your man a new advantage, reassure 
his doubts, and build up his confidence in your¬ 
self. 

Then withdraw naturally. Forget you have 
won. Play the “you” interest to the last. Clinch 
satisfaction, and know that you have done so. 
Make his “yes” stick. 

Let us take an inventory of ourselves, of our 
methods, words, actions, and our efforts that we 
are making to do better tomorrow what we did 
today. 


DON’T EVEN THINK PEACE. 

Even to think peace now in any part of the 
Allied combination against German military ag¬ 
gression is closely akin to treason—treason, not 
to a country, but to a cause. 

To talk peace is weakness. To work for 
peace—except by fighting for it—is cowardice. 

Peace short of the attainment of the purpose 
for which we as a nation entered this war would 
He defeat. Peace that would leave Germany in 
possession of any of the objectives for which it 
began the conflict, would be victory for Ger¬ 
many. 

Germany must not be victorious if democracy 
is to live, if humanity is to advance, if right and 
justice are to prevaiil. Peace without full allied 
victory should be unthinkable. 

There is just one thing for us to do—Will to 
Win; Work to Win; Fight to Win. There is 
just one supreme job before us—to whip Ger¬ 
many and all for which Germany at this time 
so blatantly stands. 

Peace short of the efficient finishing of this 
supreme job would be for us and all the allied 
'•ause unspeakable shame, nnforgetable humilia¬ 
tion. 


TELL HIM NOW. 

If with pleasure you are viewing any work a 
man is doing— 

If you like him or you love him, tell him now. 

Don’t withhold your approbation till the parson 
makes oration, 

And he lies with wreathes of lilies o’er his 
brow. 

For, no matter how you shout it, he won’t really 
care about it, 

He won’t know how many tear drops you 
have shed. 

If you think some praise is due him, now’s the 
time to slip it to him— 

For he cannot read his tombstone when he’s 
dead. 

More than fame and more than money is the 
comment kind and sunny, 

And the hearty, warm approval of a friend, 

For it gives a life a savor and it makes you 
stronger, braver. 

And it fills your soul with courage to the end. 

If he earns your praise, bestow it, if you like him 
let him know it; 

Let the words of free encouragement be said; 

Do not wait until life is over, and he’s under¬ 
neath the clover, 

For he cannot read his tombstone when he’s 
dead. 

Down the ways of truth and beauty, you can 
bless the deeds of duty, 

If you’ll give a hearty handshake when you 
can, 

For no matter what’s your station, there’s un¬ 
measured inspiration 

In the words of honest praising you can give 
your fellow man. 

If he needs your help, befriend him, you can 
always love extend him; 

You can lift his load a little ere the light of 
life is fled ; 

Do not wait till he is sleeping, when the broken 
hearts are weeping. 

For he cannot read his tombstone when he’s 
dead. 


TRADE ACCEPTANCES 


Are Patriotic, Businesslike, Practical. 


They are in no possible sense a reflection on 
a man’s credit. They are simply a liquid sub- 
stitue for the unbusinesslike open account. A 
trade acceptance is not a note. It is an acknowl¬ 
edgment of a purchase of a specific amount of 
merchandise, and a promise to pay for that pur¬ 
chase. The dealer who gives trade acceptances 
when he buys, and in turn secures them from his 
customers in place of his open accounts, has 
improved his business methods at least 100 per 
cent. We believe in the trade acceptance, both 
as good patriotism and good business. 
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The Two Mysteries 


(By Mary Mapes Dodge) 

I N THE middle of the room, in its white coffin, 
lay the dead child, nephew of the poet. Near 
it, in a great chair, sat Walt Whitman, sur¬ 
rounded by little ones, and holding a beautiful 
little girl in his lap. The child looked curiously 
at the spectacle of death, and then inquiringly 
into the old man’s face. “ You don’t know what 
it is, do you, my dear?” said he. “We don’t, 
either.” 

You know not what it is, dear, this sleep so 
deep and still; 

The folded hands, the awful calm, the cheek so 
pale and chill; 

The lids that will not lift again, though we may 
call and call; 

The strange, white solitude of peace that settles 
over all. 

We know not what it means, dear, this desolate 
heart-pain— 

This dread to take our daily way, and walk in 
in it again. 

We know not to what other sphere the loved 
who leave us go; 

Nor why we’re left to wonder still, nor why we 
do not know. 


(By Victor Hugo) 

I feel in myself the future life. I am like a 
forest which has been more than once cut down. 
The new shoots are stronger and livelier than 
ever. I am rising, I know, to the sky. The sun¬ 
shine is on my head. The earth gives me its 
generous sap, but heaven lights me with the 
reflection of unknown worlds. You say that the 
soul is nothing but the resultant of bodily pow¬ 
ers. Why, then, is my soul the more luminous 
when my bodily powers begin to fail? Winter 
is on my head and eternal spring is in my heart. 
The nearer I approach the end the plainer I 
hear around me the immortal symphonies of the 
worlds which invite us. It is marvelous, yet 
simple. It is a fairy tale and yet it is history. 
For half a century I have been writing my 
thoughts in prose, verse, history, philosophy, 
drama, romance, tradition, satire, ode, song—I 
have tried them all. But I feel that I have not 
said the thousandth part that is in me. When 
I go down to the grave I can say, like so many 
others, “I have finished my day’s work,” but 
I cannot say I have finished my life. My day’s 
work will begin again next morning. The tomb 
is not a blind alley. It is a thoroughfare. It 
closes in the twilight, to open with the dawn. 


But this we know: Our loved and dead, if they 
should come this day— 

Should come and ask us, “What is life?” not 
one of us could say. 

Life is a mystery as deep as ever death can be; 

Yet, oh, how sweet it is to us, this life we live 
and see! 

Then might they say—these vanished ones—and 
blessed is the thought!— 

“So death is sweet to us, beloved, though we 
may tell you naught; 

We may not tell it to the quick—this mystery of 
death— 

Ye may not tell us, if ye would, the mystery of 
breath.” 

The child who enters comes not with knowledge 
or intent; 

So those who enter death must go as little chil¬ 
dren sent. 

Nothing is known. But I believe that God is 
overhead; 

And as life is to the living, so death is to the 
dead. 


An American soldier who marched with hun¬ 
dreds of his fellows recently through the streets 
of London said: “It does us good to hear those 
hearty cheers along the line. We didn’t get any 
when we left home.” 


WHEN YOU LOOK IN THE MIRROR 

These are nerve-racking days. Civilization 
seems to be shaking all around us; each one 
seems to be in the grasp of world-wide contend¬ 
ing forces. Never has it seemed so difficult to 
keep ourselves upon an evn keel, yet never has 
it been so important as now that every individ¬ 
ual should live up to the highest standards of 
manhood and womanhood. Never has it been 
so important that we fight the evil within. 

The worth-whileness of the big struggle be¬ 
tween nations is measured by that which they 
save. If we at home do not fight to give the 
world the highest form of manhood and woman¬ 
hood, what is the use of our sons fighting and 
dying “over there?” Every surrender to the 
forces that wreck us, belittle death in the 
trenches. 

The war may be likened to a great fire. The 
soldiers are the firemen and they are fighting 
the fire to save us. The question is, after risk¬ 
ing their lives for us. what are these soldier- 
firemen going to find—have they fought and 
died to save valuables or junk? Think about 
this when you look in the mirror. 


The man that everybody likes generally 
likes everybody. 
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MOMENTS have lengthened into hours, the hours into months—the 
m C\ nights are interminable. There is a vacant chair at his desk, an 
W J unoccupied room in the home, an aching in the heart that cannot 
be stilled. 

Have you ever drawn the curtains and clasped the hands of the loved ones 
remaining, and sat silent and alone? Ah, then you have passed through the 


valley, you have 
had your first 
great sorrow. 

I know how I 
have thought 1 
would act and 
feel in such cir¬ 
cumstances, how 
courageous 
I would be, and 
go about my daily 
w ork as usual, 
but that was be¬ 
fore the fateful 
25th of May. 

Sergeant Ray¬ 
mond L. Shear¬ 
man, a ss i staut 
editor and man¬ 
ager of this pub¬ 
lic a t i o n , has 
made the su¬ 
preme sacrifice. 

Twenty -five 
years ago, today, 
as I write, was 
our wedding day 
— twenty - five 
years o f happy 
w e d d e d life. 
T w ent v - four 
years of this lie 
spent with us. 

Today is our 
most sorrowful 
one, for he is 
gone. He was in¬ 
stantly killed in 
France, where he 
had arrived only 
two weeks before. 


"I cannot say, and I will not say. 

That he is dead—he is just away! 

With a cheery smile and wave or the hand 
He has wandered into an unknown land 
And left us dreaming how very fair 
It needs must be since he lingers there." 



H e was our 
only son, and I, 
his father, want 
to tell you a few 
things about a 
beautiful spirit, a 
manly character, 
an ennobling life, 
for in the past 
you have un 
consciously had 
the benefit of his 
life, thought, 
work, and inspi¬ 
ration, so I know 
you will bear 
with me. 

Perhaps it may 
serve as an ex¬ 
pression from the 
hearts of other 
fathers and 
mothers who may 
be called upon to 
bear a similar 
loss. 

I would not 
mean to imply 
that my son was 
so m u c h better 
or finer than 
yours, but I knew 
him so well — I 
understood h i s 
every thought, I 
divined his pur¬ 
poses, I knew the 
motives that 
actuated him. 

I had planned 
in this very issue, 


knowing he would be in France at this time, to tell you something about him. 
In his modest, unassuming way I knew he would tell me not to do this. But 
now how different the circumstances. 

In doing this I am breaking a precedent, he and I had established, to 
eliminate as far as possible all personal reference to ourselves. It was the 
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former journalistic custom, now almost unknown. All our hopes are blasted, 
our plans shattered, our aspirations gone. Nothing matters now, nothing mat¬ 
ters now. 

It is hard to write of him unless I give you a glimpse into the sacredness 
of the inner family circle, of which he was so much a part, for his mother and 
I called him our own for twenty-four happy years. It has been a happy home 
in which love and confidence reigned supreme. Friends say it is unusual, but 
he never knew any other, and thus I give this tribute to him, who, with his 
sister, has been the inspiration that made life worth the living. 

To it he contributed full well his part. In nothing was he ever a slacker, 
in everything was he all—yes, more than one could possibly expect. He was a 
man who never disappointed us in anything. It was not possible for any man 
to try harder to please—no one could have succeeded better. 

Reared as he was with opportunities that I know every young man does 
not have, he never abused his privileges, but ever measured up to his highest 
responsibilities. 

If he had less, it would have made no difference to him, for he lived upon 
the principle that it was what a man really was, not what he had, that 
counted. 



As many young business men and women read these pages, I want them to 
realize that all are on an equal basis, that true accomplishment and worth con¬ 
sists not in the things which a man possesses which perish with the using, but 
rather of that imperishable, immortal soul that is willing to give and to 
sacrifice. 

Most tender and considerate of others, radiating love and happiness, known 
from childhood by reason of his happy disposition and smiling face, his gentle 
and affectionate nature, I cannot recall either of his parents ever making a 
request of him, but that it was not instantly complied with, without a word of 
complaint, no matter how inconvenient it might be to him. 

fitting $ima?lf far Cifr’a Work 

In his school and college work he realized he was fitting himself to play 
a man’s part in the world. In his high school years he was active in debating 
circles, serving for some time as captain of the debating team, in which he 
took great interest. 

He participated in athletics to some extent both in school and college, was 
on the University team, and, as his friends have said, whatever he undertook 
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he did with his whole heart, yielding to any requirements or inconvenience 
that he might assist in helping his team prove the winner. lie was a member 
of the Phi Kappa Sigma Fraternity, and enjoyed the association of men 
of the same ideals. All the members of his chapter, who were permitted. 

volunteered for 
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Always a Manly Follow 


I Upon eomple- I 

{ tion of his Uni- { 

| versity course f 

| and receiving { 

{ his degree, he | 

1 then came ac- f 

! tively into the I 

j business, and in 

I that as in every- 

| thing else, en- 

I tered upon it 

j with an enthusi- 

j asm and zest for 

f which h e was 

j noted. 

f II i s strength 

L I — strength o f 

I character a n d 

I will, his won- l 

derful self-coil- As a University Cadet f 

..,! trol and perse- 

verance, is not 

eloped in those so young. In executive ability, initia- 
entire absence of deception, his open, frank manner— 
for true success — he was every inch a man in all 

Raymond al- 

.......i ways more than 


usually found so well developed in those so young. In executive ability, initia¬ 
tive, truth and honor, the entire absence of deception, his open, frank manner— 
all qualities so necessary for true success — he was every inch a man in all 
the word implies. Raymond al- 

He was quick, f..""". . ."..... § ways more than 

active, alert. He f 
possessed — t o a f 
marked degree — I 
the knowledge of i 
w h a t .was real f 
news, the ability | 
to sift out the un- j 
important and j 
trivial, and get at | 
the real facts. He | 
succeeded when I f 
failed. I have been I 
thrown in contact f 
with many men, f 

studying them | I uwcigicc«uic t n e 

without precon- i ...........,! task,was unknown 

ceived opinions. to him. 

The more disagreeable a job, the sooner lie wanted to do his work and get 
it finished. 

He was more than a son. He was my companion; I was his confidant. To 
him I was just “Tim/’ an affectionate wav he had of using the initials of my 
name, “T. M.” 



justified my opin¬ 
ion of him in com¬ 
parison. He could 
do the work of 
several men, do it 
well and thor¬ 
oughly — I could 
rest content when 
he had anything 
in charge. 

Such a thought 
of not doing his 
full duty, no mat¬ 
ter how hard or 
disagreeable the 
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In Athletics Always Ready 
to Help His Team Win 


For- his mother and sister, no man could pos- §. . " { 

sibly be more considerate, more tender, more 1 

loving. 11 is love was deep, constant, abiding, } )T 1 

unconsciously seeking an outward form of expres- j t 

sion. While stationed at Camp Johnston, Jackson- . 

ville, Florida, where we went to see him before he k 

should embark for France, although the camp was 

12 or 14 miles distant, each evening, rain or shine, 

he made the trip to town to spend the evening with \ 

us. returning to camp the same night. This he did * 

daily for more than a month. 

He had a wonderful sense of humor, a joyful, 
happy disposition, and made friends easily. There j J 

was an extraordinary fineness about him, which * 

invoked a ready response. ^W__ -Jf % 

(Lift Spirit ®4at Artuateit Ijtm I 

After the years of waiting when our govern- r;^ J 

ment was forced to decide that after all we were 
concerned in the world war, after Belgium and 
France were beginning to be bled white, after England 
who regarded her treaties more than scraps of paper, 

had so long protected us with her fleet, and her ‘ j 

armies in France, when officially we finally began In to A Heip iC Hi8 A T^am w?£ dv f 
to awake and take steps to prepare, he felt that no } 

American worthy of the name could hold back. .. .. . 

He had the benefit of two years of training as a 
cadet in the University and endeavored to enlist in the first Officers’ Training 
Corps, but was debarred by reason of defective sight. Other departments 
rejected him for the same reason. Later special permission was obtained from 

Washington and the Quartermaster’s 

.......... Department was permitted to waive this 

| __deficiency. lie promptly enlisted, took 

j the training at Camp Johnston, Jack- 

sonville, Florida, and with some 300 
other non-commissioned officers was se- 
^ lected out of several thousand, by rea- 

| 1 son of their fitness and standard of 

I ' work, to go to France. 

I ^ _ m i No commissions were given to the 

j .. men at Camp Johnston for work of this 

^™ nature, but it was understood he would 

. r | L receive bis commission when he had 

|^HS * ^ been in foreign service. 

1 S' ^ * a * Indicative of his thoroughness in this 

^ as in everything else he undertook, he 

-■" selected and purchased the service flag 

for the window in his home. lie secured 
the service buttons for the other mem- 
il j fa ^ hers of his family. Peculiarly em- 

blematic of his life, there is a gold star 
in them now. 

He embarked for France the first of 
____^-!- May, reaching his post of assignment in 

I lie Had the Voice as Well ns the Face about tWO Weeks, and lie had only been 

{ wm ‘ ,lie Su,ile j in the service about two weeks, when he 

I . . . . . . .1 had to yield up his life. 






He Had the Voice ns Well ns the Face 
With the Smile 
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| When his mother, who was with him 

J just prior to his embarking, asked him if he 
1 wanted to go, he replied with tenderness, 
1 ‘ 4 Mother, I can’t say that any of the men 

B really want to go, deep down in their 

1 hearts, but it is our duty to go. We volun- 

jj teered for the war. That is where the war 
jj is. The sooner we go and finish our work, 
1 the sooner we can return home.” 

| Satin trttrra 

= When absent it has always been our cus- 

j| tom to interchange letters daily. Even if 

jf only a brief note, written under the most 

H inconvenient circumstances, he never failed. 
| After the inactivity spent in camp and 

| in crossing the Atlantic, he was glad to 
| feel he was actually doing something. Work 
1 he did not fear, even though it be for long 
1 hours, or under trying circumstances. 

1 His first letter from France, written on 
jj Mothers Day, May 12, was typical of him : 

j§ Dearest Mother: This is Mother’s Day when 

g all the men are supposed to write home, but I 
jj don’t need such a reminder or suggestion to write 

§J to you, for already I have written you two letters 

fj today, but they were too long and could not be 

H passed by the censor, so I am writing this, my 

I third letter. 





A Snap-Shot on Easter Sunday 
at Jacksonville, Florida 


He spoke of the beauties of France, with I . i 1 

the trees putting I 

on their spring vesture of green, its beautiful fields. § 

well-cultivated plots of ground, and of how one could jl 

not help but feel the great grief and sorrow of S 

France. 1 

He told of how there were no young men or 1 

women to be seen anywhere. The men were all at the jj 

front, and the young girls and women in the muni- p 

tion plants, working for just enough to supply the jj 

necessaries of life, but gladly giving all for their jt 

country. jj 

Other letters told of the old women who were 1 

doing their laundry in open air pools near the center jj 

of the villages, beating the clothes with stones. The §f 

houses were of stone, the streets narrow, the houses jj 

set to the edge of the streets, but everything neat and 1 

clean. No fences were to be seen, low hedges sepa- [ 

rating the fields, or, where there were no hedges, g 

banks of dirt five or six feet high, divided the differ- fj 

ent holdings, which were generally of about one- g 

fourth acre each. In the villages there were no side- jj 

walks, open gutters separating the street from that jj 

portion used by pedestrians. jj 

He mentioned how the people did their trading jj 
in public markets, raising their vegetables; the trade 1 

in the village stores now largely consisting of the 1 
exchange of vegetables and home-cooked food, for jj 

the merchandise needed. Sugar sold for $8.00 per §g 

SEE 

.. iiis 
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pound, and only one pound may be purchased every fifteen days. The French 
people greeted our men with a wave of the hand, but none of them smile. They 
did not seem able to smile. Their red cheeks seemed almost artificial but it 
was perhaps due to what they have suffered, or some of the diseases which they 
have contracted by reason of their years of sacrifice. 

Of4? Say’s ©ark 

With the sun rising about 4 o’clock, and, being light enough to read until 
0:30, no artificial lights were used. Everyone, officers and men, all work. A 
fine, democratic spirit prevailed among all. Their work begins at 7 :30, and, 
w’hile they are supposed to quit about 6:30, often it was 9 o’clock at night 
before they stopped. He was glad to be so occupied. He commented upon the 
fine lot of men who were being sent over, and felt that America was sending 
her best. 

He was chief clerk of his department, with a number of men in his charge, 
and said two things were essential—speed and accuracy—and thus he used to 
good advantage his business training he had received in our offices. And so 
he felt here was work he could do well—that after the months spent in training 
he could return to the government some recompense. The disagreeable features 
were passed over lightly, for the men realize the vast amount of work that must 
be done. 

He numbered his letters from the time he sailed, so that we might know if 
all reached us. It is hard to believe that these letters have stopped—that there 
are no more coming from him over there. He had not received any letters from 
his friends or family before the fatal day came. 

$our Buty to ©rite and Art 

In this connection let me impress upon those of us who have sons, or 
brothers, fathers, sweethearts, or friends, over there—and we all should have— 
it is a duty you owe to keep in constant touch with them. It is the letters from 
home that in a great measure help to lighten their work. They are interested 
in the details of the home life; the coming and going of their friends serves to 
divert their minds. Tell them of the pleasant things you know. 



A snap shot of the family group at Jacksonville, Florida, with the St. Johns River in the back¬ 
ground, where we visited him before he should leave for France. 

Where the family ties are so close it makes the separation all the harder. 
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These men have given up their business, their plans, their careers, their 
professions, to fight for your liberty and security, that we who are debarred by 
age or circumstances from enlisting may spend our remaining days in peace 
and security—that our wives and daughters and sweethearts may be saved 
from falling into the clutches of the beast that has ravished Belgium and 
France, and is now striving with all his might to reach the homes of Italy and 
England, and our own United States. 


The obligation of we who are at home to those who are over there, can 
never be repaid no matter how much of sacrifice and effort it may cost. 

Again, our obligations should not stop with mere active sympathy and 
support of the men at the front or their families who are left here. 

While they are doing their duty over there, we are traitors here, if we 
encourage, or even tolerate, the activities or insidious teachings of those who, 
under the guise of Pacifists, Socialists, Internationalists, Non-Partisans, I. W. 
W.. or under whatever name they attempt to camouflage their pro-German 
teachings, or in any way cast reflection upon our men or institutions, or upon 
any of our allies. 


Too long indeed have we borne with the traitorous teachings of certain 
publishers, certain newspapers and magazines, who, while now pretending to 
uphold patriotism and love of country, yet basely seek through their insidious 
propaganda in casting aspersions and reflections upon our allies. 


t ifiuat (Carry ®n 

I know my son to be typical of thousands of fine young Americans who 
are in France willing to sacrifice all for the preservation of a principle. Can 
there be anything more beautiful than the spirit of youth with all their life 
before them—the preparation to enter upon it having been made, many of them 
just entering upon their life work—will we permit them to have made the 
supreme sacrifice in vain? 

I have visited them in their camps. I have talked with hundreds of them, 
and I know they are willing to risk their all. They are actuated by that fine 
spirit of American liberty which has always been our boast. 

And so I know if he were here to speak, he would say, 44 Carry on. We 
must go on. With others I willingly go, if by so doing it preserves our indi¬ 
vidual and national freedom. ,, 

May we individually be purged from selfishness, and may we so stand 
that our country may continue to be the representative of the ideals and prin¬ 
ciples which were in the minds of the founders of the Republic. 

All JHiiat and Should ©akr Part 

Even now it is being shown in the discussions in Congress that many young 
men without dependents, whose duty and obligation is just as great as those 
who have gone, many of them have been placed in positions of security in this 
country. I only know of what I read, but those best informed say it is only 
loo true. 

America must be taught if it is to continue as a democracy it must act as 
one. Political preference has played altogether too much a part in war activi¬ 
ties, if even one-tenth of what we hear discussed in the halls of national legis¬ 
lation has taken place. 
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1 Older men in years, who would prove just as capable, or young women, if 

1 youth is necessary, would prove as efficient in the inspection and manufacture 
1 of munitions and supplies. 

jj Pro-Germans, who are placing their sons on farms and ranches, in order 

1 that they may claim them as necessary to our agricultural resources, should not 
jj be permitted to hide behind such pretensions, in order that after this war is 
1 over they may be here safe to continue their hellish propaganda. 

jj The war has hardly begun for us, and so it must go on; with every ounce 

§ of our strength we must all take an active part. 

| Every American father and mother must realize we are here for a purpose, 

jj and we will prove miserable failures unless we measure up to the responsibili- 
jj ties that are ours. We must realize that 44 to live in hearts we leave behind is 
1 not to die.” 

1 44 He liveth long who liveth well, 

jj All else is being flung away; 

| He liveth longest who can tell 

jj Of true things only done each day.” 

1 And thus it is a satisfaction to know that Raymond Lee Shearman will 

■ always live in the hearts of those who knew him, or, not knowing him in person, 
1 have had the benefit of his unconscious influence, living, and in dying, for life, 
jj liberty and love. 

| m m m 


JFrarn (Commanding QHfirrr 

Though I realize no words of mine can assuage your anguish in this hour 
of bereavement, I cannot refrain from saying that we here, who have known 
your son, share the loss with you. 

For though I have known him but a very short time, he was with me long 
enough for me to appreciate the sterling worth, patriotism and unselfish devo¬ 
tion to duty which prompted his every action. 

Realizing he possessed unusual ability upon his arrival at this depot, I 
placed him in charge of one of my most important departments, and his work 
was worthy of highest commendation. He was always respected by his superi¬ 
ors, and admired and loved by all the men with whom he worked. 

I trust you will believe me when I say that nothing was left undone that 
could be done for him, as we witnessed the consecration of his life upon the altar 
of liberty for the freedom of the world in the cause for which all true American 
soldiers are in France doing their duty. 

With admiration and respect for you and yours, I am, 

Yours most sincerely, 

R. L. DAILY, 

Captain Q. M. D. C., Commanding. 


SlIBIIfflMItm 
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3From (Chaplain Einitrnant Albrrl £. iEtmua 

The Adjutant-General has wired you of your son’s accidental death, May 
25, about 4 o’clock in the afternoon, and his personal friends have doubtless 
written you every detail, but I cannot help sending you a word of sympathy 
and condolence at this time, since I was a witness of the whole affair and had 
charge of the funeral. 


His good friend, Sergeant Donovan O. Peters, was on hand, and, w r hile 
deeply affected, did everything that was possible under the circumstances 
commensurate with, military regulations. 

He was such a lovely boy, and had made such a good impression on all 
who knew him that everyone wanted to co-operate and do everything within 
their power. The women of the village brought masses of flowers and refused 
to accept any remuneration whatever. 

The funeral was held on Sunday afternoon at 4 o’clock, and I should judge 
that several hundred men turned out besides about thirty officers. The line 
of march was from the hospital to the Communal Cemetery, where, with the 
men drawn up at “Parade Rest” around the grave, the services were held. 

Since I am a Presbyterian minister, I read the Presbyterian- services as 
arranged for military funerals; then the firing squad gave the military salute, 
firing three rounds, and the bugles blew “taps.” 

I cannot tell you how this accident has moved me, as I witnessed it, or of 
the splendid spirit of the men who knew your son, and did everything possible 
for him. This was particularly true of his friend, Sergeant Donovan Peters, 
who could not have done more for him if he had been his own brother. 

I know you will appreciate the response that your son has called forth. 
My heart goes out to you people there at home, but I want you to know you 
could not have done more if you had been here. 

# • # • 


God bless and help you at this time. I know that your faith will help you 
to lean hard on the great Burden Bearer, who is able to help us carry all our 
burdens and to afford us a complete peace, and a satisfying hope of the future. 
You will meet him again. 

While taps sounded for him here, he was answering to reveille there at 
the great headquarters in the presence of his Commander-in-Chief and the 
Captain of his salvation, where he will live and labor eternally under more 
blessed and happy conditions than here. 

His the victory, ours the sorrow 7 ; his the crown, ours the cross. 

His w’ork is done here. He has made the Great Sacrifice. He could do no 
more. He has served his country and his God w r ell. He will not lose his eternal 
reward. 

“He that saveth his life shall lose it; he that loseth his life for my sake 
shall find it.” 

I am sure the Master will keep His word, for He did not seek to save his 
life. He desired rather to lose it that he might find it eternally. 

But I must close this long letter. I have written thus because after I 
looked over his personal belongings and saw* a picture of his home, which he 
had with him, and learned from his friend the kind of people he had left at 
home, I knew they would appreciate every bit of information they could get 
from over here. 

After the war is over the bodies can be returned to the United States, and 
from the description that is being sent I know you will have no difficulty in 
locating it here. 

If there is anything further I can do for you at any time. I shall only be 
too glad to serve you in every way possible. 

LIEUTENANT ALBERT L. EVANS, 

Post Chaplain. 
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I have just received cabled information that my friend, Sergeant Raymond 
L. Shearman has answered his last roll call. 

He has laid down his life that the democracy, of which he was a part, shall 
not perish from the earth. 

He was a volunteer who knew his duty and promptly assumed his danger¬ 
ous responsibility when the war god first thundered at our doors. 

He has paid the full price for the opportunities and advantages which 
were his by right of birth in this land of freedom. 

I have no photograph of this brave young man whom I was proud to call 
my friend, and I need none, for he was the rare sort who makes clear, clean 
cut, indelible impressions. 

I shall treasure memories of him as a young man who naturally paid his 
mother those fond spontaneous, attentive courtesies usually reserved for one’s 
sweetheart 


g I remember him as his sister’s pal, keeping alive in maturity the loving 

Ij guardianship that made them inseparable playmates in childhood days, 
gj I cherish thoughts of him as his father’s right hand man, striving to his 

jj utmost to relieve his parent of as much as possible of the details which harass 
1 a busy man’s life. 

1 Their loss is great. It has been a supreme human sacrifice, but weighed 

jj in the scales against those things he so valiantly sought to overcome, I know it 
B has left in the hearts of this bereaved family but a renewed determination to 
jj bear sacrifice bravely, and to the very utmost of their ability to prosecute the 
jj war against those people whose ruthless ambitions are a gigantic menace to 
1 the things we hold dearest. 

jj I have lost a business competitor, one who I always found fair and square. 

j§ One who built business by development rather than by demoralization, one who 

Ij always had a good word for me and for the magazine I have the honor to edit, 

jj one who fought in the open vigorously and honorably for business, one who 

1 commanded my highest respect and my most sincere friendship. 

E Raymond L. Shearman was the only son of T. M. Shearman, owner and 

jj publisher of the Hardware World and of the Implement Record. He was the 
jj associate editor of both of these well-known journals. 

g When war was declared he was among the first to respond to the call of 

jj the colors, and was assigned to a company which had the distinction of being 

B the only one composed of non-commissioned officers. This company came East 

3 early in the year for hardening and special instructions, and unity was main- 

pi tained until they were ordered to France, where they were assigned to their 

B respective commands. 

B Sergeant Shearman was twenty-four years of age, and a graduate of 

6 Berkeley. The cablegram states that his death was due to an accident, 
jg It is the saddest news of the week, a loss that robs the hardware trade of 

§j a brilliant, forceful editor, one that takes a comrade from a large circle of 

jj close friends, one that demands of a patriotic family a sacrifice which can only 

H be softened by time and a knowledge of how well he lived and in what a brave 

j§ cause he died. 

jj Let us all so direct our activities that the honor star in the Shearman flag 

§§ shall not have been placed there in vain .—Hardware Age. 
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In Utonoriam 

From the Wrack of the Storm by Maurice Maeterlinck 

Those who die for their country should hot 
be numbered with the dead. We must call them 
by another name. They have nothing in com¬ 
mon with those who end in their beds & life that 
is worn out, a life almost always too long and 
often useless. Death, which every elsewhere 
is the object of fear and horror, bringing naught 
but nothingness and despair, this death, on the 
field of battle, in the clash of glory, becomes 
more gracious than birth and exhales a beauty 
greater than that of love. No life will ever give 
what their youth is offering us, that youth 
which gives in one moment the days and the 
years that lay before it. There is no sacrifice 
to be compared with that which they have 
made; for which reason there is no glory that 
can soar so high as theirs, no gratitude that can 
surpass the gratitude which we owe them. 
They have not only a right to the foremost place 
in our memories; they have a right to all our 
memories and to everything that we are, since 
we exist only through them. 

And now it is in us that their life, so sud¬ 
denly cut short, must resume its course. What¬ 
ever be our faith and whatever the God whom 
it adores, one thing is almost certain and, in 
spite of all appearances, is daily becoming more 
certain; it is that death and life are com¬ 
mingled ; the dead and the living alike are but 
moments, hardly dissimilar, of a single and in¬ 
finite existence and members of one immortal 
family. They are not beneath the earth, in the 
depths of their tombs; they lie deep in our 
hearts, where all that they once were will con¬ 
tinue to live and to act; and they live in us even 
as we die in them. They see us, they under¬ 
stand us more nearly than when they were in 
our arms; let us then keep a watch upon our¬ 
selves, so that they witness no actions and hear 
no words but words and actions that shall be 
worthy of them. 


Our dead are never dead to us until we 
have forgotten them; they can be injured by 
us, they can be wounded; they know all our 
penitence, all our aching sense that their place 
is empty, all the kisses we bestow on the 
smallest relic of their presence.—George Eliot. 


A little said and truly said 
Can deeper joy impart 
Than hosts of words that reach the head, 
But never touch the heart. 


Young men talk of trusting to the spur of 
the occasion. That trust is vain. Occasions 
cannot make spurs. If you expect to wear 
Spurs you must win them. If you wish to use 
them you must buckle them to your own heels 
before you go into the fight.—James A. Gar¬ 
field. 


m 

“MY ONE AND ONLY BOY.” 

Probably most of our readers have heard of 
Harry Lauder, the wonderful Scotchman, who 
has entertained, amused and enlightened the 
American people through his ready wit, song 
and speech. 

Perhaps not all of them are aware that his 
only son enlisted at the outbreak of the war, 
and, though wounded and returned home, when 
he recovered he again went back to the 
trenches. He was afterwards killed and now 
Harry Lauder is traveling over the country, not 
his accustomed happy way, but he is doing a 
wonderful work in arousing our people to the 
menace that is within our very gates. 

He composed a poem entitled “My One and 
Only Boy.” In various cities where he has 
gone, he sells cards on which it is printed, the 
entire proceeds being devoted to providing for 
the wounded soldiers, so when the war is over 
they may be properly cared for or established 
in business. 

This poem is copyrighted, but we know he 
would give us permission to use it if he could be 
communicated with, suggesting that any who 
might desire to secure these poems attractively 
printed on cards could probably do so either 
through him or through their merchants, the 
entire proceeds being devoted to the purpose 
named. 

Oh, there’s sometimes I am lonely 
And I’m weary a’ the day 

To see the face and clasp the hand 
Of him who is away. 

The only one God gave me, 

My one and only joy; 

My life and love were centered on 
My one and only boy. 

I saw him in his infant days 
Grow up from year to year; 

That he would some day be a man 
I never had a fear. 

His mother watched his every step, 

’Twas our united joy, 

To think what he might be one day, 

My one and only boy. 

When war broke out he buckled on 
His sword, and said “Good-bye, 

For I must do my duty, Dad; 

Tell mother not to cry; 

Tell her that I’ll come back again.” 

What happiness and joy! 

But no, he died for liberty, 

My one and only boy. 

The days are long, the nights are drear, 
The anguish breaks my heart; 

But oh! I’m proud my one and only 
Laddie played his part. 

For God knows best, Has will be done. 
His grace does me employ. 

I do believe I’ll meet again 
My one and only boy. 
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RETIRING PARTNER WHO, THROUGH 
NEGLIGENCE, MUST STILL PAT THE 
FIRM’S DEBTS. 

(Copyright, by Elton J. Bnckley) 

Here is something which should be useful in 
partnership law : 

Pittsburg, Pa. 

About two years ago I went into partnership with 
my son-in-law in the retail and wholesale business at 
the address printed above. Tl\e firm name was James 
Alcorn k Bon, the writer being the James Alcorn. I 
contributed most of the capital, my son-in-law being the 
experienced man and contributing a nominal amount. 
The partnership was for one year. When it expired, I 
allowed it to go along without saying anything, for 
about six months more, and then a difference having 
arisen between us, I gave notice that I would withdraw, 
and I did withdraw on January 1, 1918. At the time 
the partnership was separated an advertisement was 
published in two local papers as follows: 

Dissolution of Partnership. 

Notice is hereby given that the partnership here¬ 
tofore existing between James Alcorn and Herman 
Stone, under the name James Alcorn k Son, is hereby 
dissolved. The business will continue under the same 
name at the following address, Herman Stone assuming 
all assets and liabilities. 

James Alcorn. 

January 1, 1918. Herman Stone. 

I took no more interest in the business until a few 
days ago, when I received a number of bills from vari¬ 
ous creditors of the firm, who claim to hold me per¬ 
sonally for them, on the ground that they received no 
notice of my separation from the firm. The business 
has not been successful since the separation, and has 
run up a large indebtedness. I knew nothing of this 
until I received the bills. I consulted a lawyer to see if 
I would be liable for these bills, and he tells me that he 
thinks I will be. I should like to have your opinion 
about it. James Alcorn. 

The question involved here is: When a mem¬ 
ber of a firm leaves the partnership what must 
he do to protect himself from having to stand 
good for the future debts of the business? He 
can protect himself so completely that he will 
not be responsible for any of the debts, or he 
can leave himself so unprotected that he will be 
responsible for all of them. Here is the law 
of the case in a nutshell: 

A retired partner is responsible for the debts 
of the firm, after his retirement, unless he has 
given notice of his retirement to two classes 
of people: 1, the general public; 2, the con¬ 
cerns, or creditors, who have had or are having 
relations with the business he is leaving. Both 
classes have to have this notice. If he fails to 
give notice to both classes, he is liable to any 
creditor belonging to the class that got no 
notice. 

Let me first tell how this notice must be 
given, and then illustrate the point ,iust made 
with this Pennsylvania case. Notice to the gen¬ 
eral public is given by the publication of such 
a notice as appears in the above letter, in a 
newspaper of general circulation in the place 
where the partnership does business. Notice to 


the concerns doing business with the partner¬ 
ship is given in any way which puts into their 
hands the information that the partnership is 
dissolved. This can be done in various ways. 
It can be done by marking a copy of the news¬ 
paper notice, and mailing it to them, or by 
sending them a circular. I always advise noti¬ 
fying past and present creditors by a letter, 
however as it is surer to be seen by the proper 
people. But any way of notifiyng them will 
do, so long as it notifies them. 

By applying this to the Pennsylvania case I 
can apply it to any case. In that case notice 
was properly given to the general public, but 
no notice, apparently, was given to concerns 
doing business with the partnership. There¬ 
fore, if the concerns who are now presenting 
bills were having relations with the firm when 
this correspondent withdrew, they can hold 
him responsible for them, for they had no no¬ 
tice of his retirement. The newspaper notice 
was sufficient for the general public, but it was 
not sufficient for concerns doing business. 

The law is very insistent that this direct no¬ 
tice must be given. In one case the question 
arose whether a retiring partner was liable for 
firm debts that arose afterward. The creditor 
seeking to hold him responsible said he got no 
notice. The retiring partner proved that on a 
certain date he mailed a circular announcing 
his retirement to the creditor, but the creditor 
swore he had never received it, and the court 
said the retiring partner must stand good for 
the debts. You should be as sure as you can 
that the notice reaches the people it should 
reach. 

In another case it appeared that no actual 
notice was sent to a creditor who was endeav¬ 
oring to hold a retiring partner responsible. 
The latter, however, proved that at the time 
he drew out, newly printed stationery, bearing 
the names of the new partners, but not his 
name, went to the creditor, and also that a 
circular with some quotations on it, likewise 
bearing the names of the new partners, and 
not his name, went to the creditor. The court 
held this evidence insufficient, as there was no 
proof that the creditor ever saw it. These cases 
show how insistent the law is to see that the 
creditor is informed that the partnership has 
changed. And this is only fair, for often cred¬ 
itors depend entirely on the responsibility of 
one of the partners. If that partner drops out, 
they certainly ought to know it, so as to have 
the option of selling or not selling under the 
new conditions. 

A few States require any change in a part¬ 
nership to be recorded; if it is not done the re¬ 
tiring partner remains liable. If there is no 
such requirement, the notice must be given as 
1 have described. 
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THE PRESENT SITUATION REGARDING 
PRICE-FIXING. 

(Copyright, by Elton J. Buckley.) 

Cleveland, Ohio. 

We are confused about the matter that has come 
out of Washington of late, regarding the right to sell 
goods on condition that they shall be sold again at 
a certain price. The writer has seen references to 
several 8upreme Court cases and he read in a trade 
paper last week an item that the Federal Trade Com¬ 
mission had now ordered everybody to cease selling 
goods on any condition that the price be held. Will 
you please instruct us just where the matter stands, 
as we are affected by it as to a certain part of our 
stock. 

E. G. Co. 

For several years the United States Supreme 
Court has been working up to the point of 
flatly ruling that no seller of merchandise, 
whether patented or unpatented, must dictate 
to the buyer what the latter should resell for. 
Finally, in the case brought by the Victor Talk¬ 
ing Machine Co. against R. H. Macy & Co., the 
New York department storekeepers, the court 
did make that flat ruling. The Victor sold 
Macy its record on condition that they should 
be retailed at the regular list price, but Macy 
cut the price and was sued. The United States 
Supreme Court, when the case got there, ruled 
that the Victor Company could not, by any 
ruse or plan whatever, interfere with the right 
of a buyer of its goods to fix his own resale 
prices. 

This was shortly afterward followed by an¬ 
other talking machine case—Columbia Talking 
Machine Co. vs. Boston Store, a Chicago depart¬ 
ment store. This case was precisely like the 
Victor-Macy case, though the lawyers tried 
to make it seem different, and it got the same 
decision. 

These cases practically disposed of the 
whole question of limited prices. It is true 
that both involved patented products, while in 
the ordinary case involving an attempt to fix a 
resale price, the product is not patented. This, 
however, made no difference. If the seller of a 
patented product, who has a monopoly, cannot 
control the resale price, it necessarily follows 
that the seller of an unpatented product, who 
has no monopoly, cannot. So that the United 
States Supreme Court has forever put it out of 
the power of any seller of any article, under 
the present law, to say what his buyer shall 
resell for. 

The Federal Trade Commission has taken it 
upon itself to enforce these decisions, which are 
now the law of the land. It has begun a series 
of prosecutions against certain concerns who 
are still endeavoring to dictate the resale price 
of their products, and has given out an official 
statement that everybody else who did it would 
be prosecuted unless he stopped. In its order 
the Federal Trade Commission forbids every¬ 
body to do the following things: 


(a) Indicate to dealers the price for which an 
article shall be resold. 

(b) Securing agreement from dealers to adhere 
to such prices. 

(c) Refusing to sell to dealers who fail to adhere 
to such prices upon the same terms as dealers who 
do so adhere. 

(c) Furnishing any advantage to dealers who ad¬ 
here to the resale prices, while refusing similar treat¬ 
ment to dealers who do not adhere to the prices. 

One can see that the man who obeys this 
order at every point is done, so far as having 
any hand in the resale price is concerned. And 
so far as I have observed everybody is obeying 
it at every point. The result is that manufac¬ 
turers whose products have for years been 
staple all over the country, are forced to sit by 
in silence and to see their prices cut right and 
left. One well-known manufacturer, who has 
always told the wholesale dealers who sell his 
product, what he wanted thorn to resell for, 
and has instantly cut off any jobber who dis¬ 
obeyed, told me the other day that nearly 
everybody was cutting his price. He was afraid 
to cut anybody off, because of the Federal 
Trade Commission’s order forbidding “refus¬ 
ing to sell to dealers who fail to adhere to such 
prices upon the same terms as dealers who do 
so adhere/ 1 He therefore sits by, and he is but 
one of very many in the same position, and 
watches the carefully reared structure of years 
crumbling away. 

The order of the Federal Trade Commission 
goes further than the Supreme Court decision, 
and it is quite possible that it goes further 
than the law. If, however, the order is good, 
it means this: 

1. That a manufacturer of a watch, say, 
who sells a jobber or a retailer, it makes no 
difference, cannot even whisper to his buyer 
the price at which he, the manufacturer, 
thinks the watch should be resold, to say noth¬ 
ing of tying him up in an agreement. 

2. If the buyer puts a lower resale price 
on the watch than the manufacturer likes, the 
manufacturer cannot refuse to sell him again, 
at least not for that reason, and he couldn’t 
even remonstrate with him for making the low 
resale price. 

In a word, when the manufacturer makes 
the sale he must forget all about the goods, for 
he can have no more to do with them, from 
then on, than a stranger. The same is of course 
true of any seller who sells goods to be sold 
again, whether it be manufacturer or jobber. 

I do not believe, however, that that part of 
the order which forbids refusing to sell a cutter 
is good, for there still remains the fundamental 
right of every seller to choose his customers, 
and if he can’t refuse to sell a customer be¬ 
cause he is a cutter, he can refuse to sell him 
without giving any reason at all. 


Digitized by 


Google 



HARDWARE WORLD 


86 ' 


Importance of Rubber Rings for C anning 

Some Things Ton Should Tell Your Customers 


T HE U. S. Department of Agriculture, the 
leading magazines and newspapers, cook¬ 
ing schools and domestic science schools in 
all parts of the country are teaching canning. 
Now by * ‘canning’ ’ is meant not merely the 
preserving of fruits in glass jars or the making 
of jams, jellies and marmalades. 

This is now considered “old-fashioned” 
canning or what is properly termed preserving 
by the “hot pack” or “open kettle” method. 

Canning as it is understood and taught to¬ 
day is a far more comprehensive home industry 
and through the methods and processes worked 
out by the experts of the Agricultural Depart¬ 
ment in their laboratories at Washington and 
as taught by their state and county demon¬ 
strators to the number of more than 5,000 ope¬ 
rating throughout the United States, it has 
been practically reduced to a scientific under¬ 
taking. 

Spoilage is no longer a matter of luck. If 
canned foods spoil, there is some good reason 
for it—some part of the process has been either 
omitted or incorrectly carried out, and it is in¬ 
teresting to note the estimate of the experts 
that during the past season 35% of the causes 
of spoilage reported has resulted from the use 
of defective rubber rings. 

An Important Point. 

Now the rubber rings seems a small part of 
the equipment necessary to can the product of 
your garden and orchard, yet as a matter of 
fact, just as a chain is no stronger than its 
weakest link, so the safe-keeping of every jar 
the housekeeper puts up depends upon that 
little rubber ring, and the reason, when you 
study the modem methods of canning is 
obvious. 

In the old-fashioned days, the preserving 
was confined mostly to the canning of fruits 
in heavy syrups. The preserves were boiled in 
an open kettle until they were considered 
“done,” then the jars were filled to over-flow¬ 
ing, the rubber rings and caps adjusted and the 
jars sealed. The sole function of the rubber 
rings was to provide a cushion between the cap 
and the jar, and almost any ring not brittle 
enough to actually crack gave satisfaction; in 
fact, rings of cardboard soaked in paraffine 
were often successfully used, with the result 
that competition among the rubber manufac¬ 
turers to sell their product at the lowest pos¬ 
sible price in their bids for business, drove the 
quality down until practically no rubbers ex¬ 
cept composition rings of cheap quality were 
available. 


The war has taught us a great many things 
and not the least of these is the conservation 
of food products. Home preserving of fruits is 
good as far as it goes but it does not go nearly 
far enough to help keep a nation in food during 
the winter months and the far-sighted experts 
of the Agricultural Department and the Food 
Administration were clear-minded enough to 
foresee that some method of canning not only 
fruits but all kinds of vegetables, meats, fish, 
soups and other kinds of foods must be taught 
to the public. 

The result is what is being taught as “cold 
pack” canning. Now this does not mean that 
the food* products are packed in glass jars and 
sealed with cold water. Far from it. It really 
means “raw pack” canning. It means that the 
experts have discovered that food products 
boiled in an open kettle 212° F. cannot be sub¬ 
jected to enough heat or to the boiling point 
for a long enough period to destroy the germs 
and bacteria known as “spores,” minute living 
organisms which cause fermentation because it 
takes from two to three hours to kill this active 
germ life, and food boiled in a kettle for that 
period would be reduced to a state of mush. 
It was, therefore, seen it would be necessary to 
cook foods packed solidly in glass jars where 
they would not have the opportunity of shak¬ 
ing about and it would not be necessary to stir 
them to keep them from burning so that the re¬ 
sult is food cooked in this manner retains its 
shape and firmness. 

The name “cold pack,” therefore, has been 
used because the foods are packed cold and raw 
into the glass jars, the rubber rings and glass 
caps adjusted, the jars partially sealed and 
placed either in a hot water bath or in a steam 
pressure canner for periods varying from one 
to five hours, according to the nature of the 
food canned. 

Now where does this concern the rubber 
ring? Simply this. Instead of forming a 
cushion between the cap and the jar as in the 
old-fashioned method, the rubber is now 
cooked on the jar with the product, and re¬ 
ceives the hardest possible test. Composition 
rings were never intended to be boiled at all 
and the result is that when this process was 
first taught, most of the rings available were 
of the composition type and the results were 
tragic. The rubbers softened became swollen 
and spread out from under the caps, destroying 
the seal and the housekeeper was unable to 
understand how to proceed. 

Complaints were made to the Department 
of Agriculture. The subject was investigated 
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and standards devised so that at the present 
time rubber rings made strong, firm and tough 
with plenty of live rubber in them are avail¬ 
able, and these rubbers can be boiled indefin¬ 
itely without affecting their consistency. 

There is hardly a housekeeper among your 
customers who is not planning to do at least a 
little canning this year. Before the summer 
is over, hundreds of your customers will prob¬ 
ably ask you questions similar to these: 

Do you sell guaranteed rubbers! 

Are your rings made especially for “cold 
pack” canning! 

Will your rubbers “bulge!” 

Do the rings you sell blow out when boiling 
for two or three hours as the canning teachers 
tell us we must do with meats and vegetables! 

Will your rings stand pressure canning! 

How are you going to answer these ques¬ 
tions! It is a serious matter with the house¬ 
keeper because the result of all her time, labor 
and expenditure depends solely upon the rub¬ 
ber ring she uses and the thousands of jars 
which spoiled last year together with the pub¬ 
licity which has been given the subject of poor 
rubbers by the U. S. Department of Agricul¬ 
ture, will make her doubly cautious this 
summer. 

The answer, however, is simple, and is 
merely this. Do not buy from your jobbers and 
sell to your customers “just rubbers.” These 
will not do any longer. You must make sure 
that you have a guaranteed brand which has 
been approved and tested by experts of the 
U. S. Department of Agriculture. One that 
will positively stand “cold pack” canning and 
the test it receives by being cooked for two or 
three hours on the jar after the food has been 
partially sealed inside. In ordering from your 
supply houses, do not simply take the sales¬ 
man’s work that his rubbers are “the best,” 
go farther than this. Examine the carton in 
which the rings are packed and see if it is 
plainly stamped with the words “cold pack.” 
See also if the contents are made “in accord¬ 
ance with the standards of the U. S. Depart¬ 
ment of Agriculture.” 

It is very easy to find such rings. All job¬ 
bers sell them. The demand for this quality 
rubber is now so great that other kinds are be¬ 
ing refused by customers because reliable rings 
are becoming known by name. 

One brand which has been on the market for 
eight years and which was the original “cold 
pack” rubber has received such a universal 
endorsement from canning experts that it is 
now demanded by thousands of housekeepers 
and more than. 7,000,000 packages will be sold 
this year. It is a wide, thick, red ring packed 
in cartons bearing the approval of the Good 
Housekeeping Institute, made in accordance 
with the standards of the U. S. Department of 


Agriculture and guaranteed for all modem 
methods of canning, including hot water 
method and the steam pressure process. 

Dealers selling this and similar rings take 
no chances. Those selling rubbers of unknown 
brands will not only find it difficult to con¬ 
vince their trade that such rubbers are reliable 
but they will be responsible for the losses of 
the customer’s canned products later in the 
season and anyone who has had experience 
knows something of the disappointment and ill- 
will of the housekeeper who finds that her en¬ 
tire season’s canning has gone for naught be¬ 
cause the rubber rings sold to her were in¬ 
ferior in quality. 

Your customers are progressive. They see 
the reliable rubbers advertised in these well 
known magazines and they will expect to find 
them in your store. 

Before you purchase your season’s supply 
of rubbers, ask your jobber if They Are Reli¬ 
able, Advertised, Guaranteed, and Approved 
“Cold Pack” Rubber Rings. 

If your distributor is able to say yes to all 
these questions, you are safe. Do not, how¬ 
ever, neglect to ask for this information. You 
can afford to take no chances this year. 


TALKING OVER BUSINESS WITH WIFE. 

Mr. Man, don’t be so filled with your own 
affairs when you return home at night that you 
cannot listen to what your wife has to say about 
the things in which she is interested. 

Trivial they seem to you, because you are 
dealing with bigger propositions; but you do 
not treat your wife right when you fail to give 
some consideration to her and to what interests 
her. 

How would you like your wife to reach such 
a state that she will feel that she cannot talk to 
you of her affairs because you are so unsympa¬ 
thetic! 

Would you like to hear of her undertakings 
only through outside sources, and never know 
what she is likely to do next! 

Don’t expect your wife always to be the 
listener. 

Does she fail to show interest in what you 
have to tell her of what has happened to you 
during the day! 

Doesn’t she warm right up every time you 
show a disposition to be confidential! 

Be a pal with your wife. Don’t drive her to 
keep her individual interests to herself, or you 
may wake up strangers some day. 


MIRRORS AND WINE. 

The late General Funston is credited with 
having once made the remark that “even the 
lookingglass and the wine glass have their uses. 
The lookingglass reveals our defects to our¬ 
selves ; the wine glass reveals them to others/’ 
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The Ideal Tire of Akron's 
Master Tire Builders 



Hand 

Knowledge of tire making, plus the money and intent of a few successful 
Akron men, has demonstrated the goodness of Star Hand-Made Tires to over 
one thousand live tire sellers throughout the country in eighteen months. 

The product is not accidentally good—the men who make it have had the 
experience of years from which to form an ideal. The financially successful 
men who own the company demand the best tires that material and brains 
can make. 

Enthusiasm is predominant among the tire sellers who control the sale of 
Star Hand-Made Tires in their locality. Every sale makes a friend—any suc¬ 
cessful business must have friends. 

We have made friends of our dealers because Star Iland-Made Tires have 
made friends for them. On the next page you’ll find the Star Tire distributor 
nearest to you—why not write him today for detailed information? 



Section of a 5-Inch Star Tire 

N’ote the 8 plsra <>f fabric the thick tread, 
cushion and aide wall — the wide breaker 
atrip. The extra ply which not onlr given 
over-strength, but hinds cushiou and tread 
into one inseparable unit. 
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Extra Plies of Fabric. Not an 
Ounce of Reclaimed Rubber 



Made 

There is a Star Tire distributor within 
easy shipping distance from you. In 
the Western states the following con¬ 
cerns have a full stock and can give 
prompt attention to your orders. The 
reputation of these firms in their terri¬ 
tory is as good as the tires they sell. 

CHICAGO 

The Star Rubber Co., 1720 S'o. Michigan Ave. 

MINNEAPOLIS 
Minneapolis Iron Store Co. 

OMAHA 

Lee-Coit-Andreesen Hardware Co. 

KANSAS CITY, MO. 

Fowler-Martin Tire k Repair Co. 

JOPLIN, MO. 

Star Tire Service Co. 

WICHITA, KANSAS 
The Auto Supply k Tire Co. 

ARDMORE, OKLA. 

Oklahoma Oil k Auto Supply Co. 

ENID, OKLA. 

Enid Rubber Co. 

OKLAHOMA CITY, OKLA. 

Wolf-Eagan Motor Supply Co. 

ABILENE, TEXAS 

J. M. Radford Co. 

PUEBLO, COLO. 

Holmes Hardware Go. 

SAN FRANCISCO 
Waterhouse k Lester Co. 

LOS ANGELES 
Waterhouse k Lester Co. 

SEATTLE, WASH. 

Whiton Hardware Co. 

We not only give our dealers a good 
tire, but we give them good and active 
eo-operation to help sell Star Hand 
Made Tires. You will find the full 
story interesting. If your territory is 
not served by any of the above dis¬ 
tributors, write us direct and we’ll tell 
you all about Star Hand Made Tires 
and the name of the distributor who’ll 
serve you. 

STAR RUBBER CO. 1064 s^. . akron. ohio 
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TIRE MANUFACTURERS KNOW BEST. 

The old idea of decreasing tire pressure in 
summer time to overcome heat from the sun 
and pavements is like the story of Adam and 
the apple—experience is costly. 

While it is true that a tire underinflated in 
the summer will increase its air pressure, the 
heat from the pavements or the sun has nothing 
to do with it. It is the heat within the tire. This 
is brought about by a greater bending action of 
the tire as it flattens out and returns to 
its round shape when the wheel revolves. 
In other words, the constant working ac¬ 
tion of the side walls generates considerable 
heat which is absorbed by the tube, accordingly 
increasing its pressure. This bending action is 
eliminated in the properly inflated tire, general¬ 
ly speaking, and in consequence there is no 
added air pressure. 

Tires are built to be used with a stated air 
pressure, and the best results can only be ob¬ 
tained when the air pressure recommended by 
the manufacturer is strictly followed at all 
times. The so-called expert who advocates re¬ 
duction of air pressure in summer says that 
a reduction of five pounds per square inch will 
not hurt the tire. We wonder if he will pay for 
all the tires which break down prematurely due 
to this expert (?) advice? 

Heaven protect us from this expert. The 
unfortunate part of it all is that thousands of 
people will follow his advice and then when 
the tire breaks down they look to the manufac¬ 
turer for adjustment. Our advice is that the 
automobilist keep his tires inflated to the pres¬ 
sure recommended by the manufacturer. If he 
finds this pressure jolts him around too much, 
all there remains to be done is either the installa¬ 
tion of shock absorbers or a better set of springs. 


When you hire a man to take charge of your 
business, or one of the departments of your 
business, trust him enough to give him freedom 
from interference. If he is the man for the 
position, he is fit to be trusted. If he isn’t fit 
to be trusted, in heaven’s name get rid of him 
and get someone who is. 


YOUR CUSTOMERS WILL APPRECIATE 
SUCH SUGGESTION. 

4 4 It is surprising how many motorists never 
bother about the condition of the tread of their 
tires,” is the observation of G. E. Brunner, 
4 ‘And yet,” he states, “the tread of a tire is 
one of its most important parts. It is the rub¬ 
ber covering which protects the cotton carcass 
of the tire from injury. So that, obviously, it 
is important that the tread be kept intact. 
Otherwise, dirt, water and other injurious sub¬ 
stances gain access to the fabric and rapid de¬ 
preciation results. 

“If the minor cuts that are caused by run¬ 
ning over glass, sharp pebbles, etc., are not 
taken care of, the tire will surely go out of serv¬ 
ice prematurely. As the tire rolls along, the 
cut sucks in water and gravel, which are ab¬ 
sorbed by the fabric, just as a wick absorbs oil. 
The moisture causes a separation of the tread 
from the fabric, and the dirt works in at the 
point of separation. Soon the accumulation of 
dirt forms a ‘sand blister’ or ‘mud boil.’ The 
tread continues to loosen farther around the 
tire and the fabric slowly rots away. Then a 
sharp bump against a rock or other sharp pro¬ 
jection brings the unwelcome sound of a blow¬ 
out to the driver’s ears. 

“Now all this can be easily prevented with 
the aid of a little tire putty, which costs little 
and is easily applied. Occasionally the tires 
should be inspected—say, once a week—and all 
minor cuts filled with tire putty. If large cuts 
or ragged tears are found, they should be vul¬ 
canized at once. A tire will surely go out of 
service prematurely if these cuts are not at¬ 
tended to. It is a good plan to perform this 
filling up of tread cuts in the evening, so that 
the putty may “set” over night, and become an 
integral part of the tire.” 


Other things being equal, the man sells the 
most who asks the most people to buy, most 
frequently and most persuasively. It certainly 
pays to ask. 
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You read aboui the Goodness of 
•■Diamonds on your Speedometer 


‘\7’OU can sell Diamond Tires readily and back them confidently. 
■** They stand on their own big mileage performance, and we stand 
back of you. 

Your customers don’t need to read the magazines to learn how good 
Diamonds are— 

The speedometer tells the story! 

It is a matter of common knowledge in well informed 
tire circles that Diamonds give 

“Better Than Average Mileage 
at Less Than Average Cost * 

The Diamond Rubber Ca 

( Incorporated ) 

AKRON OHIO 

Alto Makers of Diamond Mechanical Goods 
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MOTOR CONDITIONS IN WAR-TORN 
PRANCE. 

Among the many accounts which have come 
to us of soldier life in Prance, the similarity of 
which has been more or less marked, the one 
brought back by C. T. Hutchins, a salesman, is 
particularly interesting, in that it treats of 
motoring conditions as they exist in Prance 
today. 

As a driver, for a staff officer he became 
familiar with the entire battle front and ob¬ 
tained the broad outlook of the allied situa¬ 
tion. During his six months’ service he was 
attached to the transportation departments of 
the French, English, Belgian, Portuguese and 
American forces and wore the uniforms of all 
of them. His story follows, in part. 

“When I volunteered I anticipated tihe 
pleasure of driving the wonderful makes of 
foreign cars of which I had heard so much. 
But I was soon disappointed. Foreign manu¬ 
facturers have turned out practically no cars 
for public use during the last four years, 
their ouput being exclusively for their gov- 
emments. So little advance has been made in 
design. But their power plants are fine—we 
have no better motors. 

“Where American cars excel is in the re¬ 
finements and conveniences, such as the self¬ 
starter, electric light, easily handled top, de¬ 
mountable rim, etc. Most of the tires I saw 
were of the smooth or steel studded type and 
even in the large sizes were clinchers. And 
believe me, I nearly faint when I think of 
some of the terrible times I have had, in sur¬ 
roundings none too pleasant, trying to change 
the things. The modern no-hook or straight 
side tire they know very little about. 

“I have been in parts of Prance where an 
automobile was an absolute curiosity and ex¬ 
cited no end of shy interest on the part of the 
villagers. The peasant children would almost 
go into hysterics when I sounded the horn 
or turned on the lights. 

“In one French town the mayor gathered 
together some of the leading men and gave a 
dinner in my honor, so glad were they for 
some visible evidence that American soldiers 
were in their country. I happened to be the 
first American soldier that had entered their 
city. 

“It is next to impossible to get the slight¬ 
est repair or adjustment outside of a regular 
automobile park. These parks, operated by 
all armies, where supplies are kept and re¬ 
pairs made, are situated at various points. 
Once I broke down at Angers, in peace times 
a city of 80,000 population, but being unable to 
obtain a repair, was compelled to go back to 
Paris by train and bring out a mechanic and 
parts. 


“French gasoline, or ‘essence’ as it is called 
there, is not as good as the gasoline we get 
here, and it goes hard with American cars. 
American trucks and passenger cars are com¬ 
ing to France in large numbers, and one sees 
practically every make of automobile there. 
French roads, outside the war zone, are beau¬ 
tifully lined with fine old trees. We have 
much to learn from them in roadside decora¬ 
tion and in laying them out. 

“The most picturesque cars in France, to 
my notion, are the old Paris taxis—mostly the 
one and two cylinder Renaults. Every time I 
rode in one of these old timers I thought of 
the wonderful service they performed in 1914, 
when they carried the poilus out to the Marne 
in time to stem the spectacular advance of the 
Germans. The world does not yet realize what 
a wonderful part these old cars played in the 
saving of civilization.” 


IN EXCELLENT SHAPE FOR BUSINESS. 

The Motor Mercantile Company, Salt Lake 
City, Utah, have engaged Qeorge Q. Hanzen as 
buyer. Mr. Hansen has served for many years 
in a similar capacity with Chanslor & Lyon of 
San Francisco, and is a well informed man 
in these lines. 

They also advise us they have placed con¬ 
tracts with the Federal Rubber Company, 
Cudahy, Wisconsin, and Swan & Finch, New 
York, for distributing their lines. 

As mentioned in our last issue this is a new 
organization, and are the only exclusively 
wholesale automobile accessory house in the 
inter-mountain country. 

A. D. McMullen is president, E. J. Raddatz, 
vice president, F. A. Pyke, secretary and treas¬ 
urer. Other members of the board of directors 
are J. P. Gardner and V. A. Culver. The only 
officers, however, who will be active in the 
company are Mr. McMullen, the president, and 
Mr. Culver. 


SMILE. 

The thing that goes the farthest 
Toward making life worth while 
That does the most and costs the least 
Is just a pleasant smile. 

A smile that bubbles from a heart 
That loves its fellow men 
Will drive away the clouds of gloom 
And coax the sun again. 


It’8 full of worth and goodness too 
With genial kindness blent 
It’8 worth a million dollars 
And it doesn’t cost a cent. 
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Nowhere in the wire 
wheel industry is there a 
product that can surpass 
the PASCO combina¬ 
tion of Strength, Elastic¬ 
ity, Reliability, Economy 
and Beauty. : PASCO 
wire wheels are really 
distinctive. 


Look Into This Matter 
Of Pasco Wire Wheels 


Writ c for rotall and dnalor prices, and attracHvo Utoraturo 

National Wire Wheel Works, Inc. Wa ofnoE£“Siir 

Dept H, Geneva, New York Kul 


You will be surprised at the ever-growing demand for PASCO Wire 
Wheels. Their strength, safety, elasticity, good looks, and distinctive 
features have created no end of favorable comment 

The wire wheel is destined, sooner or later, to become the ultimate 
wheel And the PASCO Wire Wheel is helping, by its extreme “ser¬ 
vice-ability,” to make this prophecy come true. If you don’t believe 
it, ask an owner why he likes PASCO Wire Wheels. 


atarn Ra p ra ae ntathras; BAILEY-DRAKE COMPANY 
OFFICES: San Francisco. 149 Naw Montgomery St 
Saa tt l a , L. C. Smith Building 


Kansas City, 419 Rialto 
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HARDWARE STORE LOGICAL PLACE FOR 
ACCESSORIES 

Our experience with auto accessories, includ¬ 
ing tires, lubricating oils and kindred lines, has 
been very good. Our business in these lines is 
of quite a proportion—we try to handle strong 
advertised lines of all of them, and only ones 
that can be guaranteed to our customers. 

We think that the hardware store is a logi¬ 
cal place to handle accessories; with the al¬ 
ready large stock of bolts, washers, wrenches, 
all sorts of mechanics* tools, lubricating oils, 
and grease, on hand, that by adding a few 
staple sizes of a good tire, and tubes, a few 
cans of cement and patches, he has a fairly 
good stock; that he can increase his sales con¬ 
siderably—above all, after once getting started, 
get the new things that come out for the auto- 
ist, and drop the dead ones. We don't think that 
we could get along without the auto accessory 
line now. 

MINARD & CO. 


INCREASING TENDENCY TO BUY LUBRI¬ 
CANT BY NAME. 

During the past four years the rapidly increasing 
tendency of motorists to buy their lubricating oil by 
name has brought about a revolution in methods of 
distribution. 

Up to that time practically the only places you 
could buy lubricating oil were garages. There it was 
usually drawn from bulk containers and sold simply as 
oil, without regard to its properties,. except perhaps 
as to whether it was classified as light, medium or 
heavy. 

Today, motor lubricant is sold by name, not only in 
bulk, but also in package form. Garages all over the 
country have continued to increase their oil sales and 
iu addition, thousands of general stores, hardware 
stores, department stores, bicycle repair shops, in fact, 
almost every kind of retail sales establishments, are 
making big profits from their motor lubricant de¬ 
partments. 

This simply means that the demand for motor lubri¬ 
cant by name and its sale in convenient package form 
—1-gallon or 5-gallon can—has become the means of 
immeasurably enlarging distribution and intensifying 
sales. Nearly all motorists ask for oil by name now¬ 
adays—and two-thirds of those who buy their oil by 
name buy Veedol—the lubricant that resists heat. 

How this came about is an enlightening commentary 
on the way science is being applied in modern business. 

Before Veedol was placed on the market, four years 
ago, both dealers and mortorists bought lubricating 
oil as though it was a standardized product. In the 
comparatively few cases where they were aware of the 
fact that lubricants differ very widely in composition, 
purity and efficiency they did not realize how seriously 
the use of inferior oil damages an engine and impairs 
its operation. 

For years the Tide Water Oil Co. carried on con¬ 
stant experiments, trying out every brand of lubricat¬ 
ing oil in all types of engines, to determine the 
essential requirements of internal combustion engine 
lubrication. 

These experiments proved that ordinary oil breaks 
down quickly under the heat of the engine^ forming 
black sediment which neutralizes its lubricating value. 

After exhaustive research, Tide Water experts per¬ 
fected the Faulkner Process, which produced Veedol— 
the heat-resisting lubricant now familiar to millions 
of motorists. 


Even a rut will bring you to a place where 
you can get a fresh start if you will only make 
the trial. Think of all the big businesses 
started by men after they were well along in 
years. This proves that it's never too late— 
that experience is only possible by having 
lived. You can't get experience in a college 
—you must pay for it with years and hard 
work. 


Just as soon as you lose your enthusiasm you 
are absolutely in the way. And you are more 
than that; you are an expense account. 


HOW TO GET THE TRADE OF FORD CAR 
OWNERS. 

The live hardware dealer knows that there is no 
class of business which is more desirable than that 
of the Ford car owners. Not alone because one-third 
to one-half of all the automobiles in his community 
are Ford cars, but also because the Ford car owner is 
noted as the man who keeps adding accessories during 
all the long life of his car. This year, with the de¬ 
creased percentage of new cars available and the in¬ 
creasing demands for the use of Fords for haulage 
purposes, this demand for Ford accessories and re¬ 
placement parts is greater than ever. 

With Fords the transmission lining duty is so hard 
that to keep the car in service, replacement of the 
lining is necessary. Beyond question there will be 
practically half a million such replacements of trans¬ 
mission linings made during the coming year, if the cars 
are to be kept on the road and give dependable service. 
This means big business for the hard ward dealer even 
in the small sized community. 

But to get that business from the many owners 
of ‘‘The Universal Car” he most certainly must be 
prepared to meet three conditions. The transmission 
lining he sells must be dependable in quality, rightly 
priced and rightly packed. Many a dealer has learned 
by experience that the asbestos linings which are so 
desirable for the brakes on other cars, nave a tendency 
to glaze over and fail for the transmission duty on 
Fords—except possibly in mountainous sections—with 
the result that he has sold his customer something 
which costs him more and gives unsatisfactory service. 

Other dealers failing to realize how large a per¬ 
centage of Ford owners made this replacement them¬ 
selves have unsuccessfully attempted to get the business 
with cotton linings in rolls. This makes it necessary 
to cut off the proper lengths for the customer, in¬ 
creases the selling costs to such an extent that it eats 
up the profit on the sale and adds to the liability of 
error by your employees or by the car owner. 

To meet these conditions the Staybestos Mfg. Co., 
Philadelphia, whose universal service among trans¬ 
mission linings have put up a package containing the 
three lengths necessary for Ford transmission and in 
just the proper width and thickness, and with the 
proper number of right sized solid brass rivets in¬ 
cluded. The retail selling price is a popular one- 
only a dollar. If you stock this Universal set for 
Ford cars, any boy in your store can sell the Ford 
car owner just what he needs, without possibility of 
error—and you get a good profit. “As easily sold as 
a package of tacks, and a lot more profitable,” say 
the dealers who have pushed this Universal package. 
“A wonderful leverage for the Ford car trade,” say 
others. 

It is a wise dealer who sees this opportunity—and 
seizes it; who writes the Staybestos Mig. Co. for their 
trade proposition, and gets busy. 
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INTRODUCTION 



Tungstens are offered to you (the 
discriminating readers of Hard¬ 
ware World, now for the first 
time). Value proven for the past 
three years among thousands of 
motorists. 

The ability to make good has dou¬ 
bled Tungsten sales each year. 

Its success is due to its sturdy 
construction, expert adaptation 
of materials and absence of freak 
features. Enlarged output en¬ 
ables us to solicit your business. 

THE PACKAGE 

A lithographed metal box, keeping 
every Tungsten plug always in perfect 
condition. A little thing, perhaps, but 
one of the reasons why Tungsten Plugs 
appeal so strongly to every motorist. 

TUNGSTEN JOBBERS: 

Wood, Vallance & Leggat, Vancouver, B. C., 

Canada 

Seattle Hardware Co., Seattle, Wash. 

Archer & Wiggins Co., Portland, Ore. 

Baker, Hamilton Pacific Co., San Francisco, 

Cal. 

Harper & Reynolds, Los Angeles, Cal. 

Arizona Hardware & Supply Co., Phoenix, 

Arizona 

Woodward Carriage Co., San Antonio, Texas 
McLendon Hardware Co., Waco, Texas 
W. H. Richardson & Co., Austin, Texas 
Roberts, Sanford & Taylor Co., Sherman, Texas 
Texas Auto Supply Co., Fort Worth, Texas 
Amarillo Hardware Co., Amarillo, Texas 

Tungsten Mfg. Company, Marshalltown, Iowa 
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The valorous efforts of a lot of theoretical 
students of economy to convince the United 
States that the salvation of the nation lies 
in earning as much as possible, and spending as 
little, has impressed us much the same way that 
the opinions of old maids do on the subject of 
raising children. 

Any man who thinks from his chin up, knows 
that if we stop spending, we cut off eventually 
our opportunity to earn, and that earning and 
spending, barter and sale, go hand in hand, and 
on them are established the principles of busi¬ 
ness that have made the American nation great. 

These college professors to the contrary not¬ 
withstanding, we still believe and urge our 
friends to preach the gospel of “Business-to- 
beat-the-band 9 ’ to their townspeople, and use 
their most valiant efforts to head off the tides * 
of pessimism that the wrong thinking preachers 
are dinning in our ears. 

We must not waste. We are not advocating 
the wasting of a single resource. But we rec¬ 
ommend normal spending on the part of the 
people of this land, in order that by spending 
they may also earn, and thus keep up the tide 
of prosperity upon which must depend our 
ability to finance the war. 

A dollar spent loses none of its value, but 
is passed along and spent, and spent again, giv¬ 
ing a succession of people the opportunity to 
earn. We must live and let live. 

It is this earning and spending that makes 
this the richest nation on the globe, that finances 
our government, pays our war taxes, buys our 
war bonds, and makes it possible to lick the 
kaiser. 

WESTERN REPRESENTATIVE FOR 
RAYFIELD CARBURETORS. 

E. A. Keithley, a well known manufacturer’s rep¬ 
resentative, has been appointed district sales manager 
for the Rayfield Carburetor, made by the Findeisen 
& Kropf Mfg. Co., of Chicago. 

Mr. Keithley has represented, this concern for 
twenty-three years in the line of plumbing supplies. 
His representation has been so satisfactory that he 
has been asked to handle their carburetor line also, 
which is distributed by the hardware trade generally 
throughout the west. 

FAT WAS FIRST LUBRICANT. 

The history of civilization records that a piece of 
Dinosaurus fat was used as the first lubricant. Whether 
it was used to eliminate an annoying squeak in the 
royal perambulator or to make running easier on the 
big wooden-wheeled ox cart is not clear, but it is quite 
certain that Dinosaurus fat was effective in its way. 

Animal fat would hardly do in the age of motor 
cars, however, because of the finely ground surfaces 
of the bearings. The motor car bearing demands a 
more substantial lubricant, one that will fill the 
microscopic spurs and pits and form a tough, durable 
smooth film over the entire surface. 

Dixon’s Graphite Automobile Lubricants are made 
for this purpose. Selected flake graphite is used be¬ 
cause it adheres firmly to the surface, and wears into 
a smooth heat resisting lubricant. 


THE BEST WAY TO “BREAK THE NEWS” 
OF PRICE ADVANCE. 

The problem of informing the buying public 
of the steady advance in prices without losing 
trade is engaging the attention of dealers every¬ 
where. Time after time they have been com¬ 
pelled to explain the cause of high prices, and 
in many instances have failed to make customers 
understand. 

Perhaps salesmen have had to bear the brunt 
of explaining away high prices to a greater 
degree than have the dealers themselves. Un¬ 
necessary time has been consumed in reasoning 
with customors who, like the woman convinced 
against her will, were of the same opinion still. 
In most cases to call special attention to the 
price question serves to put the customer in the 
wrong state of mind toward both the dealer and 
the product. The matter should be handled tact¬ 
fully, the customer being made to know exactly 
why he has to pay more for what he buys than 
he has paid before. The explanation should 
come from the dealer himself rather than from 
the salesman. 

The apology scheme will not work, so it had 
as well not be begun. It inspires in the cus¬ 
tomer's mind the “You’re not telling me the 
truth” idea. It tears down all merchandising 
principles and makes it a hard matter to revive 
trade. 


ADDITIONAL PISTON RING FUNCTIONS 

By J. E. Norwood 

President Automobile Accessories Co., Baltimore, Md. 

As a solution of the 
problem of avoiding kero¬ 
sene precipitation into the 
crank case with subse¬ 
quent lubricant dilution 
we recommend the use of 
a special type of piston 
ring that we have devel¬ 
oped, so installed that the 
top ring provides a groove 
with a square edge to 
catch any kerosene at¬ 
tempting to pass. This is 
pushed up on the compres- 
. . sion stroke. After the ex¬ 

plosion or when the piston starts down this refuse is 
carried out of the groove by capillary action into the 
firing chamber just after the explosion, when it is the 
hottest, and the kerosene is then vaporized and ex¬ 
ploded or ejected with the exhaust and not into the 
oil pit. 

Gas cannot be controlled or held in the firing 
chamber except by a seal of oil. Oil cannot be held 
down and adequate lubrication provided, except by a 
seal or dam against the oil. These are the principles 
adopted in our piston rings rather than to try and 
accomplish similar results solely by perfect fit, flexi¬ 
bility, etc. 

We believe that the automobile, commercial car and 
tractor business would still be further advanced by 
the adoption of piston rings of standard width. We 
approve most heartily of 4 4 standardization *' and will 
welcome the day when it is taken up more aggressively 
by tractor manufacturers and the standard determined 
upon put into universal adoption. 
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Im DBEMNMGHI TIRE 

is the supreme example of the spirit of 
the times. Its very name proclaims its 
strength and power and its ability to with¬ 
stand the hardest wear and tear. The 
tremendous endurance of DREAD* 
NAUGHT TIRES is the sensation of the 
tire world to-day. 

PACIFIC COAST DISTRIBUTORS 


Strevell-Paterson Hardware Go. 
Salt Lake City, Utah 

Dreadnaught Tire Agency 

1200 East Pike St.. Seattle. Wash. 


Auto Accessory Sc Speedometer Co. 
Denver. Colorado 

Dunham, Carrigan Sc Hayden Co. 
2 Kansas Street. San Francisco. Cal. 


James Raftery The P. J. Cronin Co. 

W. 617 Second Ave.« Spokane. Wash. 129 First Street, Portland, Oregon 

Dreadnaught Tire Co. of Los Angeles 
831 South Olive Street, Los Angeles, Cal. 


GUARANTEED 5DDD MILES 
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THE SALESMAN’S BEST CUSTOMER. 

(By James F. Tobin) 

No, it’s not particularly new, but it is not 
the new things that we generally need to have 
brought to our attention. Their own novelty 
makes us take notice. It’s the old things that 
we get so familiar with that we cease to notice 
them or forget them. 

You know the preachers have been talking 
for almost twenty centuries with the Sermon 
on the Mount as their text. It is certainly not 
new, but it does many of us no harm to have it 
called to our attention occasionally. It’s one of 
the things we know so well that we have 
ceased to be aware of it. 

Well, here’s the big idea. Whom do you 
consider your best customer? Is it Bill Smith 
down at the mill who buys a couple of thou¬ 
sand of dollars’ worth of your product every 
now and then? 

You probably regard him so, but he is not. 
Your best customer is the man from whom you 
receive the little brown envelope (or is it a 
check) at certain welcome intervals, to wit, the 
boss. 

How far are you willing to go to please Bill 
Smith, the man you regard as your best cus¬ 
tomer? He is generally a pretty good scout, 
but sometimes when you call he is not in the 
best of humor. 

If he cuts you short, do you rush out, men¬ 
tally deciding that he can go to H-alifax, and 
that you will immediately hunt another just 
as good (or a dam sight better) ? No, sir, you 
do not. You use all your powers of tact and 
diplomacy to get him in a good humor again. 
Don’t you? You don’t resolve to let his next 
order go to smash just to show the old grouch 
that you won’t stand for any of his guff. No 
you don’t, not by a jugful. 

You know the rule that has become stand¬ 
ard in all the big department stores: “The 
customer is always right.” That’s not a bad 
rule to keep in mind as applied to the boss, be¬ 
cause he is your one best bet as a customer; 
he has contracted in advance for your entire 
stock of time, and he pays cash. He never 
asks for extensions of time or discounts? 

When you and he disagree who’s right? As 
a matter of policy, from your standpoint, he is. 
As a matter of fact, he generally is. Your 
judgment for which you are willing to fight at 
times is based on the knowledge you have 
acquired by study, experience, and observa¬ 
tion. From your angle, you are right. But, 
is it not possible that he has knowledge based 
on deeper study, broader experience, and 
greater opportunities for observation ? If he is 
a success he must have a batting average of 
better than .500. He has something on Ty Cobb 
at that. 


But suppose he is wrong. Remember Bill 
Smith, the man you used to think was your best 
customer, and use the same tactics to prove to 
the boss that you are the best salesman ev^r, 
for, so far as you are concerned, he is the most 
important man for you to convince of that fact. 


INCREASING THEIR WESTERN 
FACILITIES. 

The National Wire Wheel Works, of Geneva, N. Y., 
advises us that they have recently opened up service 
stations in the Far West and on the Pacific Coast, in 
San Francisco, Fresno and Los Angeles. 

Wis service will be handled by the Electric Equip¬ 
ment Company, who are prepared to give the best ser¬ 
vice on Pasco Wheels. 

Thd necessary parts will be carried in stock at all 
times, so that users of Pasco Wire Wheels on the Pa¬ 
cific Coast will not be troubled by any delay when it 
comes to real service. 

Other service stations will soon be opened at Seattle, 
Spokane and other Western cities. 

Pasco Wire Wheels are gaining much favor among 
the Western -dealers, and they especially appeal to them 
on acconut of their distinctive constructions and ap¬ 
pearance. 


GARCO DATA BOOKLET TAKES GUESS 
WORK OUT OF BRAKE LINING 
RENEWAL BUSINESS. 

The multitude of different cars on the market and 
the consequent variations of size in brake lining needed 
for renewals has been successfully answered in a book¬ 
let just published by General Asbestos & Rubber Com¬ 
pany of Charleston, S. C., manufacturer of “Garco” 
brake lining. 

Listed in this booklet is the name of practically 
every passenger and commercial vehicle manufactured. 
The different models of each are listed by year or 
number. As it now stands the data given regarding 
the number of pieces of brake lining, the length, width 
and thickness needed for renewal, is thoroughly up-to- 
date and it is the intention of the company to issue 
revisions from time to time as may be found neces¬ 
sary. 

The Garco brake lining data booklet is of convenient 
size to be slipped into a vest pocket. It will be gladly 
sent free of charge to any dealer or repairman request¬ 
ing a copy. A number of pages ahve been furnished 
blank for use in making memoranda and in all this 
booklet will be found of real, practical value to any 
one interested in the brake lining renewal business. 


The perfect lubricant for gas engines should either 
be consumed entirely in the cylinder or not at all. 
An eminent authority on gas engine cylinder lubrica¬ 
tion after many experiments found that the lubricant 
that was not consumed at all retained its full lubricat¬ 
ing value as long as it remained in the cylinder. On 
the other hand, the lubricant that is only partially 
consumed leaves a carbon deposit, while the lubricant 
that is entirely consumed leaves the cylinder dry. 

Flake motor graphite meets the requirements fully 
because the intense heat encountered in the cylinder 
has no disintegrating effect whatever on graphite. 
There are a number of devices that are made for 
feeding motor graphite to engine cylinders. 


The F. R. Chown Hardware Go., of Portland, has 
been incorporated with a capital stock of $10,000. 
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T HE great s truc t ur al masterpieces that span the country’s water¬ 
ways are marvels of strength and mechanical perfection. They 
stand as fitting tributes to scientific skill and faultless workman¬ 
ship. In the tire world, there is one line of tires whose super-construc¬ 
tion, endurance and service have established a reputation for quality, 
second to none. 

Experienced motorists know that G. & J. Tires mean — utmost 
quality combined with maximum service and s atisfa ction. 

The D EATJnt who knows the value of THE NAME BEHIND 
THE TIRE stocks success by ordering G. A J. 

1790 Broadway G. & J. TIRE CO. Now York 


Q. ft J. DISTRIBUTORS 

An to Tire ft Repair Co., Easton, Pa. 
Bailey-Lebby Co., Charleston, S. C. 
Berrodin Robber Co., Philadelphia 
Benton County Hdw. Co., Rogers, Ark. 
Barker*Jennings Co., Lynchburg, Va. 
Collsday Hdwe. Co., Hutchinson. Kaa. 
Cooper Auto Sup. Co., Thomasville, Oa. 
Cadillac Auto Co., Indianapolis, lad. 
Tennis Auto Sup. Co., Richmond, Va. 
Drennen Mtr. Car Co., Birmingham. Ala. 
Brury ft Kelly Hd. Co., Cadillac, Mich. 
l>onnan Hdwe. Co., Richmond, va. 
Fisher Bros. Paper Co., Ft.Wayne, Ind. 
Fox Bros. Hdwe. Co., Pine Bluff, Ark. 
Georgia Auto Exch^ Columbus, Ga. 
Gladstone Tyre ft Supply Co., 

New York, N 

Gunby Ctt., L. W., Salisbury, Md. 
Heitman Co., F. W., Houston, Texas 
Harper ft McIntyre Co., Ottumwa, la. 


Hatcher Co., A. S.. Macon, Ga. 

Janney, Semple, Hill Co.. Minneapolis 
Keeler Mtr. Car Co., Williamsport, Pa. 
Leonard Hdwe. Co., Petersburg, Va. 
Ludwig T. ft R. Co., Hagerstown, Md. 
Manhattan Oil ft Linseed Co., St. Paul 
Miller Bros. Hdw. Co., Richmond. Ind. 
MitchellPowere Hdw. Co., Bristol, Va. 


Monroe Hdwe. Co., Monroe, N. C. 
Mount, W. E., Engliahtown, N. J. 
Myers, Geo. W., Harrisburg, Pa. 
Murchison ft Co., Wilmington, N. C. 
Ohio Rubber Co., Cleveland, O. 
Plainfield Auto Tire Co..Plainfield,N.J. 
Post ft Lester Co., Hartford, Conn. 
Putnam Hdwe. Co., Houlton, Me. 
Russell Hdwe. Co., McAlester, Okla. 
Sherwood-Crippen, Co., Columbus, Ohio 
Sherwood-Chastain Co., Bedford, Ind. 
Sherwood-Chastain Co., Mitchell, Ind. 
Semmes Hdwe. Co., Savannah, Ga. 
Stratton ft Terstagge, Louisville, Ky. 
Shannahan ft Wrightson, Easton, Md. 
Schelly ft Bros., Allentown, Pa. 

Seifert ft Baime, Inc., Newark, N. J 
Sullivan Tire Co., Washington, D. O. 
Thomas-Ogilvie Co., Shreveport, La. 
Teague Hdwe. Co., Montgomery, Ala. 
Tennison Bros. Sdly. Co., Dallas, Texas 
Townley M. ft H. Co., Kansas City, Mo. 
Trautwein T. ft R. Co., Brooklyn, N. Y. 
Waterville Motor Co., Waterville. Me. 
Wyeth Hd. ft Mfg. Co., St. Joseph, Mo. 


Stalwart 

Tread 


Plain 




Tread 


Cord 
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M. D. HUSSIE 

The New President of the National Retail Hardware Aeeoeiation 

Mr. Hussie is a worthy successor to the splendid men who have preceded him, for without exception those 
men have all been executives of a high order, clean in life and thought; successful business men actuated by a 
desire to serve their country and community. 

He was born in the hardware business at Omaha, Nebraska, and to those of our readers who have not had 
the pleasure of meeting him, we are glad to introduce him. 
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Send for this 
Valuable Brake 
Lining Chart 

Here is a chart that 
will be a convenience to 
every dealer who sells 
brake lining. It shows 
you instantly the sizes 
and amount of brake lin¬ 
ing and clutch facings 
needed on any car. It 
also lists the type of 
brakes on each. It covers 
all the standard cars and 
motor trucks and all the 
models of each car for 
three years. 

It will prove useful to 
you, and will also inter¬ 
est your customers, espe¬ 
cially the table which 
shows bow quickly a car 
should stop with brakes 
applied when going at 
various speeds. 

If you sell brake lining 
fill out the coupon now. 
The chart is free to deal¬ 
ers and jobbers. 


rv.ompan 

Factory and Main Office* 
Trenton, N. J. 


York Chicago San PruciKo 
lndiaa«polia Dttroit boa Anrele* 
Philadelphia Pittaburrh Boaton 
London Turin Puri* 

Canadian Diatributora 
Tkc Canadian Fairbanks • Mors t 
Ccmpany, Limits. M •mtrtal 
Sramckts in all principal 
Canadian cities 


j Thermoid Bubber Co. Please send me your free chart showing sizes of brake 

| Trenton, New Jersey linings for pleasure cars and motor trucks. 

| Dept. 10 

| Name. 

| Street. 

■ City, State. 
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GOOD WILL—THE BASIS OP THE BETTER 
LETTER 

(By Harry W. Robbins) 

There is one particular thing about The Bet¬ 
ter Letter that must be well understood before 
you can write it. That one particular thing is 
the basis upon which it is conceived or intended, 
upon which it is planned or worked out, and 
upon which it is then typed on paper. 

The Better Letter is essentially an attitude 
of will—of your will toward the other fellow. 
Like everything else in life that really gets any¬ 
where, it is the result of how you “go at” the 
other fellow. 

The salesman who greets his customer with 
a growl can do business only if the customer 
has got to have that particular salesman's goods 
at that particular time. The salesman who tries 
to break into his customer's mentality with a 
mental jimmy called “will force,” or “personal 
magnetism,” or some other sort of mental 
“strongarm” work, is merely a crook; and 
when the customer wakes up to that fact there 
will be no more business for that salesman from 
that customer. 

So, this matter of the Better Letter being 
based on an attitude of will is no “high-brow 
stuff.” It is a question which every salesman, 
every letter writer, every business concern must 
answer. 

For instance— 

Am I going to “do” this man I am writing 
to or am I going to do all I can for him to our 
mutual and reciprocal advantage ? 

Am I going to put myself in the place of the 
other fellow or am I going to “put one over” on 
him—if I can ? 

Am I going to “go up in the air” over what 
he has written to me; or shall I go to the bot¬ 
tom of what he has to say coolly and col¬ 
lectedly? 

Am I going to “get him,” or “get together” 
with him ? Good will is the principle of modern 
business. The Better Letter is based on good 
will. Modem business, therefore, demands the 
Better Letter. 

And the day is coming when any other sort 
of commercial correspondence shall fall down 
flat with modem business men; for unless all 
the utterances of the leaders of American busi¬ 
ness and of all who follow in their train, are one 
whacking big line, the basis of modem business 
is good will. 

The logical conclusion — and the actual 
working out -— of the square deal in modem 
business is the Better Letter. 


The Murray ft Junk ini Hardware and Implement 
business at Columbia Falls, Montana, has been sold to 
the Carr-Elsethargen Company. The business will be 
conducted in its present quarters. Ike Busy, of 
Eureka, will assume the management of the hardware 
business for the new owners. 


OVERALLS FOR AUTOMOBILES 

Before war conditions forced a change, automobiles 
were shipped from the factory in tightly-roofed box¬ 
cars of extra dimensions, blocked in carefully and al¬ 
lowed plenty of room to prevent contact with the car 
walls and other machines. As a consequence, machines 
were generally unloaded at destination in as perfect 
condition as they left the factory. 

Now, the shortage of box-cars has made any kind 
of a car welcome at the factory. Machines are shipped 
on flat cars and in gondola coal hoppers. Many thou¬ 
sands of automobiles have had to be delivered over¬ 
land under their own power. 

In all of these cases, exposure to dust, hail, wind, 
rain and snow mars and scratches the machine bodies, 
often making refinishing necessary. This extra expense, 
especially in overland shipment which is already three 
times as expensive as rail shipment, is serious. 

To prevent such injuries in transit, a Baltimore 
dealer has invented “car overalls.” 

The contrivance consists of a padded stick fastened 
across the front of the radiator, to which strips of web¬ 
bing are fastened and stretched tight on both sides of 
the car. To these strips, the overalls, made of either 
fabrikoid or a rubberized fabric, are buttoned. Strips 
of wood along each running board and straps attached 
to the top hold the overalls out from the car body, 
which is completely enclosed and perfectly protected 
from dirt and the weather. A separate covering is 
used for the front springs and the radiator. 

Each pair of overalls weighs about 40 pounds. They 
can be folded up compactly and carried in an ordinary 
suitcase. The great durability of the material permits 
the use of the overalls indefinitely, while its small cost 
is saved over and over again from its prevention of 
renovating expense. 


PATRIOTIC H. C. NOBLE. 

H. C. Noble, vice-president and treasurer of the 
North ft Judd Mfg. Co., New Britain, Conn., recently 
turned over his Cadillac and Peerless automobiles to 
Mayor Quigley of New Britain, to be auctioned off for 
the benefit of the Red Cross and Liberty Loan Bonds. 

Speaking of the matter, Mr. Noble recently said 
that he believed he should do a little more than buy 
bonds which he had done, but that he should get along 
in these days without some of the non-essentials. 

He had three cars and believing that he could get 
along with one car of a lighter make, he decided to 
give up his more expensive machines and donated 
them for the benefit of the Red Cross. 

Mr. Noble r s example is one to be commended. 


The daily press of Spokane, Wash., is responsible 
for the statement that a proposal had been made to 
consolidate three of the hardware firms of the city, 
that of McGowan Bros., the Spokane Hardware Co., and 
Ware Bros. 

Mr. Ware, in speaking of the matter, said that they 
were not at all interested, and the matter had been 
proposed by other concerns. 

The consolidation was considered by them in view 
of the fact that the overhead expense might be re¬ 
duced, although in speaking of the matter more re¬ 
cently, representatives of the two latter concerns, 
stated that the matter had been abandoned for the 
time. 


Ross Poole, has taken charge of the hardware de¬ 
partment of Streeter ft Riddell Company of Van Nuys, 
Cal. 

Mr. Streeter has purchased the intent of Mr. 
Riddell in the company, although the firm name will 
remain the same. 


Digitized by v^ooQle 



HARDWARE WORLD 


103 



Mannfactnrod by ECLIPSE MANUFACTURING COMPANY, Indianapolis, Indiana, U. 8 . A. 


Digitized by LjOOQLe 





























104 


HARDWARE WORLD 


KEEP ON PLUGGING. 

Many people have sighed and thought or 
said: “I don’t see why it is that everything he 
touches turns to gold.” Back of that remark 
is the memory of the story of King Midas, the 
ruler whose touch turned everything to gold and 
who perished because he could not eat and drink 
gold. 

This is not a dissertation on the reasons why 
we should not want the power to transmute 
everything touched into the yellow metal. A 
little gold is enough. 

The men who seem to have the power to take 
hold of anything and make a success of it— 
turn it into gold if you like—do not have that 
power. Their successes are only bruited about. 
Their failures they keep to themselves. They 
hide them, forget them. 

Heinz, the fifty-seven varieties man, failed 
two or three times but came up smiling each 
time. And today he has arrived. 

Every campaign, business or military, has its 
reverses. The road to success lies along steep 
paths, through dark valleys and over high hills. 
The foot slips on the incline, the darkness hides 
the way through the valley and the storms 
pound the hill-top. All delay the traveller. The 
weak-hearted do not press on. The ones who 
really deserve success keep on trying and in 
spite of reverses find the highway, broad and 
level and well lighted, that leads them straight 
to their mark. 

It is quite a number of years since air brakes 
were first applied to trains. 

Westinghouse called at the office of Com¬ 
modore Vanderbilt, one of the big railroad mag¬ 
nates of those days. He was denied entrance 
time and again. Finally, however, persistence 
won him an interview. After he had stated his 
case, shown his drawings and was ready for 
his closing argument, Vanderbilt sat back in his 
chair, fixed his deep-set eyes on him and said: 
“What this really amounts to is that you think 
you can stop a train with air.” 

“That’s just it,” said Westinghouse. 

Vanderbilt pressed a button and a secretary 
answered the call. 

“This man is insane. Throw him out and 
don’t let him in here again,” thundered the 
millionaire. 

Westinghouse went out in much less time 
than he used in coming in. 

But you will recall that air brakes are in 
universal use now. Suppose Westinghouse had 
accepted the dictum of the greatest railroad man 
of that day and given up his fight for recogni¬ 
tion! The loss would be incalculable. The 
whole world would be the loser. Many thousand 
more lives would be sacrificed each year, mil¬ 
lions of dollars would be wasted in wrecks that 
today are avoided because it is possible to stop 
a rushing train in a few hundred feet. Without 
the air brake we would have no 18-hour flyer* 


between New York and Chicago, no swift mail 
delivery; we would be without hundreds of 
things we now accept as a matter of course. 
Keep on plugging! 


STOPPING SQUEAKY SPRINGS. 

One of the most annoying things about an 
automobile is a squeaky spring. When a motor¬ 
ist complains about it to his garage man or 
to the dealer who sold him the car, it is evi¬ 
dent that he has not been using the right kind 
of lubricant. Plain oils and greases squeeze 
out and permit friction between the bare metal 
of the leaves. The proper lubricant is one 
that will form a tough enduring film between 
the leaves, preventing metal to metal contact. 

The Joseph Dixon Crucible Company, man¬ 
ufacturers of Dixon’s Motor Graphite, give 
this advice about lubricating the springs: Jack 
up the car so that all the weight is off the 
springs and spread the leaves apart with a 
screw driver or instrument provided for that 
purpose. Then smear a creamy mixture of 
kerosene and motor graphite between the 
leaves. 

Springs thus treated will ride much easier 
and will be entirely free from squeaks. If the 
Graphite is of pure flake variety, it will ad¬ 
here to the surfaces, filling up and smoothing 
over the minute irregularities and will not 
squeeze out. 


EMIL GROSSMAN SALES CONVENTION 

The Emil Grossman Mfg. Corporation. Brooklyn, 
New York, recently held M;heir annual sales meeting 
and convention, the program covering several days. 

Addresses were made by Emil Grossman, president 
and general manager, also by W. H. Grainger, manager 
pottery department; Mr. Melzer, engineer; John U. 
feeber, D. M. Lay, S. H. Richey of the J. Walter 
Thompson Co. Sales plans were discussed by L. M. 
Schwartz, vice-president; New Credit Plan, by Emil 
Heiman. Asst. Treasurer; Manufacturing Program of 
the Future by Robert Isaksen. 

Among those attending were the following: J. N. 
Lowe, H. G. Wedler, W. M. Farans.L. Rosenberg, R. 
Cony, M. A. Edlis, F. R. Dworak, C. B. Charmatz, V. E. 
Lund, G. S. Salomon, Jos. Sacks, Chas. Weinberg, S. 8. 
Frank, S. Prince, L. V. Hansen. 

Entertainment was provided by the company. It 
was an interesting and helpful convention. 


James O. Gates, head of the Gates Hardware Com¬ 
pany, at Marysville, Cal., and for many years a 
prominent hardware merchant, being connected with 
the old firm of White, Cooley ft Cutts, passed away 
at his home in Marysville, recently, after an extended 
illness. His passing will be learned of with sincere 
regret, as every one who knew “Jimmie ’ 9 Gates was 
his friend. 


Olson ft Johnson, of Troy, Idaho, have sold their 
general merchandise stock to Byklebust Bros., who 
will continue the business at the same stand. Olson ft 
Johnson, will, however, retain the implement end of 
their business. 
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Century- Plainfield 

TIRES 


A Big Service Tire 
A Big Guarantee 
An Oversized Tire 
Satisfied Users 

Century 
Plainfield Tires 

carry the highest guar¬ 
antee because they are 
super-service tires —they 
are high QUALITYtires, 
too, they’re oversized. 

The company makes 
good on every Century 
Plainfield Tire that fails 
to give service. 

Some Good Territory Open. 

Write for Dealers’Proposition. 


CENTURY. 

PLAINFIELD 

TIRES 


Smooth Tread 5000 miles 
Non-Skid 6000 miles 


Ford Sizes 

Smooth Tread 6000 miles 
Non-Skid 7500 miles 


TERRITORIAL DISTRIBUTORS 
HAineg, HAMILTON A PAODTO 00. J. B. WOOD TIBE 00. 


BAN7KAN0IB00 


923 B. 3rd 8T., LOB ANCHELEB. 


R. M. WADE A 00. 

PORTLAND AND SPOKANE 


CXTT SBBVZOB 8TOBS 

HOELLE - RUBBER SALES CO. 


430 Golden Gate Avenue 
SAN FRANCISCO 


'PLAINFIELD SitCCOL 

“A subsidiary of the Babbor Insulate# Kotals Corpor a tion. 
ssehisft?o manufactnrsrs of tbs BIMOO Babbo r prodnc ts by tfeo 
BLOHBMO proosss." PAOTOBZBS. PIAIWITBIJ). W. J. 
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ARE YOU A GOOD AD FOR YOURSELF? 

Two men whom I know tried this experi¬ 
ment, writes Editor Bruce Barton in Every 
Week: They dressed themselves in their best 
clothes and went to a prominent New York hotel 
for dinner. The head waiter received them def¬ 
erentially; the waiter hurried to take their or¬ 
der; they received the very best that the hotel 
affords in food and service. And, as they passed 
out, the captain helped them on with their coats 
and expressed the hope that they would come 
again. 

A few nights later they put on shabby 
clothes, old shoes, tattered shirts and neckties, 
and went back to the same dining room. 

Their entrance created a mild sensation. No¬ 
body came forward to show them to a table. 
They were left to find a place for themselves. 
The waiter seemed oblivious of their presence. 
After they had waited 15 or 20 minutes, he came 
up sulkily, threw a menu card in front of them 
and took their order, eyeing them suspiciously 
all the while. 

When they came to pay their checks, and he 
saw that they had real money, his manner 
changed a little, but not much. 

From first to last, their experience was thor¬ 
oughly unpleasant. 

They were the same men who had been there 
a few nights before. Morally, financially, hu¬ 
manly, there had been no change in them. No¬ 
body recognized them as the same men. 

Neither their character nor their money 
could gain the respect that had been eagerly ac¬ 
corded them because of their good clothes. 

Advertising men have discovered that an ad¬ 
vertisement that is properly dressed—that is, 
one that is pleasing to the eye—will sell almost 
twice as much goods as another advertisement 
that may present the same goods in the same 
words, but in an unattractive manner. 

That is to say, the well dressed advertise¬ 
ment does its work in the world with half the 
effort required by the other. 

Every man of us in business has something 
to sell. 

Our services, or our ideas, or our goods. 

Some of us wonder why other men * ‘ deliver 
the goods” with so much less effort. 

One reason is that they appear successful, 
and men take them at their face value. 

A good question to ask yourself occasionally 
is: Do I look as good as I really am? 

What kind of an advertisement am I for 
myself? 


Texas Don’t Want to Miss Single Issue 

We have failed to receive the last issue of 
the Hardware World. 

You publish one of the best journals that we 
know of, and we do not wish to miss a single 
issue. 

HEUSINGER HARDWARE CO., 
San Antonio, Texas. 



TREASURER OF BUFFALO WIRE WORKS 
COMPANY CALLED BY DEATH AFTER 
BRIEF ILLNESS. 

The death of Philip M. Scheeler, treasurer of the 
Buffalo Wire Works Company and secretary and treas¬ 
urer of the Buffalo Galvanizing & Tinning Works, both 
of Buffalo, N. Y., occurred recently after one day’s 
illness of pneumonia. 

Mr. Scheeler, while only 33 years of age, had a 
comparatively long and broad business experience in 
the wire cloth field, having entered the firm of the 
Buffalo Wire Works Co. shortly after his graduation 
from public school at the age of 14. 

His first occupations in the wire cloth business were 
that of minor positions in the office and factory, going 
from one department to another and learning the trade 
thoroughly from the minutest to the broadest detail 
After his experience in the various departments his in¬ 
ventive and new ideas soon enabled the production of 
various new types of weaving machinery as well as 
appliances and improvements to machines already in 
the plant and in the year 1908, after the death of his 
father, Mr. Philip Scheeler, Sr., who was then presi¬ 
dent of the company, Philip M. Scheeler was elected 
treasurer and assistant general manager, which posi¬ 
tion he occupied at the time of his death. In the year 
1916 he was also elected secretary-treasurer of the 
Buffalo Galvanizing & Tinning Works, a subsidiary 
company of the Buffalo Wire Works Co. 

Mr. Scheeler was well known among fraternal and 
business organizations and was one of Buffalo’s best 
known prosperous young business men. 


OPENS ANOTHER TEXAS OFFICE 

H. W. Johns-Manville Company, of New York, an¬ 
nounce the opening of their Houston, Texas, office, 
which will be located at 426 Washington Avenue, 
Houston, Texas, on and after July 1st, where they will 
take care of the trade tributary to Houston and in 
line with the Johns-Manville policy of affording every 
facility and convenience for their trade. 


J. H. McLinn, formerly with Foard & Stokes Com¬ 
pany at Astoria, Oregon, has engaged in the hardware 
business on his own account. 
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At right — crn$s sectional 

diagram 


What the double target test proves 

Why the Conaphore is legal everywhere 


Y OU know that ordinary dif¬ 
fusing or prismatic lenses 
dump so much light directly 
in front of the ear that long range 
is impossible. 

This is why the double target 
test is the most important test of 
headlight efficiency. 

How this test Is made —A target 
22 inches high is set up 10 feet 
ahead of the car. A second tar¬ 
get, 4^ feet high, is placed 30 
feet ahead. 

The Conaphore beams shoot 
over the first target and bril¬ 
liantly illuminate the second tar¬ 
get below* tkg 42-inch line, hut net 
eheee it. 

This gives positive proof that 
Conaphores provide long range— 
500 feet and more. It proves also 
that Conaphore beams never rise 
high enough to blind an approach¬ 
ing motorist or pedestrian. Legal 


everywhere. Only the Conaphore 
passes this test. 

No viol Conaphores %re best — 

Conaphores are made of yellow- 
tint No viol Glass ( patented )—the 
only device which eliminates 
‘ 1 back-glare ’’ on foggy or dusty 
nights, and provides a light that 
is easy for your eye to follow. 
Clear glass Conaphores are equally 



The Cenathere has a smeeth frent surface. 
Easily cleaned. Dees net cleg 
with dust er mud 


efficient except for this exclusive 
feature. 

What this means to yon—To put 
this important story of the double 
target test before American mo¬ 
torists we are spending about 
$25,000 on one advertisement 
alone. Cash in on this publicity. 
Write for handsome Conaphore 
window transparency, just orf the 
press —free to dealers —to mark 
your store as Conaphore head¬ 
quarters. 

Koviol Clear 

Retail Price List, per pair oia» Giu» 
5 to 6% in. incl...$2.40 $1.60 

7 to 8% in. inch.. 3.50 2.50 

8% to 10 in. inch.. 4.50 3.00 
10M* to 11 % in. inch.. 6.00 4.00 
Prices 25c more per pair west 
of Rocky Mountains 

Sizes vary by steps of % inch 
above 614-inch size 

Conaphore Sales Division 
Edward A. Cassidy Co.. Mgrs. 

Madison Ave. and 40th St . Raw York City 

CORNING GLASS WORKS 


NO GLARE 
RANGE 500 FT. 


(pNAPHORE 

Manufactured by the World’s Largest Makers of Technical Glass 


PIERCES FOG 
AND DUST 
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ATTRACTIVE SALES DISPLAY 

Typical of the enterprise and progressiveness of Montana hardware merchants, we are show¬ 
ing herewith photo of the window display made by the Montana Hardware Co., Butte, Montana, 
who are large factors in the distribution of all kinds of shelf and heavy hardware, sporting goods, 
cutlery, paints, glassware, crockery, housefurnishing and auto accessories. 

This photo does not do justice to this very attractive window, which was gotten up by two 
of their employes, but in order that our readers elsewhere may know of the merchandise entered 
into the construction of this attractive window, the following is a detailed list of the goods used: 


Drive Wheels—14-inch Emery Wheels. 

Pony or Front Wheels—8-inch Emery Wheels. 

Wheels on Tender—8-inch Rubber Valves. 

Boiler—2 Garbage Cans. 

Cow Catcher—2 Steel Squares and Files. 

Steam Chests—Cash Boxes. 

Cylinders—Cast Iron Tees. 

Springs on Engine and Tender—Bear and Animal Traps. 
Smoke Stack—6-inch Stove Pipe. 

Top of Stack—Tin Funnel. 

Head Light—Carbide Lamp. This is connected with 
battery and lighted at night. 

Smoke—Steel Wool. 

Sand Box—Twine Holder. Rubber tube connected rep¬ 
resenting Sand Pipe. 

Bell—Cow Bell. 

Steam Dome—Twine Holder. 

Whistle supported with Lawn Sprinkler. 

Brake Shoes—Iron Paper Clips. 

Links—Large Crescent Wrenches. 

Running Boards—Sleeve Ironing Boards. 

Hand Rails on Boiler Cab and Tender—Towel Bars. 
Ash Pan—Bread Pan. 


Fire Box—large Bread Pan. This is connected with 
electric light, covered with red tissue paper, and 
lighted at night. 

Cab—Adjustable Window Screens. 

Roof of Cab—Stove Board. 

Ventilator on top of Cab—Ice Cream Mould. 

Engineer and Fireman’s Seats—Slaw Cutters. Fire¬ 
man holding small fire shovel; cab also equipped 
with steam gauge and clock. 

Tender supports a water cooler and coal scuttle. Rear 
end of tender equipped with clamp screws repre¬ 
senting the buffer of bumper and connected with 
small chains. Small piece of water hose for air 
hose. There is a small rear light on tender also. 

Rails—8-pound Steel Rails. 

Ties—Pick Handles. 

Railroad Crossing—Hammer Handles. 

Cattle Guard—Camp Grate. You will note that the 
switchman lost a leg. 

Length of Engine and Tender—10 feet 5 inches. 

Height from Rails to top of Cab—3 feet 6 inches. 

Real Gravel for Ballast. 

Decorations—Flags on Pilot and red and green Lanterns 
on top of Steam Chests. 


The Montana Hardware Co. is among the most enterprising, as well as the most patriotic, in 
the West. They do a large business in their section. 
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POBOBLAXH-WABB 

Inferior insulators, like cheap porcelain-ware 
cups, break under sudden changes of tempera¬ 
ture. 


8TOVB-WARB 

Stone-ware withstands extremes of heat and 
cold. That is why Yitristone insulators do not 
break. 


Dealers are Cashing in on Red Head Plugs 

Why the Story of Vitristone is Providing a Powerful Sales Builder 


JLiOTORISTS used to buy spark plugs care- 
lessly. Many still do. 

But thousands are learning every 
day that plugs with inferior insu- 
lators cannot stand up under the se- 
vere operating conditions of the mod- Mat 
era engine. 

That is why Red Head dealers are JUT 
cashing in so heavily on the increas- ■■ 
ing demand built up by the interest chalky, 


Chalky, inferior in¬ 
sulators break down 


This story is told in Red Head advertising in 
the Saturday Evening Post, Country Gentle- 

S man and nineteen other publications, 
reaching more than 20,000.000 
readers. 

In every state, thousands of motor¬ 
ists, convinced by the sincerity and 
common sense of the Vitristone mes¬ 
sage, are buying Red Head plugs. 

oferiorin- Jobbers and dealers who are pre- 


of motorists in the story of Vitri- SndeJ^ea^iLiggeS pared to meet this enormous demand 
stone—the insulator that resists heat crystalline vitristone are making quick and profitable 

, .. .. withstands the ie- . 


and vibration. 


▼erest conditions. 


turnovers. 







Write Today for Complete Details ^ 

Emil Grossman Mfg. Corp. 

Bush Terminal, Bldg. 20 Brooklyn, N. Y. 


Vitnitoifemsulator 

(F) Red Head Vitristone, %"*18 Big 
Boy. For high-powered engines . . . .$1.25 

(O) Red Head Vitristone Priming, %- 
inch Long Body, accessible type for 
Fords.$1.50 





(D) Red Head Vitristone, %"-18 Standard. An all¬ 
purpose plug.. .$1.00 

(E) Red Head Vitristone Long Body Special for 

Fords. Very accessible.76c 


(H) Red Head Vitristone 
Protected from carbon. 


dotorcycle metric plug. 
.$1.00 


tected by Vitristone.$1.60 
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LIEUTENANT LIVINGSTON BAKER 
KILLED IN FRANCE 

Lieutenant Livingston Baker, son of the 
late Wakefield Baker, of the well known firm 
of Baker, Hamilton & Pacific Co., San Fran¬ 
cisco, has added his name to America’s roll of 
honor in the war. 

He was among the first of America’s young 
men to enter the Aviation Corps of the United 
States Army, which he did following the dec¬ 
laration of war, taking his course in an avia¬ 
tion school, and a further training in the vari¬ 
ous encampments. 

When a call for aviators was received in 
Paris from Italy some months ago, Lieutenant 
Baker was one of those sent to aid in opposing 
the German-Austrian invasion in France, ren¬ 
dering excellent work. 

He was a grandson of the late Livingston 
Baker, founder of the pioneer firm of Baker & 
Hamilton, of San Francisco, with which his 
father, Wakefield Baker, was connected dur¬ 
ing his entire life. 

He is survived by a mother and one 
brother, who is also in the service, and one 
sister, to whom the sympathy of everyone who 
has known the name, will be extended. 


It is for us to be dedicated to the great task 
remaining before us—that from these honored 
dead we take increased devotion to that cause 
for which they gave the last full measure of 
devotion; that we here highly resolve that these 
dead shall not have died in vain; that this na¬ 
tion, under God, shall have a new birth of 
freedom; and that government of the people, by 
the people, for the people, shall not perish from 
the earth.—Abraham Lincoln. 


SERVICE. 

Service cannot be bought. That is, the real, 
loyal, thoughtful service of employes. Its value 
is immeasurable, it is beyond' price. 

Many business houses, now successful and 
well established, had a long and hard struggle 
to obtain a standing. There were troubles and 
difficulties which seemed almost insurmount¬ 
able, but the battle was won with the help and 
effort of assistants who not only sacrificed their 
time willingly, but gave of the best in them 
without thought of recompense. That is service. 

It is an indisputable fact that the success of 
every establishment was, is and will continue 
to be due to the faithfulness of its workers. 


Hardware World Always Bead 

The Hardware World is easily the best 
hardware journal that comes our way and, un¬ 
like some others, is always read from beginning 
to end. 

Yours faithfully, 

BASIL COOPER HARDWARE LTD. 


AUTO TRANSPORTATION IN FRANCE 

What the motor truck and car can accom* 
plish as a means of wholesale transportation id 
being demonstrated daily in France by th« 
American Red Cross fleet of 634 vehicles. These 
not only handle an average of 2500 tons 
freight monthly at fourteen ports, move nearly 
a thousand tons a week from the Paris stations 
and the Seine landings but transport supplies, 
workers, refugees and wounded in all sections 
of France not omitting those parts under shell 
fire. If a hospital suddenly wires in that it 
needs emergency supplies, if a car or truck will 
get them there quicker than will a train, the 
load goes with a Red Cross driver. If a German 
drive threatens a village, Red Cross trucks are 
there to move the civilians and their belongings 
to a point of safety or hasten them to refugee 
trains waiting at distant stations. The ambu¬ 
lances may assist with wounded soldiers on their 
way back to base hospitals or may answer a 
call from a bombing raid to help uncover and 
remove the wounded. 

Trucks, ambulances and cars all serve at 
times as passenger vehicles. In two months 
they answered 2528 calls to move people in 
Paris alone—many of them being refugees to 
be taken from one railroad depot to another. In 
a single week there were 233 city calls, 130 for 
journeys outside of Paris and 47 cars were sent 
for prolonged duty near the army lines. 

Of the fleet, 385 are trucks and ambulances, 
246 ordinary cars and 22 motor bicycles. To 
keep the fleet moving, the Red Cross maintains 
two large garages and an automobile park in 
Paris. Fifteen other garages meet the needs 
of the port and other transportation services. 
Complete machine shops with skilled mechanics 
are maintained at the chief garage. 

Speed in handling goods at the ports is an 
essential and the Red Cross drivers are rather 
proud of moving 300 tons from one landing 
in a single day. A single cargo of 38,000 cases 
weighing 980 tons was handled with similar 
speed by the gasoline transportation corps. The 
goods platform at Paris may contain 15,000 
cases at a time. 

Over 80 per cent of the Red Cross supplies 
have to pass through the capital on their final 
journey of relief. Practically every article 
shipped via Red Cross from America, whether 
a baby’s sock, a case of bandages, or a com¬ 
plete hospital equipment, is handled at some 
point in one of these cars. 


Salem, Wisconsin—W. F. Kester succeeds Kester A 
Feldcamp. 


Suring, Wisconsin — Suring Hardware Co. succeed 
Edward Wegner. 


Reedsburg, Wisconsin — F. W. Ellenberg succeeds 
Ellenberg & Ost. 
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Which one will you push? 

It’s easy to decide. The extinguisher that has the 
most points in its favor, and that is sold on a policy 
which protects you, is the best sales proposition. 

Speed in fire fighting is all important. With a Johns- 
ManviUe Extinguisher you can pump up pressure 
while running to the fire. Once there, that pressure 
throws a drenching stream where it is most needed. 
Even though pumped and aimed at the same time, 
the stream is steady, regardless of the speed of the 
pump plunger. 

This feature of* a steady, pressure-thrown stream is 
doubly important for it means you can reach up and 
over, down, in or around, and accurately search out 
incipient fires. Most fires start in places hard to 
reach—-doubly hard if you must use two hands 
while pumping and aiming. 

These exclusive expert-endorsed features make the 
Tohns-Manville Fire Extinguisher easy to sell. For 
by them, safety is increased. They are made possible 
by the lever-controlled, pressure-thrown stream 
which is available only in this Johns-Manville fire¬ 
fighting weapon. 


H. W. JOHNS-MANVILLE CO. 

Now York! City 

19 Foctoriet — Bronebei in 91 Lorre Ctfret 


Price in U. S. 
East of Colo¬ 
rado, £10; 
£10.50 Colo¬ 
rado and West. 
Canada: £12 
East of Cal¬ 
gary; £12.50 
Calgary and 
West. 


Johns-Manville 

Fire Extinguisher 
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HOMELY BUT TRUE PHILOSOPHY. 

A. C. Rulofson, Western Sales Representa¬ 
tive of the Brier Hill Steel Co. and Pittsburgh 
Steel Co., under the heading of the “No 
Hurry Club, ,, sends the following: 

He generously says it was stolen from a 
copyrighted friend who is a “Regular Fellow.” 

Our motto is “Never put off until tomor¬ 
row that which can be extended for thirty 
days.” It is not what you owe but what you 
pay that keeps you broke, still you will find 
the best way to make a slow horse fast is not to 
feed him. 

Our members do not express their opinions, 
they send them by freight. 

Cast your bread upon the waters and it 
will either come back cake or obstruct navi¬ 
gation. 

You’ll find, however, if you want a thing 
well done all you have to do is to tell the 
waiter to bring it rare. 

Bill says six things are essential to the 
formation of a happy home. The first is a 
good cook and the other five are money. 

Your enemies will never kick you when 
you’re down; they will stand aside and let 
your friends do it. 

Seriously, what would it profit a man to 
gain the whole world and pay it to the gov¬ 
ernment for income tax f 

After all, a man can not make a fool of 
himself all of the time—he has to sleep oc¬ 
casionally. 

A man can rush into debt but he seldom 
comes out of it faster than a walk, still the 
only advantage the chap has who fights and 
runs away is that he may live to draw a 
pension. 

Some men will kick a strange dog just to 
find if he is good natured or not. 

I have often thought that the man who 
drops a penny in the contribution box and ex¬ 
pects a golden crown has faith to burn. 

Many a man who sowed his wild oats in 
his youth now has to eat cracked oats in his 
age, still justice is when the verdict is the way 
we want it. 

Notwithstanding all that, it is a wise old 
acre that can get itself divided up into build¬ 
ing lots. 

So taking it all together or taking each 
paragraph separately, it simply resolves itself 
into this: Don’t worry today; put it off till 
day after tomorrow and get somebody to do it 
for you. 

There is no hurry about telling your trou¬ 
bles, they are really not interesting to others. 


Success is a monument built of surmounted 
obstacles. 


HARDWARE DEALERS WAKING UP 

Hardware dealers everywhere are waking up to the 
fact that they are the legitimate distributors of auto¬ 
mobile casings and tubes. 

Those who have not yet secured a tire agency, 
should, without further delay, complete their arrange¬ 
ments for the reason that within a season or two 
later good tire agencies will be very difficult to pro¬ 
cure. The dealer can very readily assure himself that 
there is a large volume of tire and tube business in his 
immediate vicinity, and the demand is always in¬ 
creasing. 

The dealer should be very careful to secure a line 
of tires and tube& which have real merit, and a line 
that gives satisfactory service, so that the complaints 
which he might receive will be reduced to a minimum. 

The Gillette Rubber Company have a well defined 
policy for the distribution of Gillette Safety Tires and 
Tubes through the dealer. Their plan of co-operation 
with the dealer is unique, and up-to-date. Their sales 
and advertising campaign is specific and produces 
results. 

Gillette Tires and Tubes are made by the Chilled 
Rubber Process, which is a method devised by them 
for toughening and strengthening the rubber and fab¬ 
ric, and in this way they produce tires and tubes 
which give unusual mileage and, therefore, their pro¬ 
ducts are extraordinary. 

Hardware dealers everywhere should get in touch 
with them for this most desirable agency. Their fac¬ 
tories are located at Eau Claire, Wisconsin. Distribution 
has been arranged for with large and responsible job¬ 
bers in all of the large and important cities. 

If the hardware dealers will address their letters to 
Gillette Rubber Company, 122 South Michigan avenue. 
Chicago, they will receive a prompt and courteous 
reply. 


“GO-GETTERS” 

A western general merchandise store in¬ 
serted the following card in the local weeklies: 

“All persons indebted to our store are re¬ 
quested to call and settle. 

“All those indebted to our store and not 
knowing it are requested to call and find out. 

“Those knowing themselves indebted and 
not wishing to call, are requested to stay in one 
place long enough for us to catch them.” 


R. P. Porter, of the Las Cruces Lumber Co., at 
Las Cruces, N. M., and Geo. B. Johnson until recently 
with the Wolfinger Merchantile business, of Las Cruces, 
purchased the establishment of T. C. Hollowell at 
Hatch, Arizona, and will engage in the general mer¬ 
cantile business, handling hardware and house fur¬ 
nishings. The business will be conducted under the 
name of the R. P. Porter Co., with Mr. Johnson in 
charge of the business. 


The San Jacinto Hardware Co., of which John 
Shaver is proprietor, at San Jacinto, recently suffered 
quite a severe loss through an earthquake. 


DON’T WANT TO MISS A OOPY. 

I enjoy reading the “ Hardware World 99 very 
much, for it has been a great help to me, and 
has given me many good pointers. 

I am indeed glad I subscribed for it, and hope 
you will continue to mail it to me promptly as 
you have done before K. BAUMAN. 
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GILLETTE 
Safety Tires 


SOLVING OUR DEALERS’ SELL¬ 
ING PROBLEMS 

THE CHILLED RUBBER 
PROCESS 

The delivery of an order of tires to 
a Gillette dealer does not conclude 
our interest in those tires. Rather it 
is but the very beginning of our mer¬ 
chandising effort, for we know that 
our own success is absolutely de¬ 
pendent upon the success of our rep¬ 
resentatives. 

To prove our desire and willing¬ 
ness to be an active agent in the 
direct merchandising of Gillette 
Safety Tires, we have prepared a 
plan of dealer co-operation most 
unique in the advantages it confers 
upon Gillette dealers. 

But an even greater merchandis¬ 
ing advantage is offered our dealers 
in the use of the Chilled Rubber 
Process of manufacture pronounced 
by tire experts to mark an epoch in 
tire construction. No other tire can 
be made by the Chilled Rubber 
Process and none but Gillette dealers 
can cash in on its benefits. 

Tire dealers of aggressive reputa¬ 
tion and standing will profit by com¬ 
municating with us at once. 

The 

Gillette Rubber Company 

GENERAL SALES OFFICE 
1834 Broadway, New York 

CHICAGO OFF1CB FACTORIES 

122 MICHIGAN AVENUE BAU CLAIRE. WI8. 
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SAFETY TAIL LIGHT 

One of the best and most neces¬ 
sary auto accessories on the market 
in recent years is the King Safety 
Tail Light, a combined search-light 
and tail light, manufactured by the 
King-Bull Manufacturing Co., Chi¬ 
cago, Illinois. 

The King Safety Tail Light pre¬ 
vents accidents when backing auto 
on narrow or unknown country 
roads, backing into a garage or 
dark alley. By simply pushing a 
switch button, which may be lo¬ 
cated to suit the convenience of the 
driver, this safety tail light throws 
a white light 50 feet back of car and from fence to 
fence of the widest road, and shows any obstructions 
and ditches at night that would hardly be possible to 
see otherwise. 

The King Safety Tail Light was developed as the 
result of a car backing over an embankment at night. 
It is designed to add to the appearance of any car and 
replaces any single or double contact tail light that is 
electrically controlled. 

The searchlight, which is controlled from a switch, 
and the regulation tail light are in 
one compact lamp. Searchlight can 
be turned on or off at will. 

Rear end searchlight lens is four 
inches in diameter; the red tail light 
lens is two inches in diameter. Three 
windows at the base of lamp throw a 
bright light on license plate. Wiring 
connections are finely finished in 
hard rubber. 

Lamp is light in weight, compact 
and beautifully finished in black 
(baked enamel). Two bulbs, neces¬ 
sary connections, bracket to fit all 
ears, and switch, are furnished. 

A glance at the photographs 
shown here, which were taken at 
night, gives the motorist a fair idea 
of what the King Safety Light 
means to him when he finds it neces¬ 
sary to turn around or back up his 
ear in the dark. 


A mind that is open to the past as well as 
to the future, that takes in the lessons of his¬ 
tory, which is but another name for world ex¬ 
perience, is apt to be cautious toward the so- 
called new idea. New ideas are not found to 
be so plentiful when one studies history and 
learns to recognize old things under their new 
names. 


PASSING OF EYAN J. SHIPMAN. 

Evan J. Shipman, of Sargent & Company, New 
Haven, Conn., died in that city May 8. Since entering 
the employ of Sargent & Company in 1899, his natural 
ability, his energy and the enthusiasm he put into his 
work enabled him to grow into a large place in the 
organization and at the time of his death he occupied 
an important position in the selling department, having 
charge of the sales of certain special lines and also 
of the goods used for government purposes and in 
shipbuilding. 

He was intensely interested in the latter branch 
of business and after the beginning of the war devoted 
a great deal of time to government work in which he 


co-operated with public officials in Washington and 
other cities, many of whom he knew personally; it 
was a pleasure to him to place his knowledge and 
experience at the disposal of the officials of the dif¬ 
ferent government departments with whom he came in 
contact. 

In the business trips he made each year he visited 
all sections of the country and as a result he had a 
wide acquaintance in the hardware trade. He had 
a courteous and genial manner which won for him many 
friends. 

Mr. Shipman was born in State Center, Iowa, and 
his boyhood was spent in Florida; he moved to the 
North in 1895. He is survived by his wife and also 
his father, Col. V. J. Shipman and a brother, Brooks 
Shipman, both of Florida, and a sister, Mrs. Arthur 
A. W. Tuthill of South Dakota. 


LUBRICATION OF PARAMOUNT 
IMPORTANCE. 

To the motorist who realizes that twenty-five per 
cent of the power delivered by his engine is lost in 
friction, the question of lubrication is one of paramount 
importance. Grease cups are gone over, oil reservoirs 


are watched carefully, bearings are inspected regularly 
and frequently cleaned. 

Care in the selection of lubricants is important to 
him too, as he realizes that each bearing, gear or 
spring requires its particular kind of lubricant. En¬ 
gineers who are experts in the line of automobile lubri¬ 
cation point out that plain oils and greases squeeze 
out under great pressure and heat. When flake Motor 
Graphite is mixed in, however, the oil or grease serves 
as a vehicle to carry the graphite to all parts of the 
bearing or part to be lubricated. The flakes of graphite 
adhere to the surface, fill all the minute irregularities 
and form a tough, durable film which prevents metallic 
contact. The graphite does not squeeze out. 


MORE GOOD OUT OF “HARDWARE 
WORLD” THAN ALL THE REST. 

We take this opportunity of expressing onr 
appreciation of your magazine. We have been 
taking System and the Hardware Dealers Maga¬ 
zine, one $2.00 per year and the other $1.50 per 
year, and we have cut out all but the “Hard¬ 
ware World” as we get more good out of it 
than we did of the other two. 

Very truly yours, 

SMITH A HAMILTON, Washington. 
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Pneumatic Tires * Motor Truck Tires * Inner Tubes 



Progress 

T HE growth of the McGraw Tire and Rubber 
Company is a story of uninterrupted progress 
in perfecting the product — in increasing the 
output — in developing SERVICE to its distributors 
and their dealers. 

In 1909, the McGraw output was 250 tires and 
tubes. Today, we make one million casings and an 
equal number of inner tubes annually. 

The distributors and dealers who sell McGraw 
products in each locality enjoy a growing business 
year after year. 

The opportunity may be open to you. Write for 
our proposition to wholesale distributors. 

THE McGRAW TIRE & RUBBER CO. 

East Palestine, Ohio 


Distributing Warehouses: New York Boston Atlanta St. Louis San Frandsco 
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SERVICE BIG FACTOR IX SELLING OF 
TIRES 

Just as service has been amazingly developed by the 
more progressive automobile dealers who first realized 
its value as a sales stimulant, so it has made remark¬ 
able progress during recent years in the tire end of the 
industry. 

It is conservative to say that probably more stress 
is placed on service facilities in the tire advertising 
copy of the various manufacturers today than on any 
other single item. It is also interesting to note that 
some of those manufacturers who, in the early days 
scoffed at the elaborate service methods of their com¬ 
petitors. are now putting into effect service plans of 
a most extensive nature. 

F. C. Millhoff, general sales manager of the Miller 
Bubber Co., of Akron, bases the success of that com¬ 
pany ’s tire ambition wholly on its service methods. 

“Irrespective of the merit of a product, if it is of 
the kind that is subject to wear and tear, some pro¬ 
vision should be made for its protection while in use,” 
declares Millhoff. “The manufacturer should not only 
render that protection to his product in order that he 
maintain a high standing in the industrial world—a 
position of dignity and integrity—but he certainly owes 
it to the consumer. 

“The consumer is the manufacturer’s best friend. 
The success of the firm stands wholly on the attitude 
that the consumer manifests toward him, and, if the 
product has merit, and the consumer gets the right 
kind of service, there never need be fear concerning 
that customer’s loyalty toward the product. 

“We of the Miller Bubber Company consider our 
customers our best friends. An example of this is shown 
in Akron, where 70 per cent of all the tires in the 
world are manufactured. The Miller Company, by no 
means the largest producer in Akron, sells more tires in 
that city than any other single company. There is but 
one reason for the Akron demand for Miller Tires, and 
that is that the Miller Company was the first to give 
Akronites a really modern and efficient service station. 

“We have endeavored to maintain that leadership 
in service facilities ever since, with the result that we 
think it is not so much a question of creating a de¬ 
mand for our product as it is a problem for us to fill 
that demand. 

“Prompt, efficient and economical service is, in 
my opinion, indispensable from the standpoint of a 
company that would attain the highest degree of busi¬ 
ness success.” 


FOR DEALERS IX AUTO LAMPS. 

Few auto lamp dealers have found it possible to 
keep their stock in any kind of attractive order. So 
long as the original carton container was the most prac¬ 
tical means of carrying the lamps in stock, the stock 
was certain to look ragged and confused. Constant 
handling was bound to result in torn and soiled cartons, 
and in a mixed-up stock. There was a lot of breakage 
to take the fun out of the profit. 

To remedy this unsatisfactory condition among the 
dealers an all-steel cabinet is now being supplied at 
wholesale cost, by the American Ever-Ready Works 
of National Carbon Co. Inc., Long Island City, N. Y., 
as illustrated above. 

Not only does this Eveready cabinet display the 
lamps to customers in most attractive and sales-pulling 
show, but it holds a stock of 400 lamps in one-half the 
space it would occupy in the original boxes. No cartons 
are used in this cabinet—just five drawers, each con¬ 
taining a tray punched with holes wherein the lamps 
are placed. 

Any style lamp can be found instantly. The various 
lamp styles are illustrated in actual size on the outside 
of the cabinet drawer with lettering thereon showing 
the new catalog number, candle power, voltage, base 
and its size and type. When a drawer is opened, there 


are rows of lamps, each eoual to unit package quantity 
extending from front to rear of the drawer; and each 
row of lamps is of exactly the same style as pictured at 
the head or the row on the outside. To avoid accident, 
the drawers are constructed so they cannot be pulled 
from the cabinet. 

As this Eveready Cabinet is a permanent steel fix¬ 
ture, only such lamps as are in daily demand, have 


!' EVEREADY 

MAZDA AUTOMOBILE LAMPS 



been lithographed on the drawers. There are several 
blank illustrations of each size which can be utilized 
when extra space is desired for popular styles; or they 
may be lettered to describe any special lamps which it 
may be desirable to carry, thus permitting flexibility of 
stock and assortment to meet the needs of dealers in 
various parts of the country. 

In size, the Eveready Cabinet is 22*4 inches wide. 
16% inches high and 12 inches deep, easily fitting 
in place on the dealer’s counter or shelves. Sign at top 
is collapsible for convenience in shipping. 

As a sales puller and eliminator of breakage, this 
cabinet should be an excellent investment for all Ever- 
ready lamp dealers. 


A UTILITY ENAMEL. 

There is a big need for an all-round 
utility enamel which the motorist 
could use for retouching all shabby 
metal parts of an automobile that 
will be satisfactory for painting the 
engine. It should be air-drying for 
retouching work and possess heat 
baking qualities that would insure 
satisfactory results when applied on 
an engine. 

After several months of testing 
and experimenting the Norwesco 
Laboratories have now added to their 
line of chemical specialties “Norwesco Utility Black.” 
A black enamel designed for retouching all metal parts 
of an automobile such as the lamps, hood, radiator, and 
fenders, and also for painting the engine. It will dry 
hard and glossy in about one hour. Made in two sizes: 
pints and half-pints which retail for $1.00 and 60c re¬ 
spectively. 

Norwesco Utility Black is manufactured by the 
Northwestern Chemical Company, Marietta, Ohio. 


The Frazier Hardware Company of Milton, Oregon, 
report a very satisfactory business and trade outlook. 


The Corbin Hardware Company of Mabton, Wash., 
report a very satisfactory season thus far, and expect 
to keep unusually busy. 
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The Complete Chain Line 

W eldless, Electric W elded, Fire W elded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 

BRIDGEPORT, CONN., U. S. A. 


Boston Office: 

107 Massachusetts Ave. 


Chicago Office: 

529 West 12th Street 


San Francisco Office: 
714 St. Clair Building 


In Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


^Largest Chain Manufacturers in the WorldW ; 


t: :".t; 


































































118 


HARDWARE WORLD 



Transmission 

Lining 


offers a remarkable business opportunity for 
live hardware dealers. 

y 

Because it is superior in service to any cotton lining 
heretofore produced. Quicker in action, as sure as it 
is speedy. Quiet—absolutely chatterless. Compactly 
woven, like the famous S-M-C Brake Lining, then treated 
with a perfected compound which makes it slip-proof, water¬ 
proof and oil-proof. 

$1.00 Complete 

Set for Fords includes three proper lengths for Ford transmission 
bands and all rivets required, all boxed in a handy package. 

“As easily sold as a package of tacks and a lot more profitable.*' 

Get our quantity prices for dealers—write for it on your letterhead. 
Use it as a lever to pry loose the big trade of the users of “The Uni¬ 
versal Car.” 

STAYBESTOS MFG. CO. 


The “Modem” Factory Equipped to Make 
All Widths Up to 6 Inches 


5547 LENA STREET 


PHILADELPHIA, PA. 
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PATRIOTIC DISPLAY. 

The Leslie Hardware Co., Mansfield, Washington, 
in order to give as much publicity as possible to the 
Third Liberty Loan, devised the display shown here¬ 
with. It was made of hardware entirely from their 
stock. 

This display attracted much attention, and their 
patriotism was favorably commented upon. 

Hardware merchants can always be depended upon 
to do their part in all activities pertaining to the war. 


A GERMAN STATEMENT 

We trampled neutral Belgium, 

But France was all to blame. 

We sank the Lusitania, 

But England’s was the shame. 

We’ve shattered vessels right and left 
When crews were unawares, 

But why will people sail the seas? 

Tis plain the fault was theirs. 

We plotted with the Mexicans 
Against the U. S. A. 

But did it all, as we’ve explained, 

In the most friendly way. 

In short, whatever Germans do 
Is right and justified. 

It must be so, indeed, because 
The Lord is on our side! 

—Puck. 



Practical Reasons for 
Equipping the 


^rnn^Brown Speedometer 

Operating on the centrifugal prin¬ 
ciple, the Corbin-Brown is immune to 
electrical disturbances and is not af¬ 
fected by extreme temperatures. 

Compound governors enable it to re¬ 
cord accurately as low as two miles an 
hour. These governors also absorb all 
shocks so that the indicating hand re¬ 
mains steady. 

The trip odometer is below the indi¬ 
cating hand. Its reading is not inter¬ 
fered with when the car is in motion. 
The season odometer is 100,000 miles, 
with automatic reset to zero when the 
limit is reached. 

The Corbin-Brown can be connected 
to either right or left wheel or to the 
transmission. It records speed and 
mileage whether the car is moving for¬ 
ward or backward. In some other 
speedometers the indicating hand does 
not record any mileage when the car is 
moving backward, while the odometer 
subtracts mileage instead of adding it. 

The Maximum Speed Hand, an extra 
feature, registers the highest speed at¬ 
tained and remains at that point until 
reset to zero, which can be done in an 
instant. 


Equip the Corbin-Brown for 1918 

Catalog on Request 

The Corbin Screw Corporation 

American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 

Mahers of Corbin Duplex Coaster Brakes for Bicycles 



* EYELET TOOL CO. 

Manufacturers of Punches and Seta 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubes, Punches and Dies. All kinds 
and sixes made to order. Write jobber. 
Booklets free. Established 1858. 

40 Uncwln Street 


For Better Bookkeeping' 

LOOSE] J«P [LEAF] 


ASK YOUR STATIONER 
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SUCCESSFULLY CONDUCTS HARDWARE 
BUSINESS, ALTHOUGH TOTALLY BLIND 

A Hardware World representative, in his rounds 
in Florence, Kansas, visiting one or two of the stores, 
was informed of the location of another store further 
up the street. Here is the story in his own words: 

Upon entering I found nothing unusual in the gen¬ 
eral arrangement of the hardware store, the ordinary 
general lines being carried and occupying pretty much 
the same position. 

However, a noticeable feature was the very neat, 
orderly, precise way in which stock was kept; every¬ 
thing seemed to bo exactly in its place. 

There were no loose ends, as so frequently happens 
in the case of country hardware stores. I walked back 
toward the rear, and imagine my surprise when a man 
totally blind came forward and greeted me most cor¬ 
dially. 

I told him who I was. and while we were talking a 
customer came in and asked Mr. Walters, for that was 
his name, if he had any 10x14 window lights. He said 
yes. The customer wanted three of them. The blind 
man walked from behind the counter, crossed to the 
other side of the store, found the stairs to the base¬ 
ment, and returned with the three lights of the re¬ 
quired size, which he handed to the customer, who 
asked the price, and was told it was 51 cents. He 
handed the merchant $1.00 in payment, and received 
the exact change, which was taken from the money 
drawer without any hesitation or question by the 
blind man. 

I was again alone with this truly wonderful man. 
and so surprised, for I could hardly believe such a 
thing possible. I then began to inquire if he did much 
of that kind of work, and was told he did everything 
himself, even to writing his letters on the typewriter. 

The only help or assistance he has to have is some¬ 
one to read his letters to him, and to check his invoices. 

He said he was unfortunate a short time ago in 
losing his wife; that he now lives with a niece and her 
husband. Mr. Walters said they had their own cares, 
and he disliked to bother them to read to him. He 
has been keeping store for twenty-five years, doing 
all his own work, although his wife used to help him 
in keeping his books and making out his bills, but he 
attended to waiting on the trade. 

He could go to any article in his store, get the size 
—be it a bolt or a kitchen utensil—and he knows the 
price of everything he has. 

T asked him how he managed to select the color of 


paint. He said the customer selected what he wished 
from the color card, and told him the number on the 
board. He could find the desired color or shade by the 
number on the cans on his shelves. 

His bolt rack, neat and precise, he made himself, and 
a number of small drawers from counter level to the 
floor for small sizes, and he can pick out a 7-16x2% as 
easily as anyone, or any other size for that matter. 

Mr. Walters said he would be glad to have us tell 
the story of his work, and what he has been able to 
do, because it might reach someone who was similarly 
afflicted, and would encourage them to engage in a 
similar occupation. He was 70 years old on the 17th 
of April. 

From childhood he was almost blind, and totally so 
at seventeen years of age. 

He was educated at a Pennsylvania institution for 
the blind. 

He is of a cheerful, optimistic temperament, and 
was laughing when reciting some of his experiences. 

From outside sources I learned that he was a good 
violinist and an active church worker, teaching a class 
in the Methodist Sunday school. He can tell by feeling 
the top of his letterhead, where it is printed, as to put¬ 
ting his letter in his typewriter properly. 

We are glad to tell this story, just as it has come 
to us from one of our representatives. The hardware 
merchant who thinks he is handicapped and is labor¬ 
ing under difficulties, should again read the story of 
Hanson Walters, which should serve as an encourage¬ 
ment and inspiration not only for older men, but it 
should make many young men ashamed who* feel they 
haven ’t a chance or that they are too greatly handi¬ 
capped even when in complete possession of all five 
physical senses. 


MISSOURI PIONEER MERCHANT 
ANSWERS SUMMONS 

C. C. Newman, who established the Newman Hard 
ware Company, passed away at his home in Columbia. 
Missouri, at the age of 76 years. 

Mr. Newman was the oldest merchant in Columbia, 
and was a native of Missouri. He was much inter¬ 
ested in educational matters, and assisted in various 
movements designed to benefit his home community. 
He was actively connected with the State University 
in Columbia. 

He is survived by five children. Arthur Newman is 
the manager of the Newman Hardware Company, Co¬ 
lumbia, and Roy Newman is engaged in the hardware 
business at Moberly, Missouri. He was well known 
to the entire trade. Mr. Newman was a man highly 
regarded by everyone who knew him. 


HARDWARE WORLD THE FAVORITE. 

Your last issue of the "Hardware World” 
has just come to our desk, filled as usual from 
cover to cover with interesting and helpful 
trade news and high class, well printed adver¬ 
tisements. 

There is scarcely a Hardware or Implement 
Trade Paper published that we do not receive 
regularly, but we are pleased to tell you that 
none of them are welcomed by us more than 
"Hardware World,” which, in some respects, 
is our favorite among them all. 

There is every probability that we will never 
cease to use your columns, as long as we have a 
dollar to invest in Trade Paper advertising: and 
when we have not this, we assume we will be 
out of business. 

With kindest regards and best wishes, we 
remain, Yours very respectfully, 

C. S. NORCROS8 & 80N8. 
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AUTOMOBILE 

ACCESSORIES 


If you handle Auto Accesso¬ 
ries, Motorcycle and Bieyele 
Supplies and Bieyelea, why 
not get in toueh with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. Yon should have 
our catalog as a reference. 
Write for it. It will mean 
big business to you. Our 
motto — “If it*8 kin to an 
auto it’s related to us.” 


MOTOR OAR SUPPLY 00. 
1451-53-56 Michigan Are., 
Chicago 



Twenty-Six Thousand 

MELLIN’S 
ADJUSTABLE 
GEAR SHIFT 
EXTENSIONS 

have been bought this year by 
motorists, through exclusive 
accessory dealers. 

It 's a ready seller — takes 
small shelf room—doesn't call 
for installation — gives good 
profit. 

WHY’NOT STOCK IT? 

Brings the gear-shift lever to just the convenient 
position for each driver. 

For Dodge, Nash and Overland, Models 
75-90. List $1.25. Buick, Oakland and all 
cars with removable ball on shift-lever. List 
$1.50. Hudson, Overland 85, and all cars with 
solid ball top. List $2.00. 


At Your JOBBERS or Write 

M & H NOVELTY CO 



857 E. 24TH ST. 


LOS ANGELES 



ATTENTION—MR. JOBBER 

WE SELL TO JOBBERS EXCLUSIVELY 


PROTEX LINE PROTECTS YOU ALWAYS 


The completeness of the Protex Products have been _ 

adopted by America's wholesale hardware jobbers as -. - m -, 
the biggest profit builder ever produced in motor 1 

history. % f 


OIL ANO GREASE GUK 


Manufacturers of the famous Protex Automobile 
Bumpers which fit 95% of cars now on the market. 

Other Protex Products 


Tire Removers 
Tire Gauges 
Tire Holders 
Fire Extinguishers 
Oil and Grease Guns 
Triple Socket Wrenches 


Connecting Rod Wrenches 
Double End Spark Ping 
Wrenches 

Piston Ring Compressors 
Breather and Oil Fillers 
Tire Pumps 


Combination Wrenches 

Send for Our Catalog THE LIFE SAVING LINE 

Protex Manufacturing Co. 

l3-15-17 N. Jefferson Street - .Chicago, Illinois 
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LIVE LOS ANGELES RETAIL HARDWARE 
CLUB 

Los Angeles is maintaining its reputation of 
being one of the best organized cities when it 
comes to united efforts on the part of her busi¬ 
ness men and institutions, in the organization 
known as the Los Angeles Retail Hardware 
Dealers’ Club. 

This club started out only a short time ago 
with fifteen members, and now it has over one 
hundred and fifty, and the end is not yet. 

One frequently hears it said that the retail 
merchants cannot work harmoniously and suc¬ 
cessfully together, that there is a spirit of jeal¬ 
ousy and envy, backbiting and suspicion that 
doesn’t exist among other merchants; but if 
that is true either the Los Angeles hardware 
dealers are made of different clay, which we 
don’t think is at all likely, or else they have 
found a way of sinking any personal feelings 
which they might have and all pulling together 
for the benefit of each other. 

In other words “one for all, and all for 
one.” That is the right spirit. We know that 
the retail merchants elsewhere have just as 
much business ability, are just as anxious to 
make an honest dollar, and do not allow a 
dollar to blind them to any great extent. 

While it took quite a bit of preliminary 
work and missionary effort on the part of the 
interested dealers yet they had men in the or¬ 
ganization who believed they would find a 


common ground, that they could work together 
to their mutual benefit, and they have done so. 

At a recent meeting Walter Callahan was 
elected president; William J. Reid, vice-presi¬ 
dent ; J. Glenn Marks, secretary and treasurer. 

ENTERPRISING ARIZONA MERCHANT 

The Pratt - Gilbert Co., Phoenix, Arizona, 
who are one of the largest factors in Arizona 
in the distribution of pipe, pump fittings, im¬ 
plements, vehicles, heavy hardware, gas and oil 
engines, mining and general machinery, have 
issued a new catalog showing their complete 
line. 

While agricultural implements, vehicles and 
farm machinery are still very large lines with 
them, their catalog is designed more for the 
purpose of covering their mine, mill and smelter 
trade, as well as the store trade pertaining to 
these lines. 

They tell us, however, that one must not in¬ 
fer from their catalog that they are going out 
of the implement or vehicle business, for, as a 
matter of fact, they are carrying a larger stock 
at this time than they have ever carried before, 
and we believe are the only concern in Arizona 
who are actually jobbing these lines. 

C. H. Pratt is president; P. R. Helm, man¬ 
ager; C. S. Gilbert, secretary and treasurer, of 
the institution. They report an excellent trade 
outlook. 





Hose 


Fully 

Guaranteed 


Rex Gasoline Hose has a core of asbestos 
packed steel tubing, covered with gasoline proof 
gum, over which is woven a cotton jacket. Rex 
Gasoline Hose is recommended for use in connec¬ 
tion with measuring pumps for gasoline and oil, 
and to those who require service and satisfaction. 

The couplings are of the compression type, 
especially designed so they cannot leak or pull 
off, also giving full flow without any back pres¬ 
sure to pump. Couplings and hose to fit all 
pumps, made in the following sizes: %-inch, 
1-inch and IV* -inches. Any length. 

Packless Anti-Drip Nozzles also furnished. 

Distributed By 

tunham, Carrlgan & Hayden Co. 

SAN FRANCISCO 


JUST THE SOCKET 
WRENCHES THAT SELL 

JUST THE WAY TO 8ZLL THEM 

No. 300 includes an assortment. Quanti¬ 
ties and sizes are determined by exact de¬ 
mand, and the Chest is offered FREE with 
the assurance that Solves Tour Wrench 
Problems. Write—Ask for Catalog No. 
183-D. 

FRANK MOSSBERG CO. 

ATTLEBORO, MAS&, U. 8 . A. 
HASTINGS A ANDBBSON 00, Chicago, HL 
BWING-LEWIS CO., San Francisco, OaL 
BWING-LEWIS CO., Loa Angeles, OaL 
D. L. HERMAN, Seattle, Wash. 

F. W. LYNN, DaUas, Texas. 

W. W. CRANDALL 00., Nashville, TeoxL 
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File it in your memory 

RO-Y-AL — 


Cross-index this trade mark under Standardization, 
Serviceability and Economy. 


“Standardization”—because Royal Cotton Waste is guaranteed for 
uniform quality, even weight and 6% “tare” (wrappings). 

“Serviceability”—because its selected materials, scientific manufac¬ 
ture and unqualified clean-ness give it maximum absorbency. 

“Economy”—because more work with less waste means a striking 
cost reduction at year’s end. 

Especially if you choose and order the one of the 12 grades best 
suited to your special needs of service and price. 


A word on your letterhead will hurry 
to you “Producing the Fittest in 
Waste”— the only thorough discus¬ 
sion of the Waste problem in print. 
A hint to your jobber or us will add 
the Boyal Sampling Catalogue to 
your economy library; or samples of 
resilient Boyal Wool Waste. 



WHITE 

GRADES 

Baron 

Count 

Czar 

Duke 

Earl 

Emperor 


COLORED 

GRADES 

King 

Marquis 

Mikado 

Prince 

Raiah 

Sultan 


Read and profit from the important 
national magazine campaign of 
Royal. 


ROW MANUFACTURING CS 

GBNBRAL SALBS OFFICES AND PLANT 

New York Office— 2 Rector Street RAHWAY, N. J. Pittsburgh Office—Oliver Bldg. 

St. Louie Office—Pontiee Bld|. Chicago Offiee —People’s Get Bldg. Sen Frenoisoo Office—Wells Pergo Bldg. 

LOOK FOR THE BRAND ON BACH STEEL BAND 
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“OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill their tires with 

CURTIS AIR-FREE 
FROM OIL 

Fire different sises of com- 

E reuser, 125 different com- 
{nations of outfits. In 
stock at most jobbers. Price 
is rirht. A result of 25 
years T experience in com- 

? ressor manufacturing. Send 
or Bulletin 0-6. 

Curtis Pneu. Mcfcy. Co. 

1512 Klenlen ▲▼., St Louis 
5S0-L Hudson Term., N. T. 


“HEXALL” 

Trade Mark. Reg. U. S. Pat. Office 

WRENCHES 


Ratchet 
Socket 
Wrench No. 

2, Contains 
7-inch Steel 
Forged 
Ratchet 
Handle; 2 
ScrewDriver 
Bits; 7-inch 
Extension 
Bar; 7 Hex - r \ 
agon S#ck- 

ets. P«dM in neat strong case. Weight, 27 ounces. 


They 

Win 

Friends 



“BREAK ANY 
SEDGLEY. 
WRENCH 

I and We Repair It I 
No Charge” 



They 

Build 

Profits 


AND 
THIS IS 


“Hexall” 
Socket 
Wrench 

No. S 

A Splendid Tool, 10}-inch Hexagon Steel Handle, 
7 Sockets made from Bar Steel, Case Hardened. 
Sockets pack neatly on handle when not in use. 
Friction ball in handle prevents them from dropping 
off. Weight only 21 ounces. 

Also Manufacturer of 

THE BABY HAMMERLESS REVOLVER 

Writ • fortOur Catalog of Good Seller*, Today 

R. F. SEDGLEY, Manufacturer 

231 M3 North 16th Street - Philadelphia, Pa. 

McDONALD A LfNFORTH, Pacific Coast Representathres 
739 Call Building, San Francisco 


PITSALL DOUBLE - SPRING SPLASH PAN- 
BUMPERS 


The Emil 
Grossman Mfg. 
Corp.,of Brook¬ 
lyn, N. Y., are 
having m u c h 
success with 
their BN - 44 
Fitsall Double 
Spring Splash 
Pan Bumper. The fittings are designed and constructed 
in the best manner possible. The bar is of high-carbon 
steel spring, reinforced with a leaf of the same mate¬ 
rial. They are made rust-proof, with their special 
process. 

Bars are carefully packed in kraft-paper bags and 
complete Bumper packed in a pressed-board carton. A 
standard package consists of ten Bumpers. 

They are furnished in black and nickel finish. 

We are also 
illustrat- 
ing their BF-44, 
a Ford Double 
Spring Bumper, 
which are at¬ 
tractive in ap¬ 
pearance, made 
with the same 
care and material as the well-known line of products 
of the Emil Grossman Mfg. Co., which are proving very 
popular with motorists everywhere. 

The Emil Grossman Mfg. Company will be glad to 
send catalog and give full information to any of our 
readers upon request. 




The Emil Grossman Corporation have opened an of¬ 
fice in the Buick building, 1733 Broadway, New York, 
for the transport of export business primarily. 

There they have on display all the products which 
they manufacture, and all jobbers and dealers are ex¬ 
tended an invitation to call and see them when in New 
York. The office will be under the management of 
Sidney S. Frank. The executive offices, however, will 
be continued in the Bush Terminal building, No. 20. 
Brooklyn, where mail should be addressed as formerly. 


D. R. Watson, who was formerly in business in 
Portland has recently opened a hardware store at 555 
Williams Ave., Portland. Mr. Watson is a man who 
likes to have the hardware salesman call on him. 


John H. Rodeman, is making extensive improve¬ 
ments in his hardware store, at Jefferson City, Mo. 
He handles hardware and implements, and reports a 
splendid business, and a good outlook. 


C. A. Cullen and Henry Conrad, who have been 
connected with the Taft Furniture & Hardware Co., 
at Taft, Cal., has engaged in business at 42$ Center 
street, Taft, Cal., having purchased the business of 
Sam Orloff Furniture and Hardware Company. 


OOLOrADO DEALERS BEKBFXTTBD. 

In enclosing my renewal for the HARD¬ 
WARE WORLD I want to tell yon that I get a 
great many useful ideas and suggestions out of 
it, and it does me a great deal or good, and has 
benefitted me very much the past year. 

F. G. STREET, Colorado. 
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MOUND TOOLS 

FOR THE AUTOMOBILE 


STANDARD FOR 20 YEARS 


Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin 

Chisel Sets Mound T< 

Send for Catalog Offset Sen 

Pacific Coast Representative 
Mayrant Conner, 603 Mission Street, San 1 


Pry Bars 

Cotter Pin Extractors 
Mound Tool Rolls 
Offset Screw Drivers 


San Francisco, Cal. 


THE MOUND TOOL CO., Dept. D, 7th and Hickory Sts., St. Lonis, Mo., U. S. A. 


Romort Automatic Air Valves 

THE SERVICE STATION'S FRIEND 



Mrle a 


ROMORT 


style m 



List Price 
$3.00 

Thin Valve in a guaranteed device and has no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
size tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 


List Price 


$i.w 


The Style B Automatic Air Valve is recom¬ 
mended to free-air stations requiring a small 
and inexpensive air device. Stem is made to 
fit any size tubing, and is automatic in opening 
and closing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or public garages, vulcanizers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A GARAGE NECESSITY 


For Style A 


For Style B 



List Price, $1.50 



The Romort Tire Tester Attachment is a device for attaching your gauge to either Style A or 
Style B Air Valves, and gives the service station a permanent holder for its gauge, ready for instant 
use by the public. Simply screw your gauge into the holder and you have a tire tester and tire inflator 
combined in one, and the old trouble of losing gauge is forever over. We sell only the holder attach¬ 
ment. Every garage with free air should be equipped with the Romort Tire Tester Attachment. 

Oaution—When ordering, state whether for Style A or Style B Valve. 


Manufacturers, 

ROMORT MANUFACTURING CO. 
oaefzeld, wm 


FOB SALE BT ALL JOBBERS 

Sales Dept. 

rTPTKfl no THE ZINKE COMPANY 

w 1323 Michigan Ave. 

* CHICAGO, U. 8 . A. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Ooing to Press. 
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One Profit Sales 



The influence and profit of the 
sale should not end when the pack* 
age is wrapped. Through merit, the 
merchandise should make subsequent 
sales, bring the customer back re* 
peatedly, thus yield the house ter* 
eral profits. To the steady earning 
class belongs the powerful 

Samson Punch 

The Samson guarantees maxi¬ 
mum service and satisfaction to 
workers in sheet metal, furnace 
piping, roofing leather, paper, 
fabrics, etc. 

Samson capacity—sheet iron, 
soft steel to 20 gauge; paper, 
cloth, leather to hi ”. Tool takes 
7 interchangeable punches and 
dies—sizes 1/10" to hi" diam¬ 
eters. Drop forged steel, nickel plated. Made to last. 

MACMNE amUNCC emrOMTMN, 351 toy at., BraaUia. n. V. 



For “Extra Service” 


T HIS Double-Cable-Base con¬ 
struction is one of the chief 
reasons for the remarkable mile¬ 
age delivered by 

Federal? 

DouiU G A U B n w*TP 1 RES 

Other features have helped win Feder¬ 
ate their name of “Extra Service” Tires. 

There is more stock in them—side- 
walls are thicker—fabric and rubber are 
combined by a special Federal process. 
Ask us to demonstrate these frets. 

W. E. ft W. H. JACKSON 

Wholesale Distributors 
785-787 Mission St. 

SAN FRANCISCO, CAD. 



GOOD SELLING ACCESSORY 

The hardware dealer who is looking for live auto¬ 
mobile accessories will find Mellin’s gear-shift exten¬ 
sion a very desirable line to put in stock. 

This device lengthens the shift lever to whatever 
extent is required to bring it within most convenient 
reach of the hand. Drivers are made with arms oi 
varying length but the car manufacturer overlooks 
this fact and makes no allowance for individual con¬ 
venience—hence the need for this adjustable extension. 

It sells at $1.25 for Dodge or Overland (model 75-90) 
and $1.50 for all other cars except those having solid 
ball on shift lever, which sell at $2.00. It iB not used, 
of course, on the Ford car. 

The maker states that more than twenty-five thou¬ 
sand of the device have been sold by accessory deal¬ 
ers this year which indicates a decided interest on the 
part of the car user. 


ADJUSTABLE SPARK PLUG NOW ON 
MARKET 

In describing the Blu-Streak Plug, a salesman re¬ 
cently said it was built like a clear Havana. 

He had reference to the electrode, which is in¬ 
sulated with mica, fifty inches of the finest Argentine 
product being wrapped lengthwise around the electrode 
without the aid of a cheap mica filler. This fifty 
inches of mica, he likened to the long, clear Havana 
leaf from which a good cigar is made, while the cheap 
cigar, like the cheap spark plug, carries a presentable 
wrapper to hide what is inside. 

In addition to the non-breakable mica insulator, the 
Blu-Streak has numerous other splendid points. Among 
them being the adjustable feature, which can be plainly 
seen through a little window. Should the firing points 
become foul with carbon, it is only necessary to turn 
the upper electrode two revolutions with the fingers, 
start the engine and the carbon will burn off. Other 
important features are the heavy, solid steel shell, in¬ 
destructible bakelite dome, fish-hook electrode which 
keeps oil dripe permanently away from the firing points 
and the perfect gauging of the threads, insuring per¬ 
fect fit into the cylinder. 

Blu-Streak Spark Plugs are put out by the Cum- 
ming-Forster Corporation of Chicago and, although new 
on the market, they are being heartily accepted by 
both dealer and consumer. 


ENTERPRISING ARIZONA MERCHANT 

The Pratt-Gilbert Company, Phoenix, Arizona, who 
are one of the largest factors in Arizona in the distri¬ 
bution of pipe, pump fittings, implements, vehicles, 
heavy hardware, gas and oil engines, mining and gen¬ 
eral machinery, have issued a catalog of several hun¬ 
dred pages, printed and attractively bound, showing 
their complete line. The catalog would do credit to 
any large jobbing institution in the country. 

While agricultural implements, vehicles and farm 
machinery are still very large lines with them, their 
catalog is designed more for the purpose of covering 
their mine, mill and smelter trade, as well as the store 
trade pertaining to these lines. 

They tell us, however, that one must not infer 
from their catalog that they are going out of the im¬ 
plement and vehicle business, for, as a matter of fact, 
they are carrying a larger stock at this time than 
they have ever carried before, and we believe are the 
only concern in Arizona who are actually jobbing 
these lines. 

C. H. Pratt is president, P. B. Helm manager, C. S. 
Gilbert secretary and treasurer of the institution. They 
report an excellent trade outlook. 


Madison, Wisconsin—A. B. Morris succeeds Sumner 
& Morris. 
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trough pat- 

B prevents all 

has seven 
ce easy in- 
ay from the 
t-Oat, does 
le&t, has a 
simple ten- 
s i o n ad¬ 
justment 
ind easy 
notion, no 
strain on 
the ex¬ 
haust pipe. 
Ends ac¬ 
curately 
' pipe size, 
;h set screw 
s a perma- 
instaflation. 


JL JL PETRY COMPANY, taw. - 1306 Race Strait PtaiwMpfcto 


2BROOMSJ 

Supply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 

Lee Broom & Duster Company, Lincoln, Neb. 
(Nearly 50 years making better brooms) 



Service— 

that is what the user re¬ 
quires of an ignition 
battery — not only long 
service but the right 
kind of service. High 
amperage is an important 
item of service — so is 
rapid recuperation after 
use and very slow de¬ 
terioration when idle. 

THAT IS WHAT YOU 
GET FROM THE 

Red Seal 
Dry Battery 

“THE GUARANTEE PROTECTS YOU” 
AGAINST YOUR NOT GETTING SERVICE 

Ask Your Dealer 

Mwhattan Electrical Supply Co., lac. 

New York Chicago St. Louis 

17 Park Place 114 8. Wells St. 1106 Pine St. 

604 Mission St. San Francisco 
Factories: Jersey City, N. J.; Ravena, Ohio; 
St. Louis, Mo. 



Are You Selling King Padlocks? 




They are excellent sellers offer¬ 
ing attractive profits for you. 

Exceptionally attractive and 
strongly built, being made from a 
solid bronze casting bored out to 
receive mechanism. 

17 to 31 tumblers form the lock¬ 
ing hold. All tumblers are con¬ 
trolled by one spring, making the 
mechanism most simple. 

THE KING LOCK works under 
the most rigid tests. 

If you want to add a padlock to your line which 
needs no apology but which will sell readily and net 
you a nice profit, THE KING PADLOCK MERITS 
CONSIDERATION. 


KING LOCK COMPANY, 319 W. Ohio St, Chicago 
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NO CARBON - MORE POWER-LESS FUEL 



OIL SEALING PISTON RINGS 


Every set guaranteed. 7 yean suc¬ 
cess. Popular sizes 50c. Sold by over 
100 jobbers or direct by P. Post 

AUTOMOBILE ACCESSORIES CO. baltImor^d! 


INCREASED FACILITIES NECESSARY. 

New machines are being added to the plant of B. 
F. Sedgley to meet the great demand for Hexall Hatchet 
and Socket Wrenches and Baby Hammerless Revolvers. 
Hexall wrenches are far behind on delivery, owing to 
the increasing sales, and customers have been advised 
to place orders aB far in advance of their needs as 
possible. 

Since the new patented one-piece main trigger spring 
has been put in the Baby Hammerless the demand has 
steadily increased until it is no longer possible to keep 
customers supplied even with immediate requirements. 

The new machines are designed to do away with 
many operations that are now being done by hand and 
in this way will help out on the labor question as well 
as getting the articles mechanically perfect. 

The Hexall Wrenches and Baby Hammerless Revol¬ 
vers are now being sold to the jobber on the Pacific 
Coast by McDonald & Linforth, 739 Call building, San 
Francisco. The Gray-Heath Company, 1440 Michigan 
avenue, Chicago, is distributing the wrenches along the 
Mississippi Valley. 


Middleton, Wisconsin 
Burmenter. 


Victor Bros, succeed Otto 



Write for Dealers ’ Proposition Snaps 

HUDSON SALES GO. 

7 East Jackson Boulevard, Chicago 


Stops 

Squeaks. 

Makes 

Your Car 

Easy 

Biding. 

Saves 

Tires. 

" Wonder¬ 
ful Seller 
Snaps On 



THE OLD 

BACKBREAKING 
WAV 


WITH 


pUMP 

f Double-Triple and 
Compound Tire Pumps 
are Out-of-Date 


r Nobody will use one after trying 
THE ROSE. 4 ‘It's the Patent Valve / 9 
DEALERS! Most jobbers handle Rose 
Pumps and Grease Guns. If you do not, 
write for samples. 

J. H. HANEY & CO., HASTINGS, NEBR. 

Manufacturers 

Rose Tire Pumps Rose Grease Guus 
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HERCULES NEW MODEL SPARK PLUGS 

The Eclipse Mfg. Co., Indianapolis, Indiana, have 
issued an attractive eight-page folder on their new 
model spark plug, which they will be glad to send to 
any of our readers upon request. 

The Hercules Spark plugs have been on the market 
for years, and their sales methods and the quality of 
their products is such as to enable motorists and deal¬ 
ers to know any products bearing the trade-maik of the 
Eclipse Mfg. Co. can be depended upon to be all they 
claim for them. 

The porcelains employed in all the Hercules models 
more closely approximate stone than any material ever 
used in the manufacture of spark plugs, and are abso¬ 
lutely impervious to heat, vibration and oil. 

These spark plugs are put up in attractive contain¬ 
ers and cabinets, and, aside from this, the Eclipse Mfg. 
Co. furnish a variety of sales helps and advertising 
matter, including counter signs, crystoglass display, win¬ 
dow trims, and electrical displays. They will be glad 
to co-operate with any of our readers in helping them 
increase their sales on spark plugs. 

Their co-operation makes the line a most desirable 
one to handle. 


The Marshall Hardware Co., of Oklahoma City, 
Okl., purchased the Nation Co. Hardware store. Mr, 
Marshall was for about sixteen years a traveling sales¬ 
man with the Shapleigh Hardware Co., of St. Louis. 


H. A. Mundinger, manager of the F. R. Woodbury 
Lumber Company, at Coulee City, Wash., reports that 
they are carrying all kinds of shelf hardware, building 
material, sash, doors and some lines of saddlery goods. 
The Woodbury Company have a chain of stores through¬ 
out Washington, handling building material and sup¬ 
plies and report an excellent outlook. 



PIN YOUR FAITH ON DIXON’S 

The lubricants that have proved their superi¬ 
ority in actual use and scientific demonstration. 
Don't be content with a camouflage coating that 
squeezes out quickly and leaves bearing surfaces 
at friction’s mercy. Rely on 

nlXONV 

GRAPHITE 9 

Automobile 

LUBRICANTS 

They stay put—save wear, time and money. 

Write for Dixon 9 * Dealer 9 * Deal 

No. 230-G 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Company 

Established 1827 


Lane's “Unique" Ratchet Wrench Sets 


The Original Wrench of This Type 



Fold M 


No experiment—No imitation. 

No stamped parts—No casting^. 
All parts machine-made from high- 
grade steel and case-hardened. 

Tho Ford Sot Contains: 

1 handle 7 in. in length. 

2 Screw-driver bits. 

1 Rxtonsiou bar 7 in. in length. 

Six sockets to fit all nuts and bolt heads on Ford ear, 
including the cylinder head. 



Standard Sot 


Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted. 

Standard Sot Contains 

1 Handle 7 in. in length. 

2 S’crew-drivor bits. 

7 Sockets to fit semi-finished hexagon nuta as follows: 
U. 8. Standard Nuts from 34 to tt in. 

A L. A. M. Standard from 5-16 in. to 11-16 la. 

Cap screw heads from 5-16 to % in. 


Manufactured |A| I I I D 
... only by W I L L El ■ 

180 NORTH DEARBORN STREET 


LANE 

CHICAGO, U. 8. A. 
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GENUINE 

HUNTER’S SIFTER 

Tha Standard for a 
Quarter-Oaatury 


Inti opal Vlow Order from jour Jobber. 

Showing: Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible Made In one 
piece of extra hoary tin plats, nickel trimmings. 
Handle swedgsd to body. No soldered Joints to 
oome loose. Easy to remora all parts for cleans- 

*“*' THE FEED J. MBYBBS KTO. OO. 
Bcmdw BtTMt Wmsmm. OU> 



Retails for 

$ 1.00 

SOLD BY 
Hardware Stores 
Paint Stores 
Department Stores 
Decorating Establish- 
ments 

Writs for free detcrip- 
tiro circular sad priese 
to the trade 

Tbt “RU-JIRI” Cmpuy 


SIM W. Britain BU,., Lo* IwlH, OaL 
(Factory: San Francisco) 


NEW TYPE OIL GAUGE 

FOR 


FORDS 


What every Ford owner has been waiting 
for—it cannot break—it will not leak—it 
is absolutely accurate and dependable and 
can be easily read, even at night. 


It consists of a metal chamber containing 
a float with a rod extending out of the top 





with a white ball on 
the end of the rod. 
The height of the 
ball tells the amount 
of oil. 

Mr. Dealer: 

These gauges cost 
you $4.00 per dozen 
f. o. b. 126 largest 
cities. 


APCO MFG. COMPANY 

DUDLEY ST., PROVIDENCE, RHODE ISLAND 


VALUE OF FEDERAL FARM LOAN 
BONDS. 

The Federal Farm Loan Board at Washington has 
chosen as advertising counsellor H. H. Charles, Presi¬ 
dent of the Charles Advertising Service of New York 
City. The purpose of this appointment is to conduct 
an advertising campaign to educate investors in the 
value of Federal Farm Loan Bonds, and to inform the 
farmers about the government’s plan to help him 
finance his business. Readers of Hardware World 
will see elsewhere in this issue evidence of Mr. Charles’ 
activities along this line. 

The purpose of the Federal Farm Loan Act, by the 
authority of which the Federal Farm Loan Board was 
organized and Federal Farm Loan Bonds are issued, 
follow: To provide capital for agricultural develop¬ 
ment; to create standard forms of investment based 
upen the farm mortgage; to equalize rates of interest 
upon farm loans; to furnish a market for United States 
bonds; to create government depositories and financial 
agents for the United States. 

The farmer, and as a result, the manufacturer of 
farm implements, and dealers selling to the farmer, 
have suffered greatly because heretofore we have had 
no adequate system for financing our agricultural in¬ 
dustry. Federal Farm Loan Bonds will supply funds 
to finance the farmer, and for the first time in our 
history the farmer, large and small, will be able to 
borrow money on a basis as favorable as that on which 
other business men borrow. 

Aside from the patriotic viewpoint, which now com¬ 
pels us to aid the farmer in his big effort to feed the 
civilized world, the sale of Federal Farm Loan Bonds 
is of vital business importance to every manufacturer 
and every dealer whose customer is the farmer. These 
bonds constitute a profitable and safe investment. 
They yield 5%, payable semi-annually, May and No¬ 
vember, and, in addition to being the obligation of all 
twelve Federal Farm Loan Banks, is secured by farm 
lands operated by owners worth more than twice the 
amount of the bonds. 

Federal Farm Loan Bonds are exempt from all 
taxation—federal, state, municipal and local. Even 
interest from these bonds is free from income tax. 
And they are a most acceptable collateral at the 
banks. 

Obviously, every investor should be a buyer of the 
Federal Farm Loan Bonds, but most especially every 
man whose prosperity is in any way contingent upon 
the ability of the farmer to buy land, livestock, seed, 
fertilizer, fence, building material, machinery and 
other equipment. 


DEATH OF A. L. CLARK OF THE WINSTED 
EDGE TOOL WORKS. 

The trade will be sorry to learn of the passing of 
A. L. Clark, president and general manager of the 
Winsted Edge Tool Works, of Winsted, Conn., which 
occurred the first part of May. We have no particulars 
concerning his death, but he will be remembered by 
the trade generally throughout the country. Every 
one who had the pleasure of knowing him, regarded 
him most highly. 


The Layton Implement Co., has been incorporated 
at Blythe, Cal., with an authorized capital stock of 
$20,000. They will engage in the hardware and im¬ 
plement business. 


The Wasco Hardware Company, at Wasco, Cal., 
have been compelled to enlarge its store and ware¬ 
house facilities in order to carry increased stock. 


Montello, Wisconsin — R. Frank succeeds D. F. 
Cotter. 
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Publicity for Camp and Sports Equipment 


T HERE are no more ardent sportsmen any 
place than in the state of California, and, 
thanks to her streams and pools, her moun¬ 
tains and copses, as well as to her glorious cli¬ 
mate, the native of the golden west is able to 
gratify to the fill his taste for outdoor life. In 
order to properly equip them at this season, 
then, the hardware dealers in the various vil¬ 
lages and towns should lay in complete stocks, 
and vie with each other in attractive adver¬ 
tising and publicity stunts to arouse the inter¬ 
est of the sportsmen. 

The Broadway, Los Angeles, California, re¬ 
cently had a striking ad in the newspapers, 
headed with the little verse: 


TROUBLOUS TIMES, THESE, FOB THE 
WABT TROUT! 

Our plenteous streams a various race supply— 
The bright-eyed perch, with fins of tyrian 
dye; 

The silver eel, in shining volumes rolled; 
The yellow carp, in scales bedropped with 
gold; 

Swift trout, diversified with crimson stains, 
And pikes, the tyrants of the watery plains. 

Just to Remind Ton, Fishermen, 

that we have tackle and equipment for 
every kind of fishing, at the following 
special prices: 


Then followed a quotation on salmon eggs, 
hooks, flies, leaders, silk lines, reels, rods, 
creels, spinners, bait boxes and fishing bas¬ 
kets. They realized that their show window 
was one of their most valuable advertising me¬ 
diums, and placed therein a display that neatly 
complemented their printed page. 

Not fishing goods alone were featured, but 
everything that went to make up the joys of 
camp life. The window was floored with 
slashed green papers to represent grass, and at 
one side was a mass of stones and pebbles. In 
the rear was a canvas tent, through the flap of 
which could be seen a camp stool and Navajo 
blanket. In front of it was a folding camp 
table set for breakfast, with aluminum dishes, 
thermos bottle containing coffee and can of 
condensed milk. By it was a camp chair on 
which was hung a minnow net. 

A camp stool held a jointed fishing rod, reel 
and card of flies. Standing by the table was 
a young woman in khaki middy suit and felt 
hat, testing a long, slender rod; and near by 
wicker fishing baskets, reels, flies and spin¬ 
ners. Down front was an alcohol stove, upon 
which was placed an aluminum skillet, and 
close by, a can of sterno. A number of long 


ALLEGRETTI RAZOR STROPS 

made from carefully selected leather and treated by a secret process will retain indefi¬ 
nitely the soft, but effective qualities which have established an enviable reputation for 
Quality and Durability. 

THE ALLEGRETTI MFG. COMPANY, practical razor strop-men, employ only the 
most experienced men, and use the very best of materials; as it is their aim to please the 
customer by giving him the best strop possible. 

With our motto, “ Nothing Less Than Perfection, 99 we desire to call your special 

attention to No. 200 — Combi nation 

strop of selected leathers 
in brown and black, self 
honing, fashioned handles, 
square nickel swivel, and 
elegant strop for private 


Of 



use. Size 2\&x24 in. 



No. 250 — Combi nation 
strop of Royal Seal 
leather, brown with black 
select horsehide, self hon¬ 
ing, round nickel swivel, 
a very fine strop. Size 
214x26 in. 



No. 252 — Co m b i nation 
strop of yellow and black 
horsehide, of extra fine 
quality, has square cut 
handles, and oval black 
swivel. Size 214x24 in. 


All our Leather and "Web strops are weather and climate proof. Every strop stamped 
“ALLEGRETTI” is guaranteed as to Quality. Let a* send you oar catalogue. DON’T WAIT 

ALLEGRETTI MFG. CO. - - GENEVA, N. Y. 
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bamboo fishing poles were placed against the 
wall in the rear, and a card suggested: 


GOING FISHING? 

Get your camping supplies and fishing 
tackle here. 

Merchants Selling Golf Goods. 

The Bowman Auto Supply Co., Sacramento, 
California, dealers in auto supplies, hardware 
and sport goods, recently had two very effec¬ 
tive outing windows, which at once suggested 
the proper equipment for the sports portrayed. 


The first was a window devoted to “the royal 
game of golf.” 

The setting was simple, but all the more 
striking for that very reason. In the back¬ 
ground was a canvas drop, showing golf links 
and several players. The floor was covered 
with fine sand, heaped up towards the middle, 
and here lay a golf stick and several balls. On 
a form hung a golf coat and at the base were 
golf shoes and cap. 

The other window featured the delights of 
fishing. In this display there was likewise a 
painted background showing country scenery, 
but down through the central part of the win¬ 
dow was a pile of rocks, with masses of shrub¬ 
bery and tall cat-tails. Concealed among the 
rocks was a tin pipe, and through this there 
flowed a stream of water, giving a very good 
simulation of a mountain stream. Down in 
front were tripots formed of slender jointed 
bamboo poles, topped with reels. Neither 
window was filled with a miscellaneous as¬ 
sortment of merchandise, and thus the few 
articles shown stood out in bold relief, and at 
once caught the eye of the sport enthusiasts. 

The enterprising firm of Krakauer, Zork 
& Moye, El Paso, Texas, inaugurated a tell¬ 
ing campaign at the opening of the camping 
season, that appealed to both young and old. 
They called it Father and Son Week. Unique 
invitations were sent out, the card being ad¬ 
dressed to the boy or young man of the family 
instead of to the adults. A list of all the 



Advertising Rhymes 

FOR 

Hardware and House Furnishing 
Merchants 


Security on every key. 

When using locks of Yale, 

Is certainly a guarantee 
For yon on every sale. 

Douglas Brothers Hardware Store 
On Jerome Avenue 


Made to Older to Suit Your Business 
In Ordinary Sign Lettering 
8 SIGN CARDS, 7x11, MAILED TO THE 
TRADE FOR ONLY $1.25 
It Pays Others—Also Will Pay You 
Send Me a Trial Order 


To keep your chickens safe from harm 
In your backyard or little farm. 

My poultry netting made for you 
In one-inch mesh and also two. 

Douglas Brothers Hardware Store 
On Jerome Avenue 


H. S. GEER 

1904 Jerome Avenue, Brom Ce. - New York 
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grammar and high school students was se¬ 
cured, and to them was mailed a little folder— 
buff, lettered in dark blue, with initials of 
red. On the first page was printed: 


The Honor of Your Presence Is Respectfully 
Requested at Our 

FATHER AND SON WEEK 

We will give to each lad under eighteen, 
accompanied by his father and making a pur¬ 
chase of one dollar or more, his choice of a 
card of flies or a baseball bat. See them in 
our window. 

KRAKAUR, ZORK A MOYE 


Inside the folder was listed everything 
necessary to equip a camper or fisherman, with 
original and special sale prices quoted. The 
mere perusal of the list brought to the minds 
of the lads many little conveniences and ne¬ 
cessities for their kit, and the added incentive 
of the gifts brought them to the store in large 
numbers. As each boy brought his father the 
men had a chance to see what a complete line 
of sporting goods was carried, and their fancy 
being caught by some of the merchandise so 
fascinatingly displayed, in many instances the 
purchase of the son was doubled and trebled by 
that of the father. A striking window display 
was built up to add interest to the Father and 
Son Week. The floor was covered with white 
draperies hung in the background. In the cen¬ 
ter was built up a series of circular shelves, of 
white cheesecloth, bound with red braid, and 
bows of dark blue ribbon. At the top was a 
framed card, containing an extract from one 
of the President’s speeches: 


** I hope that sports will be continued so 
far as possible, as a real contribution to the 
nation’s strength, for each young man must 
be physicaly fit and exhibit the alertness 
that we believe are the characteristics of the 
flower of American manhood.” 


On the shelves were shown fishing tackle, 
flies, reels and sinkers; hunting knives, cart- 



Cage Ball 

A New Outdoor Game for 
Everyone to Play 

ODAY the thought of physical 
directors is to get as many into 
the game as possible. Cage Ball 
does this. 

Lt. Emmett D. Angell, P. A. Surgeon 
U. S. Naval Reserve Force, is the origi¬ 
nator of Cage Ball. It was originally 
designed to allow the greatest number 
of ‘"Jackies” to play, and at Great 
Lakes Naval Training Station as many 
as 1000 play on a side. 

Large cages at each end of the play¬ 
ing field are the goals, the point of the 
game being to “make a cage.” 

The regulation ball used in the game 
is 30 inches in diameter and is canvas 
covered. It is made by Thos. E. Wilson 
& Co., and, as usual, is of the finest of 
materials and guaranteed. 

Be the one to introduce Cage Ball in 
your locality, Mr. Dealer. No doubt the 
athletic directors of schools and insti¬ 
tutions in your locality will welcome it. 
Write us today for full particulars. If 
you are not handling the Wilson line of 
sporting goods, ask for our catalog and 
price list. 

_x\_ zt\ _zz_ 


Thos.E.Wilson & Co. 


\I7 \V 

701-703 No. Sangamon Street, Chicago 
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ridges, compasses, hatchets; and at the base, 
fishing baskets, rods, guns and cameras. In 
the foreground were two figures — one larger 
than the other—made of coils of hose, iron pipe 
for arms and legs, footballs for headLs and fly¬ 
swatters for hands and feet. They were la¬ 
beled respectively “Krakajack Father” and 
“Krakajack Son,” and beside them was a card 
repeating the offer contained in the printed 
invitation sent the boys. Down in front were 
shown several of the cards of flies and base¬ 
ball bats offered for the purchase of a dollar's 
worth of merchandise. 

A GOOD ARTICLE FOR YOUR LOCAL 
PAPER TO REPRINT. 

FIGHT THE WHITE PLAGUE 
“Tuberculosis and other germ diseases are 
generally brought about by dirt and filth. The 
germs of tuberculosis cannot live where there 
is sunlight, cleanliness, and fresh air. The 
scrubbing brush, soap and water, paint and 
whitewash are deadly enemies of tuberculosis. 
The easiest way to get rid of the germs that 
have nested in your house and around your 
premises is: CLEAN UP AND PAINT UP.” 
—National Association for the Study and Pre¬ 
vention of Tuberculosis. 

GUAED AGAINST EPIDEMICS 
The PubUc Health 

Is of prime military and economic impor¬ 


tance. Most disease, and epidemics especially, 
are caused by preventable unclean, unsanitary 
conditions. Non-combatants—the babies, the 
youth, the women, and the men too old for mili¬ 
tary service—are military essentials in the 
potential, or the economic sense and must be 
protected now as never before against disease 
and epidemic. Remember, too, that medical 
and nursing service in American cities and 
towns is now almost depleted, and that there¬ 
fore there would be frightful difficulty in cop¬ 
ing with any epidemics now. 

Most Fires Are Caused by Preventable Carelessness, 

Especially in trash and waste matter in attics, 
cellars, closets, sheds and neglected corners. 
Both the national annual fire loss of a quarter 
billion dollars, and the loss by decay and dis¬ 
integration through lack of painting (which 
Prof. H. H. King of the Kansas Agricultural 
College says exceeds the fire loss have become 
in these war times problems that should create 
more concern than ever before—for from fifty 
to one hundred per cent more money, or na¬ 
tional wealth, than their original cost, would 
be required today to replace any home or other 
building. The protection and conservation of 
the nation's natural resources in these their 
most valuable and useful forms, and against 
the accident by fire and the otherwise certain 
though slower destruction by the stresses of 


SATISFACTORY and PROFITABLE 












Water Ti^ht 


Good Painters use Cal-Pa-Co Pure Paint when 
they have a particular customer to please 

CALIFORNIA PAINT CO. 

OAKLAND, CALIFORNIA 


Hammond Lumber Co., 

Lot Angeles 

Stayner ft Daly, Salt Lake 
Kelly, Thorsen ft Go., Portland 


opal - p a- c oj 

iSHT foe both 

jO CONSUMER 

nlo and 
! 1ij\\ D EALE R 

No other manufacturer uses 
greater care in making 
100% Pure Paint. 

Cal-Pa-Co products combine 
only the best ingredients 
under the direction of the 
most skilled paint chemists. 

The California Paint Com¬ 
pany — manufacturing Cal- 
Pa-Co paints, varnishes and 
enamels for over 50 years 
—took five first awards at 
the Panama - Pacific Inter¬ 
national Exposition. 

It will pay you to write 
for dealers’ special agency 
terms. 
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storm and sun, are more necessary today than 
ever. 

A Third But Hardly Leaser Consideration 

Is the importance of neat, clean and cheerful 
surroundings that will help to maintain and 
to increase personal and community morale and 
cheer and efficiency in the trials and the la¬ 
bors that all are sharing now. 

And Last, 4 4 When the Boys Come Home/ * 

The mothers and fathers, and everybody, will 
want our heroes to find home and the old home 
town cleaned and swept and beautiful for their 
home coming. Therefore in a real continuous 
campaign (not any mere “week”), let us thus 
truly “keep the home fires burning.” 

Clean Up, Paint Up, and Keep It Up! 


VERY LITTLE PAINT SOLD IN FRANCE. 

The California Paint Co. have received a let¬ 
ter from one of their boys who is now with the 
American Expeditionary Forces in France and 
as indicative of his interest in the business in 
which he was formerly engaged, he sends the 
following item with reference to the sale of 
paint and similar articles in France : 

“There is a little village near here, no tell¬ 
ing how old it is. I saw an inscription on an 
old gate of 1378, and there is a little paint store, 
or, I might say, a hole in the wall. There is 
not much paint, in fact, I saw no real paint 
cans; just some little packages of gold paint 
and some funny looking packages of dye. Then 
there are fancy packages of mucilage and inks, 
and also a rack very similar to our American 
wall paper racks, and it is filled with patterns 
of paper which are the same as our patterns. An 
old French lady sits in a chair and knits and 
that is about all the activity one sees around 
this store. There is very little paint used in 
this part of France, as the houses are all of 
stone or stucco finish. Their roofs are usually 
stone slabs like shingles.” 


Men must combine in business, just as they 
do in war. 


]DhMEL-lNE 


I PAINTS ♦ STAINS ♦ ENAMELS I 

The complete, compact, distinctive line in handy 
household cans—full-slse, full-measure. BBTAZZJ 
15 0JUVT8 —no larger sixes. Big Value for user; 
Big Profit for Toil A popular seller with Hard¬ 
ware trade. Assortments contain all 29 colors; 
Display matter included. 

Dmmti Assortment (30 Dos.)... 

Jobber's Assortment (12 Dos.)... 

Open Btook, all oolors, per gross- 

2% Freight allowance, F. O. B. N. T., 2 % 

Write for Color Card , Circular and Booklet 


109-173 Seoond Ave~ BIOOXLTV—V1W YOU 

Town ley Metal St Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware A Paper Co., Oakland, OaL 



Used in Many Different Ways 
on the Same Roof 


Noahs Pitch is a roof repair com¬ 
pound that stops every leak no matter 
where it is. 

Makes water-tight spaces between 
flashings and walls, closes cracks and 
holes, prevents sills from decaying, and 
is good for glazing and fixing glass. 
Repairs skylights, ventilators, chimneys, 
vent pipes, dome windows, gutters, and 
down spouts. 

Noahs Pitch is plastic. Requires no 
heating or mixing. Does not dry out. 
Adheres to all surfaces. Comes in big¬ 
mouthed cans ready for use. Easily 
applied with trowel or table-knife. 

Increase your sales by pushing 
this Carey Staple. Every custo¬ 
mer a prospect. Send for gen¬ 
erous sample and try it your¬ 
self. 


The Philip Carey 
Company 

232 Wayne Avenue 
Lockland 

Cincinnati, Ohio 
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“Our Standard'* 



▲ Perfect Paint for Outside 
Painting. In different shades. 
Most Lasting. 


R. N. NASON & CO. 

San Francisco, U. S. A. 

Paints, Colors, Varnishes, Lubricating 
Oils and Greases 

JOBBERS 

Brushes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 

WRITE FOR LITERATURE, CATALOGUES AND PRICES 


A TIMELY SUGGESTION 

One of the South American connections of the Cali¬ 
fornia Paint Company have written them as follows: 

Referring to Anilines, which, on account of being 
originally bought in Germany, had some of the colors 
names such as Bismarck Brown, Prussian Blue, etc. 
Regarding these names he makes the suggestion as fol¬ 
lows: 

" Anilines—Notwithstanding that this is a differ¬ 
ent subject, having nothing to do with our business 
and commerce, I take the liberty to make you the fol¬ 
lowing suggestion: 

If the Anilines bearing the name Bismarck allude, 
or are referring, to the German dogo, won’t it bo more 
patriotic to substitute this for Washington, Cleveland, 
Wilson, etc.? This is simply an insinuation on account 
of the sympathy that I have for your country." 

The California Paint Company said they believe 
this is food for thought, and might be applied along 
other lines also. They believe that the time is ap¬ 
proaching when, as Americans, we should find names 
of our own for commodities which enter into our 
daily usage. 

In another letter referring to the American people 
he writes: 

"It is a long time since you have my sympathies 
for the Allied cause and for the United States’ vic¬ 
tory. Therefore, I will not lose occasion to be useful 
even in my scarce measures that my circumstances al¬ 
low. Now, besides the sj mpathy I have for the Al¬ 
lies, the convenience of my business leads me to this 
just cause, and I am readv to contribute in everything 
that will be put before the public. 

"Finally, I wish vou would tell me if the non- 
American citizens can subscribe with Liberty Bonds 
and take part in the Liberty Drive. To this effect 


I am also writing today to the National City Bank of 
New York." 


WHAT DOES THIS TEACH TOUT 

Once upon a time a hardware dealer took 
on a line of floor polish. This article had every 
appearance of being commonplace. The label 
was indistinct and the can looked like a can of 
varnish or crack filler. There was nothing to 
do apparently except to place the stuff in the 
window, so he piled up several dozen cans, 
went over to the cash register, placed his fore¬ 
finger on lever 25 and waited. 

But no customers came. Why should they? 
They did not know what the stuff was. 

But one day he put a sign in the window 
which read: “Blank’s Floor Polish; this can 
polishes 400 square feet.” In two days he sold 
more than 50 cans. 


“I do not believe we can win a protracted 
war on a contraction of business. A long war 
must be won by expansion. It is just as neces¬ 
sary to make dollars as it is to make munitions. ’ ’ 


A. H. Murdock, a hardware merchant at Waterville, 
Wash., tells us he has discovered a mine of asbestos 
rock, which he grinds up into a powder and it makes 
a splendid paint. It is fire proof and can be put on 
like whitewash but will not rub off. 


^QUALITY^\ 


PAINT 


WRITE FOR ATTRACTIVE 
DEALER PROPOSITION 


~^S\x\ce 1894 

[HE BRININST00L CO. 

Manufacture A Complete Standardized I AC AN/iFIFC 
Line of Mi$h Grade Paint Products LvJ /AIlULLLJ 
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Keep your temper, gentle sir, 

Writes the manufacturer. 

Though your goods are overdue for a month 
or maybe two, 

We can’t help it, please don’t swear. 

Labor’s scarce and needless rare, 

Can’t get steel, can’t get fuel, 

These are facts, cold and cruel. 

Harry’s drafted, so is Bill. 

All our work is now uphill. 

So your order, we’re afraid, 

May be still a bit delayed 

Still you’ll get it, don’t be vexed, 

Maybe this month, maybe next, 

Keep on hoping, don’t say die, 

You will get it by and by. 


THE VALUE OF KNOWING. 

When you go into a store to make a purchase 
and the salesman doesn’t know where to look 
for what you want, or perhaps has to ask an¬ 
other salesman, do you not feel that there is a 
lack of completeness, of efficiency, of method 
in that store ? And if you go into the same store 
again and again have to wait while the sales¬ 
man hunts for what you want, do you not feel 
impatient and are you not liable to do your trad¬ 
ing thereafter at some other place? 

If this is true of yourself, it is of course true 
of customers who come into your store. If you, 
or your salesmen do not know where things are, 
but keep customers waiting while you hunt, you 
are bound to lose trade. 

It should be the business of every store sales¬ 
man to know exactly where everything is at all 
times. Of course, there are occasions—when a 
new salesman comes in, or perhaps during the 
taking of inventory—when delay in serving a 
customer is practically unavoidable. But under 
normal conditions it is inexcusable, especially so 
in such stores where the salesmen or saleswomen 
have time between sales to talk or read or build 
air castles. 

Strength of character is not mere strength 
•f feeling; it is the resolute restraint of strong 
feeling. It is unyielding resistance to what¬ 
ever would disconcert us from without or un¬ 
settle us from within.—Dickens. 

Do not wait for extraordinary opportuni¬ 
ties for good actions, but make use of com¬ 
mon situations. A long - continued walk is 
better than a short flight.—Goethe. 

Some men get the habit of staying in jail be¬ 
cause their environment won’t let them break 
out. 

W. D. Clements bas sold the Covina Harness & Im¬ 
plement Store, Covina, Cal., to John Austin. It is the 
intention of Mr. Austin to increase the stock, and to 
add materially to the lines. 



Sectional 

View 


4 


End View 
Joint Clip 



No. 20 
Plain Hanger 



Repeat Orders Assured 

Here is a quality product 
through and through—one you 
can heartily recommend to all 
your trad**. 

Strongly Mode—Roller Bearing 

THE HUMMER is made of 
heavy steel, with tandem 
trucks which are roller bearing. 
It is designed for true rolling 
action ana will never stick or 
slide. 

THE HUMMER HANGER 
runs on a V - shaped tread; 
wheels have two-pofnt contact 
only, reducing friction to a 
minimum and making a self¬ 
centering construction. The 
wheels cannot lump the track. 

THE HUMMER track is ab¬ 
solutely self-cleaning. 

Absolutely guaranteed to be 
both bird and storm proof. 

Easily Installed 

HUMMER track is furnished 
In 6, 8 and 10 foot lengths, and 
nests perfectly for shipping. 
Very little space is needed for 
storage purposes and the track 
is complete in on# piece. From 
the cuts you will note that the 
installation is very simple; 
anyone capable of using a level 
and lag screws is sufficiently 
qualified for the Job. 

Furnished complete with lag 
screws, joint clips and special 
wrench for bit brace. 

Get Our Proposition 

THE HUMMER will bring 
you quick sales and satisfied 
customers. Write to us today 
for full details of the 
HUMMER line. 

J. E. PORTER CO. 

256 Guion St., Ottawa, 111., U. S. A. 
Distributed By 

Brown-Camp Hardware Oo., 
Des Moines, Iowa 
Hackett, Gates, Hurty Co., 

St. Paul. Minn. 

Knapp & Spencer Co., 

Sioux City, Iowa 
S. P. Luramus Supply Co., 
Philadelphia, Pa. 

R. M. Wade & Co., 

Portland, Ore. 

Wyeth Hardware & Mfg. Co., 
St. Joseph, Mo. 

Rice & Miller Co.. Bangor. Me. 
Haskell Implement A Seed 
Co.. Lewiston. Me* 











138 


HARDWARE WORLD 


New Goods and Special ti 




KNOW THE GOODS 

In showing aluminum goods to customers, clerks will 
find that sales can be made more easily if they point 
out the various features of design and construction 
and make comment on their advantages. 

For there are several details of the tea kettle, coffee 
pot and double boiler that are recognized and fully ap¬ 
preciated only through use and if the woman can be 
made to anticipate them, she generally is convinced 
that she needs these utensils for her home. 

To illustrate the advantage of selling goods by 
this more intimate method, take any of the cooking 
utensils, bearing the Mirro trademark and made by 
the Aluminum Goods Manufacturing Company of Mani¬ 
towoc, Wis., and analyze them in detail. 

There is the Mirro tea kettle, for example. An 
exclusive feature of this kettle is the method of at¬ 
taching the handle ears. They are welded on instead of 
being riveted, with the result that they never work 
loose or cause leakage and they have no crevices to 
catch dirt. 

These welded handle ears also are exclusive features 
of the Mirro tea pot and Mirro coffee pot, both of 
which have another individual point of appeal to the 
housewife—a combination hinge and cover-tipper, se¬ 
curely welded to the top. 

The rivetless, no-burn ebonized knob, an important 
detail of construction that is found only in coffee pots 
and double boilers manufactured by the Mirro maker, 
is another feature that will clinch many sales if it is 
pointed out to the customer. 

All goods, in fact, can be sold more easily by talk¬ 
ing details of construction and design instead of show¬ 
ing the goods without a word of comment or explana¬ 
tion. In addition to these exclusive features of utility 
the Mirro line includes others of instantaneous appeal, 
such as the distinctive colonial pattern, a mirror-like 
finish, an unusually wide heating base, welded-on 
spouts, sure-grip detachable handles, and knobs that 
won *t work loose. 

All these features are appreciated refinements of a 
perfected product, for the Mirro line is the culmination 
of a quarter century of progressive aluminum making 
by the Aluminum Goods Manufacturing Company. 


E. M. Adams, formerly of Bellingham, Washington, 
has purchased the Zimmer Hardware & Furniture busi¬ 
ness at Kelso, Washington. Mr. Adams has had con¬ 
siderable experience in this line. We understand that 
Mr. Zimmer has purchased a hardware business at 
Hoquiam, Washington. 


WINCHESTER 
DISPLAY CASE 

The Winchester Re¬ 
peating Arms Co., 

New Haven, Conn.,' 
has produced a most 
attractive case for 
use by the retail 
merchants in display¬ 
ing guns and ammu¬ 
nition. 

This case is fur 
nished in either sil¬ 
ver oak, mahoganized 
birch or golden oak. 

It is attractively 
made, glass on four 
sides and top. It sets 
on a pedestal four¬ 
teen inches high, and 
each case is 19 inches 
square and 73 inches 
high over all. The 
base is fitted with 
brass feet, and it is 
an article of furni¬ 
ture that will harmon¬ 
ize with any display 
cases or the finish of 
almost any mer¬ 
chant's store room. 

They well say the 
dealer who fails to 
display goods to ad 
vantage does not de¬ 
serve the name of a 
merchant, and there / 
is no display that will 
add more to the at-> 
tractiveness of a mer* ■ 
chant *8 8 t o r e than, 
one of the handsome,N 
convenient, and dust- 
proof show cases, 
which the Winchester Repeating Arms Co. are in posi¬ 
tion to furnish. 

They will be glad to give full information to any 
of our readers upon request. 



The Robinson Hardware Co., Gilroy, Cal., are in¬ 
stalling an irrigation pipe factory at Oakland, Cal., 
where a desirable site has been secured, comer Twelfth 
street and Twenty-fifth avenue. They recently pur¬ 
chased the business of the American Corrugated Culvert 
Co., as well as their plant, at South San Francisco. 
The construction of a new building, which will cover 
a floor area of 150x175 feet exclusive of a galvanizing 
plant and garage, will begin at once and will be ready 
for occupancy by October 1. 

At the present time the Robinson Hardware Co. 
employs fifteen men in their factory, but are planning 
to materially increase their facilities in their new plant 
in Oakland. However, they will still continue their 
hardware business at Gilroy, Cal., which will be their 
headquarters. 


The Hoover Hardware Co., Long Beach, Cal., have 
filed articles of incorporation with an authorized cap¬ 
ital of $10,000. The incorporators are C. L. Hoover, 
Esther Hoover and L. N. Whealton. 
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CO-OPERATION THAT MAKES SALES 

There is no manufacturer that we know of that will 
go to greater length to co-operate with the trade, both 
wholesale and retail, than the Stanley Works, New 
Britain, Conn. 

They work upon the principle that their efforts 
among the hardware trade is not complete until the 
goods are moved from the shelves of the retail mer¬ 
chant. 

Their method of co-operation is such as to make it 
worth while. In previous issues we have referred to 
some of the dealers 1 helps that the Stanley Works offer 
to retail merchants, and we are glad to know from the 
erusal of various country and weekly newspapers that 
undreds and hundreds of retail merchants are taking 
advantage of this offer. 

This advertising is gotten out in a very attractive 
way, and the electrotypes as well as the advertising 
data which they furnish to retail merchants, calling 
attention to their various products, and particularly at 
this season of the year to their Stanley Garage Hard¬ 
ware, has had the effect of materially increasing the 
sales of the retail merchant. 

The illustrations and electros are unique in that they 
make a direct appeal to the merchant’s customers, and 
they couple up his store with the advertising in a way 
that is not likely to be forgotten. 

With this publicity co-operation taken in connec¬ 
tion with the merits of their line it is no wonder that 
the business of the Stanley Works continues to show 
a material increase year by year. 


An interesting 
booklet entitled 
“How Many 
Birds Get 
Through Your 
Shot Pattern f 9 f 
has just recently 
been issued by 
the Winchester 
Repeating Arms 
company, New 
Haven, Connecti¬ 
cut. 

In this booklet 
the Winchester 
0 o m p a n y lay 
great stress on 
the wadding, 
which is such an 
important factor 
in c o n troll i n g 
the powder ex¬ 
plosion. 

The whole 
subject of shell construction, from crimp to primer, 
including the Winchester wadding system which gives 


what is known as Progressive Combustion to the pow¬ 
der charge, is carefully described in this interesting 
booklet and it is expected that it will greatly aid the 
dealer in increasing his sales of Winchester shells. 



DULUTH AUTO ACCESSORY CABINETS 

The Duluth Show Case Company, Duluth, Minnesota, 
Manufacturers of Sectional Hardware Store Equipment 
and Sectional Garage Equipment, announce the addition 
to their line of five sizes of Auto Accessory or Tool 
Cabinets. 

These Cabinets have found a very ready sale wher¬ 
ever they have been introduced. They are especially 
practical for the storage of carburetors, magneto and 
generator parts. Then too, the cabinets are extremely 
practical for the storage of small tools, that are in fre¬ 
quent use. The drawers in the cabinets are subdivided 
into smaller sections by means of divisions, which are 
furnished with each cabinet. 


I. A. Lee of Corona, Cal., has purchased the in¬ 
terest of John Linfesty, of Linfesty & Co., at High¬ 
land, Cal. Mr. Kunzman will remain a partner in the 
firm, which will be known now as Lee & Kunzman. 


Arthur Ingraham, formerly of the Pitt River Hard¬ 
ware Co., has purchased a half interest in the business 
of Al. Taylor of Alturas, Cal., and the firm will here¬ 
after be known as Taylor & Ingraham. 


The Stapley Hardware Co., Mesa, Arizona, recently 
suffered loss bjr fire of part of their building and 
stock, but this is covered by insurance. They are re¬ 
building and making extensive alterations and im¬ 
provements, which will give them increased facilities. 
Their building will be equipped with large show win¬ 
dows and up-to-date fixtures in every particular. 




A PERFECTION IN SCIENTIFIC GAS HEATING 

THE GLEEWOOD FLOOR FURNACE 

Health—Comfort—Convenience—Economy 

These points win instant favor and continued popu¬ 
larity. 

Stock this new, valuable line. 

Cash in on its large profits. 

Write us for special dealer’s propositions. 

FOSS & JONES, 28 East Union St., Pasadena, Cal. 

“The Heater That Delivers the Heat.” 
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RAZOR STROPS YOU CAN RECOMMEND 

The ‘ Allegretti Mfg. Company, of 
Geneva, New York, are specialists in 
the manufacture of razor strops, a busi¬ 
ness to which they have devoted years 
of effort, their motto being “ Nothing 
less than perfection. ’ ’ 

Aside from the quality of the leather 
that enters into their manufactnre, the 
formula used in the preparation enables 
the Allegretti Mfg. Company to abso¬ 
lutely guarantee every strop which they 
make, Dut they go further back than 
the leather. The ludes are selected from 
which the strops are made. Only cer¬ 
tain portions or the best hides are used. 

The tanning of the leather is done in a 
special manner. 

Every strop bears their name and 
trade-mark and an “Allegretti” is not 
to be compared with such as are made 
by cheap chemical preparations. 

The men connected with this institu¬ 
tion have had years of experience. Their 
strops need no “breaking in or work¬ 
ing/ ’ but are ready for immediate use. 

Imported Irish linen and lisle webs 
are used, and all their leather and web 
strops are climate proof. While their 
gooas excel others, prices will compare 
with those of any other manufacturer 
of first-class goods. 

They have an attractive catalog in 
colors, giving much information about 
razor strops that merchants who sell 
razor strops should have. 

In our issue this month, we are illus¬ 
trating one of the most pop u 1 a r strops they 
make. 

Every man who uses a razor is interested in a good 
strop. The “Allegretti” will satisfy your customers 
in every way. Write them for full details and infor¬ 
mation. 


SURFACE FLOOR SPRING HINGES 

The Lawson Mfg. Co. line of surface floor spring 
hinges are slow acting with a positive holdback feature 
when opened at 90 degrees, which will insure against 
accidental release of the door. 

They are fitted with an invisible top pivot and 
socket made of wrought metal, no mortising required. 
This is economical both in time and money. 

They will be glad to send a copy of their catalog to 
any of our readers upon request. 


The Olson Johnson Company, of Troy, Idaho, re¬ 
cently sold their hardware and general merchandise 
stock to Myklebust Bros., who will contine the business 
in the same location. 

Olson Johnson Co., however, will still continue in 
the implement business at Troy. 


A PROFITABLE AND READY-SELLING 
ARTICLE 

Attention is called to the announcement of Her¬ 
cules Cold Solder, which is a semi • liquid mending 
metal, used without either heat or acid, with which 
they claim that * 1 anybody can mend anything’’ at any 
time. 

It is put up in collapsible tubes for instant and con¬ 
venient use, and can be applied with the moistened 
fingers; no heat or acid is necessary. It hardens 
auickly upon being exposed to the air. It is not af¬ 
fected by water, hot or cold, and it will stand an 
enormous pressure and over fifteen hundred degrees of 
heat. 

This is an article that is adapted for almost every 
purpose in the household, and in these days when it is 
important to conserve every manner of metal and 
utensils, Hercules Cold Solder displayed, and proper 
attention called to it, is sure to prove a ready seller 
among the merchant’s customers. 

These tubes retail for 25 cents each. 

It is particularly adapted for mending holes and 
cracks in such things as utensils of aluminum and tin. 
enamelware, porcelain, articles of brass or copper. It 
can also be used to hold permanently together glass, 
china, earthenware, marble, vitrolite, paper and wood, 
and there is also a market for it in repairing automo¬ 
bile radiators, engines, etc. 

If your jobber cannot supply you, write direct to the 
manufacturers, Frieden Manufacturing Company, San 
Diego, California. 


READY SELLING PACKAGES 

Attention is directed to the announcement 
of the Staybestos Mfg. Company, of Philadel¬ 
phia, Pa., who have a special dealers proposi¬ 
tion, especially for Transmission Lining for 
Fords. 

Put up in packages to retail at $1.00. 

This is a special product made by the man¬ 
ufacturers of the well known S-M-C Asbestos 
Brake Lining, and is in demand by every owner. 

The Staybestos Company will be glad to 
give full information to any of our readers upon 
request. 


J. B. Wellman has sold his stock of hardware at 
Compton, Cal., to a firm at Downey, who have consoli 
dated it with their own. 


The W. B. Smith Hardware Co., Lompoc, Cal., are 
having a new warehouse erected for the use of their 
implement and machinery department. 


The Marshall-Newell Supply Co., San Francisco. 
Cal., recently moved to new quarters, at the corner of 
Spear and Mission streets, to give them facilities for 
carrying an increased stock. 



SHELBY UNIVERSAL CASEMENT WINDOW ADJUSTER 



The Shelby Spring Hinge Co., 
Shelby, Ohio, recently added to their 
extensive line of builders’ hardware 
specialties the Shelby Universal 
Casement Window Adjuster. This 

_ adjuster is reversible for right or 

left hand sash opening in or out, and will hold the window positively locked in any position. It also can be 
used as a friction stay. It is a very attractive and practical piece of hardware, finished to match various 
hardware finishes. 

The company states they are ready to quote prices and make shipments. 
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THE NEW WINCHESTER ..22 CALIBER 
• REPEATING RIFLE. 

Winchester Repeating Arms Co., of New Haven. 
Conn., have recently placed on the market a new .22 
caliber rifle, known as model “06 Expert/' for .22 
short, .22 long and .22 long rifle cartridges. 

The rifle has the same action, barrel and magazine 
as the famous .06 .22 caliber Winchester. 

The features of this new model are the special fore¬ 
arm and pistol grip stock. Three styles are being made. 
Regular blued finish standard rifle as shown in the il¬ 
lustration; nickel trimmed receiver, guard and bolt; 
and full nickel on all metal parts. 


LUBRICANTS FOR MOTOR-DRIVEN 
TRUCKS. 

One of the greatest drawbacks to chain-drive motor 
trucks has been the trouble experienced from grit and 
dirt collecting on the chain and sprocket. It is of 
prime importance in cleaning and applying new lubri¬ 
cant to the chain that all parts of it be reached, in¬ 
cluding the pins. The Joseph Dixon Crucible Com¬ 
pany has put on the market a Graphite Motor Chain 
Compound especially for this purpose. After the chain 
has been thoroughly cleansed with gasoline or kero¬ 
sene, it boiled for twenty minutes in the compound, 
giving ample time for the lubricant to penetrate to 
the pins. The chain is then dipped in cold water to 
set the lubricant. 

The preparation contains Dixon’s Motor Graphite 
which provides a friction-reducing compound for every 
part of the chain. It has been found that chains so 
treated not only reduce the waste of power to a 
minimum, but last two or three times as long as 
usual. 


The Sohn Hardware Co., Mabton, Wash., report a 
splendid demand for implements and farm machinery 
tnis season. 


BUFFALO FORGE LINE 

The Buffalo Forge Co., Buffalo, New York, have 
issued section catalog No. 108, showing their line of 
stationary forges. 

This booklet consists of 32 pages, and gives de¬ 
tailed information of the Buffalo line. 

There is no manufacturer whose products stand 
higher with the trade and whose methods of co-opera¬ 
tion, distribution and sale meet with greater approval 
than that of the Buffalo Forge Co. 

It is their proud boast that their products are not 
sold through catalog or mail order houses, and their 
methods of co-operation make the line a most desirable 
one to handle. 

In the Far West they maintain their own personal 
representative, Mr. Harold English, whose knowledge 
of trade conditions and whose splendid personality has 
been a considerable factor in the building up of their 
large trade throughout the West and on the Pacific 
Coast, where Mr. English is known from one end to 
the other. 

No one stands higher with the trade than he, and 
no one will go to any greater length to serve their cus¬ 
tomers and co-operate with them in every possible way. 


O. H. Tetzlaff hardware store, at Blythe, Cal., have 
been increasing their stock, and report business good. 
They view the outlook most optimistically. 


The Hartley Hardware Co., Mountain View, Cal., 
have been entirely renovated since their fire some 
months ago. Mr. Hartley is to be congratulated on 
having a new and more attractive store than formerly. 
He reports a splendid business outlook. 


The Arizona Saddlery Co... Prescott, Arizona, have 
filed articles of incorporation. They also conduct a 
business at Gillette, Wyoming. They expect to do a 
general mercantile business, handling hardware and 
household furnishing, sporting goods, and automobile 
accessories. 


The Superior Spring Hinge Co., 136 
W. Lake St., Chicago, Ill., has just 
introduced the Superior Casement 
Adjuster, designed for windows that 
open out, operating without disturb¬ 
ing the screen. 

The Adjuster is most convenient 
to operate because all that is re¬ 
quired to unlock and move the win¬ 
dow is to simply move the handle; 
when the handle is let go the win¬ 
dow is locked automatically. 

The Superior is considered one of 
the strongest adjusters made, because 
it locks on the rod fastened to the 
wdndow, and thus combines the 
strength of two rods. 

It holds the window firmly at any 
angle and does not allow the window 
to rattle. It is packed with screws 
to match and one steel handle eight 
inches long in dull brass finish. 

Made in one size, in brass or iron 
metal. 

Special finishes made to order. 



Illustrated literature and prices will be mailed to dealers upon request. 
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LARGE GOVERNMENT ORDER FOR STEEL 
WOOL. 

The American Steel Wool Company, of New York, 
N. Y., recently received an order from the War De¬ 
partment of the Government for almost forty pounds 
of steel wool to be forwarded to France, and used by 
our soldiers for cleaning their kits, pots, pans and other 
utensils. 

This recognition on the part of the Government 
of the usefulness of steel wool is one of the best 
tributes that could be paid to its utility and efficiency 
as a cleaner of aluminum ware, and similar articles. 

It is a product that when once demonstrated and 
shown, it is sure to make sales and if merchants will 
give a little attention to this, they will be sure to find 
it in ready demand. 


SHELTON TACK COMPANY CATALOG 

The Shelton Tack Co., Shelton, Conn., has issued a 
new catalog covering their line of tacks, small nails, 
double pointed tacks, staples, glazier points, cobblers’ 
nails, shoe nails, etc. 

This catalog is well illustrated, and £ives an excel¬ 
lent description covering this extensive line. The cata¬ 
log gives the new list of November 7, 1917, convenient¬ 
ly arranged in detail, showing figures applying to each 
of the many sizes and kinds, and the various styles of 
packing. This catalog is being mailed to the hardware 
trade, and copies may be had on application. 

It is a catalog that is worthy of a place on the desk 
of the catalog cabinet of every jobber and dealer. 


POPULAR WITH ALL 

Williamson Manufacturing Company, Sheffield, Ill., 
manufacturers of healing powder, gall cure and similar 
products, tell us their products are sold by the leading 
hardware jobbers throughout the country, from one 
end to the other. They urge dealers to order their 
stock from their jobber, pay for it when sold, and the 
consumer is satisfied. They guarantee every box to 
cure in three applications, or refund the money. They 
will be glad to give further information to any of our 
readers upon request. 

Among the jobbers handling their products, are the 
following: Shapleigh Hardware Company, St. Louis; 
Townley Metal & Hardware Co., Kansas City; Hib¬ 
bard, Spencer, Bartlett & Co., Chicago; Sterges Broth¬ 
ers Hardware Co., Sioux City, Iowa; Larson Hardware 
Company, Sioux Falls, South Dakota; Haynes Hard¬ 
ware Co., Emporia, Kansas; Blish, Mize & Silliman 
Hardware Co., Atchison, Kansas; Marshall Wells Hard¬ 
ware Co., Duluth, Minn.; Dodson, Fisher Brookmann 
Co., Minneapolis, Minn.; Oklahoma City Hardware Co., 
Oklahoma City, Okla.; Marshall Wells Hardware Co., 
Portland, Ore., and Henkle & Joyce Hardware Co., Lin¬ 
coln, Nebraska. 


Edward H. Barry, Jr., has purchased an interest in 
the Gonzales Hardware & Grocery Co., Gonzales, Cal., 
with whom he has been identified recently. 


W. B. Bibby, hardware merchant at Los Banos, Cal., 
reports a very satisfactory season’s trade 


SELLING PUMPS TH ROUGH THE WINDOW. 

The New Noiseless Goulds * ‘HI-Speed ’ 9 Offers Great Opportunity for Attractive Display. 



plete outfit with a set of extra parts, you can build him 
up just the outfit he wants. Every buyer will be a 
booster and you should be able to sell quite a number 
of outfits this spring. 

Now a word about installing the exhibit. Attach 
a suction pipe to the pump so as to draw water from 
a barrel in the basement. Discharge the water into 
a funnel so connected that the water will return to the 
same barrel. It is so easy and simple to display this 
new pump that almost no directions are needed. Better 
get your window display under way. It makes a busi¬ 
ness-getting exhibit. The window exhibit shown above 
is worthy of imitation. 


Did you ever notice how window 
displays reflect the character and 
quality of a business? A well-ar¬ 
ranged attention-getting window dis¬ 
play announces a progressive busi¬ 
ness. Often it is the dealers’ best 
salesman. A good window display 
drives home a single idea instead of 
scattering the attention over haif a 
dozen or more lines. 


The New Goulds “Hi-Speed” 

Pumping Outfit offers abundant ma¬ 
terial for such a show window. It is 
the first and only noiseless pump for 
the home water supply system. These 
plants are now almost a necessity on 
the modern farm and in village 
homes where there is no public water 
supply. 

An exhibit in full operation al¬ 
ways commands attention and many 
of the on-lookers will become quickly 
interested in a pump that runs so 
quietly that they can hear only the 
pleasant purr of the motor. 

Once you have a man’s interest, it 
is an easy matter to point out other 
unique and desirable features of the 
“Hi-Speed.” Call his attention to the unusual speed 
—500 r. p. m. Show him how the automatic ring-oilers 
keep the shaft constantly lubricated. Explain how the 
elimination of gears not only makes the pump noiseless 
but reduces the number of parts. Fewer parts mean 
longer life and, in this case, an exceptionally low 
price. 

Picture to him the advantages of this silent pump. 
Tell him how it will pump against a total elevation of 
100 feet or a pressure of 43 lbs. Explain how it is 
adapted to either an open tank or pressure system. 

Next lead him to indicate his choice among the 13 
liffcrent combinations. If you have ordered one com- 
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BIG BELTING ORDER PLACED 

Possibly the largest order for Bubber Belting ever 
placed in the Northwest was placed last month with 
the Goodyear Bubber Company, 61-67 Fourth Street, 
Portland, Oregon. 

This order covered all conveyor and elevator belting 
for the new million bushel elevator, being built by the 
Commission of Public Docks, at Portland, Oregon, and 
was for more than three miles of belting in various 
widths from 14 to 36 inches, nearly two miles of which 
was 36 inches wide; the total value being nearly 
$45,000.00. 

This order was secured in competition with all of the 
principal manufacturers of rubber belting in the United 
States, and tests of samples submitted showed not only 
a very high grade product, but that their prices were 
lower than all other bids, considering quality. 

In addition to the above order, they have also se¬ 
cured contract for belting for the Port of Astoria ele¬ 
vator and a number of contracts for smaller elevators 
being constructed throughout the Northwest, besides an 
enormous amount of business from lumber mills, where 
the highest quality of belting is needed to produce the 
results desired by the Government. 

The Goodyear Bubber Company is one of the oldest 
rubber manufacturers in the United States, and have 
always maintained a high standard of quality in their 
products. 


FLY TRAP BUSINESS FOR THE ASKING. 

Merchants frequently overlook the possibilities of 
fly traps among such houses as restaurants, butcher 
shops and hotels. Merchants who go out after this 
business and show their fly traps right on the premises 
seldom fail to make sales, at least, that is the ex¬ 
perience of A. B. Avis, whose Avis Sanitary Fly 
Traps, have made a big reputation for themselves 
every where they have been sold. 

Mr. Avis is a western manufacturer, whose traps 
are now stocked by many of the leading hardware 
jobbers. 


THIS HEATER WILL BE IN DEMAND 

And you should 
be in position to 
answer inquiries 
and supply orders. 

The Gleewood 
Floor Furnace has 
been on the mar¬ 
ket for years, and, 
with the conserva¬ 
tion of coal that is 
necessary, gas 
heaters will be in 
larger demand 
than ever. 

Fos8 & Jones, 
the manufactur¬ 
ers, 28 East Union 
street, Pasadena, Cal., are in position to thoroughly 
satisfy everyone who wants information as to a 
heater that will prove not only economical and satis¬ 
factory, but will be most desirable for merchants to 
handle. 

Write them for further information. 


The Layton Implement Co., Blythe, Cal., have incor¬ 
porated their implement business. They do a general 
business in hardware and implements; also house fur¬ 
nishings, automobile accessories, etc. The firm was 
formerly known as Layton & Yonkers. 


B. E. Callahan has taken charge of the Alhambra 
Hardware Co., Alhambra, Cal., and will close out the 
stock. 


VARIED USES FOR STEEL WOOL. 

There is a wide and promising field for the 
utilization of Steel Wool, especially by house¬ 
keepers and manufacturers, although many of 
the latter have used it increasingly for a score 
of years. 

The American Steel Wool Manufacturing 
Company, Inc., 451-53 Greenwich St., New 
York, which has long produced Steel Wool and 
Steel Shavings, has undertaken a campaign to 
further enlighten merchants and individual 
users regarding the innumerable helpful ways 
in which it can readily be employed. 

Steel Wool is good merchantable stock and 
can be made profitable whenever intelligently 
handled, especially in stores marketing hard¬ 
ware, sporting goods, automobile accessories, 
house furnishings and kitchen utensils, depart¬ 
ment stores and other retail establishments. 

Gloves are not necessary when working with 
it as the long fibers of tempered steel are 
shredded to a silky texture which quickly re¬ 
moves dust and dirt. 

It may be profitably used for cleaning, scour¬ 
ing and polishing aluminum, steel, iron and 
enameled kitchen utensils, cutlery, tile, marble, 
parquet, and other hardwood floors, sinks, 
stoves, bath tubs, basins, and fixtures, some 
kinds of bric-a-brac, and other articles about 
the house, farm, dairy and shop. 

It will quickly remove dirt, mud and rust 
from agricultural implements, golf clubs, guns, 
automobiles, bicycles, motorcycles, and other 
types of vehicles. It is also serviceable in re¬ 
moving old paint, varnish, japan, shellac, for 
rubbing down a first coat of paint or varnish, 
en surfaces in general. 

There are six grades of fineness ranging from 
00, 0, 1, 2, 3 and 4. It is sold in 1-pound pack- 
and for rounding off or smoothing down wood- 
ages with 50 or 100 to the bale; or, in the house¬ 
hold size, half gross to a container. 

For household use, which consumers should 
have brought to their attention and explained 
intelligently, the company has prepared a new 
package for retailing east of the Mississippi 
river at 10 cents each, the packages measure 
2%x2%x7 in. There is also available selling 
helps including circulars, with counter and cut¬ 
out signs, for gratuitous distribution, to be had 
for the asking. 

The United States Government, we are told, 
has placed a good order with the company for 
Steel Wool to be used by our troops in France, 
with which to clean and keep sanitary their 
kits, pots, pans, etc. 


America may well feel proud of her business 
men in the part they are performing in the 
war. 
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CLASS IN RAPID BRIDGE CONSTRUCTION 

OPPORTUNITY AWAITS AND DUTY CALLS 

MECHANICS AND MACHINISTS 

NEEDED FOR SERVICE IN FRANCE 

y^HE FIRST REPLACEMENT REGIMENT OF ENGINEERS appeals to patriotic 
/ Americans who are skilled in photography, automobile repairing, carpentry, blacksmith- 
ing and horseshoeing, surveying, masonry, drafting, lithography (for map reproducing), 
and in electric light and power installation to enlist in the Engineer branch of the array—that 
branch which ranks among the highest in our military service. 

The Engineer units of our array are composed of the men who can do things , the men 
who can be trained to be equal to any and every emergency, the men who recognise that lima, 
not expense, is the vital factor in modern warfare. 

The First Replacement Regiment needs your services if you are experienced in any of 
the machinist-mechanic branches, if you are in sound physical condition, and if you are between 
the ages of 18 to 21 and 81 to 40. 



Apply Your Skilled Hand 
Apply Your Active Brain 
Apply Your Ingenuity and 


Help Your Country 
By Doing the Thing You Are 
Best Fitted To Do. 



The true patriot serves his country best when he is enabled to utilize his peace-time 
knowledge and experience to the best advantage. By enlisting with the First Replacement 
Regiment of Engineers you will find your particular niche in the service of your country, doing 
the things you know how to do, and gaining new experience which will be of value in your 
trade or vocation after the war. 

THE OPPORTUNITIES FOR ADVANCEMENT ARE GREAT AND THE PAY EXCELLENT 

Full information furnished by the 

COMMANDING OFFICER 
First Replacement Regiment of Engineers 
Washington Barracks, D. C. 
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Business Opportunities 


FOB SALE. 

Clean stock of general sheep and builders’ hard¬ 
ware in live Eastern Illinois city. Well equipped tin 
shop. 

Address “Hardware,” care Hardware World. 


POSITION WANTED. 

Experienced plumber^ steamfitter and sheet metal 
worker wants steady position. With hardware company 
preferred. Can figure or estimate all work. Tyrrell the 
Plumber, Devils Lake, N. D. 


WANTED 

Distributor for highest grade mechanics’ tool chest. 
Advise lines handled, territory covered, class of dealers 
reached and commission wanted. Prefer established 
manufacturer’s representative traveling several men. 
Address Union Tool Chest Works, Bochester, N. Y. 


FOB SALE. 

Hardware store, with plumbing shop, in one of the 
best grain and fruit growing sections in California. 

Old established business. Only $5,000.00 cash capital 
required, and satisfactory terms for balance. 

Address, B. P. Burr, P. O. Box 596, Sacramento, Cal. 


FOB SALE. 

Good paying hardware business in the best city in 
Idaho, doing a good business. 10-year lease, brick 
building 140x30 feet, with large basement. A-l loca¬ 
tion. Stock and fixtures about $40,000.00. Beason for 
selling, owner wants to retire from business. Address 
C. P. I., care Hardware World. 


GOOD, SELLABLE HABDWABE MAN WANTED 

We want a good reliable hardware man, capable of 
taking charge of the buying as well as the selling end. 
We should like him to have some knowledge of imple¬ 
ments. Salary $125 per month. Give full particulars, 
such information as you would want were the position 
reversed. Address G. F. Company, care Hardware 
World. 


HABDWABE SALESMAN WANTED. 

Must have not less than five years ’ experience, and 
must be competent stockkeeper. 

This store carries a $50,000 stock of hardware and 
implements in a thriving Southern Idaho town. 

A good opportunity for a hustler who is willing to 
work for advancement. 

Address M. H. Company, care Hardware World. 


FOB SALE. 

Clean, well balanced stock of hardware and imple¬ 
ments in Idaho town. Center of sheep and mining 
country. Bichest county in state and growing rapidly. 
Will invoice about $17,000 and $60,000 business last 
year. Good reasons for selling and terms to right per¬ 
son. Unusual opportunity. No agents. “S. I.,” care 
Hardware World. 


AN A1 OPPOBTUNITY. 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock will invoice about $8000. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell A Son, Colusa, California. 


FOB BALE. 

A good paying hardware business, will sell at in¬ 
voice price, which will be about $12,000. Beason for 
selling, want to retire from business. Seasonable rent, 
•or will sell building. S. F. W., care Hardware World. 


POSITION WANTED. 

By experienced hardware man with a progressive 
and growing firm. Have had eight years jobbing and 
retail experience. Now employed. Exempt from mili¬ 
tary duty. First-class references. Prefer being located 
in intermountain region or Northwest. Address “E. 
C.,” care Hardware World. 


MANAGES BETATL HABDWABE 8TOBE WANTED. 

We want a live, up-to-date, thoroughly capable man¬ 
ager for a retail hardware store in a city of 250,000 
people. 

Daily cash sales will average over $500.00. Man 
must be thoroughly competent, and experienced. 

Give full particulars, age, experience, references, 
salary wanted, personal habits; in other words, such 
information as you would want were the position re¬ 
versed. 

Applications treated Confidential. 

Address “BBTAIL,” care HABDWABE WOBLD. 


FOB SALE. 

Hardware and implements, located fifty miles from 
San Francisco, in a live little city, being a county seat, 
with rich farming country and many substantial fac¬ 
tories that have a steady payroll all year. 

Sales last year $75,000, and expect to do better this 
year. 

Business is largely cash and back accounts are short 
terms. 

A modern store, clean, up-to-date stock. It takes 
from $16,000 to $20,000 to handle the business. A paying 
business that will stand inspection. 

Will give part terms. 

Above in a good, desirable town and a fine climate. 

J. X., care Hardware World. 


FOB SALE. 

Stock of Hardware, Implements, Furniture and Har¬ 
ness. Stock invoiced January 10, 1918, $7,535.30. Fix¬ 
tures $500.00. Building 24x84, two stories and imple¬ 
ment building 24x60, $2,750.00, in good condition. Also 
residence on tract 100x150, set in shrubs and trees, 
$1,750.00. 

I have contract with Fairbanks Morse, International, 
John Deere, and Parlin & Orendorff. 

Cash sales last year, $30,000.00. 200,000 bushels of 
wheat marketed here last year. Gravel surfaced road 
leading out of town in two directions and contract let 
for three miles in third direction. 

I will sell for present wholesale price, less freight 
to Wheeler. 

Business is good, and has been good. I started in 
business here January 10, 1914, with $1,600.00 

I have other business that demands my attention, 
and if I sell, must be before June 10, 1918. 

EDGAB DBY, Wheeler, Washington. 


Pierce-Field Hardware Co., at 751 Fifth St., San 
Diego, Cal., of which G. H. Hawley is president, re¬ 
port a good business in all lines of hardware and house 
furnishings. 


L. C. Gray has closed up his hardware and imple¬ 
ment business at Gadsden, Arizona, and will center all 
his business activities at Somerton, Arizona, for the 
present. He reports a good outlook. 
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Making Business, Not Taking It 

(By Hairy Gale Nye) 


I F THERE is one word 
more than another that 
has been overworked 
like an annual pass it is that 
grand old expression, “com¬ 
petition.” We are always 
being told how to meet it, 
and beat it, and eat it alive. 
It is blamed for most of our 
troubles, and given credit 
for most of our success. 
We are always saying that 
it is “the life of trade,” but we mean the 
other fellow’s trade, not ours. We believe that 
competition is a grand, good thing, but we 
don’t want any of it ourselves. Personally we 
would prefer not to have a competitor within 
a mile of distance or a dollar of price. 

But, since none of us can have a monopoly 
of our business or some other business in our 
neighborhood or town or territory, the next 
thing we are taught is the necessity of “meet¬ 
ing” it. We are told of advertising, for one 
thing, and for why? To get the trade that 
would otherwise go to the other fellow’s shop. 
We are told by some to figure close—to meet 
that same old bogey man of “competition.” 
Whenever that little word “competition” 
sneaks into a man’s mind he quite thinking 
about his own business and begins to think about 
the other man’s. 

Making Our Own Business. 

Now, it seems to me it is about time for us 
to quit thinking about ways to win trade away 
from the other fellow’s establishment and begin 
to think about ways to win it to our own. If I 
am going to lay out a path to my factory door I 
am not going to start at the door of the 
other fellow. I am going out in the open market 
where the trade is, or where it can be made to 
be, and lay a road to my door without thinking 
much of his. 

In other words, I think it is about time we 
quit thinking about taking trade and began 


thinking about making it. Did you ever notice 
when a hen finds a worm how the whole flock 
will beat it over to that particular spot and 
begin to scratch away as if that were the only 
place a worm could possibly be found? There 
are a lot of us merchants who are like a chicken 
in that regard. We are always neglecting our 
own yard to run over and scratch in some other 
fellow’s. There may be just as fat worms in our 
own as were ever uncovered, if we would just 
dig a little. But instead we run around like a 
rooster, and develop our legs a good deal more 
by running than we ever do our toes by digging. 

To my mind, the purpose of advertising isn’t 
to get into the other fellow’s yard, but to de¬ 
velop our own. The business of advertising is 
to create desire, to make jobs, not merely to 
take them. The fellow who goes after business 
only after the desire has created itself is living 
on wild turnips, when he could be feeding on 
lettuce and sweet com by doing a little seeding 
and planting and cultivating in his own back 
yard. 

It would be a blamed sight better if we 
would think of our customers instead of our 
competitor’s. The kind of advertising that says, 
“If you are thinking of putting in a bathroom, 
we would be glad to furnish an estimate,” may 
get some business; but the advertising that will 
get more, and get it without having to run the 
gauntlet of a lot of competitive figuring, is the 
kind that gets the customer to thinking of put¬ 
ting in a bathroom or building a house when 
he isn’t thinking of it at all. 

It’s a safe bet, if you investigated you would 
find that the fellow who yells the hardest about 
competition has one competitor that he isn’t 
doing a thing to meet—his own inertia. He is 
always looking for things that are already up, 
instead of planting seed. Then when a plumb¬ 
ing job shows itself above the ground and some 
competitor grabs it off, he hollers bloody mur¬ 
der. There are plenty of fellows who know 
nothing about the needs of their community 
until those needs are expressed in the form of 
an actual inquiry. They did nothing to ascer- 
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Amid the strenuous 
activities now-a-days 
in the industrial 
world, we have been 
particular t o avoid 
any falling off in the 
Service rendered our patrons. In fact 
we place “Service’’ as an important 
issue. 

Plumbing and Heating Engineers 
Pipe Fitting Supplies 
Valves 


M. L. KLINE 

30 Yearn Wholesaling Plumbing and Heating 
Supplies 

84,86,87,89 FRONT ST., PORTLAND, ORB. 


“I’M NYE THE DIE MAN” 


NYE 

COMBINATION CHAIN VISE 

A time-saving, dependable Tool for outside 
service. 

Easily and instantly attached to Post or Tree, with firm 
grip without tools, nails or screws. 

Made the Nye Way — THE BEST 
Sold the Nye Way — FREE TRIAL 

May be used as a bench vise 

Hook and chain of best forged 
steel, 38 inches long. 

THE NYE TOOL ft MACHINE WORKS 

For Outside Service on Post or Tree 108-128 N. JEFFERSON STREET CHICAGO 





Garden Hose Valves 

-— O F- 

Recognized Quality 

Which command repeat ordera for yon. 



Sizes %" to 2%" inclusive. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street San Francisco. 
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tain the need and create the desire, but they 
feel hurt if they do not reap the harvest. 

Of course, these fellows are exceptions, per¬ 
haps. But if I had any advice to hand out—but 
I need advice myself so much that I haven't very 
much to spare—it would be to make business 
instead of take it, to try to meet the trade 
instead of the price, to scratch around a litttle 
in my own yard and plant a little in my own 
garden, and let competition take care of itself 
while I took care of my community. 


HIGH WAGES. 

It is not enough to pay high wages. If all 
the workers in this country had their wages 
doubled, this could not help them unless at 
the same time their output is increased. If we 
raise wages without raising output, what is 
the result! The prices go up, and the worker 
gets no benefit from the high wages. Workers 
are finding this out at the present time. 

What does it matter to a worker if he gets 
twice as much money in his pay envelope, if 
he finds that he has to pay twice as much 
for everything at the grocer's shop? 

So, the only way to benefit workers is by in¬ 
creasing the output. This keeps prices down. 
There can be no improvement, either for work¬ 
ers or employers, without increasing the out¬ 
put. No matter which way we look we can¬ 
not get away from the question of increased 
efficiency. 


FOR THEE, DEAR LAND. 

(By Dorothy Pyfe) 

For thee, dear Land 
Thy sons firm stand 
In valor, strength and trust 
To guide thee right 
Throughout the fight; 

Thy glorious cause is just! 

Midst crashing cannons’ roar, 
Midst murderous flame and gore, 
They're steadfast as before, 
Sustained by power divine. 

May victory then 
Be with thy men, 

The glory thine! 

For thee, dear Land, 

Thy sons firm stand 
Unswerving, faithful strong, 

To keep for thee 
Thy liberty 

With power to right the wrong. 
When bitter strife is o'er, 
Content from shore to shore 
They're steadfast as before, 
Upheld by power divine. 

For thee no stain, 

True Peace the gain 
Be thine, be thine! 


SELFISH, GREEDY COMPETITION. 

A speaker at the recent convention, among 
other things, said: “Your worst competitor is 
your most ignorant competitor; the man you do 
not know is the man that fixes your price. Oh, 
my friends, if we could only get away from the 
old fashioned idea that originated when two 
cobblers in a given village made shoes for that 
community, and if you went to one of them you 
could never go to the other, because you would 
gain the eternal hatred of the man that you left. 
Jealousy! Trade rivalry! Wicked cut-throat 
methods, such as prevailed when two or three 
carpenters did all the mill work of a village, 
when there were no mills, when two or throe 
cobblers made all the shoes when there were no 
shoe factories. But those times are in the past, 
men; we cannot live under that sort of thing 
now, and the fellow who is today selfishly nurs¬ 
ing the idea that he will let these other fellows 
go to all the trouble and then put his own nose 
in the trough, and swill himself with your effort 
is so selfish, so greedy, so unworthy, that he 
cannot make a success of life, even if he does 
make money." 


Clayton Plumbing & Heating Co, have filed articles 
of incorporation at Clayton, New Mexico. They do a 
general plumbing business. 


D. B. Robertson, of Silver City, New Mexico, re¬ 
cently moved his tin shop and plumbing business to a 
new location, to give him increased facilities. 


Beynon & Hedman, previously connected with the 
H. L. Villinger and the Turlock Hardware Co., Tur¬ 
lock, Cal., have opened a plumbing business to be 
known as the Turlock Plumbing Co. They have taken 
over the plumbing department of the Turlock Hard¬ 
ware Co. 


An ordinance prohibiting the installation of 
gas water heaters in bathrooms has been intro¬ 
duced in Los Angeles city council by Council¬ 
man Reeves of the committee on health and sani¬ 
tation. Removal of such heaters already in¬ 
stalled in bathrooms is also required by the 
ordinance. As drawn, the ordinance would have 
required the removal of such heaters as soon as 
the ordinance, if passed, took effect, which 
would have given only thirty days from the 
passage of the ordinance. As some of the mem¬ 
bers believed a longer time should be allowed 
for the removal of heaters, the ordinance was 
referred back to the committee for revision. A 
period of ninety days will probably be allowed 
to make the required changes. If the ordinance 
is passed gas water heaters may be installed in 
basements or other parts of buildings and hot 
water may be piped to bathrooms. 


Some men imagine they are decent because 
they shave and wear a clean collar every day. 
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Eliminate those embarrassing sounds 



of rushing and 
gurgling water 
by hauing ue> 
install 



SILENT 
CLOSfT 

m vovir homp 


YOUR NAME HERE 


If you advertise in the 
movies, you’ll surely 
want to receive our set 
of four beautiful hand 
colored slides. We'll 
imprint them with your 
name and forward 
them free of charge. 
Write for a set—they’ll 
sell plumbing fixtures 
for you. 


Main Offices 

67 New Montgomery Street 
Sen Francisco 


PACIFIC 

PLUMBING FIXTURES 


FOR SALB BY ALL JOBBBRS 



Factories 

Richmond 

California 




GAS or OIL or 

WATER or STEAM 

is absolutely safe where 

Rhode Island >§§ 

UNIONS are in use 

The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS CO„ Hillsgrove, Rhode Island 
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VISTA HOUSE, CROWN POINT, COLUMBIA HIGHWAY 


W E ARE TOLD that in Oregon’s early 
pioneer days, when that hardy race of 
white men began to populate the North 
Pacific Coast, the most difficult part of the 
long, transcontinental trail lay in some forty 
miles of travel through the Cascade Range. Im¬ 
passable as were these mountains to the wagon 
trains of the times, it became necessary that 
the early settlers cross the range by the one 
possible route afforded by the Columbia 
River, writes Dick Cochran, of Crane Co., in 
the Valve World. 

There are a few records handed down, 
mostly in the shape of diaries, telling of the 
hardships encountered by these forerunners of 
civilization, when having reached the end of 
possible land travel they were forced to con¬ 
struct rafts and float down through the great 
rapids of Celilo and Cascades. Frequent port¬ 
ages were necessary over huge boulders and 
through dense underbrush. Usually short of 
provisions when nearing the end of their pil¬ 
grimage, sometimes half starved, with insuffi¬ 
cient clothing to stand the chill of the early 
winter rains and treacherous and thieving In¬ 
dian tribes a constant menace to contend with, 
it was indeed a hardy crowd that stood the test 
and lived to found this wonderful West Coast 
territory. 

It is peculiar that in these records of desti¬ 
tution and misery any thought of beauty could 
find a place, but in all of them, without excep¬ 
tion, one reads passages descriptive of the rug¬ 
ged grandeur of the Columbia Gorge. The fol¬ 
lowing is quoted from the notes of an early mis¬ 
sionary : 

“ There is a feeling of grandeur connected 
with the mountains and forests and the great 


continental river of this country that belongs 
to nothing in the land of gold. The Columbia 
is most imposing in its lower course, a great, 
broad, massive stream. Its scenery has a 
breadth and a wild power every way worthy of 
it. It will bear cultivation admirably; also and 
some time, a thousand years hence, the beauty 
of its highly finished shores will be exquisite.” 

This writer was probably correct, a thou¬ 
sand years hence it will be exquisite, but never 
more so than the day he saw it nor than today, 
for it is the beauty of nature which will never 
change, or, changing, will never diminish. 

The mode of travel, however, has changed 
considerably. Instead of the log raft and 
canoe of former times the tourist now bowls 
along near the river’s edge in a Pullman or 
higher up views these astonishing scenes in 
six-cylindered comfort while speeding over the 
hard surface paving of the Columbia River 
Highway. 

In 1910 the first work was done toward 
building a highway through the Columbia 
Gorge. There was already a wagon road run¬ 
ning part of the way, but this was narrow and 
crooked and the grades very steep. The first 
survey was made, but the report was discour¬ 
aging, for it claimed as impracticable a road 
through certain stretches even allowing for a 
maximum grade of 12 per cent. A number of 
public spirited citizens, automobile enthusiasts 
for the most part, continued, however, to agi¬ 
tate the matter, and in 1913 the County Com¬ 
missioners of Multnomah County appointed S. 
C. Lancaster, a road expert and engineer, 
again to make a survey and undertake the su¬ 
pervision of the highway. 

After careful study of the matter it was de- 


Digitized by 


Google 









Automobile Screw Plate 


Sell G. T. D. 
Leather Roll 
Automobile 
Screw Plates 


to the Automobile Owner, Chauffeur and Repairman. Curtail 
ment of automobile production means harder usage for older 
ears, consequently more repair work and more sales of automo¬ 
bile tools. 

G. T. D. Leather Roll Screw Plates make an exceptionally 
strong appeal to the auto man. They are light in weight (No. 
1475 shown here weighs but 3 pounds), and compact, and cut 
S. A. E. Standard threads in all of the most common sizes. 

Are you getting your share of the profits? 

Letter get in touch with us early. 


GREENFIELD TAP AND DIE CORPORATION 

Greenfield, Massachusetts, U. S. A. 

New York, 28 Warren St. Chicago, 13 South Clinton St. 
Canadian Plant, Wells Brothers Company of Canada Limited 

Galt, Ontario 
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VIEW FROM VISTA HOUSE 


cided that the best modern practice should be 
followed in building a road suited to the times, 
the traffic and the place. Such a road to have 
a minimum width of twenty-four feet with 
extra width at all curves, no radius less than 
one hundred feet and a maximum grade of 5 
per cent. 

It is needless to go into detail as to the dif¬ 
ficulties met and overcome; the illustrations 
will show some of the obstacles to be encoun¬ 
tered and how disposed of and today one may 
be transported by automobile from Portland's 
busy streets and in a half hour be winding up 
through wooded hills into this fairy land of 
waterfalls, bluffs, and rocks, softened through¬ 
out by tall fir trees and the dense vegetation of 
the primeval forest. 

General Goethals, having taken this trip, 
said: “The Columbia River Highway is a 
splendid job of engineering and is absolutely 
without equal in America for scenic interest." 

The average individual is wont to forget the 
Highway as an engineering feat. The builders, 
undertaking to construct it to suit its location, 
have so sunken its individuality into its sur¬ 
roundings, so blended it to the general scheme 
that it seems almost a part of nature's handi¬ 
work along with the rocks and trees. Here it 
crosses a concrete bridge, darts through a tun¬ 
nel in solid rock, drops down a gentle slope and 
gracefully rounds a high, perpendicular cliff, on 
again in ever varying repetition of these phases 
until one unconsciously begins to feel the high¬ 
way as a product of a petulant imagination 
rather than carefully worked out grades and 
curves. And thus for sixty miles it challenges 
description. A few names are suggestive of the 
variety of its charms. We pass Multnomah, 
Latourell, Bridal Veil, Coopey, Horsetail, all 
falls plunging down over cliffs from two hun¬ 


dred and fifty to a thousand feet in height, 
Shepherd’s Dell, Oneonta Gorge, St. Peter's 
Dome, Beacon Rock, Bridge of the Gods, Table 
Mountain, Mitchell's Point with its tunnel of 
three hundred and ninety feet cut through one 
solid rick, and the never-to-be-forgotten Crown 
Point. 

At this place the highway circles the top 
of a huge rock with a sheer drop of seven hun- 
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OM SUPPLIES 


Dependable Tanks 


If you desire the best, choose our 

“Copper Brazed” Construction 

Positively hold sir without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special 'Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SGA1FE AMD BOMB CO. 

Pittsburgh, Pa. 

Factory, Oakmaut, Pa. 


irs THE QUALITY 


WAYS RELI¬ 
ABLE” torch¬ 
es and fur¬ 
naces which 
makes m e - 
chanics buy 
them. They 
know from 
past experi- 


there are no 
equals when 
quality, work¬ 
manship and 
results are 
concerned. 


Otto Bemz, Newark, N. I. 


PATENTED 

No. 57 1-Quart No. 58 1-Pint 

Cannot go wrong because each article 
before shipment is made, therefore, 

(its periiet results. 

Place a trial order with 
today. If your jobber does 
goods, write us. 


If you have 
never used 
this make, a 
trial is sure 
to con vince 
you of its su¬ 
periority over 
all other 
makes. You 
is carefully tested 
is guaranteed to 

your jobber 
not stock our 


favorite Oval ITlirror 


. v 

I Climax medic me Cabinet 


Only Absolutely Sanitary Line Made 

The LINE that APPEALS at ONCE TO YOUR TRADE, THAT 
MAKES CUSTOMERS FOR YOU AND BRINGS THEM BACK 
AGAIN. DISPLAY THESE GOODS AND SALES WILL FOL¬ 
LOW. Each article covered with a preparation of celluloid called 
PYRALIN, put on in sheet form by our patent process. 

NON-POROUS, GUARANTEED NOT TO CHIP, CRACK OR 
FLAKE. Not AFFECTED BY HEAT OR COLD. Only SOAP and 
WATER NEEDED TO CLEAN IT. A necessity in all high-grade 
bath rooms, hospitals, hotels, public buildings, etc. 

BEWARE OF WORTHLESS IMITATIONS 

C. F. CHURCH MFG. CO. 

HOLYOKE, MASS. 

These goods can be obtained from the LEADING JOBBING 
HOUSES IN THE WEST. INSIST ON THEM. If you cannot 
get them address for information, W. E. Gilchrist, Pacific Coast 
Representative, Monadnock Building, San Francisco, Cal. These 
goods are sold by Holbrook, Merrill & Stetson, Crane Co., A H. 
Busch Co., and all the leading Jobbing supply houses. 


Closet 5eat 
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THROUGH THE SOLID ROOK 


dred and twenty-five feet to a mile wide river 
below. At the outside edge of the circular road¬ 
way is a walk with a concrete rail and elec¬ 
troliers set every fifteen feet. At night these 
lights may be seen from the highway for miles 
in either direction and the view by day from the 
point takes in some forty miles of river with 
the Cascades rolling away to north and south 
topped by the three eternally white snow peaks, 
Adams, St. Helens and Mount Hood. 

Within the circle made by the roadway and 
on the extreme apex of the rock stands the 
Vista House. This structure, formally dedi¬ 
cated to public use on May 5, 1918, is built as 
a pioneer memorial. It has cost fifty thousand 
dollars of the public's money, with additional 
private subscriptions for memorial windows. It 
is throughout of the best possible construction, 
having been designed by Architect Edgar M. 
Lazarus for permanence as well as beauty. 

Beneath the Vista House proper is the com¬ 
fort station contained in an oval room sixty by 
forty feet, which has been blasted out of the 
rock formation. This room has been divided 
into a series of apartments composed of com¬ 
fort stations for men and women, retiring 
rooms, telephone booths and an emergency hos¬ 
pital where first aid can be given in case of acci¬ 
dent on the highway. The interior construction 
is of concrete and steel and the only wood used 
is that which goes to make the doors separating 
the apartments. The floors are of Terrazo and 
the walls lined with a selected and matched 
grade of Alaska marble. Although under¬ 


ground, the rooms are well lighted by means of 
prism lights from above. Perfect ventilation 
by fan system is provided, and it is steam heated 
with an auxiliary electric heating system for use 
in case the steam plant for any reason should 
fail to operate. 


DOING THE THING THAT CANNOT BE 
DONE. 

Somebody said that it couldn't be done, 

But he, with a chuckle replied, 

That maybe it couldn't—but he’d not be one 
Who'd say so—'till he'd triecL 
So he buckled right in—with the trace of a grin 
On his face. If he worried he hid it. 

He started to sing as he tackled the* thing 
That couldn't be done—and he did it. 

Somebody scoffed: “Oh, you'll never do that, 
At least—no one ever has done it"; 

But he took off his coat, and he took off his 
hat— 

And the first thing we knew he'd begun it 
With a lift to his chin—and a bit of a grin, 
Without any doubting or “quit it,” 

He started to sing as he tackled the thing 
That couldn't be done, and he did it. 

There are thousands to tell you—it cannot be 
done— 

There are thousands to prophesy failure; 
There are thousands to point out—one by one— 
The dangers that wait to assail you. 

But just buckle in—with a bit of a grin— 

Take off your coat and go to it; just start in 
to sing— 

As you tackle the thing that cannot be done— 
And you’ll do it! 


SOME PROPERTY STATEMENT. 

An eastern manufacturer asked a dealer 
who had applied for credit to fill out and sign 
a property statement. He stated his assets as 
follows : 

“Cash on hand and in bank”—“No.” 

“Accounts good and collectible”—“Sure.” 

“Notes good and collectible”—“No.” 

“Cash value of real estate”—“No.” 

Under the head of liabilities he answered 
the questions like this: 

“For merchandise upon open account”— 
“Yes.” 

“For merchandise for which invoices have 
been given”—“No.” 

“For borrowed money to banks”—“Some¬ 
times.” 

“For borrowed monev to other parties”— 
“No.” 

“Mortgage on stock”—“No.” 


A. J. Clark, of the firm of Clark A Wood, plumbers 
at Marysville, Cal., has sold his interest in the busi¬ 
ness. 
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YOU GOT THB SIMPLEST AND BB8T 
COCK EVER MADB mkm YOU 8PBCIPY 


Has Only One 
Picking Which 
Is Readily 
Removed 


B. B. HIGH PRESSURE BALL COCK 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-ineh 
carried in stock. 

No Special Packing Required. Ground 
Joint Coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing Lqvor on Cam, Reducing frio- 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Bacon and Plimpton St* Waltham, M a ss. 


No. 1 Fire Pot. List Price Each $87.20. 

Ask for Discount 

It Pays to Buy the Best 

Fire Pots and Torches—C. & L.—are the ac¬ 
knowledged best. They have stood the teat for 
thirty years, and while we have spent thousands 
of dollars in perfecting our line, we have never 
experimented at the expense of the user. Ask 
any mechanic and he will tell you he could not 
afford to use any other at half the price—in fact, 
the user will soon save his cost in the saving of 
fuel alone. All leading jobbers will supply at 
factory price. Send for catalog—it's free. 

CLAYTON tt LAMBEBT MFO. 00. 
Detroit, Mich., U. 8. A. 


No. 10—Steel —% In. to 4 in. 


Why Experiment 

with nntrsdemsrked floor snd ceiling pistes thst 
sre offered ss equal or superior to our famous 
“B. A 0.” brand! 

Our No. 10, illustrated, is one of many styles, 
snd carried by the leading supply bouses. We sre 
the old original company. Look for onr trademark 
on the labels, the B. A 0. circle of red. 

Catalog on request 

The Beaton & Corbin Mfg. Co. 

Southington, Conn. 

Largest and oldest plate company in the world 

Pacific Coast Representative 
W. ERWIN GILCHRIST 

681 Market Street Baa Frandsoo, California 


BLAST GATES 


We make these Blast Gates ourselves 
of the best material obtainable and they 
are absolutely the best and finest gate on 
the market. 

These gates are used for closing pipes, 
supplying blast to furnaces, forges, boil¬ 
ers, etc.; for nse in exhanst or blast pipe 
systems and various other ways. 

Made in a large assortment of sizes. 

Also steel and “Armco” ingot iron 
locked seamed pipe in light and heavy 
gauges. 

Onr prices are lowest—get them. 

BERGER BROS. CO. 

228 - 231 Arch Street, PHILADELPHIA 
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WHAT CONSTITUTES A GOOD 
JOURNEYMAN. 

The amount of “long green** lost annually 
in the heating and the plumbing business be¬ 
cause of journeymen who do not or who will 
not do good work, would'represent a large sum 
of money. 

This article is written as the result of a 
conversation with a prominent master plumber 
who has closed down his shop and will take on 
only the amount of work that he can do with 
his own hands. He states that he is absolutely 
unable to make any money with his journey¬ 
men. Said shop is .located in city of consid¬ 
erable more than half a million people. 

One point that the journeyman should pos¬ 
sess is intelligence. The ability to “get” things 
quickly, to use good common sense in working 
out of difficulties met with in the daily run 
of work. This is something that the average 
fitter seems to lack. He can put in job after 
job on the same general plan, but change the 
plan a bit and the fitter generally succeeds in 
“balling things up for fair.” 

Sobriety is a quality that must be possessed 
in the general sense of the term. Liquor and 
labor do not mix well on a job. A drinking 
journeyman ca' never be depended upon. 
When most warned he is very liable to be unfit 
to work. 

Tact is another quality very desirable, the 
more so if the man has to do much jobbing. 
Owners require certain management and a 
rude, headstrong, impertinent, hot headed or 
“fresh” journeyman can accumulate all kinds 
of difficulties for both himself and the shop. 

Competent journeymen are not bom, they 
are made by practical work (and technical 
training, both of which, combined, result in the 
very highest type of journeyman. 

This success does not come by chance nor 
can it be purchased by money. One may go 
through a dozen training schools and yet be a 
flat failure. If ideas are not properly digested 
and put into use they avail little. There must 
also be a continued effort on the part of the 
man or he will fall behind the times. This is 
shown by the large number of “old timers** 
who, though skillful workmen, are not quali¬ 
fied to put in the latest specialty systems and 
generally succeed in making failures of such 
jobs when put on the work. 

A journeyman should be strictly honest. 
The “crooked** journeyman, no matter how 
quick he is or how skillful with the tools, will 
sooner or later run against a snag or pull some 
trick which results in disaster. 

Progressive masters are always on the look¬ 
out for sober, reliable, competent journeymen, 
and such men are most always busy while those 


who do not come within the requirements are 
cooling their heels around the comer in the 
hang out. 


WORTH TRYING. 

Did you ever lock yourself up in your room 
and have a real “honest-to-goodness” heart to 
heart talk with yourself? Try it some time. You 
will find that it is well worth your while. 

Go over your work for the past few weeks. 
Check over the different people you have called 
upon in order to find out why you sold some of 
them and why you failed to sell the others. 
There is a reason for every sale as well as for 
every failure to make a sale. 

Check over your selling points and sales 
arguments. You will find that in many cases 
you can make them stronger and more con¬ 
vincing. 

And here *8 another thing—the main thing— 
find out your own weak points. Then take 
steps to correct them. 

It is no easy task for any man to find out 
just what his weak points really are. And it is 
still harder to correct them once they are found. 
But it is the man who has backbone enough to 
persevere in breaking of habits formed by long 
years of practice that comes out on top at the 
finish. 


THE HUMBLE ACCOUNTANT. 

“ We can all do our share toward winning this war— 
every one of us, from the president of the largest ship- 
buUding company, clear down to—to the humblest ac¬ 
countant.” (Commissioner Colby, addressing the Lib¬ 
erty Loan rally.) 

The accountant, he is humble—he admits it; 

Not boastingly, but in an humble way; 

For, if anything goes wrong, he always “gits it,” 

So, of course, he hasn’t much to say. 

There is ink upon his fingers and his eyebrows, 

So he doesnH grade so very high on looks; 

He is not among the doers or the highbrows— 

He is just the bloke that keeps the blooming books. 

The accountant, he is humble—he concedes it; 

Being humble comes quite natural to him. 

If there’s sympathy to spare, he surely needs it, 

Though his chance of getting anything is slim. 

He is zero multiplied by minus zero— 

He’s the fabricator of the strawless bricks; 

If he ever should aspire to be a hero, 

It is certain that the Fates would answer, “Nix! ” 

The accountant, he is HUMBLE—yes, he’s HUM¬ 
BLE! 

And compared with him the office boy’s a gent, 
While the janitor would curse and swear and grumble, 

If he had to balance ledgers to a cent. 

Oh, he makes a punk impression on the ladies— 

People wonder what tney have accountants for! 

But today’s he’s all puffed up and proud as Hades, 

For they tell him he can help to win the war. 


The plumbing and heating department of the Ros¬ 
well Hardware Co., at Roswell, New Mexico, report 
having had a busy season, and have no reason to com¬ 
plain at the outlook for the balance of the year. 
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In writing the 
company ad drees 
Department HW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Send for oar catalog of Gen¬ 
uine Armstrong Stocks and 
Dims, Water. GasandStoam 
Fitters’ Tools and Ptpo 
Threading Machines. 

HE ARMSTRONG 
MFG. CO. 

276 Knowlton 81 
Bridgeport, Conn. 


STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Can Get It at the 

Largest Stove Re¬ 
pair House in the 
Northwest 


make good our guarantee that a Crescent 
Hamr Handl Screwdriver must be abso¬ 
lutely satisfactory to the purchaser, or 
his money will be refunded. 

Mads in thrss sixes. Retail¬ 
ing at 65c, 70c and 75c. 

Order them from your jobber. 

CRESCENT TOOL CO. 
Jamestown, N. Y. 


THE SPOKANE STOVE & FURNACE 
REPAIR WORKS, Inc. 

912-14 First Avenue Phone Main 1790 

SPOKANE, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 


Crescent 

GUARANTEED 

HamrHandl 
screw driver 


i!!inniiiiiuuiuinniinniiiii:inii!iU!iinii!uimi!iMnm!iiiiuiin:imnn , ™Hiiii!!iiini!nninni!!inm»m 


Digitized by 


Google 


■rain 




158 


HARDWARE WORLD—PLUMBING AND HEATING . 


SHORT PARAGRAPHS “PUT IT ACROSS.” 

(By Edward Hall Gardner) 

Professor, University of Wisconsin, Author of “Effective 
Business Letters.” 

A solid page is hard to read. 

When you were a boy digging into Henty or 
Cooper or Walter Scott, you skipped the long 
pages of description and hustled over to the 
part that was broken up by conversation. 

In the same way, if you want your letter to 
get attention, break it up by frequent para¬ 
graphs. 

You know this ought to be done with sales 
letters.Why not in routine letters? Each 
routine letter is as important to the man who 
gets it as any sales letter. Why not help him 
to see the points you want to make—why force 
him to hunt for them. 

He will see these points if they stand out in 
the open, in short paragraphs or at the begin¬ 
ning of paragraphs. He will have to hunt for 
them if they are “buried” in the middle of a 
long paragraph. 

Don’t think this principle applies only to the 
big, important letters. Think of the man who 
reads many routine letters in the course of a 
morning. Make his task easy, by writing letters 
that are easy to read. You will get your reward 
in clearer and more definite answers from him. 

Perhaps you have a hundred letters to read 
this morning. Which way would you rather 
have them—solid like the first example, or 
opened up and made easy like the second ? 

(As Originally Written.) 

Regarding your order for miscellaneous parts No. 
1746, a copy of which was left with the writer by Mr. 
Blank when he was at the office, would state these 
parts were ordered from the factory at the time 
your order originally reached us, but in some way it 
became overlooked, and has only now been located. 
These items are now coming to us, and should be here 
within a few days, when they wUl be promptly for¬ 
warded to your people at Youngstown, Ohio. We are 
returning your copy of the order. 

Regretting the delay which has occurred in placing 
this information with you, we are 
(As Revised.) 

We are glad to report that there has been no delay 
after all, in your order No. 1746. 

These miscellaneous parts are now coming to us, and 
when received—which should be in a few days—will 


be promptly forwarded to your people at Youngstown. 
Ohio. 

They were requisitioned from the factory at the 
time we received your original order. When Mr. Blank 
called at the office and left a copy of the order, the 
original could not be found. It has just been located. 

We regret not having had this information for you 
at that time. 

Short paragraphs ‘ 4 put it across. ” The tired 
business man—pushed for time—skips from 
place to place in reading a letter. Make sure 
that he doesn’t skip over what you want him to 
read. 

Avoid long sentences—they are likely to get 
tangled up and not to present your message 
clearly. But don’t go to the other extreme and 
write sentences that sound too curt and abrupt. 
Crisp, concise phrasing gets action, and getting 
action of some sort is the chief aim of business 
letters. 


SPECIALIZES ON BUSINESS SYSTEMS 

One of the most significant consolidations 
that has been consummated in recent years has 
just been completed. The Shelby Printing Com¬ 
pany, of Shelby, Ohio, and the Simple Account 
Sales Book Company, of Fremont, Ohio, have 
formed a new million dollar corporation, and in 
the future will be known as the Shelby Sales- 
book Company with main offices at Shelby, 
Ohio. 

Both of these concerns are well and favor¬ 
ably known and have been eminently successful. 
The consolidation was effected with a view to 
eliminating the duplication of effort and waste 
that naturally attends the operating of two dis¬ 
tinct organizations manufacturing and distrib¬ 
uting practically the same products. District 
offices will be opened in many of the large 
cities, and seasoned servicemen will be in 
charge. 

The Shelby Salesbook Company will manu¬ 
facture all styles and sizes of duplicating and 
triplicating Sales Books, Manifold Books, Spe¬ 
cial Ruling and Printing, the well-known Sim¬ 
ple Account Credit Register for keeping the 
credit accounts of retail merchants, and the 
famous “Shelbytrip”—a triplicating salesbook 
that is used in thousands of the largest stores 
in the country. 


- “WE KNOW THE STOVE REPAIR BUSINESS’ - 

we we 

an "™" c Stove and Furnace Repairs 

^ B| I B fgfaj C 11 TE know your want* and can fill mail or- 

IVI ■ blm ItUDLrid W 99 100 *J co , rr *‘ r f ° nd wlth i^nnn 

Wo can supplv Parts tor over 500,000 

STOVE AND FURNACE REPAIR WORKS different Stoves, Range* and Furnace* from Spo¬ 
kane. IS year* experience filling mail order* for 
We Fumith DUPLICATE ORDER BOOKS Free on Reque*t Stove Repair* in Spokane. 

**We Know the Stove Repair Bueine**" 

MYER S. RUBENS STt RS , A l R I \TORK^ CE 1009 W. First Ave., Spokane, Wash. 
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The Savill Swan Neck Faucet 

The Original Qslek Opening Pazftel Sink FnoU 

ONLY faucet with all operating parte within basin. 

If handa are aoiled or holding something, faneot ean ba 
opened or closed just as easily with a finger, the wrist or arm. 
Opens to full stream and shuts off in fraetion of a minute. 
“SAVILL" Faucets are a profitable and most satisfactory 
line. Investigate now. 

Send for Booklet 

Made in S. O. T. See A-5 Catalog. 

THOS. SAVILL’S SONS i3io-i4 wm n. Philadelphia 

HOLBROOK, MBBBILL 4 STETSON, 

San Francisco. CaL. and Loe Angeles, OaL 


IT HELPS! 

Elsie M. Loomis 

Criticism, now and then, is good for every one. 
It helps to know what others think about what 
one has done. 

But if you think you have the right to tell your 
friends the worst, 

Just try to realize how you’d feel if matters 
were reversed. 

Would you have done the thing as well, with 
all he had to face? 

Suppose you stop and put yourself in the other 
fellow’s place! 

And then, you might remember, too, both 
meanings of the word; 

Although it seems the faulty side is the One 
we’ve always heard, 

To criticize is to find good points, as well as 
bad to show. 

Did you ever try the praising side ? It helps a 
lot, you know. 

Messrs. Gregg & Davis, of Los Angeles, Cal., 
two enterprising young men recently from the 
East, have secured the rights to the Fisher 
patents for an automatic water heater formerly 
manufactured and sold under the name of the 
Admiral. Gregg & Davis are equipping a plant 
to make this water heater, and will place it 
on the market under a new name and with sev¬ 
eral important improvements. They have offices 
temporarily at 416 Bumiller building. 




& The Wise Mechanic 

j% will now look well to his stock of 

v C. & L. high-grade Fire Pots and 

Torches, and be ready to take care 
S 1 °* rush or ^ erB * these stren¬ 

uous days, there are many emer¬ 
gency orders for work that must 
done quickly, and by using C. 
& L. Fire Pots and Torches you 
can do your work quicker and bet- 
No. 32 Torch ter with a great big saving in 
list Fxlco fuel expense. All leading jobbers 
SIS*#*. 16 ™? will supply at factory price. Send 
e£Lt for catalog—it’s free. 

CUYTON S LAMBERT MFC. C0„ Detroit, Mkk, 0. S. A. 


No. 204 Turner Torch 


A strictly high grade torch sold 
under the maker’s guarantee. If 
you want the best torches om the 
market for your work use tke 
Turner. 

No. 204, Quart Size, Each, $7.60 List 
Ask for Catalog No. 4. 


THE TURNER BRASS WORKS, Spurn, IH., U. S. A. 





WATER SYSTEMS 

p FULLER 

fi | \ f* JOHNSON 

|9 | ENGINES 
STAR 

WINDMILLS 

and 

HOOSIER 
J U PUMPS 

PACIFIC PUMP A SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 
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Dr. Lovejoy, speaking before the Medical 
Women’s National Association, is the authority 
for the following: 

4 ‘Three rules govern the Germans in reten¬ 
tion of French civil population. Those retained 
must be of value for fighting, labor or breeding. 
Germany knows well how to conquer the women 
she makes captives. * She knows that when a 
French maid becomes a mother, maternal in¬ 
stinct will assert itself and the mother will 
never leave her child and go back, even though 
the child’s father is a Hkm.” 


HABIT 

Habit is another name for temperament. 
Habit has a lot to do with success in business. 
The habit of politeness and good behavior are 
not difficult ones to acquire and they score 
heavily for or against one. 

There are incessant difficulties and annoy¬ 
ances in business. Some feel that there are 
more in the hardware business than in any 
other, but you wouldn’t swap or exchange with 
the other fellow if you only knew his troubles. 

As long as you are in business you must 
cheerfully please your customers. Smile, smile 
if you don’t feel like it. It will become a habit 
and a good healthy habit if you will only prac¬ 
tice it. 

We might refer to a score of habits that pay. 
Promptness is a good paying habit that so few 
possess. Keeping your word when you make a 
date. Prompt in collecting is just as important 
as prompt paying. The habit of being industri¬ 
ous. All employers should have this if they 
wish their example followed by their employes. 
Strive for better things. 


SICKNESS THAT CREATED A SUCCESS. 

A friend of mine tries to carry all the bur¬ 
dens of his business upon his own shoulders. In 
his employ were some young men whom he in¬ 
tended to trust with responsibility within a year 
or so. 

Without warning he fell sick and was sent to 
the hospital. It was thought for a time that he 
would not live. A business friend was given 
power of attorney and went in to look after his 
business. This man knew nothing about the 
details of the business. He admitted this freely 
to the young men and said to them: “You fel¬ 
lows go ahead and do what you think ought to 
be done.” In two months my friend was back 
in his office. 

“Being sick has its advantages/’ he said to 
me. “My business is now where I hoped it 
would be a year from now. My young men 
grew under the responsibility placed upon them, 
and my affairs are in better shape than they 
ever were before.” 


Don’t envy successful men—be one. 


VALUE OF TRADE PAPER ADVERTISING. 

In a recent address before the Pittsburgh Adver¬ 
tising Club, analyzing the advertising and sales pro¬ 
motion campaign, being carried on in behalf of Arm¬ 
strong 's Linoleum, H. W. Prentis, advertising manager 
of Armstrong Cork Company, Pittsburgh, Pennsylvania, 
emphasized the importance of trade paper advertising 
as the necessary fore-runner of successful campaigns 
for staple merchandise. Prior to the inauguration of 
the Armstrong consumer advertising in the national 
magazines in September, 1917, this company had been 
using trade paper space for five years, the number of 
media showing a steady increase. 

In 1917, the trade advertisements printed aggre¬ 
gated almost two million. Among the publications em¬ 
ployed are the following: Dry Goods Economist, Dry 
Goods Reporter, The Drygoodmnan, Twin City Commer¬ 
cial Bulletin, Merchants 9 and Manufacturers 9 Journal, 
Furniture Merchants 9 Trade Journal, Grand Rapids 
Furniture Record, Hardware Age, Hardware World, 
Pacific Furniture Trade, Carpet and Trade Review, and 
Carpet and Rug World. 

The Armstrong Company is so thoroughly convinced 
of the value of properly directed trade paper adver¬ 
tising that, even since the advent of the national ad¬ 
vertising, the campaign in the trade papers is being 
continued with unabated vigor. Furthermore, several 
professional journals Have been added including: Archi¬ 
tectural Forum, Architectural Record, and Good Furni¬ 
ture—the copy in the last paper being designed to 
reach interior decorators. 


Here is a good policy and you’ll find it pays: 
4 4 Be as courteous to overalls as you are to silk 
stockings.” You cannot always tell who is go¬ 
ing to be the next customer of your store. Emer¬ 
son struck the keynote when he said: “Life is 
not so short but there is time for courtesy.” This 
means courtesy to everyone who enters your 
store, whether he wishes to buy or sell. 


Personality is a good asset only when it is 
coupled with intelligent activity. 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants In some of the large cities. At the 
request of many merchants In smaller towns and cities who do not have the opportunity of checking txp their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION— 


Blank Rim Fire— 

Black 

Smkla. 

22 Short . 

.$ .15 

$ ... 

83 Short . 

. .85 


82 8. A W . 

. .55 


ii S. ft w . 

. .70 


88 Long Colt . 

. 1.20 


44 W. 0. F.. 

. 1.50 

... 

Shot Rim Fire— 

22 Long . 

. .55 

.60 

82 Long . 

. 1.05 

... 

Shot Center Fire — 

82 8. A W . 

. .95 


82 W • 0. F.. ......... 

. 1.80 

... 

88 8. ft W . 

. 1.15 

... 

88 W. 0. F. .......... 

. 1.50 


44 W. C. F . 

. 1.50 

1.75 

44 X. L. .. 

. 1.60 

1.80 

44 Game Getter . 

. 1.50 

1.60 

Rim Fire. Ball— 

BB Caps . 

. .85 

.85 

CB Caps . 

. .45 

.46 

22 8hort . 

. .26 

.80 

22 Short H. P . 

. .15 

.86 

22 Long . 

. .85 

.40 

22 Long H.P . 

. .40 

.45 

22 Long Rifle . 

. .40 

.45 

22 Long Rifle H. P - 

. .45 

.45 

22 W. R. F. 

. .50 

„ .55 

22 W. R. F., H. P . 

. .55 

.60 

22 Win. Auto . 

. * . „ 

.56 

22 Win. Auto, H. P _ 


m 

25 Short Steyens . 

. .60 


25 Steyens . 

. .80 


82 8hort . 

. .60 


82 Long . 

. .70 

... 

88 Short . 

. 1.00 

... 

88 Long . 

. 1.00 

... 

41 Short. 

. 1.05 

.,. 

Center Fire Pistol— 

22 Win. SS. 1.80 

1.50 

25 Colts Auto. 

. ... 

1.85 

25-20 Single Shot. 

. 1.55 

1.75 

25-20 Win. 

. 1.85 

1.60 

25-20 Win HV. 

. 

1.75 

7.68 MM-Mauser . 


3.15 

7.65 MM-Mauser . 


3.16 

9 MM-Luger. 

. 

3.80 

32 Colts Auto. 

. 

1.85 

82 Colts Short. 

. 1.00 

1.10 

83 Colts Long. 

. 1.15 

1.35 

82 Colts Police Positive 

. 1.15 

1.35 

83 S. A W. 

. 1.00 

1.10 

83 8. A W. Long. 

. 1.15 

1.35 

83-30 Marlin. 

. 1.40 

1.80 

82 Winchester . 

. 1.40 

1.80 

82-20 Win HV. 

... 

1.80 

85 8 . A W. Auto. 


1.55 

88 Colts Auto. 


3.20 

88 Colts 8hort. 

. 1.35 

1.85 


88 Colts Long. 1.80 

1.50 

88 Colts Polioe Positive. 

1.35 

1.85 

88 S. A W............ 

1.30 

1.80 

88 S. A W. Special. 

1.45 

1.55 

88 Winchester . 

1.65 

2.05 

41 Colts Short DA. 

1.80 

1.50 

41 Colts Long DA. 

1.60 

1.76 

44 Bull Dog. 

1.85 

... 

44 8, A W. Amer. 

1.76 

1.95 

44 8* A W. Rus. 

1.75 

1.95 

44 S. A W. Special. 

1.90 

3.10 

44 Webley . 

1.50 

... 

44 Winchester . 

1.65 

3.05 

45 Colts . 

1.95 

3.10 

45 Colts Auto. 

... 

2.60 

Center Fire Military 
and Sporting— 

22 8avage . 


1.40 

250-8000 8avage. 

... 

1.95 

25-21 8tevens. 

1.90 

3.55 

25-25 Stevens. 

1.90 

2.55 

25-35 Winchester. 


1.20 

25-85 Short Range. 


1.20 

25-86 Marlin . 


1.20 

26 Remington Rimless.. 
6 MM U. 8. N. 


1.20 


1.85 

7 MM Special Mauser.. 
7.65 MM Bel Mauser.. 


1.85 


1.85 

8 MM Mauser . 


1.85 

9 MM Mauser. 


3.05 

80-80 Winchester. 


1.85 

80 Remington Rimless.. 


1.86 

80 Government Rimless. 


3.05 

808 Savage. 

... 

1.85 

82 Remington Rimless.. 

... 

1.85 

82-40 Winchester. 

1.05 

1.30 

82-40 Winchester HV... 

... 

1.86 

82 Winchester 81f. Ldg.. 
82 Winchester Special.. 

... 

3.45 

... 

1.85 

88 Winchester . 

... 

1.80 

35 Remington Rimless.. 

... 

1.55 

85 Winchester . 


1.95 

85 Winchester Slf. Ldg.. 
851 Winchester Slf. Ldg. 

... 

2.55 

... 

3.85 

88-55 Winchester Lead.. 

1.80 

1.55 

88-55 Winchester HV... 

• • ♦ 

1.65 

88-56 Winchester. 

1.80 

1.55 

40-60 Marlin . 

1.35 


40-60 Winchester. 

1.85 

L55 

40-65 Winchester . 

1.85 

1.65 

40-70 Winchester. 

1.40 

1.65 

40-72 Winchester. 

1.40 

1.65 

40-82 Winchester. 

1.40 

1.65 

401 Winchester Auto... 

... 

1.55 

405 Winchester . 

. 

3.30 

45-60 Winchester. 

1.40 

... 

45-70-406 Government.. 

1.40 

1.60 

45-75 Winchester. 

1.40 

tl 

45-90 Winchester. 

1.50 

1.65 


SHELLS, LOADED— 

Win cheater Repeater or Remington 
U. M. O. Nitro Club- 

12 8 dr*, z 1 os., 34 gra. z 1 

os., drop shot.$1.16 

8 dra. z 114 os., 34 gra. 1)4 

os., drop shot . 1.16 

8% dra. z 1% os., 36 gra. z 

1% os., drop ahot. 1.16 

8)4 dra. z 1% os., BB ahot, 

drop shot. 1.30 

8 M dra. z Busk ahot, drop ahot 1.30 
16 3 % dra. z % os., 33 gra. z 

% os., drop shot. 1.05 

2% dra. z % os., BB Shot 

drop shot. 1.10 

30 2)4 dra. z % os., 18 gra. z 

%, os., drop ahot. 1.06 

Winchester Leader or Remington U. 
M. 0. Arrow— 

13 8)4 dra. z 1% os., 36 gra. z 

1)4 os., chilled shot.$1.35 

8)4 dra. z 1% os., 38 gra. z 

1% os., chilled ahot.1.80 

16 3% dra. z % os., 33 gra. z 

% os., chilled ahot. 1.15 

30 3 )4 dra. z % os., chilled shot 1.16 
2)4 dra. z % os., chilled shot 1.30 
Trap Loads— 

13 8 dra. z 1)4 os., 7% Chilled.$1.35 
8)4 dr*, z IK os., 7)4 Chilled 1.35 
Black Powder Loads— 

13 8)4 dra. z 1)4 os., drop shot 95c 
Capa and Primers— 


Percussion .. .30 

Musket Caps.35 


Primers, 100 in boz.85 

Primers, 350 in boz.... .80 

Empty Paper Shells—Black Pow.— 

13, 16, 30 Da. per 100 ... 1.50 

10 Oa. per 100.. 1.65 

For Smokeless Powder, Repeater or 

Nitro Club— 

13. 16, 30, 38 Oa. per 

100 . 1.80 

10 Ga. per 100.. ... 3.10 

Leader or Arrow— 

12, 16, 30, 38 Ga.. 3.80 

10 Ga. per 100. 3.40 

Empty Braaa Sheila- 
Best Qual. 13, 16, 30, 

28, Boz 35 . 3.75 

3nd Qual. 13, 16, 30, 

38, boz 35 . 3.10 

Wade- 

Cardboard, boz 350.30 

Black Edge, Reg., boz 

350 .. 50 

Black Edge, % in., 135 

in boz . .40 

Black Edge. % In., 350 

in boz... ... .80 


ADZE8 (UNHANDLED) —Carpenter*, No. 80, 4 White, $8.35 
each; No. 80, 4)4 White, $8.35 each; No. 381, 8)4 8ierra, 
$2.75 ea.; No. 281, 4 Sierra, $2.75 e a.; No. 281, 4)4 Sierra, 
$2.75 each. Railroad, No. SO B, 5 white, $8.50 each: No. 
80 B, 5)4 White. $8.50 each; No. 388, 5 Sierra, $8.00 
each; No. 288, 5)4 Sierra, $8.00 each. Ship, No. 44, 4 
White, $8.85 each; No. 44, 4)4 White, $8.85 each; No. 44; 
4)4 Tfrhite, $4.00 each: No. 45, 4)4 White, $4.50 each; No. 
45, 5 White, $4.50 each; No. 385, 4 Sierra, $8.50 each; No. 
285, 4)4 Sierra, $8.60 each. 

ANCHORS—Screwa per 100, 8-16, $4.15; )4. $6.25. 
ANVILS—Vulcan—No. 2, 30-lb., $6.50: No. 8, 80-lb.. $7.50; 
No. 4, 40-lb., $8.75: No. 5, 50-lb., $10; No. 6, 60-lb., $11; 
No. 7, 70-lb., $12; No. 8, 80-lb., $18. Trenton—80 to 435 
lb., 22)4c lb.; 70 to 79 lb., 23c lb.; 60 to 69 lb., 28)4c 
lb.; 50 to 59 lb., 24)4c lb. With Clip Horn, 3c per lb. 
eztra. Columbia, All Steel—80 lbs. and oyer, 20)4c lb. 
ANTIMONY—Slab, 45c lb. 

APRON8—Carpenters—California Leg, $1.50; No. 13 Long 
Brown, $1.25; No. 3 Short Brown, 60c. 

ASBESTOS— 

Mill Board, 85c lb.; Cut, 40c lb. 

Paper, 85c lb.; Cut, 40c lb. 

Wteking, )4-lb. balls, 80c each. 
wi«king, 1-lb. lots, $1.50. 

Oament, per sack . 6*00 


AUGERS—Greenlee Carpenters Nut, No. 67. 


SUe . )4 % % % 1 1)4 

Each.$1.00 $1.00 $1.15 $1.25 $1.85 $1.65 

SUe . 1)4 1% 2 2)4 8 

Each .$2.00 $2.85 $2.65 $4.00 $8.00 

Greenlee 8hip. 

16ths .8-10 11-12 18 14 15 16 

60 each .$1.60 $1.75 $1.75 $1.85 $1.96 $2.00 

62 each . 1.95 3.00 3.00 3.16 2.20 2.26 

16ths . 17 18 19 20 21 32 

60 each .$2.15 $3.25 $2.80 $2.40 $2.50 $2.60 

62 each . 3.50 2.66 2.60 2.80 8.15 8.15 

16ths . 28 24 35 36 37 38 

60 each .$3.85 $8.00 $8.80 $8.45 $8.75 $4.10 

62 each . 8.50 8.60 8.65 8.75 4.10 4.40 

16ths . 29 80 81 82 

60 each .$4.40 $4.70 $5.00 $5.85 

63 each . 4.70 5.85 5.95 6.35 


AXES—Boys' Handled, Blue Wing, $2.00 each; Pacemaker, 
$1.90. Hunters, 670, $1.50 each; 671. $1.50 each; 678, 
$1.65 each. Boy Scout, 655 8, $1.85 each• 655, 91.50 each; 
50 S (Sheaths), 50c each. Double Bit Unhandled, Dread- 
naught, 8-4, $2.75 each; Dreadnaught, 8)4-4)4, $2.75 each: 
Dreadnaught, 4-5, $2.75 each. Double Bit Handled, Tuff 
Temper, 3-4, $3.25 each; Tuff Temper, 8)4*4)4, $3.25 each; 
(Continued on Page 168) 
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RETAIL SELLING FRIOEB—Continiiod. 


Oral Fool Bath*. 

0 .$1.15 

1 .1.40 

S . 1.65 

8 .8.00 

4 .8.50 

Ooffoo Biggins. 

0 .$ .80 

01 .85 

00 .95 

010 .1.05 

090 . 1.90 

080 . 1.80 

040 . 1.45 

050 . 1.60 

Ooffoo Boilort. 

60 .$1.10 

70 . 1.95 

90 . 1.50 

90 . 1.80 

100 .9.50 

601 . 1.95 

701 . 1.40 

801 . 1.65 

901 .9.10 

1001 .9.75 

FUh Boiler*. 

918 .$4.00 

990 . 4.50 

999 . 5.00 

9181 . 4.95 

9901 . 4.76 

9991 . 5.50 

Ham Boiler*. 

170 .$9.75 

175 .8.00 

Milk or Biee Boilers 

14 .$ .95 

16 . 1.00 

18 . 1.15 

90 . 1.85 

99 . 1.50 

94 . 1.75 

96 .9.00 

98 .9.50 

80 .8.00 

141 .1.00 

161 . 1.10 

181 . 1.95 

901 . 1.40 

991 . 1.65 

941 . 1.90 

961 .9.15 

981 .9.75 

861 . 8.50 

59 . 1.05 

58 % 1.15 

58 . 1.90 

58% . 1.85 

54 . 1.50 

56 . 9.00 

58 .9.60 

591 . 1.15 

591 % . 1.95 

581 . 1.86 

581 % . 1.50 

541 1.66 

561 .9.15 

581 .9.75 

Smls. Bowls. 

910.$ .90 

1914.95 

16.80 

18 .85 

20 .40 

29 .45 

24 .50 

26 .60 

28 .70 

80 .66 

Soup Bowls. 

125 .$ .25 

Wash Bowl*. 

26 .$ .85 

28 .40 

80 .45 

82 .50 

84 .60 

86 .70 

OoTered Buckets. 

19 .$ .85 

21 .40 

21% .45 

22 .50 

28 .60 

24 .70 

26 .85 

28 . 1.00 

80 . 1.25 

82 . 1.60 


L. 

150 . A0 

950 .55 

850 .65 

450 . A0 

660 . 1.00 

850 . 1.95 

1050 . 1.50 

1250 . 1.75 

1501 .60 

2501 .70 

8501 . A0 

4501 .95 

Covered Bucket*. 

6601 .$1.05 

8501 . 1.40 

10501 . 1.75 

19501 . 9.00 

Bd. Dinner Bucket*. 

080 .$1.15 

040 . 1.25 

501 .1.16 

509 . 1.85 

508 . 1.50 

Miners' Dinner 
Buekets. 

10 .61.60 

Acme Dinner Buckets 

140 .$1.75 

240 . 2.00 

840 . 1.60 

8401 . 1.65 

Oral Dinner Bucket*. 

14 .$1.80 

81 . 1.60 

41 . 1.80 

Oblong Dinner 
Bucket*. 

110 .$1.65 

111 . 1.75 

112 . 1.85 

118 .9.10 

Aurora Dinner 
Buckets. 

775 .$1.65 

776 . 1.90 

875 . 1.90 

876 . 2.15 

Chambers. 

1 .$ .50 

1% .65 

9 .75 

8 .85 

Chamber Covers. 

1 .$ .25 

1% .80 

2 .85 

8 .40 

Colanders. 

1 .$ .50 

2 .60 

8 .75 

104 .50 

205 .60 

806 .70 

407 .85 

Child's Commodes. 

I .$ .45 

Covered Commodes. 

5 .$1.50 

Odorless Commodes. 

6 .$1.65 

Combinets. 

40 .$2.85 

Pot Covers. 

4 .$ .15 

4% 15 

5 .15 

S% .18 

6 .15 

6% .20 

7 .20 

7% .25 

8 .25 

8* .25 

9 .80 

9% 80 

10 .86 

10% .85 

II .85 

11% .85 

12 .40 

12% 45 

18 .50 

18% .60 

14 .75 

14% .85 

15 . 1.00 


A G. RNAMKLBD WAhA— 


Drinking Oupe. 

08 ..Vj|.15 

09 .15 

.20 


010 
8 ., 

9 ., 

10 . 
11 . 


.15 
.20 
AO 
.25 

Pieced Cups. 

20 .$ .15 

25 .20 

40 .80 

Straight Chips. 

0 ...........TAO 

6 .95 

120 .40 

Miners' Cups. 

60 .$ .40 

Measuring Cups. 

10 .$.90 

After Dinner Oupa A 
Saucers. 

10 .$ .85 

Cups A Saucers. 

100 .$ .85 

20 . A6 

400 .40 

Cuspidors. 

10 .$ .45 

90 .55 

80 .65 

Flaring Cocoa Shaped 

Dippers. 

161 .$ .95 

151 . A5 

Genuine Ooooa 
Shaped Dippers. 

55 .$ .50 

Cup Dippers. 

9 .$ .25 

10 .80 

11 . A5 

Flaring Dippers. 

010 .$ .25 

Oil .80 

019 .85 

Windsor Dippers. 


100 . 

no . 

...$ .80 
... .80 

11* . 

... .85 

114 . 

... .40 

Oblong Soap Dishes. 
50 .$ .80 

Wall Soap 

60 . 

060 . 

Dishes. 

...$ .80 
... .20 


8ink Drainers. 

7 .$ .50 

40 .40 

Coffee Flasks. 

10 .$ .50 

Round Coffee Flasks. 

110 .$ .65 

210 .75 

Pieced Funnels. 

01 .$ .80 

02 .80 

08 . A5 

04 .40 

05 .56 

06 65 

Fruit Jar Fillers. 

20 .$ .25 

Berlin Kettles. 


02 
08 
04 
05 
06 
08 
010 
012 
021 
081 
041 
051 

061 . 1.15 

081 
0101 


.$ .55 
.65 
.75 
.85 
.90 
1.15 
1.85 
1.65 
.66 
.75 
.90 
1.00 


. 1.40 

1.65 
1.85 


0121 .... 

Convex Kettles. 

212 .$1.05 

214 . 1.25 

216 . 1.50 

218 . 1.75 


220 , 
222 , 
2121 
2141 
2161 
2181 
2201 
2221 


2.00 

2.50 

1.20 

1.45 

1.75 
9.00 
2.25 

2.75 


Milk Kettles. 

70 .$ .40 

71 .50 

72 .65 

78 .76 

74 .90 

76 . 1.05 

81 .50 

82 .65 

88 .75 

84 .70 

86 . 1.05 

51 .65 

59 .86 

58 .1.05 

64 . 1.26 

56 . 1.65 

Lipped Reserving 
Kettles. 

14 .$ .80 

16 .85 

18 .40 

20 .50 

22 .55 

24 .60 

26 .65 

28 .80 

80 .90 

82 . 1.05 

84 . 1.15 

86 . 1.85 

40 . 2.00 

50 .8.00 


Tea Kettles. 

.$ .75 

.80 

.90 

. 1.00 

. 1.15 

. 1.25 

.1.50 

. 1.75 

.2.00 

.2.25 

.2.50 

. 1.25 

. 1.45 

. 1.65 

.2.00 


20 
80 
40 
50 
60 
70 
80 
90 
070 
080 
090 
160 
170 
180 
190 

Deep Ladles. 

90 .$ .20 

100 .25 

110 .25 

120 .80 

91 .25 

101 .25 

111 .80 

121 .85 

8oup Ladles. 

29 .$ .20 

80.26 

88 .20 

Graduated Measures. 

11 .$ .50 

(No Up.) 

Oil ....$.45 

Standard Measures. 

01 .$ .25 

02 .80 

08 .40 

04 .50 

05 .65 

06 .95 

Jelly Moulds. 

080 .$ .25 

Children's Mugs. 

8 .. $ .80 

5 .25 

Chamber Palls. 

1 .$1.40 

2 . 1.50 

8 . 1.75 

« .2.00 

25 .2.15 

80 .2.85 

Water Pails. 

110 .$1.15 

112 . 1.85 

114 . 1.60 

116 . 1.85 


Covered Bake Pans. 

I .$ .65 

Round Bake Fans. 

20 .$ .40 

80 . *46 

40 .60 

60 .55 

60 .60 

Bed or Douehe Pans. 
9 .$2.00 

Bed Pans. 

i .$S.O( 

Bread Pans. 

9 .$ .95 

II .95 

19 .45 

18 .65 

Oblong Pans. 

08 .$ A5 

04 .40 

01 . AO 

02 . A5 

Sponge Cake Pans. 
200 .$ A6 

Oblong Stove Pans. 

100 .$ .45 

200 .50 

800 .65 

825 .76 

850 .85 

400 .95 

425 . 1.00 

450 . 1.06 

475 . 1.16 

500 . 1.25 

550 . 1.45 

Square 8tove Pans. 
110 .$ .66 

III .70 

112 .75 

118 .85 

114 .1.00 

115 . 1.15 

116 . 1.25 

118 . 1.40 

Square Jelly Cake 
Pans. 

99 .$ .80 

100 .85 

90 .85 

Jelly Cake Pans. 

8 .$ .25 

9 .25 

10 .80 

68 .25 

69 .80 

70 . AO 

Mountain Cake Pans. 

78 .$ .80 

79 .80 

80 .85 

Oval Dish Pans. 

15 .$1.50 

18 . 1.75 

22 .2.00 

Dish Pans. 

80 .$ .96 

100 . 1.00 

140 . 1.16 

170 . 1.85 

210 . 1.56 

800 . 9.85 

400 . 8.50 

101 .95 

141 . 1.06 

171 . 1.95 

Rinsing Pans. 

08 .$ .85 

010 .95 

012 . 1.00 

014 . 1.05 

017 . 1.25 

Upped Fry Pans. 
80 .$ .80 

81 .85 

82 .40 

88 .45 

84 .50 

85 .60 

86 .65 

National Fry Pans. 

49 .$ .80 

50 .85 

51 .45 

52 .50 

58 .55 

54 .65 
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KBTAXL 8BLXJNO PBI0E8—OontlniMd 


55 .70 

58 .75 

Muffin Puna. 

408 .$ .45 

408 .55 

409 .85 

Lipped Sauce Pens. 

9 .$ .25 

10 . .80 

13 .80 

14 . .85 

16 . M 

412 .75 

Oora Oaks Pans, 
vna a as 

30 .45 

28 .55 

34 .80 

708 . as 

86 .65 

70S 7S 

28 .80 

713 -, r $5 

80 .95 

Milk Pans. 

00 .$ .20 

o no 

Straight Sauce Pans. 

350 .$ .65 

850 .85 

11 .25 

4$ f K 

450 .90 

650 . 1.00 

80 .80 

80 . J§ 

40 .40 

50 .50 

60 .56 

80 . .85 

100 .70 

130 .85 

Shallow Stew Pans. 

8 .$ .80 

4 .85 

5 ..40 

6 .50 

Deep Stew Pans. 

14 .$ .85 


Padding 

50 . 

100 . 

150 . 

300 . 

800 . 

400 . 

600 . 

600 . 

800 . 

1000 . 


Pul. 

...$ .35 
... .35 

... .80 
... .80 
... .85 

... .40 

... .50 

... .55 

... .65 

... .70 


Pat Pant. 

1 .$ .50 

3 .55 

8 .65 

80 .75 

Berlin 8euee Pant. 

03 .$ .55 

08 .65 

04 .75 

05 .85 

06 .95 

08 . 1.15 

010 . 1.85 

013 . 1.65 

031 .65 

081 .75 

041 .90 

051 . 1.00 

061 . 1.15 

081 . 1.40 

0101 . 1.65 

0131 . 1.85 

Comb. Dbl Sauce 
Pant. 

I .$1.50 

II . 1.75 

Oomb. Triple Staee 

Pent. 

10 .$3.35 

101 .3.50 

Staee Pent. 

163 .$ .55 

168 .60 

164 .70 


66 

59 

60 


16 .85 

18 .40 

30 .45 

33 .50 

Molasses Pitehert. 

601 .$ .55 

Genres Water 
Pitehert. 

401 .$ .60 

403 .65 

408 .75 

404 .85 

405 .90 

406 . 1.00 

. Water Pitehert. 

5 .$1.00 

10 . 1.15 

30 . 1.35 

0 .70 

1 .80 

3 .90 

8 . 1.05 

4 . 1.30 

6 . 3.00 

Pitehert A Bowie. 

100 .$1.55 

300 . 1.75 

Dinner Platet. 

19 .$ .35 

30 .80 

31 . 85 

Pie Platet. 

37 .$ .30 

38 .30 

39 .35 

80 .80 

81 .85 

89 .35 

40 .80 

41 .85 

Lebanon Pie Platet. 

47 .$ .35 

48 .35 

49 .80 

60 ... .80 


5*.. 

5 .. 
15 . 
35 . 
85 . 
45 . 
55 . 
21 % 
81 . 
61 . 
161 
361 
851 
451 
561 
06 . 
015 
035 
085 
045 
055 
051 
0151 
0351 
0851 
0451 
0551 


Coffee 


Platet. 

$ 


.35 
•86 

Pott. 


.65 

.75 

.85 

.90 

1.05 

MS 

.80 

.65 

.75 

.86 

.90 

1.00 

1.15 

.90 

1.00 

1.15 

1.30 

1.85 

1.50 

1.00 

1.05 

1.15 

1.80 

1.40 

1.55 


Tea Pott. 


00 .$ .50 

01 .55 

0 .65 

10 .70 

30 .80 

80 .86 

40 .95 

50 .1.05 

001 .60 

Oil .65 

01 % .70 

101 .80 

301 .85 

801 .95 

401 . 1.05 

501 . 1.15 

1000 .95 

1010 . 1.00 

1030 . 1.15 

1080 . 1.35 

1040 1.40 

1050 . 1.55 

3000 . 1.00 

3010 . 1.10 

3030 . 1.30 

3080 . 1.85 

3040 . 1.45 

3050 . 1.65 

Firelett Oooker Pott 


430 . 
630 . 
820 . 
1420 
1620 
1830 
460 . 
650 . 
850 . 


$ .85 
1.15 
1.40 
1.35 
1.60 
1.90 
1.15 
1.55 
1.85 


1450 

1650 

1850 


1.60 

1.90 

8.85 


Berlin Staee Pots. 

03 .$ .55 

08 .65 

04 .75 

05 .$5 

06 .80 

08 . 1.15 

010 .1.40 

013 .1.65 

031 .65 

081 .75 

041 .90 

051 . .. 1.00 

061 . 1.15 

081 . 1.86 

0101 . 1.65 


0131 


1.85 


Oonres Saaoe Pota. 

913 .$1.06 

314 . 1.35 

316 .1.50 

318 . 1.76 

230 . 8.00 

288 . 8.50 

3121 . 1.30 

3141 . 1.40 

8161 .1.75 

3181 .3.00 

8301 . 8.36 

2221 . 3.76 

Oral Staee Pota. 

3 .$3.00 

8 .3.35 

4 .3.50 

30 .3.35 

80 .3.50 

40 .8.76 

Straight 8aaee Pott. 
014 .$ .50 


016 
018 
020 
023 
024 
026 
028 
080 
082 
80 . 
100 
120 
160 
200 
801 
1001 
1201 
1601 
2001 


.65 

.70 

.85 

1.00 

1.35 

1.50 
3.00 

3.35 

3.50 
1.25 

1.50 

1.75 
3.35 

3.75 
1.40 

1.76 

2.00 

3.50 

8.00 


(Continued from Page 161) 

Tuff Temper, 4-5, $3.50 each. Single Bit Handled, Bine Wing 
3-4, $3.00 each; Bine Wing, 8%-4%, $3.00 each; Blue 
Wing, 4-5, $8.00 each; Dreadnaught, 8-4, $2.75 each; Dread- 
naught, 3%-4%, $2.75 each; Dreadnaught, 4-5, $2.75 each; 
Bluebird, 8-4, $2.75 etch; Bluebird, 3 Vi-4%, $2.75 each; 
Bluebird, 4-5, $2.75 each; Pacemaker, 3-4, $2.75 each; Pace¬ 
maker, 8%-4%, $2.75 each; Pacemaker, 4-5, $2.75 each; 
Tuff Temper. 3-4, $2.75 each; Tuff Temper, 3%-4%, $2.75 
each; Tuff Temper, 4-5, $2.75 each; Quaker City, 3-4, $2.75 
each; Quaker City, 3%-4%, $2.75 each; Quaker City, 4-5, 
$2.75 each; Old Forge, 8-4, $2.50 etch; Old Forge, 8%-4%, 
$2.50 each; Old Forge, 4-5, $2.50 each; Freighters. 8-F. 
$2.50 each. 

BABBITT—Frictionless. 35c lb.; Magnolia. 40c lb.; No. 4, 25c 
lb.; No. 1, 80c lb.; No. A, $1.30 lb.; Challenge, $1.25 lb.; 
Special Motor, 90c lb.; Ezceltior, 80c lb.; Acme, 65c lb.: 
XXXX Nickeled. $1.40 lb. 

BARS—Crow, Pinch Point No. 10, 15e lb.: Wedge No. 15, 
15c lb.; Lining No. 80. 15c lb.; Digging No. 580, 25c lb.: 
Tamping No. 25, 15c lb.; Clew No. 30, 18c lb. Ripping or 
Wrecking, Goose Neck No. 8657 —% x 18, 50c etch; Goose 
Neck No. 8659 —% x 24, 75c etch; Goose Neck No. 8662— 
% x 24, 90e etch. 

BATTERIES DRT CELL—Columbia, No. 6, 45c each; No. 6-S, 
45c each; No. 16. $1.40 each. Red Devil or Red Label, No. 
6-D, 45c each. Hot Riot MuUfole, No. 1563, $3.85 each; 
No. 1663, $8.15 eaah. Rear Reedy tame price at Columbia. 


Covered Stove Pott. 

706 .$1.35 

707 . 1.50 

708 . 3.00 

709 . 3.50 

7061 . 1.50 

7071 . 1.75 

7081 . 3.26 

7091 . 3.75 

Soap Stock Pott. 
212 .........$4.50 


218 

334 

386 

813 

818 

834 

886 


.8.00 

.7.50 

.9.00 

.9.00 

.18.00 

.15.00 

.18.00 


Bread Raisers. 

10 .$1.76 

14 .3.00 

17 .3.85 

31 .3.75 

101 . 2.00 

141 .2.36 

171 .3.75 

311 .8.26 

Netoo Perfect 
Roosters. 

150 .$8.50 

180 .8.25 

200 . 4.30 


Grocers' 


Scoops. 

....$ .40 

.50 

.65 

.85 

.56 

.85 

.85 

- 1.00 


3 

8 . 

4 . 

5 . 

30 
80 
40 
50 

Flat Skimmers. 

9 .$ .30 

10 .20 

11 .25 

13 . .25 

Spittoons. 

300 .$ .85 

800 . 1.10 

Chib 8plttoons. 

100 .$1.35 

Hotel 8pittoons. 

150 .$3.50 

Batting Spoons. 

10 .$ .15 

18 .30 

14 .20 

16 .30 

18 .35 

Steamers. 

I .$1.15 

8 . 1.85 

9 . 1.50 

Tea Steepen. 

8 . ...$.50 

8 . .55 

Handy Strainers. 

140 .$ .15 

Gravy Strainers. 

8 .$ .86 

Jelly Strainen. 

80 .$ .80 

Cake Turners. 

13 .$ .15 

14 .30 

Female Urinals. 

1 .$3.00 

Male Urinals. 

8 .$1.86 


BIBBS —Compression— 

Plain 1112—%-inch Rough, $1.00 each; %-inch, $1.25 each; 
%-inch, $1.65 each; 1-inch, $8.00 each. 

112— Vi-inch Finished, $1.10 each; %-inch, 81.40 each; %- 
inch. 81.75 each; 1-inch, $8.25 each. 

0112—Vi inch Nickel-plated, 81.25 each; %-inch, $1.50 
each; %-inch. $2.00 each; 1-inch, $3.50 each. 

Hone 1113—Vi inch Rough, $1.10 each; %-inch. $1.40 each; 
%-inch, $1.75 each; 1-inch, $3.00 each; 1 %-inch, $6.00 
each; 1 %-inch. $8.00 each. 

113— Vi-inch Finished, $1.25 each; %-inch, $1.50 each; %- 
inch, $2.00 each; 1-inch, $3.50 each. 


0113—Vi-inch Nickel-plated, $1.50 each; %-inch, 
%-incn, $2.25 each. 

$1.65 each; 

[T8—Auger 

8iie 16tha. 8 
81— List. 

4-8 

9-10 

1013 

18-14 

14-16 

18 

30 

Dos.. .. 6.00 
81—Sell. 

5.00 

6.00 

7.00 

8.25 

9.60 

13.00 

14.00 

Etch... .45 
100—List. 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

Dos.... 6.00 
100—Sell. 

5.00 

6.00 

7.00 

8.25 

9.50 

13.00 

14.00 

Etch... .45 

101—List. 

.40 

.45 

.50 

.75 

.90 

L10 

1.20 

Dos. 

101—Sell. 

5.00 

6.00 

7.00 

8.35 

... 

... 

... 

Etch . 

Digitized by 

.40 

Gc 

.45 

)CK 

.50 

?le 

.75 
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HARDWARE WORLD 

RBTAXL BELLING PB10BS—Contimud 


Sis# lithe. 

8 

4-6 

7 

8 

9 

10 

11-12 

18-14 

BOLTS— 












85—List. 









Common Carriage—8-16 A % -in. 5-16-in. 

%-in. 

%-in. 

Dos.... 

4.50 

4.00 

4.50 

5.00 

5.50 

6.00 

7.00 

8.00 





Dos. 

100 

Dos. 

100 

Dos. 

100 

Dos. 

100 

85—Sell. 









1*1% 




.20 

1.00 

.25 

1.40 

.80 

1.90 

.55 

8.72 

Each... 

.80 

.25 

.80 

.85 

.40 

.45 

.50 

.60 

2 




.20 

1.10 

.25 

1.52 

.80 

2.06 

.55 

8.72 

Site 16ths. 




15-16 

17-18 

20 

92 

24 

2% 




.20 

1.20 

.80 

1.64 

.85 

2.22 

.60 

8.87 

85—List. 









3 




.20 

1.80 

.80 

1.76 

.35 

2.38 

.60 

4.02 

Dos. 




9.00 

10.50 

12.00 

18.50 

15.00 

3% 




.25 

1.40 

80 

1.88 

.40 

2.54 

.65 

4.85 

35—Sell. 









4 




.25 

1.50 

.S3 

2.00 

.40 

2.70 

.70 

4.67 

Each... 




.75 

.70 

.85 

.95 

1.00 

4% 




.25 

1.60 

*85 

2.12 

.45 

2.86 

.75 

5.00 

Size 16ths. 

4-6 

7 

8 

9 

10 

11 

12 

18 

5 




.25 

1.70 

.85 

2.24 

.45 

8.02 

.80 

5.30 

47—List. 









5% 




.80 

1.80 

.40 

2.86 

.50 

8.18 

.85 

5.62 

Dos- 

9.00 

10.00 

11.25 

12.60 

18.75 

16.00 

16.25 

17.50 

6 




.30 

1.90 

.40 

2.48 

.50 

8.84 

.85 

5.94 

47—Sell- 









6% 




.85 

2.15 

.45 

2.80 

.55 

8.72 

.90 

6.26 

Each ... 

.45 

.65 

.75 

.90 

.95 

1.00 

1.10 

1.15 

7 




.85 

2.40 

.45 

8.11 

.60 

4.10 

.95 

6.59 

Sise 16ths. 






. 14 

15 

16 

7% 




.40 

2.75 

.50 

8.24 

.65 

4.82 

1.00 

6.90 

47—List. 









8 




.40 

8.06 

.50 

8.87 

.65 

4.64 

1.05 

7.20 

Dos. ... 






,19.00 

80.50 

22.00 

8% 




,, 

,, 

.55 

8.51 

.70 

4.72 

1.10 

7.87 

47—Sell. 









9 




.. 

. m 

.55 

8.65 

.75 

4.90 

1.15 

7.54 

Each .. 






1.20 

1.80 

1.40 

9% 




. . 

,, 

.60 

8.79 

.80 

5.08 

1.20 

8.02 

Sise 16ths. 

5-8 

9 

10 

11 

12 

18 

14 

15 

10 




. . 

. . 

.60 

3.92 

.80 

5.27 

1.25 

8.50, 

68—List. 




















Dos. .. .11.25 

12.50 

13.75 

15.60 

16.25 

17.50 

19.00 

20.50 

BOLTS— 













58—Soil. • 

Each... 1.85 1.50 1.65 1.80 1.90 1.95 9.85 8.45 

Solid Center, in Soto—111%, $1.60 set; 15, $8.55 tot; 86, 
$5.40 oet; 85, $7.90 set; 85 0. $5.00 set. 

Irwin, in Soto—58, $4.00 oet; 55. $4.75 oat; 55 O, $5.00 tot. 
Russell Jennings, in Sets—4520%, $4.90 sot; 4583%, 
4583% 0, $8.35 oet; 4730%, $5.10 oot. 

BELLS—Kentucky Cow—No. 0, $1.00 each; No. 1, 85c each; 
No. 3, 75c each; No. 8, 55c each; No. 4, 45c each; No. 5, 
85c each; No. 6, 80c each; No. 7, 25c each. 

BELLS—2%-inch. Nonpareil, 60c each; 8-inch, Nonpareil, 70c 
each. 

BEVELS—Sliding T—No. 18: 6-in^ 75c 8-in., 90e; 10-in., 
$1.00. No. 35: 6-in.. 50e; 8-in., 55e; 10-in., 60e; 13-in., 
65c; 14-in., 75c. 


BLOCKS—Wood Tackle. 


Com. Com. 
Sngl. Dbl. 
8-inch .$ .80 $1.45 

4- inch.95 1.75 

5- inch . 1.00 1.90 

6- inch . 1.20 2.20 

7- inch . 1.45 2.65 

8- inch . 1.80 8.10 

10-inch . 3.00 4.90 

12-inch . 4.85 8.35 


Com. 

Pat. 

Pat. 

Pat. 

Triple 

$1.90 

Sngl. 

$1.20 

Dbl. 

$2.20 

Trnl. 

$8.20 

2.85 

1.80 

2.50 

8.60 

2.50 

1.40 

2.80 

8.85 

8.20 

1.65 

8.15 

4.85 

8.85 

1.65 

8.65 

5.50 

4.65 

2.50 

4.50 

8.60 

6.85 

8.85 

6.60 

9.85 

11.70 

5.80 

10.00 

14.50 


BLOCKS—Steel Tackle 
Site 

8-inch . 

4- inch . 

5- ineh . 

6- inch . 

8-inch . 

10-inch . 

BLOCKS—Wood Snatch. 

6-inch . 

8-inch . 

10-inch . 

12-inch . 

BLOWERS—No. 400 Champion, $85.00 
$20.00; Royal. $80.00. 

BOARDS. IRONING— 


81nfle Double 
.$ .90 $1.50 

. 1.00 1.85 

. 1.10 2.00 

. 1.25 2.35 

. 1.85 8.25 

. 8.00 5.00 


.$ 8.00 

..4.85 

. 6.85 

. 7.50 

No. 40 Lancaster, 


With Table—No. 2, Plain, $2.00 each; No. 14, Holdfast, 
$2 00 each; No. 10, Sprinfer, 60x15 in. sleere board. 
$8.00 each; No. 20, Springer, 54x18 in. sleere board, 
$2.75 each; No. 80, Springer, 54x18 in., no sleere board, 
$2.25 each; No. 40, 8pringer, 50x12 in., no sleere board, 
$2.00 each. 

Without Table (Skirt Boards)—4 foot, 76e each; 5 foot, 
$1.00 each; 5% foot, $1.26 each; 6 foot, $1.50 each. 
BOARDS, STOVE— 

Paper Lined—No. 45—18x18. 80c each; 24x24, 90c each; 
26x26, $1.00 each; 28x28, $1.15 each: 80x80, $1.85 each; 
82x82, $1.75 each; 86x86, $2.00 each. No. 125—24x86. 
$1.50 each; 26x80, $1.60 each; 28x84, $1.75 each; 80x86, 
$2.00 each; 82x42, $2.50 each. No. 200—18x18, 85c 
each; 24x24, $1.00 each; 26x26, $1.15 each: 28x28, 
$1.25 each; 80x80, $1.50 each; 82x32, $1.75 each; 
36x86, $2.25 each. 

Wood Lined—No. 80—24x24, $1.50 each* 26x26, $1.75 
each; 28x28, $2.00 each; 80x80, $2.40 each; 88x88, $8.00 
each; 86x86, $8.50 each. No. 90—24x86, $2.00 each; 
26x82, $2.00 each; 28x34, $2.50 each; 80x38, $8.00 
each; 82x42. $8.50 each. 

Por future deltrery, D%% from abore prices. 

BOARDS, WASH—Toy No 815, 20c each; 8ingle Zinc No. 820, 
40e each; 980, 50c each; 988, 45c each; Double Zinc No. 
984. 80e each; Brass No. 801, 90c each; nine Enamel No. 
964. 75c each; Glass No. 968, 60c each. 


BOLTS— 

Carriage— 

Small . 

Large . 

Machine— 

8mall . 

Large . 

Store Bolts, 80% off List. 
Stud . 


Contractors. 
.Plus 10% 
.Plus 25% 

.Plus 10% 
.Plus 25% 

.Pins 80% 


Retail, by dos. 
Plus 50% 
Phis 50% 

Plus 50% 
Pins 50% 

Pins 50% 


Machine Square Head and Nut— 



%-in. 

5-16-in. 

%-in. 

7-16-ln. 


Dos. 100 

Dos. 100 

Dos. 100 

Dos. 100 

1-1%. 

. .25 1.70 

.80 2.00 

.85 3.40 

.40 2.86 



%-in. 

%-in. 

%-in. 



.60 S.68 

.80 5.88 

1.20 7.85 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

2. 

. .25 1.78 

.80 2.12 

.85 2.56 

.45 8.06 


* 

%-in. 

%-in. 

%-in. 



.65 3.78 

.85 5.69 

1.80 8.42 


%-in. 

5-16-in. 

%*in. 

7-16-in. 

2% . .. 

. .80 1.86 

.35 2.24 

.40 2.72 

.50 8.27 



%-in 

%-in. 

%-in. 



.70 4.10 

.90 5.89 

1*40 8.99 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

3. 

. .80 1.94 

.85 2.86 

.40 2.88 

.55 8.47 



%-in. 

%-in. 

%-in. 



.70 4.47 

.95 6.08 

1.45 9.55 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

3%.. . 

. .30 2.02 

.40 2.48 

.45 8.04 

.55 8.67 



%-in. 

%-in. 

%-in. 



.75 4,73 

1.05 6.66 

1.55 10.10 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

4.. . . . 

. .80 2.10 

.40 2.60 

.45 8.20 

.60 8.88 



%-in. 

%-in. 

%-in. 



.80 5.00 

1.10 7.24 

1.60 10.66 


%-in. 

6-16-in. 

%-in. 

7-16-in. 

4%.. . 

. .35 2.20 

.45 2.75 

.50 3.40 

.65 4.08 



%-in. 

%-in. 

%-in. 



.85 5.26 

1.15 7.62 

1.70 11.22 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

5. 

. .35 2.30 

.45 2.90 

.50 8.59 

.70 .428 



%-in. 

%-in. 

%-in. 



.85 5.53 

1.20 8.01 

1.80 11.78 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

5%.. . 

. 40 2.89 

.50 8.02 

.55 8.75 

.70 4.49 



%-in. 

%-in. 

%-in. 



.90 5.80 

1.25 8.40 

1.90 12.84 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

6. 

. .40 2.47 

.50 8.14 

.60 8.91 

.75 4.70 



%-in. 

%-in. 

%-in. 



.95 6.06 

1.80 8.79 

1.95 12.90 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

6%.... 


.55 8.27 

.65 4.07 

.80 4.90 



%-in. 

%-in. 

%-in. 



1.00 6.88 

1.40 9.17 

2.10 18.46 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

7. 

. .. . .... 

.55 8.89 

.65 4.24 

.85 5.10 



%-in. 

%-in. 

%-in. 



1.00 6.59 

1.45 9.56 

2.20 14.03 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

8. 

•••• •••• 

.60 8.68 

.70 4.59 

.90 5.51 



%-in. 

%-in. 

%-in. 



1.10 7.12 

1.60 10.34 

2.85 15.15 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

9. 

. 

• • • • • • • 

.75 4.90 




%-in. 

%-in. 

*%-in. * 



1.15 7.65 

1.75 11.12 

2.50 16.27 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

10. 

• • • • • • • 

... . . 

.80 5.22 




%-in. 

%-in. 

* % -in.* 



1.20 8.18 

1.85 11.89 

3.66 17.40 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

11. 



.85 5.55 




% -in-' 

%-in. 

%-in.**'* 



1.80 8.71 

1.95 12.67 

2.80 18.51 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

12. 


... .... 

.90 5.87 




%-in. 

%-in. 

%-in. ** 



1.40 9.24 

2.05 18.44 

8.00 19.68 

18 .... 


1.50 9.77 

2.20 14.22 

8.20 20.75 

14 .... 


1.60 10.80 

2.80 15.00 

8.40 21.88 

15 .... 


1.70 10.88 

2.40 15.77 

8.60 28.00 

16 .... 


LM 1U4 

18.54 

8.80 24.13 


Digitized by v^oocie 
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HARDWARE WORLD 

BBT AIL BELLUre PBXOBS—Continued. 


BOTTLBS—'7MDDB. 

.. 

ii*.::::::::::::::::::::::::::: 

iiV.:::::::::::::::::::::::::: 

i 6 !.::::::::::::::::::::::::::: 

6$ . 

filtort—Thermos and Universal. 

% Plat. 

rpiai^. 

1 ISncfe .Thermoi 

991 * 195.M OO 

mm * 896. 8.85 

898 * 897. 9.50 

894 * 899.4J5 

BRACKETS—Shelf— 


Thu 
.91.75 
. 9.75 
. 9.00 
. 8.95 
. 9.95 
. 8.50 
. 9.75 
. 8.00 
. 4.50 
. 8.95 
. 5.00 


Universal. 
61 91.75 
69 9.75 

91 9.00 

9.95 
9.95 

8.50 
9.00 

4.50 
9.95 
5.00 


99 

71 

79 

91 

99 

81 

69 


.91-95 

.1.60 

.9.50 

UftlvimL 
610 99.95 
410 8A0 

510 9.75 


Japanned— 

$s 4 

Pair 

...$ .90 

B. 
Is 4 
4x 5 
6x 7 
6x 9 

P.— 


Pair 
.$ .95 


... JS 



. .40 

It y _ TT . 

•.. JO 



. .50 

jta $ 

• • • • .40 



. .65 

7» 0 r t t .. ttT 

... • .45 

7x 0 



. .75 

O^IQ .. T . 

so 

8x10 



. .80 

10X19 - - . “ r t * t 

• • • • .65 

10x19 



. 1.00 

29x14 . 

1.00 

19x14 



. 1.95 

16x18 . 

.... 9.95 

N.P. 

A 0.0. 

same as B.P. 

BRACES— 

611 

Oil 

098 

045 

656 

A t .. 


$9.85 

$9.96 



8 . 


*9.86 

9.95 

..... 

. ... • 

10 .. 


8.00 

9.50 

$1.76 

$ Jt 

19 . 


8.95 

8.00 

9.06 

U6 

14 . 


$.75 

8.95 


• ess • 

16 . 



• • • e • 





008 

091 

065 


8 . 


8.00 

8.00 



10 . 


4.15 

8.95 

1.50 

.... • 

19 t - - , t--- 



8.50 

1.65 




*8008 

8010 

8019 

8014 

P8AW. 


.$8.00 

M.95 

M»60 

$1.75 


Stanley— Bach 

60* ..9 8.50 

946 . 18.00 

858 . 90.00 

460 . 95.00 

Star— 

40 .9 8.95 

41 . 8.75 

Steam's Perfection— 

20 .9 8.95 


BOXES—Mitre— 

Ooodell— Each 

985 .917.95 

805 . 17.75 

806 . 90.00 

Langdon— 

79 .917.75 

78 . 18.50 

74 . 90.50 

75 .91.00 

BRADS—Wire. Bnlk per lb. 

* A % inch.9 .80 

% to 1* inch.90 

1M to 9 inch.15 

BRASS—Sheet—Soft, per lb. ( 90c; Half Hard, 85e; Sign, 80c; 
Spring, 9110. 

BREAD MAKERS—Universal—No. 9. each. 99.95: No. A 
$9.50; No. 8, $8.60. 

BRIGHT WIRE GOODS— 

G.t. Hook. 3 ,* 4 

40_Dos. .90 .95 .80 .85 .40 .50 

1040 .. Dos. .80 1.00 1.15 1.50 1.85 9.00 

BROOMS— Household 


%-lb. pigs* 
9 .16 
.15 
.15 


Mlb.pkgs. 
9 .10 
.10 
.10 


6 

.80 

8.50 


No. or Brand 

0 Toy . 

00 Toy . 

Each 

.$ .90 

.80 

.1.00 

No. or Brand 

Pima. 

Navajo. 

Warehouse. 

Each 

_$1.50 

_1.80 

_1.35 


.1.10 

10 . 

_ 1.90 

Verde 

. 1.25 

229 . 

.65 


. 1.15 

280 . 

.90 

Apache. 





Push or 

Street 


114 B 

.1.25 

262 . 

. 1.85 

116 B ,.. 

.1.40 

253 . 


190 

.80 

254 . 


191 . . .. 

.00 

256 . 

.85 

129 t- - - 

.1.00 

258 . 


123 __ 

_ 1.50 

260 . 

.1.40 

RUSHES— 

Casting 


No. or Brand 

Each 

No. or Brand 

Each 

2 ,_ 

.$ .45 

7 . 

.$ .55 

3 . 

. .50 

10 . 

.80 

all . 

.50 

15 . 

.55 


Counter or Dusting 


15 r . 

.60 

20 . 


17 . 


7 .. 

1.55 


19 

14 

16 

119 

114 

116 

914 

916 

918 


Floor or Garage 
.85 990 


994 

819 

814 

816 

614 

616 

618 


9.15 

9.70 

1.90 

1.40 

1.65 

8.75 

4.50 

5.95 


Daisy 


.10 


. 1.10 
. 1.85 
. 1.40 
. 1.65 
. 1.80 
. 1.90 
. 1.65 
. 1.90 

Hand or Nall 
. .05 Windsor 

Horse 

CoUie.85 Shoo Fly. .40 

Hound.50 Wolf .60 

Mastiff .60 79 .80 

Pointer .40 78 .50 

&b»niel .85 78 P.45 

8t. Bernard. 1.00 800 .. .60 

Kalsomine 

940 . 4.75 810 . 1.86 

Marking 

1 .10 4 . .15 

9 . .10 5 . 05 

8 .10 6 . 05 

Paint 


151, 8 


155, 8 
155, 8) 
155, 4 


401 .. 

90, 9 . 
90, 4 . 

AUigato: 
Bird .. 
Boston 
Cat .. 
Cruiser 
Duck . 
Gem .. 
Goose . 
Hub .. 


.95 

150, >H . 


.85 

159. 4 . 


.45 

165, 9 . 


.60 

165, 8* . 


.40 

165, 4 . 


.60 

165, 4* . 


AO 

998, 8% . 


.60 

998, 4 . 


.50 

.60 

998. 4 * . 


Roe 

1.95 

n*. 



Sash 


00 

9 

14 

91 


.15 

90, 6 .. 

.15 

90, 8 .. 

Scrub 

A 5 

Monitor 

.10 

Mouse 

.95 

Rat ... 

.95 

601 .. 

AS 

510 .. 

.90 

619 .. 

.15 

601 .. 

.95 

604 .. 

.80 



Shoe 

.80 99 
.15 88 

.40 914 

.90 608 

Sink 


OO 

.95 

.40 

06 

OO 

.90 

06 

.90 

.95 

OO 


85 

.85 

.75 

.50 


Magio .16 1 Pot (0).05 

Owl . 


.15 


124 . 

Shaving 

.60 849 

125 . 

.76 

850 

126 . 

.85 

857 

221 . 

.90 

871 

222 . 

. 1.25 

491 

0KO . 

.40 

492 

252 . 

.9.75 

498 

260 . 

.9 00 

500 

275 . 

.25 

2731 

810 . 

.85 

6870 


408, 

408, 

00 . 
8 
7 


.75 

.60 

.85 

1510, 8queegee.80 

BUCKETS— _ ^ 

Common Gslv. Each 

8 .» *0 

10.*0 

12 .S£ 

16.75 

Garbage Galv. Each 

00 .$1.60 

09 . 1.85 

08 .9.96 


Stencil 

.90 408, 8 
.95 408, 10 
Window 


1519, Squeegee 
1514, Squeegee 
1516, Squeegee 


Stock— 

14. 

16 . 

18 . 

90 . 

Well Galv. 

10 Qt.. 

19 Jjt. 

Wood— 

Short ear. 

Strap ear. 

CANS— Garbage—15 68.50; 16, $4.00; 18, $4.50: 80. 
Oil. Galr., sise I Gal., each, 50c; sixe 8 Gal., 85c; 
with faucet, $1.50; 5 Gal. with spout, $1.95. 
OANTHOOKS —Maple Handle 2*x4tt, each. $9.85. 
CAPS —Roofing. Per lb., 90c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 


.85 

.86 

.00 

1.00 

.85 

.05 

1.15 

.45 

.85 

.75 

.40 

.50 

.85 

.40 

.75 


Each 

.$ .00 
. 1.00 
. 1.15 
. 1.95 
Each 
.$ .85 
. 1.00 
Each 
.$ .85 
. .00 
$5.00. 
5 OaL 
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KBTA1L BELLING PBICES—Continued. 


Cupboard 

Each No. or Brand 

4112, SR* 8HA. KF, E 
8002, EA, 8HA, E... 

9400, R. EA. 

9400, 8HA, E. 


.05 

.10 


15 

18 


CATCHES— 

No. or Brand 

024 .$ .10 

329, R EA, E.10 

4002, IL EA. HA.10 

4002, 8lt SHA, KF, E .10 

4112, rTeA, HA.10 

Elbow 

10 
12 

Forga 

85 F .05 12 F . 

11 F .10 

French Window 

2108 10 4102, SR* 8HA, KF, E 

4102, R, EA, HA.15 

Friction Cabinet 

01820%, EA.15 01820%, SHA, E_ 

Screen 

21 .20 R 25 . 

J 25 . .25 E 25 . 

Show Caae 

1 25 24 . 

Transom 

3278% 65 4442%. 8H, KF, E... 

4433, R, EA. KF.25 4633, R, EA. 

4433, SHA, E.30 - " 

4433%, R, EA. KF... .25 

4488%, SHA, E.30 

4483%, R, EA.25 

4488%, SHA, KF.80 

4442, t SA.25 

4442, SHA, KF, E.80 

4442%, R, EA.25 

CHAINS— Tiro 


4633, SHA, KF, E. 

8483, EA . . .. 

8483, E . 

8433%, EA. 

8433%, SHA, E.. 

8442%, EA_ 

8442%, 8HA, E.. 

-Weeds* 


Each 

.10 

.25 

.50 

.55 


.15 

.05 


.20 


.15 


.20 


.30 

.80 


.45 

.30 

.50 

.60 

.70 

.75 

.70 

.75 

.60 

.65 


Sis# 

Pair 

Sise 

Pair 

3%x38 . 

.$8.50 

4%x80 . 


2%x80 . 


4 %x82 . 


8 x28 . 


4 V 

■ x88 . 


8 x80 . 

.4.50 

4 V 

ix84 . 

. 7.50 

8 x82 . 

.5.00 

4V 

4x85 . 

. 8.00 

8 x84 -. 



>x86 . 


8 x8© ...... 


4V 

ix87 . 


8%x38 ...... 


4* 

[x88 _ 


8 %x80 . 


4* 

ix40 . 

.11.00 

8%x82 . 


5 

x84 . 


8%x84 . 

.6.00 

5 

x85 . 

.9.00 

8%x86 . 


5 

x36 . 

.9.00 

4 x80 . 

.5.50 

5 

x87 . 


4 x81 . 


5 

x88 . 


4 x82 . 

. 6.00 

5 

x89 . 


4 x88 . 


5 

x40 . 


4 x84 . 


s\ 

4x36 . 

.13.00 

4 x85 . 

.7.50 

s\ 

4x87 . 


4 x86 . 

.7.50 

Sh 

4x88 . 


4 x87 . 


6 

x88 . 


4 x40 . 

.10.00 

6 

x40 . 

.15.00 


CHAIN—Germain Straight Link (eoil)— 

6-t>, 15e ft.; 5-0, 12% ft.; 40, 10c ft.; 8-0, 8c ft.; 20, 
7%e ft.; 0, 7c ft.; 1, 6o ft.; 2, 5c ft. 

Norway Straight Link (coil)—%, SO® lb.; %, 30c lb.; %, 
18c lb. 

Passing Link (coil)—4*0, 12c ft., 8 0, 11c lb.; 2 0, 10c 1b. 
Coil Proof Straight Link—8-16 Black, 80c lb.; %, 25c lb.; 
516, 22c lb.; %, 21c lb.; 716, 19c lb.; %, 17c lb.; %, 
16c lb.; %, 16c lb. 

Proof Twisted Link (coil)— 3-16 Black, 80c lb.; %, 25c lb.; 

5-16, 28c lb.; %, 22c lb.: 7-16, 21c lb. 

Ooil B. B. Proof Straight Link—5-16, 25o lb.; %, 28c lb.; 

%, 21c lb.; %, 20c lb.; %, 19c lb. 

Twitted Machine Coppered (coll)—4-0, 16c ft; 8*0, 15c 
ft.; 2-0, 15c ft.; 0, 14c ft 

Jack—SO Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c yd.; 12 Iron, 10c yd.; 10 Iron, 12*e 
yd.; 8 Iron, 15c yd.; 120 brass, 10c yd.; 118 brass, 15c 
yd.; 116 brass, 15c yd.; 114 brass, 30e yd.; 118 brass, 
25c yd.; 112 brass, SOc yd.; 110 brass, 45e yd. 

Safety Brass and Niekel Plated—00 A N00, 90e yd.; 0-N0, 
25c yd.; 1-Nl, 80c yd.; 2-N2, 85c yd; 8, 40c yd. 

Sash—01 Copper Plated, 4c ft.; 02 Copper Plated, 3c ft.; 
XXXX Copper Plated, 25c ft.: 02P Steel Plain, 2%c ft.; 
10 Cable* 25c ft.; 56 UniTersaL 7c ft. 

Sash Chain Fasteners—18, Set u„ 15c set; 100, Set GB, 
35c set 


CHALK—Carpenters, per piece, S%e. 
gross 60c; 6 for 5c. 


School Crayon, per 


CHALK LINE—Tellow, per 100 ft. hank. 15e. Braided 
White, 20-ft. hanks, site ISO, each 5c; also 330, 5c* sise 
820, 6c. 60-ft. bar . sise 150, each lOe; sise 250, each 

10c; sise 850, each 10c. 


CHECKS—Door—All Mskee, Liquid Checks—A-ll, $4.35; 
B-13. $5.50; C-18, $6.80; D-14, $7.85; E-15, $10.50. For 
hold open arm, add 75e each. 

CHISELS (CARPENTERS)—P. S. and W., Butt, No. 170, %- 
inch, 75c each: 1-inch, 85e each; 1%-inch, 95c each; 1%- 
inch, $1.00 each; 1%-inch, $1.10 each; 2-inch, $1.25 each. 
P. 8. and W., Corner, No. 165, %-inch, $2.35 each; %-inch. 


$2.50 each; 1-inch, $2.75 each; 1%-inch, $3.00 each. 

P. S. and W., Firmer, No. 100 Plain, %, %-inch, 60c each; 
%-inch, 65c each; %-inch, 70c each; %-inch, 75 c each; 1- 
inch, 80c each; 1%-inch, 85c each; 1%-inch, 95c each; 1%- 
inch, $1.05 each; 2-inch, $1.15 each. 

15 Beveled, %, %-inch, 75c each; %-inch, 85c each; %• 
inch, 90c each: %-inch, 95c each; 1-inch. $1.00 each; 1%- 
inch, $1.05 each; 1%-inch, $1.15 each; 1%-inch, $1.20 each; 
2-inch, $1.35 each. 

P. 8. and W., Firmer (sets)—No. 116, 6, % to 2 Plain, 
$5.50 set: 112, 12, % to 2 Plain, $10.50 set; 106, 6, % to 
2 Bevel, $8.50 set; 132, 12, % to 2 Bevel, $18.00 set. 

P. S. and W., Framing—No. 30, %, %-inch, 85c each; %- 
inch, 90c each; %-inch, $1.00 each; %-inch. $1.05 each: 
1-inch, $1.15 each; 1%-inch, $1.25 each; 1%-inch, $1.35 
each; 1%-inch, $1.50 each; 2-inch, $1.65 each. 

P. S. and W., Pocket—No. 91, %, %-inch, 75c each; %-inch. 
80c each: %-inch, 85c each; %-inch, 90c each; 1-inch, 95c 
each; 1%-inch. 31.00 each; 1%-inch, $1.05 each; 1%-inch, 
$1.15 each; 2 inch, $1.25 each. 

P. S. and W., Slicks—No. 175, 2%-inch, $8.85 each; 3- 
inch, $3.75 e4ch; 3%-inch, $4.25 each; 4-inch, $5.00 each. 


CHOPPERS—Meat and Food- 
Universal— 


0.$1.65 

1. 2.00 

2 . 2.50 

3 . 8.25 


Enterprise— 

io:::::::::::: 

501. 

602. 


$2.50 

4.25 

1.25 
1.50 


CHURNS—Barrel, No. 0, $5.40 each; 1, $6.10 each; 2, $6.85 
each; 3, $7.65 each; 4, $9.80 each: 6, $11.50 each. 

Glass, Dasey (Churns), No. 10, $1.50; 20, $2.00; 80, $3.85; 
40, $8.20. Glass, Dasey (Jars), No. 10, 45c; 20, 80c; 80, 
$1.05; 40, $1.80. 

Tin, without Dasher, 1%-gallon, $1.50 each; 2-gallon, $1.55 
each: 8-gallon, $1.60 each; 4-gallon, $1.75 each; 5-gallon, 
$1.90 each. 

Dashers Only, No. 40, 15c each. 

CLAMPS—Carriage Makers, No. 12 (plain), 45c each; 18. 50e 
each; 14, SOc each; 15, 75e each; 16, 95c each; 17, $1.80 
each; 18, $1.55 each; 20, $2.10 each: 32. $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.65 each; 68, $2.00 
each; 64, $2.65 each; 65, $8.50 each. 

Quilt Frame, No. 1, 10c each; 8, 15c etch; 83, 10c each; 
88, 15o each. 


CLEANERS—Window- 

Rubber— Wood Floor— 

10-inch ...$ .25 16-inch ...$ .40 14-Inch .. .$ .40 

12-inch ... .80 18-inch ... .45 16-inch ... .50 

14-inch ... .85 


CLEVISES—Malleable. 15c lb. 

CLIPS—Wire Rope ‘'Bulldog**—8-16 to % Inc., 

%, 15c; %, 30c; %, 80c; %, 85e; 1-fat, 46c. 
CLIPPERS—Bolt- 
New Easy— 

No. 0 .$8.50 No. 

No. 1 4.50 No. 

No. 3 . 6.25 No. 

No. 8 .8.00 No. 

O. K.— 

10-inch .1.51 

14-inch . 1.75 


16c; 


Extra Cutters 

0.$3.00 

1. 2.35 

3. b.00 

8.8.75 


OLOCK8 (ALARM)—Ace, $2.50 each; America, $1.25; Auto¬ 
matic, $8.95; Bingo, $3.50; Brownie, $2.45; Circle, $2.35; 
Columbia, $8.00; Ideal, $2.25; Indian, $1.85; Iron Clad, 
$2.25; Lookout. $1.60: Prompter, $2.75: Simplex, $8.95; 
Sleepmetcr 2, $1.85; Sleepmeter 8, $3.50; Startle, $1.65; 
Tattoo, Jr., $2.25; Tattoo Int, $3.50. 


CLOTH—Emery, Nos. 00 to 8%, 10c straight; No. 8, 15c, 
2 for 25c. Carborundum or Aloxite—Nos. FF-90, 10c 
straight. 

CLOTH, WIRE—Screen, 12 M, black, 8%e sq. ft: 16 1C, 
black, 5c sq. ft.; 14 M, bronse, 15c sq. ft.; 14 M, galvanised, 
4%o sq. ft.; 16 M, galvanised, 5e sq. ft; 14 M, Opal, 5c 
sq. ft.: 16 M, Opal, 5c sq. ft 
COAL—Blacksmith— 

Catch weight sacks, per 100 lbs. ..$1.85 

Per 135-lb. sack .2.36 


COAL CHUTES—Hercules— 


No. 1, 16x18. 

. .$13.00 

No. 5. 20x24.$17.50 

No. 2, 18x20. 

.. 15.00 

No. 6, 16x18. 

14.50 

No. 3, 20x24. 

. . 20.00 

No. 7, 20x24. 

17.50 

No. 4, 16x18. 

.. 11.00 

No. 8, 18x24. 

28.00 

COLORS—Dry— 

Lb. 

COLORS—In Oil— 


Lamp Black. 

. .$ .35 

Black—Eng Coach lb.$ .60 

Ivory Drop Black 

.. .35 

Ivory Drop, lb. 

.40 

Prussian Blue ... 

.. .85 

Lamp, lb. 

.45 

Ultra Blue. 

.. .50 

Blue—Prussian % lb 

.40 

Umber Raw. 

.. .15 

% lb. 

.65 

Umber Burnt .... 

.. .15 

1 lb. 

1.35 

81enna Raw. 

.. .15 

Ultrum % lb. 

.20 

Sienna Burnt ... 

.. .16 

% lb. 

.85 

Van Dyke . 

.. .18 

1 lb. 

.60 

Chrome Green ... 

..$ .25 

Cobalt 1 lb. 

.60 

Chrome Tellow .. 

.. .35 

Brown—RAB Sienna 1 .40 

Ochre Golden .... 

.. .10 

Umber 1 lb...... • 

.40 

Ochre Tellow ... 

.. .04 

Van Dyke 1 lb. 

.5© 

Venetian . 

.. .04 

Green—Chrome 1 lb. 

.40 

Indian Red. 

.. .15 

Red—Amer Verm, lb 

.60 
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Ear Yum. H'lb_ 1.40 

Inf. Venn. 1-lb.2.80 

Tuscan.45 

Indian .80 

Venetian . .85 

Rosa Pink.60 

Rosa Laka . 1.05 


Duteh Pink.75 

Carmine . 1.40 

Turk ay . 1.70 

Para . 1.80 

Tallow—Ohroma lb.. .50 

Ochre—Golden lb... .86 

Tallow* 1 lb.85 


TapST Mhaiilr 

0 106 . Open M 808 . Open 

M 108. Open 8 104 . Open 

Bits, Wood (■Syracuse Pattern) 

C 114 A 8 100 A— 0 114 A 8 100 A— 

8 .85 18 .50 


COPPER—Sheet, 75c lb. 

CORD (SASH)—Samson Spot (Hanks), No. 6 8, $1.65 bank; 
7 8, $2.80 bank: 8 8, 8 80, $2.75 hank; 10 8, 10 80, $4.40 
hank; 12 S, 12 SO, $6.05 hank; WP 12 SO (coils), $1.16 lb. 
Phoenix (coils only)—No. 6 0, 80c lb.; 7 CL 80e; 8 0, 80e; 
10 C, 80c; 12 C, 80c; 14 O, 16 O, WP 8 0, 80c. 

Union (hanks)—No. 6, $1.20 hank; 7, $1.50 bank; 8, $2.00 
bank; 10, $2.05 bank; 12, $8.05 hank. 

COTTERS—Hammer Lock or Regular Spring. 

1-16, 5-64,8-32 in. ft in. 5-82 in. 

Length— 100 1000 100 1000 100 1000 


C 114, M 100 or M 


0 114 A, 8 100 A— 

.85 12 . 

.86 18 . 

.25 14 . 

.85 16 . 

.80 16 . 

.80 17 . 

.85 18 . 

.45 10 . 

.45 20 . 

.60 24 . 

Bit Stock 

0 114, M 100 or M 


%-inch. 
1 -inch. 
1 *4-inch. 

1 %‘inch. 

2 -inch. 


100 

1000 

100 ' 

1000 

100 

1000 

1-16 .. 


15-82 . 

$ .20 

$1.25 

$ .30 

$2.00 

$ .85 

$2.40 

3-32 .. 


ft . 

.25 

1.40 

.80 

2.00 

.40 

8.f50 

ft ... 


17-82 . 

.25 

1.65 

.35 

2.25 

.45 

8.25 

5-32 .. 


9*16 . 

.25 

1.80 

.40 

2.55 

.50 

8.§§ 

8-16 .. 


19-82 . 

.30 

2.05 

.45 

2.85 


4.00 

7-82 .. 

.85 

% .. 

.85 

2.50 

.50 

8.40 

.70 

4.75 

ft ... 


11-16 . 

8-16 in. 

ft in. 

5-16 in. 

9-32 .. 


13*16 . 

$ .50 

$8.75 



.... 

.... 

5-16 .. 


ft . 

.60 

4.25 

$1.00 

$6.75 

$1.75 

$11.00 

11-32 . 


ft . 

,70 

5.00 

1.10 

8.00 

2.00 

14.50 

ft ... 


15-16 . 

.80 

5.50 

1.25 

0.00 

2.00 

14.50 

13-32 . 


1 . 

.00 

6.00 

1.50 

10.00 

2.25 

16.00 

7-16 .. 



1.00 

6.75 

1.75 

11.50 

2.50 

17.50 


Straight Shank 

Jobbers 

1.10 

7.75 

2.00 

14.00 

8.00 

20.00 

C 108, M 

105 or M 0 

108, M 105 or M 


1 -inch.60 4.25 $1.00 $6.75 $1.75 $11.00 

lft.inch.70 5.00 1.10 8.00 2.00 14.50 

1 ft‘inch.80 5.50 1.25 0.00 2.00 14.50 

1 ft -inch.00 6.00 1.50 10.00 2.25 16.00 

2 -inch. 1.00 6.75 1.75 11.50 2.50 17.50 

2 ft-inch. 1.10 7.75 2.00 14.00 8.00 20.00 

CRATON—Lumbar, 10c; Soapstone, 5c. 

CUTTERS—Pipe—Barnes. No. 1, $2.05 each; No. 2, $8.00; 
No. 8, $6.50; No. 4, $18.00; No. 5. $10.50; No. 6, $26.00. 
Saunters—No. 1, $2.25; No. 2, $8.25; No. 8, $8.00; No. 4, 
$12.60. 

DAMPERS—Store Pipe—8, 15c; 4, 80c; 5, 80c; 6, 25c; 7, 
80c; 8, 40c; 0, 50o; 10, 60o. 

DIVIDERS—Wing, No. 85, 6-inch, 85o pair; 8-inch, 85o pair; 
10-inch. 50o pair; 12-inch, 75o pair. 

Wing Extension, No. 0, 6-inch, 00c pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 

DOLLIES—Timber— 

No. 640. 6-inch .$7.50 No. 650, 8-inch ....$10.50 

DOOR8—Screen. 

Common, ft-inch, 2-6x6 6 .$8.15 

©osiamon, % -inch. 3-8x6-8 .2.85 

Common, lft-inch, 3-6x6 6 .2.50 

Common, lft-inch, 3-8x6-8 .2.65 

Common, lft-inch, 3-10x6-10 .2.85 

Common, lft-inch, 8x7 . 8.25 

DOOR8—Ash Pit. 13x15 . 8.50 

8x8, each.$1.40 Ash Traps— 

8x10 .1.60 7x0 .55 

10x12 . 1.80 

DRILLS— Millars Falls (Breast) 


380, 8 105— 


880, 8 105— 

1-82 ........... 

.15 

7-82 . 

8-64 . 

.16 

15-64 . 

1-16 . 

.15 

ft .... 

5-64 . 

.15 

9-82 . 

8-82 . 

.15 

5-16 . 

7-64 . 

.15 

11-82 . 

ft . 

.15 

% . 

9-64 . 

.15 

18-82 . 

5-32 . 

.15 

7-16 . 

11-64 . 

.20 

15-83 . 

3-16 . 

.20 

ft . 

8-64 . 

.20 



Straight Shank, Wire Oauge 


108 . 

A M 107 or 


0 108 . 

A M 107 or 


M 

840, S 107— 


M 

840, 8 107— 


1 

to 

5. 

.25 

36 

to 

40. 

.15 

6 

to 

10. 

.25 

41 

to 

45. 

.15 

11 

to 

15. 

.20 

46 

to 

50. 

.15 

16 

to 

20. 

.20 

51 

to 

55. 

.15 

21 

to 

25. 

.15 

56 

to 

60. 

.15 

26 

to 

80. 

.15 

61 

to 

80. 

.15 

81 

to 

85. 

.15 






No. 

10 . 

11 . 

Each. 
.$ 6.25 

. 5.75 

No. 

029 . 

87 . 

Each. 

. 9.75 

12 . 

. 5.50 

97 . 

. 10.50 

18 . 

... . A 75 

118 . 

. 6.00 


Tankee 


555 . 

. 8.00 

1555 . 

. 8.00 


ELBOW 8—Conductor— 

PI. Rd. 8 

2-inch. % $ .85 8 

8-inch.60 8 

4-inch.60 

Corrugated—Conductor 

2-inch.$ .26 

8-ineh.80 

4- inch.46 

5- lnch.00 


or. Rd. A4J. 

ft lft-inch. •. .$\85 

% 2-inch.20 

8-inch. .26 

Shoes 

2-inch.$ .26 

8-inch.80 

4- Inch.45 

5- inch.00 


Millers Falls (Hand) 

_ 2.76 5 . 

_ 4.00 081 ... 

_ 1.00 

Tankee 

_ 4.00 1545 . . 

Tankee Automatic 


ELBOWS—No. 8 Corg., 20c each; 4, 25c; 5, 26c; 6, 80c; 7, 
40c. No. 8 Adj. 4 Pc., 25c each; 4, 80c; 6. 80c; 6, 25c. 
8-inch Adj. Galrd., 85c each; 4-inch Galrd., 45c each. Vo. 
8 Oorg. Jap., 85e each; 4, Corg. Jap., 45c. 

EMERY—Grain- 


Bell Hangers' or Electricians 
O 114 E, S 100 B... Open C 114 F (Fish Wire) 


Bit Stock 

. M 800 _ 

. 8 108 _ 

Blacksmiths' Round Shank 


C 116 . Open 0 120 .. 

M 110. Open M 112 

M 418. Open M 412 

8 110 . Open 8 111 .. 

Square Ratchet Shank 

Clll . Open M 400 

M 100 B. Open 8 104 A. 


No. 60, par lb.$ .85 Flour finery— 

No. 70, par lb.25 Par lb.25 

No. 80, par lb. .35 Stone#— (Sea Btoneo) 

No. 00, par lb.35 Cloth—(Sea Cloth) 

No. 100, par lb.26 Wheel#— (Sea Wheel#) 

No. 120, par lb.25 

FASTENERS (BRONZE)—No. 582. EA, 45c eaoh; 8HA, 8HB, 
E, 50c; 815, EA, 30c; SHA, E, 85c; 1831ft, EA, 8HA, 
E, 80c. 

Cast Iron and Steel—No. 824, 10c each; 824, R* EA 15c: 
E, 15c; 500, R, EA 15c: KF, E, 15c; 542. R* EA, 10c; 
SR, SHA KF, E, 10c; SOT, 10c; 800, R* EA 10c; SHA 
KF, E, 10c; 1831ft, F, 50c; 88131, R, EA 15c; KF, 8HA, 
E, 20c. 

FAUCETS— Cork Lined— 8-inch aaah.$ .20 

7-inch each.$ .15 9-lneh aaah.25 

FELT—Deadening, 8ise Roll, ft-lb., $8.00; l-1b., $4.00; lft- 
1b., $6.00. Tarred, 250-ft. roll, $1.85 eaoh; 500-ft. roll, 
$2.60 each. 

FIGURES AND LETTERS (STEEL)— 




Straight Shank 



80 t 

Each 


Sat 

Each 

0 

108 . 

. 0 109 . 


ft inch. 

....$ .65 

$ .18 

ft inch.. 

..$1.90 

$ .15 

M 

105. 



8-16 inch. 

.... .85 

.15 

8-16 ineh.. 

. . 2.60 

.15 

M 

880 . 

. M 382 . 


ft inch. 


.15 

ft inch.. 

.. 8.25 

.15 

S 

105 . 



5-16 inch. 

_1.75 

.85 

5-16 ineh.. 

.. 4.90 

,35 

0 

108 A. 



ft inch. 

_2.50 

.45 

ft inch.. 

.. 7.00 

.45 

M 

107. 



ft inch. 

_4.35 

.75 

ft inch.. 

..12.75 

.65 

M 

840 . 



ft inch. 


1.65 




8 

107 . 

. 8 104 B. 


ft inch. 

_20.00 

2.60 
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FILES—Band 8aw, 4 inches long. 16c each; 6. 20c; 8. 86c: 
10, 45e. Knife. 8-8%, 80c; 4. 80c; 6, 85c; 6, 40c; 8, 60c; 
10, 60c. Regular Taper, 8-8)6, 15c: 4, 16c, 4%, 16c; 5, 
16c; 5)6, 20c: 6, 20c; 8, 10c; 10, 60c. Slim Taper, 8-8%, 
15c; 4, 15o 4%, 15c; 5, 15c: 5%, 20o; 6, SOc; 8, 80e; 10, 
40c. warding, 8*8%, 25c; 4, 25c; 5, 25e; 6, 80c; 8, 40c. 
Flat Bastard, 8-4, 20e: 5, 20c; 6, 25c; 8, 80c: 10, 40e; 12, 
60c; 14, 75c; 16, $1.20. Half Round BaatanL 8-4, 25c; 6, 
25c; 6, 80c: 8, 85c; 10, 50e; 12, 75c; 14, 85c; 16, $1.15. 
Mill Baatard, 8-4, 15c; 6. 15c; 6, 20e: 8, 25c; 10, 80e; 12, 
86c; 14, 60c; 16, 80c. Round Baatard, 8*4, 15c; 5, 15c; 6, 
20c; 8. 25e; 10, 85c; 12, 40c; 14, 60e; 16, 80c. 8quare 
Baatard, 8-4, 20c; 5, 25c; 6, 26e; 8, 80e; 10, 45c; 12, 60c } 
14. 80e: 16, §1.0&. 

Rasps—Flat Wood, 8 inchea long, 60c eaoh; 10, 75c; 12, 
00c; 14, 81.80; 16, $1.76. Half Round Wood, 10, 75c; 12, 
05c; 14, 81.85; 16, $1.80. Half Round Cabinet, 8, 76c; 10, 
00c; 12, $1.25; 14, $1.60, 16, $2.00. 

FIXTUBS8—Grindstone—Auto: 01, $1.60; 02, $2.60. Com¬ 
mon: 15, 75c; 17, 85c; 10, $1.00; 21, $1.26. Am. 
Heavy: 17, 81.00. Extra Shafts, 16-inch, 26c; 17-inch 
86c. Extra Cranks, 25c. 

FLABHLIGHT8— Brer-ready—Complete 


Nc. 6061 each.$ .76 

Bo. 6062 each.1.00 

Be. 1001 each.1J6 

Nc. 2604 each.1.20 

No. 2681 each.1.60 

No. 2682 oaeh.1.76 


Kwik-lite Flashlights, Complete with Batl 


No. 2610 each.1.70 

No. 2616 each.1.60 

No. 2680 each.1.25 

No. 2688 each.2.40 

No. 2684 each.2.00 

No. 2650 each.8.00 


Fibre TMn 6241 Reg. 2-ooU.... 1.60 

No. Bash 6848 Reg. 8-eell.1.76 

6220 Baby 2-c#ll... .$1.00 6240 Miners' 2-cell.. 2.00 

6221 Reg. 2-eell. 1.20 6861 Miners' 8-ceB..2.40 

6828 Reg. 8-ceR..... 1.40 Metal Test Pocket 

f 220 Minors' 2-cell.. 1.50 8476 2-eell (Test)... 1.00 

881 Minors' 8-ssO.. 1.70 8677 8-esll (Yost)... 1.90 

Mstal Tnbnlars 8670 8-osU (Coat)... 1.70 

6240 Baby 2-ooU.... 1.26 
Kwik-lite Seamless Call Flashlight Batteries— 

No. 1208 2-eell Baby Tubular......$ .80 

No. 1202 2-cell Reg. Tubular.80 

No. 1801 8-cell Reg. Tubular. .40 

No. 1204 2-cell Penlite.. .26 

No. 1206 2-eell Vest Pocket. 20 

No. 1207 2-cell Vest Pocket.80 

No. 1808 8-cell Vest Pocket.86 

No. 1800 8-cell Coat Pocket.86 

FLATTERS—Blacksmith—2-in* $1.26; 2%-ln* $1.66; 9-in* 
$2.00; 8%-In* $8.00. 

FORGES—No. 150 Chisago, $11.25; No. 161 Chisago. $12.76. 
F REE ZERS— Arctic 


No. 

Bach 

Na. 

Each 

1 . 


6 . 


2 ...... 


8 . 


8 . 


80 (Toy) .... 


4 . 




White Mountain 


10 . 


18 .;. 

. 7.80 

12 . 


20 . 


18 . 


22 . 


14 . 


24 . 


16 . 


26 . 



FROE8—Special—Each, 12-in., $1.65: 14-in* $1.75; 16-in* 
82.00. Common—Bach, 12-in., $1.25; 14-in., $1.86; 16-in* 
$1.60. 


GALVANIZED WARE— 
Boilers, Coffee— 

No. Each 

801% .$ .00 

802 . 1.00 

808 . 1.65 

804 . 1.85 

806 .$2.00 

808 . 2.25 

810 . 2.75 

812 . *.25 

Boilers, Wash— 

407 A.2.50 

408 A. 2.65 

409 A. 2.85 

Bowls, Wash— 

70 .30 

80 .40 

Buckets, Fire— 

112 . 1.00 

114 . 1.10 

314 . 1.25 

Buckets. Well— 

101 .80 

121 .90 

141 . 1.10 

Cans, Ash— 

2% . 3.75 

8 4.50 

4 5.50 

5 . 6.75 

Cans, Garbage— 

16 . 5.75 

200 . 1.15 

300 . 1.35 

400 . 1.65 


No. Each 

500 . 2.S0 

600 . 2.48 

700 . 2.75 

800 . 6.00 

900 . 7.00 

Cans. Gasoline— 

1 P A B. 8.85 

110 .75 

255 . 1.85 

605 . 1.85 

Cans, Oil— 

01 .60 

02 .85 

25 . 2.00 

105 . 1.50 

205 . 1.75 

Dippers— 

210 .35 

Hods, Coal— 

616 . 1.10 

617 . 1.25 

Kettles, Camp— 

1 Gallon.50 

1% Gallon.70 

2 Gallon.85 

3 Gallon. 1.00 

4 Gallon. 1.15 

Pails, Cement— 

140 . 2.00 

1140 . 2.50 

Pails. Chamber— 

410 . 1.00 

412 . 1.25 


Pails, Stock— 


518 . 

... 1.50 

12 S .. 

1.00 

520 .. 

... 1.75 

14 S . 

1.10 

522 . 

,2.00 

16 S . 

1.25 

526 . 

... 2.25 

18 8 . 

1.40 

Tuba, Foot— 


20 8 . 

1.55 

50 . 

.. .85 

Pails, Water— 


51 . 

.. 1.10 

8 . 

.55 

52 . 

.. 1.25 

10 . 

.65 

58 ... 

.. 1.40 

12 . 

.75 

64 . 

.. 1.60 

14 . 

.86 

Tube Wash— 


16 . 

.95 

0 . 

.. 1.65 

820 . 

1.00 

1 . 

.. 1.90 

Pans, Refrigerator— 


2 . 

.. 2.25 

1 . 

.60 

8 . 

.. 2.50 

2 . 

.70 

10. 

.. 2.00 

8 . 

.80 

20. 

.. 2.40 

Pots, Watering, or 


80 . 

.. 2.60 

Sprinklera— 


410 8. 

.. 2.00 

514 . 

1.05 

420 8 . 

.. 2.40 

616 . 

1.25 

480 8 . 

.. 2.60 


GARBAGE CANS—(See Cana) 

GATES—Molasses— Stsbbins Part. 

2 .$ .46 % $ JO 

8 ..60 1 1.00 

4.60 1 % 1M 

6.66 iff 1.46 

6 .76 2 US 

GAU GE8—Butt- 

No. 68.$1.16 No. 66.U§8 

Ns. 94. 1.86 Na. 96%.1.60 

Marking Na. 90. .60 

Na. 61. M Na. 01. .90 

No. 64. Jf No. 92.1JW 

Ns. 66.76 No. 97.76 

No. 77. 1.09 Be. 96.1.90 

No . 71.66 

GLASSES— 

Ground Level— Proved Level— 

1%.8.50 1%.$.10 

2.60 2.10 

2%.65 2%.15 

3 .70 8.15 

3%.75 3%.20 

Gauge Glasses 40% off list. 

GLOBES, LANTERN—Cold Blast—No. Gem, 20c each; Pony, 
30c; 2 Plain, 25c; 2 Bullseye, 35c; 2 Ruby, 40c. 

Railroad—No. 39 Clear, 15 each- 39 Green or Red, SOc. 
Tubular—Cadet, 10c each; Fig. Plain, 20c; 8-0 Ruby, 40c; 
4-0 Bullseye, 35c; 5-0 Wizard, 25c; 6-0, 20c each. 

GLUE—Dry—AAA, 60c lb.; B. 55c lb.; CX, 45c lb.; D, 


Imperial— 


No. 96.US 

No. 96%.1.00 

Ns. 90. M 

Ns. 91. .90 

No. 92.UO 

No. 97.76 

Be. 99.1.90 


Proved Level— 


-No. Gem, 20c each; 


, 60c 
8 lb.; 

lb.; B, 55c lb.; 
LXX, 45c lb. 

Liquid 

OX, 

45e lb.; D. 

1 os. 

%pt. 

% pt. % pt. 

1 Pt. 

1 qt. % gal. 

1.06 

1.80 

2.80 4.50 

7.00 

11.25 21.00 

.10 

.20 

.25 .40 

.65 

1.00 1.76 

1 08 . 

2 os. 

% Pt. % pt. 
1.80 2.80 

% Pt. 

1 pt. 1 qt. 
7.00 11.25 

1.60 

1.65 

4.50 

i .15 

.15 

.20 .25 

.40 

.65 1.00 


GRAPHITE—Flake, per lb* 76c. 

GRINDERS—Carborundum, No. A, $2.85 each; B, $8.50; C, 
$5.25; D, $5.75; 1, $3.75; 2, $5.00; 3, $7.00; 4, $9.50; 10, 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 68, $14.75. 
GRINDSTONES—Family, No. 020, 7-incb, $2.00 each; 8-inch, 
$2.50; 10-inch, $2.85; 12-inch, $8.25. Looae, 15 to 40 lbs., 
$5.00 cwt.; 40 to 200, $4.75; over 200, $5.00. Mounted, 
No. 710, 1-inch $7.00 each, 2 $7.50, 8 $8.00; 04, $8.50; 
05, $7.00; 015, $12.50; 025, $9.00. Fixtures, 15-inch, $1.00 
Set; 17, $1.25; 19, $1.50. 

HACKSAWS—Hand, Star—Length 8-in., 10c each; 75e dot.; 
9-in., lOo each, 85c doz.; 10-in., lOo each, $1.00 doa.; 
11-in., 15c each; $1.16 doa.; 12-in., 15c each, $1.20 dos. 

Hand, Victor. All regular hand (including rail) blades—8-in* 
10c each, 85 dos.; 9-in* 10c each, $1.00 dos.; 10-in* 10o 
each, $1.15 dos.; 12-in* 15c each; $1.85 dos. 

HAMMERS—Maydole Carpenters Nail, No. 1, $1.20 each; 
1%, $1.20; 2, $1.00; 8, $1.00; 11, $1.20; 11%, $1.15; 12, 
$1.00, 12%. $1.00; 18, 90c; 14, 85c; 200, $1.50; 611%, 
81.60; 710, 81.40; 711, 81-20; 711%, $1J5; 712, 81-00; 
811%, 8125. Maydole Chipping, No. 100, 81.76 each; 
101, 81.60; 102, $1.40; 103, 81.25. Maydole Machinist 
Ball Pein. No. 375. 81 75 each; 376, 81 65; 377, 81-60; 
378, 81.50; 379, 81.40; 770, 81.75; 770%, 81.40; 771, 
81.30: 772, $1.20; 773, 81.10; 774, 81.00; 775, 90c; 776, 
85c; 777, 80c; 778, 75c. 

HANDLES—Adze, No. 320, House, 70c each; 821, Ship, 70c 
each. 

Auger —No. 1, 75c each; 2, 75c each; 8, 81-00 eaeh; 4, 83.50 
each; 5, $2.75 each. 

Axe, Broad, No. 315, 70c each. 

Axe, Double Bit, No. 312, 70c each. 

Axe, Single Bit, No. 101, 85c each; 102, 85c each; 108, 75c 
each; 201, 60c each; 302, 70c each; 401, SOc each; 502, 
60c each; 602, 45c each; 505, Freighters, 65c each; 506, 
Boys, 40c each; 507, Boy Scout, 20c each; 00, Hunters, 15c 
each; 1, Hunters, 20c each. 
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Chisel, No. 22, lOe each; 28, 25c each; 95, 15c each; 608, 
15c each; 616, 15c each; 617, 15c each; 620, 10c each; 621, 
10c each. 

Drawer, No. 2, all finishes, 60c each; 2%, 55c each; 7, 
80c each; 11, 25c each; 01000, 25c each; 01007, 80e each; 
01018, 80e each; 9854, 80c each. 

File, No. 40 (Refular), 5c each; 41 (Large), 5c each; 55 
(5), 15c each. 

Adse Eye No. 11, 25c each; 18, 25c each; 15, 20c each; 19, 
20c each: 111L 15c each; 115L, 15c each; 124L, 15c each. 
Farriers No. 23, 20c each. 

Machinist No. 25, 14-inch, 20c; 16-inch, 20c; 18-inch, 25c; 
20-inch, 25c. Machinist No. 29, 16-inch, 20c; 18-inch, 25c. 
Machinist No. 88, 18-inch, 25c. Machinist No. 125, 14-inch. 
15c; 16-inch, 15c; 18-inch, 15c. Riveting No. 21, 12 and 
18 inch, 20c each. 

Hatchet, Box No. 43, 13 %-inch, 20c each; Broad No. 89. 
16-inch, 25c each; Broad No. 89, 18-inch, 80c each; Broad 
No. 40, 16-inch, 20c each; Broad No. 40, 18-inch, 25c each; 
Claw No. 37, 14-inch, 20c each; Claw No. 137L, 14-inch, 20c 
each; Derrick No. 47, 18-inch, 25c each; Lath No. 45, 18- 
inch, 20c each; Shingling No. 35, 14-inch, 25c each. 

Hoe, OXR, 4%, 85c eaeh; XR, 4ft, 35c each; XRM, 5%, 
55c each; XRM, 6, 70c each; XRMC, 6, 70c each; XG, 4%, 
55c each; XMH, 4Mi. 55c each; XMH, 5, 60c each; XP, 51%, 
50c each; XP, 52, 60c each; XP, 52%, 60c each; XP, 52%, 
70c each. 

Maul, No. 335, 55c each; 336, 50c each. 

Pick, No. 327, Drifting, 75c each; 427, Drifting, 40c each; 
527, Drifting, 45c each; 627, Drifting, 40c each; 825, Sur¬ 
face, 75c each; 425, Surface, 40o each; 625, Surface, 60e 
each; 625, 8urface, 40c each. 

Rake, XR, 5%, 50c each; XR, 6, 60c each. 

HATCHET8—Box, No. USD 2, Underhill's, $2.15 each; 8010, 
Plumb's, $2.15; 3011, Plumb’s, $2.50. 

Broad, No. TB 1, Plumb’s. $2.00 each; TB 2, Plumb's, 
$2.10; TB 3, Plumb’s, $2.25; TB 4, Plumb’s, $2.35; TB 5, 
Plumb’s, $2.65; PTB 1, Philadelphia, $1.45; PTB 2, Phila¬ 
delphia, $1.50; PTB 3, Philadelphia, $1.60; PTB 4, Phila¬ 
delphia, $1.90; PTB 5, Philadelphia, $2.00; 640, Plumb's, 
$1.75; 641, Plumb's. $2.00; 642. Plumb's, $2.15; 648, 
Plumb's, $2.85; 644, Plumb's. $2.75; 2991, Plumb's. $1.65; 
2992, Plumb’s, $1.75; 2993, Plumb’s. $2.00; 2994, Plumb’s, 
$2.25; 2995, Plumb’s. $2.50; 2996, Plumb’s, $2.85. 

Claw, No. TO 1, Plumb’s, $1.75 each; TO 2. Plumb's, $2.00; 
TO 8, Plumb's, $2.10; PTO 1, Philadelphia, $1.15; PTC. 
Philadelphia, $1.25; PTO 8, Philadelphia, $1.45; 93, All Steel 
75c; 610, Plumb’s. $1.25; 611, Plumb’s, $1.25; 612, 

Plumb’s. $1.50; 2971, Plumb’s, $1.15; 2972, Plumb’s, 

$1.25; 2973, Plumb’s, $1.50. 

Derrick—No. 582, Plumb's, $2.00 each. 

Flooring (Plumb's), No. 2985, $2.15 each; 2986, $2.25; 
2987, $2.50. 

Half (Plumb’s), No. TH 1, $1.75 each; TH 2, $2.00; TH 8. 
$2.00; 600, $1.50; 601, $1.50; 602, $1.65; 2961, $1.50; 
2962, $1.50; 2963, $1.50. 

Lathing. No. TL 1, Plumb's, $1.75 each; TL 2, Plumb's, 
$1.75; 100, Underhill’s, $2.15; 110. Underhill’s, $2.35; 545, 
Plumb’s, $2.15; 620, Plumb’s. $1.50; 621. Plumb’s. $1.50; 
1960, Plumb’s. $2.15; 1961, Plumb’s, $2.25; 1962, Plumb’s, 
$2.25; 2980, Plumb’s, $1.50; 2981, Plumb’s. $1.50; 2982, 
Plumb’s. $1.50. 

Shingling. No. PST 1. Philadelphia, $1.10 each; PT8 2, 
Philadelphia. $1.15; PTS 8. Philadelphia, $1.25; TS 1, 
Plumb’s, $1.75; TS 2, Plumb’s, $1.85; TS 3. Plumb’s, 
$1.85; 90. All 8teel. 50c; 565, Plumb’s. $2.40; 591, 

Plumb’s. $1.50; 592, Plumb’s. $1.50; 593, Plumb’s. $1.50; 
2951. Plumb's, $1.25; 2952, Plumb's, $1.50; 2958, Plumb’s, 
$1.50. 

Warehouse. No. 650 W, Plumb's, $2.00 each. 

HEADS (MOP)—Cotton, No. 9, 45c each; 12, 60c; 15, 75e; 
18, 85c. 

Linen. No. 012. 55e each; 015, 65c; 018, 85e; 020, $1.00. 
HINGES * BUTTS (Screws Included)— 


No. 900 Li. Strap Hinges. 

8-inch _$ .90 $ 1.76 

4- ineh.25 9.10 

5- inch.80 2.15 

6- inch.95 2.90 

No. 996 Oor. Strap Hgs. 

Pr. Ds. Pr. 

4- ineh .$ .26 $ 2.40 

5- inch.95 8.76 

6- ineh.40 4.00 

8-inch.60 6.60 

10-Inch.90 9.50 

12-Inch . 1.96 18.00 

No. 904 Li. Too Hinges. 

Pr. Ds. Pr. 

8-lneh .$ .16 $ 1.75 

4-Inch.20 1.90 

6-lneh.90 2.10 

6-lneh.96 2.40 

No. 997 Oor. Tee Hinges. 

4- Inch .$ .95 $ 8.00 

5- Inch.40 9.40 

6- lneh.60 5.00 


8-inch . 

... .75 

8.00 

10-ineh . 

... 1.20 

12.75 

12-inch . 

... 1.75 

17.00 

No. 

888 Butts. 



Pr. Ds. Pr. 

%-inch .. 

...$ .10 

$ .76 

1-ineh ... 

... .10 

.85 

1 %-inch 

... .10 

.96 

1 % -inch , 

... .10 

1.05 

1%-ineh 

... .16 

1.20 

2-inch ... 

... .15 

1.90 

2 %-inch 

... .15 

1.45 

2%-inch , 

... .20 

1.60 

2 %-inch , 

... .20 

1.85 

8-inch ... 

... .20 

2.16 

9 % -inch 

.26 

2.60 


No. 840. 



Pr. 

Ds. Pr. 

L%-inch .. 

.$ 15 

$1.48 

%-inch .. 

. .15 

1.60 

•Inch .... 

. .15 

1.66 

1%-ineh .. 

. .20 

1.80 

%-inch .. 

. .90 

2.00 

: % -inch .. 

.20 

9.10 

3-inch ... 

. .25 

2.20 


No. 791%. 
Oont. 

2%x2%*in. ..$ .40 

1x8-in.40 

8%x8%-in. .. .40 

4x4-in..60 

4%x4%-in. .. .75 

6x6-in..96 

5%x6%-in. .. 1.26 

8%-in.60 

4-in.70 

4%-in..90 

No. 165 FAD9. 
Oont. 

1%-in. .$ .85 

2-in..40 

2%-in..46 

8-in..56 

8%-In.66 

4-in..80 

4%-in. .1.20 

No. 165NA8F2. 
Oont. 

1%-in. .$ .40 

2-in..46 

2%-in. .. ,. .50 

8-in. ... ... .60 

8%-in. 70 

4-in..80 

4%-in. . 1.90 

No. 296 FAD2. 


5x5-in.1.06 

5%x5%-in. .. 1.95 
No. 241 HAN. 
Oont. 

2%x2%-in. ..$.50 

8x8-in.50 

8%x8%-in. .. .50 

4x4-in..65 

4%x4%-in. .. .90 

5x5-in.1.10 

5%x5%-tn. .. 1.85 

6x6-in.1.60 

1475 7AD2 .20 

1475 8F2AN .25 

1474 PAD2, 1% .25 
No. 160 FAD2. 
Oont. 

2%-in. .$ .40 

8-ln.45 

8%-in..66 

4-in..70 

4%-in.96 

No. 160 N. 
Oont. 

2%-in. .$ .45 

8-in.50 

8%-in..60 

4-in.66 

4%-in. IlOO 

No. 160 8 F2. 
Oont. 



Pr. 

Ds. Pr. 

2%-in. .. 

....$ .45 

1%-in. ... 

...$ .25 

$2.90 

8-in. 

.55 

2-in. 

... .80 

2.S0 

No. 295 H. 

2%-in. ... 

... .80 

8.85 


Pr. 

ft-ia. 

... .40 

4.00 

1%-in. .. 

... .$ .80 

No. 

296 SF2. 


2-in. 

.85 


Pr. 

Ds. Pr. 

2%-in. .. 

.40 

1%-in. ... 

...$ .80 

$9.20 

8-in. .... 

.45 

2-in. 

... .86 

8.70 

No. 

289 7AD2. 

2%-in. ... 

... .85 

4.00 


Pr. 

8-in. 

... .40 

4.60 

2x2. 

_$ .80 

No. 

. 295 N. 


2%x2 ... 

.80 


Pr. 

Ds. Pr. 

2%x2% . 

.96 

1%-in. ... 

...$ .85 

$8.80 

8x8. 

.46 

2-in. . 

... .40 

4.20 

No. 

289 SFD. 

2%-in. ... 

... .46 

4.60 


Pr. ] 

8-in. . 

... .50 

6.86 

2x2 .... 

_$ .80 


No. 

788. 



... .95 

9%x2%-ln. 

.$ .40 

•it 

LT*.*.:: 

• a • .86 

... .46 

8%x8%-in. 

. .40 

.45 

No. 

289 N. 

4x4-in. .... 

. .50 

.55 


Pr. 

4%x4%-in. 

. .75 

.85 

2x2. 

...$ .40 

6x5-in. .... 

. 1.00 

1.10 

2%x9 .... 

... .45 

5%x5%-in. 

. 1.25 

1.85 

2%x2% .. 

... .45 

6x6-in. .... 

. 1.40 

1.60 

9x8. 

... .55 


fto. 941 FAD2. 

2 % x2 % -in. ..$ .40 $ .45 

8x8-in.40 .45 

8%x8%-in. .. .40 .45 

4x4-in.56 .66 

4%x4%-in. .. .80 .95 

5x5-in.1.00 1.20 

6%x5%-in. .. 1.90 1.50 

6x6-in.1.50 1.65 

No. 241 8F 2. 

Cent. Rot. 
2%x2%-in. ..$ .45 $ .50 

8x8-in.45 .50 

8%x8%-in. .. .50 .55 

4x4-in.60 .65 

4 % x4 % -in. .. .86 .95 

HINGES—FLOOR— Set 

Boznmer, D 15. . . .$1.50 

R, EA. 815. 1.60 

8HA, E, 265 . 1.75 

Chicago, R, EA, KF, 200 8.25 

SHA, E, 200 . 4.00 

R. EA, KF, 230. 4.00 

SHA. E, 230. 4.25 

Corbin— D, R, EA, 512. 1.50 

8HA, E, 512. 1.75 

Katz—R, EA, KF, 2... 1.85 

SHA, E, 2. 1.50 

R, EA, KF, 3. 8.25 

SHA, E, 3. 4.00 

R, EA, KF, 3 % . ..8.75 

HOD 8—Coal— 


Pr. Ds. Pr. 

2x2.$ .40 $4.60 

2%x9 .46 4.76 

2%x2%.45 4.90 

9x8 .55 6.00 

No. 289 H. 

Pr. Ds. Pr. 

2x2 .$ .80 $8.85 

2%x2 .40 4.25 

2%x9%.40 4.40 

8x8 .60 5.60 

1480 FAD2 Hgs .85 4.00 


Open Japanned— 

15 . 

.$ .50 

16 

16 . 

. .oo 

16 

17 . 

. .70 

17 

18 . 

. .75 

18 

20 . 

. .90 

20 


1480 N .40 4.96 

1481 FAD2 .25 9,60 

1481 8F2AN .25 2.80 

1478 FAD2 .25 2.50 

1478 8F2AN .25 2.80 

1480 FAD2 .26 2.20 

1480 SF2AN .95 9.90 

1474 FAD2, 2 .80 8.80 

1474 SF2, 1% .25 2.80 

1474 SF2, 2 .95 9.60 

Set 

SHA. E, 8%.$ 4.00 

Rixon—7. 10.50 

8. 11.00 

10 . 11.00 

15. 18.50 

20 . 25.00 

25. 81.00 

30 . 86.50 

40 . 60.00 

Standard—R, EA, 450 6.35 

SHA, E, 450 . 7.00 

R, EA, 452 . 10.15 

SHA, 452 . 10.75 


Open Galvanised 


HOLLOW WARE. CAST IRON—Dutch Ovens. No. 8 E, 83.00 
each; 9 E, $3.50 each; 10 E, $4.00 each; 11 E, $5.00 
each; 10-inch, $1.90 each; 11-inch, $2.25 each; 12-lnch, 
$2.70 each; 13-inch, $3.05 each; 14-inch, $3.75 each; 10- 
inch lids, 90c each; 11-inch lids, 95c each; 12-inch lids. 
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HOLLOW WARE—Continued 

$1.25 each; 13-inch lids, $1.45 each; 14-inch lids, $1.60 
each. 

Gem Pans—No. 1, 90c each; 2, 90c each; 5, 90e each; 8 , 
90c each; 10 , $ 1.20 each; 11 . $ 1.00 each. 

Griddles—No. 17, 80c each; 18, 95c each; 19, $1.15 each; 
20, $1.50 each; 010, $1.50 each; 012, $1.65 each; 014, 
$ 2.00 each. 

Kettles, Stove—No. 7, $2.25 each; 8 , $2.65 each; 9, $3.25 
each; 07, $2.25 each; 08, $2:65 each; 09. $8.25 each. 

Pots, Stove—No. 17, $2.85 each; 18, $8.25 each; 19, $8.75 
each; 017, $2.75 each: 018, $3.25 each; 019, $3.75 each. 
Skillets or 8 piders—No. 3, 75c each; 4, 80c each; 5, 85c 
each; 6 , 95c each; 7, $1.05 each; 8 , $1.15 each; 9, $1.35 
each; 10, $1.65 each; 11 , $2.10 each; 12, $2.50 each; 7 W, 
$1.85 each: 8 W, $1.45 each; 70, $1.00 each; 80, $1.10 
each; 90, $1.25 each. 

Waffle Irons—No. 7, $2.00 each; 8 , $2.25 each; 9, $2.50 
each; 7 D, $2.40 each; 8 D, $2.75 each; 9 D. $8.25 each; 
11, $8.25 each; 12, $4.50 each; 14, $7.50 each. 

HOOKS—Bright. 


No. 

0 . 

l . 

Dos. 

.76 

No. 

104 . 

105 . 

Dos. 

. .85 

1 . 

.65 

106 . 

. $5 

a . 

.56 

107 . 


4 . 

. 45 

108 . 

. 15 

5 . 

.25 

109 . 

. 15 

6 . 

.25 

110 . 

. 15 

7 . 

. 20 

Ill . 


0 . 

. 15 

122 . 

. 10 

10 . 

. 15 

118 . 

. 10 

11 . 

. 15 

114 . 


12 . 

. 10 



IX . 

. 10 



14 . 





Braas No. 1412- 


t for 5o. 


Dos. 

.$ .20 
. .20 

1 %. 

1 % 

1 % 

2 for Be.... 

Dos. 

...$ .85 
... .40 

. .20 


... .50 

. .25 

1 %, 

2 for 15e... 

... .75 

. .80 

7 i 

for 15e. 

... .86 

Dos. 

.$ .20 
. .20 

1 . 2 
1 % 

for 6 s. 

Dos. 

...$ .80 
... .*0 

. .20 

t% 


... .50 

. .20 

1 %, 

2 for 16 o... 

.. . .75 

. .25 

2 i 

for 15e. 

... .85 


5-16-inch . 7.00 

% to 2%-inoh .0.50 

8 -inch and larger . 7.50 

Flats, all sises . 6.50 

IRONS— 8 ad. Common, 9e lb.; Mrs. Potts No. 50, $1.75 not; 

Dover No. 70, $2.75 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75; 1 L, $2.50; 2L, $8.50; 
8 L, $6.75. 


INIVES A FORKS—Iron Handled, $1.25. 


Butcher— 




No. 

Each 

No. 

Each 

526— 5 . 

..$ .65 

1500— 7 _ 


526— 5% . 

.. .75 

1500— 8 .... 


526— 6 . 

.. .85 

1910— 0 .... 

.50 

526— 6 % . 

.. 1.05 

1910— 7 ,,.. 

.60 

526— 8 . 

.. 1.50 

1910— 8 .... 

.75 

526— 9 . 

.. 1.90 

2200 — 6 . ... 

. 1.00 

526—10 . 

.. 2.35 

2200— 7 . ... 

.1.85 

526— 7 . 

.. 1.25 

2200 — 8 _ 


526—12 . 

.. 8.85 

3047— 0 .... 

.60 

526—14 . 

.. 4.00 

3047— 6 % - 


790— 6 

.. 1.00 

8047— 7 . ... 

.85 

790— 7 . 

.. 1.30 

8047— 8 _ 


790— 8 . 

.. 2.00 

8047—10 ... . 


1500— 6 . 

.. 1.00 

8047—12 _ 


Cheese — 




675 . 



.1.75 

Cooks French — 


Draw— 


267— 6 . 

.. .80 

84— 4 ...... 

.75 

267— 8 . 

. . 1.80 

100 — 0 . 

. .. . , 8.75 

267— 9 . 

.. 1.50 

100— 7 . 


267—10 . 

.. 1.85 

100— 8 . 


267—12 . 

.. 2.00 

100— 9 . 


Corn — 


105— 6 . 


2 . 

.. .75 

105— 8 . 


8 . 

.. .40 

105— 9 . 


5 . 

.. .50 

105—10 ...... 


10 . 

.. .00 

105—12 . 



_ Jar— 1 _ ._, _ 

Serrated, $2.00; Heath’s Upright. 
King, 40c: No. 12 Hooks, 50e. 
KNOBS—Maple, Base, So each; 85c dos. 
LACING—Belt- 
Leather 

Size %, per ft. 

81ze 5-16 per ft 
Size %, per ft.. 

Size _%, per ft 


$1.85. Corn-—Corn 


Bristol 


HOSE COUPLINGS—Com. Size %, each 20e; %, 20c; %, 20c. 

HOSE (GARDEN)— 

Coupled, 50 ft. lengths—Aztec, % inch 21e foot. % inch 28c; 
Deluge, % inch 19c. % in. 21c; Delphos, % inch 18c; % inch 
20c; 8ierra, % inch 20c, % inch 22c; Slmi, % inch 16c, % 
inch 18c; Solar Cotton, % inch 19c, % inch 21c; Summit, 
% inch 19c, % inch 21c; Ten Cee, % inch 16c, % inch 18c; 
Torrent, % inch 24c, % inch 26c; Union Arrow, plain, % 
inch 18c, % inch 20c; Union Arrow, WW. % inch 20c, % 
inch 22c; Whirlpool, Vh inch 19c, % inch 21c. 

Reel, Not Coupled, Endurah Ribbed, % inch 21c, % inch 

28c; Eudurah Smooth, % inch 21c, % inch 28c; Goodrich 
Ribbed, % inch 22c, % inch 24c; North Star Ribbed, % 

inch 22c, % inch 24c; Rajah Ribbed, % inch 19c, % inch 
21c; Rajah 8mooth, % inch 19c, % inch 21c; Utility Ribbed, 
% inch 18c, % inch 20c; Utility Smooth, % inch 18c, % 

inch 20c. 

ICE TOOLS— 

No. 815 Plow, 8 -in.$40.00 

No. 816 Plow, 10-in. 47.50 

No. 817 Plow, 12 -in. 54.00 

No. 820 Plow, 8 -in. 42.50 

No. 821 Plow, 10-in.. 50.00 

No. 822 Plow, 12-in. 57.00 

No. 456 Splitting Chisel. 4.75 

No. 495 . 5.85 

No. 520 lee Hooks, 4-ft. 1.85 

4 %-ft. 1.40 

5-ft. 1.50 

0*ft. 1.65 

No. 1 Ioe Tongs V A B. 1.75 

No. 2 . 2.00 

No. 8 . 2.25 

No. 540, 18-inch . 2 . 00 , 

14%-inch . 2.15 

16%-inch . 2.25 

Pond lee Saws—Tiller Handle. 

4%-foot. 5.75 

5-foot . 6.25 

5%-foot . 6.75 

IRON—Bars Small Lots. 

(Cutting Extra) 

Common Bar .$ .06 lb. Base 

Angle Iron, %-lneh . 10 

Angle Iron, 8-16-lnch.08 

Angle Iron, %-lneh and heavier.07% 

Rd. sq. and sq. twisted— 

%-lneh and smaller . 7.50 


Size 

8 * 


::; 3 ; 


$ .08 

111 , per ineh.... 

.# . 01 % 

.08 

112 , per inch... 

. .02 

.04 

118, per inch... 

.$ . 02 % 

$ .05 

.06 

114. per inch... 
Wire- 

. .08 

.08 

No. 1 , box 60 ft.. 
No. 2. 

... .80 
... .65 


LADDERS—Extension. No. 1, 25c foot; Step, Climax, 50c foot; 

Special, 40c foot; Standard, 25c foot. 

LANTERNS—Boys’—No. 539, 45c each; 1590, Cadet, 25c. 
Dash—No. 321, Prisco, $1.85 each; 831, Prisco, $2.15. 

Cold Blast Tubular—No. 820, Prisco (Little Wizard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Prisco, $1.50. 
Hot Blast Tubular—No. 165, Prisco, $1.00 each; 105R, 
Prisco (Ruby), $1.80; 176, Prisco (BuUseye), $1.50; 217, 
Prisco, $1.00. 

LEAD—White—12%-lb. Keg. $1.85; 25-lb. Keg, $8.65; 60-lb. 

Keg, $7.16; 100-lb. Keg. $14.00. 

LIFTS—Sash—Large Bar, $1.25 dos.; 8mall Bar, $1.10 dos.; 
Hook, 40e dos. 

LOCKS—Rim—Steel, 75e set; Oast, 60s set. 

LINES, CLOTHES—Cotton, Braided—No. 850, 05c each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 85c each; 150, 40c. 

Wire, Twisted—50 foot, 20 gauge, 85e each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge, 60e; 50 foot, 18 gauge, 60e; 
75 foot, 18 gauge, 60c; 100 foot, 18 gauge, 70c. 

Wire, 8olid—100 foot, 9 gauge, 75e eaoh. 

MATS, DOOR—Cocoa—No. 1, $1.25 each; 2. $1.50; 8, $1.75; 
02,$2.25; 03, $2.65; 04, $8.00; 05, $3.75. 

Steel—No. 20. $1.50 each; 40, $2.00 each; 60, $2.85 each; 
80, $4.50 each; 100 rolls, 55c square foot. 

MATTOCK8— 

Short Cutter, No. 1800 .Each $1.75 

Long Cutter, No. 1790.Each 1.75 

Pick, No. 1810.Each 

Handled, D E 3.:.Eaeh 

Handled, 0 E 3%.Each 

Handled, 8 Q 8%.Each 

MAULS — Handles Extra—Post, east, 7e 1b.; R. R. Track, 
920, 25c: Woodchoppers, 960, 25e; Woodehoppcra, 960A, 
25c. Dble Face (see Hammers). 


1.75 

.75 

1.25 

1.00 


Junior. 

...$25.00 

Senior.. 

..$40.00 

Medium. 

... 80.00 

Force Feed .. 

.. 18.00 

MOPS— Slasher 


Cotton 


15 os., eaeh.... 

....$ .75 

15 os., each.. 

...$ .75 

18 os., eaeh.... 

.85 

18 oz., eaeh. 

,.. .86 

21 os., eaeh.... 

.... 1.00 

21 oz.. eaeh...... 

... 1.00 

MOP STICKS—No. 

7, 25c each; 

No. 18, 25s eaeh; 

No. 70 


or Janitor’s, 66 e each. 
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MOWERS—Great American—15-in., $16; 17-in. f $18; 19-in., 
$20; 21-in., $22. Common—12-m., $ 6 ; 14-in., $6.25; 16- 
in., $6.50. 

KAILS—Base per Kef, $5.80. 50 to 00 lba., add 50e per 

100 lba. to Kef price. 1 to 60 lb. 


Fine Blue 2*8.$ .08 

Fine Brifht.08 

Common 2 * 8 d.08 

Common 4*5d.08 

Common 6*7d.07 

Common 8 to 60d.07 

Oaeinf 2*3d.08 

Oaainf 4*5d.08 

Caainf 6 to 20d.08 

Finiabinf 2*8d.10 

Finiahinf 4*6d.08 

Finiahinr 6 to 20d.. .08 

Smooth Box 4 to 6 d. .08 

Smooth Box 8 to 20d .08 

Barb Box 4 to 5d.. .08 

Barb Box 6 .08 

Trunk— 

Bulk, lb.80 

1 lb. Papers, ea.... .85 

H lb. .rr.7. 10 

2 lb.15 


Barb Box 8 to 20d.. 
Barb Roof H to % .. 
Barb Roof 1 to 1H .. 

Plaster Board. 

0. 0. Box. 


.08 
.10 
.10 
.10 
.10 

Out Caainf 6*8 .08 

Gal*. Felt. 

Gale. Boat. 

Clout- 

Bulk. lb. 

H lb. Papers, e 
Oifar Box- 

Bulk, lb. 

1 lb. Papers, e* 

Horseshoe— 

Oapewell, lb. ... 
Northwestern .80 


.15 

.12 

.80 

.20 

.80 

.86 

.20 

.15 

.80 


Union 


.25 


2 

2H 

8 

8 H 

4 

5 

6 

7 

8 

.04 

.06 

.06 

.06 

.07 

.08 


.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.08 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.05 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

.06 

.11 

.11 

.11 

.18 

.16 

.18 

.22 

.20 

.06 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

.08 

.14 

.14 

.14 

.14 

.18 

.21 

.26 

.82 

.08 

.18 

.18 

.18 

.18 

.15 

.18 

.28 

.26 

.11 

.19 

.19 

.19 

.19 

.24 

.28 

.84 

.88 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.17 

.17 

.29 

.29 

.29 

.82 

.88 

.45 

.52 

.18 

.18 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

.21 

.21 

.85 

.85 

.85 

.89 

.46 

.64 

.00 

.18 

.18 

.27 

.27 

.27 

.82 

.88 

.60 

.64 

.27 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 

ched U. 8 . 

S. Hexagon, Tapped- 

—Sue H, 

70c 


OAKUM—Plumbers, 
85c lb. 

10 c lb.; 

Nary, 

OAR LOOKS— 2 -in., 

per pair 
70c. 

40e; 

2 H-in., per pair, 
OPENERS (CAN)— 

No. 

No. 

Each. 

4 . 

...$ .10 

140 

16 . 

... .10 

340 

100 . 

... .25 



OIL—Boiled Linseed, $1.60 «al. 
OILERS— 

Mowing Machine— 

No. Each 

8 A .$ .25 

8 B.40 

1100 . 20 

1120.$ .40 

1140.80 

Steel, Spring Bottom— 

12 .25 

13 .80 

18 A.35 

14.35 

14 AA.40 


14 B . 

16. 

Steel, Railroad— 

10 . 

11 . 

Zinc, Ohace’a— 

00 . 

0 . 

1 . 

2 . 

3 . 

4 . 

5 .. . .. 

6 . 


NETTING, POULTRY—Hexagon. Galvanised After Wear inf— 
2 inch, 20 gauge—List roll, 12in., $2.14; 18in., $8.08; 24in., 
3.92; 80in., $4.68; 86 in„ $5.85; 48in., $7.18; 60in., $8.91; 

72ln„ $10.69. _ 

Sell Full Roll—12in., $1.95; 18in., $2.80; 24in„ $8.50; 
SOin., $4.25; 86 in., $4.80; 48in n $6.40; 60in., $8.00; 
72in., $9.65. 

8 ell Out (lin. ft.)— 12 in., lHc.; 18ln., 2H«; 24in., 8 He; 
30in., 8 %e; 36in., 4Hc; 48in., 5Hc; 60in., 7Hc; 72in„ 
gl£ c . 

1H inch, 20 gauge—List roll, 12 in., $8.15; 18in., $4.58; 
24m., $5.78: 30in., $6.90; 86 in., $7.88; 48in., $10.50; 
60in., $13.18; 72in., $15.75. 

SeU Full Roll— 12 in., $2.85; 18in., $4.10; 24in„ $5.20; 
30in., $6.20; 86 in., $7.10; 48in„ $9.45; 60in., $11.80; 
72in., $14.20. 

Sell Out (lin. ft.)— 12 in., 2 Hc; 18in„ 8 %c; 24in., 4He; 
30in., 5 He; 86 in., 6 He; 48in., 8 Hc; 60in., 10 Hc; 72in., 
12 He 

1 inch, 20 gauge—Liat Roll—12in., $4.96; 18in., $7.12; 
24in $9.08; 80in„ $10.88; 86 in., $12.88; 48in., $16.50; 
60in., $20.68; 72in., $24.75. 

Sell Wll Roll— 12 in., $4.46; 18in., $6.40; 24in., $8.20; 
30in., $9.75; 86 in.» $11.15; 48in., $14.85; 60in., $18.60; 
72in., $22.80. 

Sell Cut (lin. ft.)— 12 in., 4c; 18in., 5 He; 24in., 7He; 
80in., 8 He; 86 in., 10c; 48in„ 18Ho; 60in., 16Hc; 72in. f 
19 He. 

H inch, 20 gauge—Liat Roll— 12 in., $8.55; 18in., $12.80; 
24in., $15.68; 30in., $18.71; 86 in., $21.38; 48in., $28.50; 
60in., $35.63; 72in., $42.75. 

Sell Full Roll—12in., $7.70; 18in„ $11.05; 24in., $14.10; 
30in., $16.85; 86 in., $19.25; 481n., $25.65; 60in., $32.05; 
72in., $88.48. 

Sell Cut (lin. ft.)— 12 in., 6 %c; 18in., 9He; 24in., 12 He; 
30in., 15c; 86 in., 17Ho; 48in., 22 Ho; 60in., 28He; 70in., 
34 He. 

NIPPERS—Nettleton— 8 -in., $1.75 each; 10-in., $2.15; 12-in., 
$2.25: 14-in., $2.75. 

NIPPLES—Right Hand, 

Size 

H. black 

8 : 

H fair. 

H, black 

8 : 

8 : 

H, galr. 

1 , black 

1, galv. 

1 H, black 

ii: 7i«k 

IS*'*' 

2 . galr. 

NUTS—Cold Punched U. 8 . S _ . 

lb.; 5-16, 65c lb.; %. 50c lb.: 7-16, 45c lb.; H, 40c lb.; 
9-16, 35c lb.; %, 30c lb.; H, 25c lb.; %, 25c lb.; 1 , 
25c lb. 

Hot Pressed U. S. S*. Square, Tapped—Size H. 35c lb.; 
5-16, 30c lb.; %, 27c lb.; 7-16, 25c lb.; H, 21 c lb.;H, 19c 
lb.; H, 17c lb.; %, 16e lb.; 1 , 16c lb. 

25c lb.; Best Unspun, 


2H*in., per pair 60o; 


. .45 

. .50 

. 1.00 
. 1.25 

. .10 
. .10 
. .15 

. .15 

. .20 
. .25 

. .30 

. .35 

OUTFITS—Gobblers—Eclipse, $1.00 each; Family, $1.85; 
Horn,. No. 1. »a.00; No. 2, *1.50. Loot* and Stand* No. 
15. out, 00 o; No. 15, oztrs hoary, *1.55; No. 24, malle¬ 
able, 22.25. 

OVENS, PORTABLE—Boil 
No. Each 

012.$5.25 

055 . 5.75 

0200 . 5.25 

450 . 5.50 

Perfection 

121 G. 

Pinney * Boyle 

18. 2.00 

17. 2.25 

17 G. 2.50 

PACKING—Shoot Robber—Standard, 20o lb.; Rainbow. *«•; 
Italian Hemp, Common, 40c; Square Flax, braided. 60s, 
Piston Spiral Steam, High Pressure, $2.25; Steam or Water, 
Low Pressure, $1.25. 

PADS—Sweat—No. 68 N12. Bed Edge, 75c; No. 146 A12, 
Blue and White striped, $1.50. 


No. 

550 

700 

750 

755 


4.75 122 G 


38 ... 
37 ... 
87 G 


Eaoh 

$5.50 

5.50 

6.50 

6.75 

5.75 

2.25 

2.50 

2.75 


PADLOCKS—Corbin 


No. 

Each 

No. 

Each 

9902 . 


958 

. .25 

9902 N 0 . 


ostno. xl 

3* 

21090 . 

. 75 

2822 H . 

. Iso 

Yale 


2869 . 

. 1.00 

223 . 


2879 

\ 5Q 

225 . 


2880 

. 1 75 

453 J . 

.35 

2881 

2 25 

453 X . 

.35 

2883 

. 3 00 

563 . 

. 1.25 

Miller 


565 . 

. 1.50 

1 

1 50 

585 . 


016 . 

. !25 

635 . 

. 1.25 

18 . 

. .30 

645 J . 


18 B. 

. .85 

803 . 

. 1.40 

1 Q 

40 

805 . 

. 1.50 

21 . 

. .50 

805 H . 


75 

.50 

813 . 


76 

75 

815 . 


78 . 

. !85 

823 . 


96 

. .50 

833 . 

. 2.00 

9ft 0 

65 

843 . 

.2.50 

121 . 

. .50 

853 . 

.2.75 

5441 . 

. .85 

8454 . 

. 2.00 


Slaymaker 

1902 . 

1903 . 


.60 

.50 


PAINT SUNDRIES— 

Alcohol (Denatured) Gsl. 

1 -gallon.$1.50 

5-gallon. 1.40 

Barrel .$1.20 


Glue 

Lb. 

No. 2 Gelatine. 

.65 

Chicago White. 

.65 

Lead, Selby White 

500 lbs. or more.... 

.18 H 

100 -lb. kegs. 

50 and 25-lb. kegs.. 

.14 

.14H 

12 H-lb. kegs . 

• 14H 

Paint. Dry Colors 

Burnt Umber. 

.05 H 

Chrome Green, Med.. 

.15 

Graphite . 

.oe* 

Princess Metallic ... 

.04 

Raw Sienna. 

.07 

Venetian Red. 

.04 

Yellow Ochre. 

.08 


Each. 
.$ .10 
. .25 


Painta, Ready Mixed 
lat Grade, White— 

Gals.Gal. 4.40 

H-gals.H-Oal. 2.80 

Quarts.Qt. 1.25 

Pinta.Pt. .70 

H-pints .H-Pt. .40 

1 st Grade, Colors— 

Gala.Gal. 4.25 

H-gsls.H -Gal. 2.95 

Quarts.Qt. 1.20 

Pints.Pt. .65 

H-pinta.H-Pt. .85 

2 nd Grade White or Ooloi 
Gals.Gal. 2.90 


H-gsla.H-Gal. 1.60 

? |uarta.Qt. .95 

nside Floor— 

Gala.Gal. 2.90 

H-gala.H-Gal. 1.80 

Quarts.Qt. .95 

Porch— 

Gala.Gal. 4.26 

H -fell.H-Gal. 2.25 

Quarts.Qt. 1.20 

Oil Gal. 

Floor.65 

Gloat.60 

Lard. No. 1.2.50 

Lin-C-Oil. ©0 

Linseed, Boiled.2.26 

Linseed, Raw.2.28 

Neatafoot No. 1.2.50 

Neutral.45 

Paraffine.55 

Tints, Kalsomine Lb. 

Barrels.07 H 

Kegs .07 H 

100-lb. Bulk.08 

25-lb. Bulk.09 

Lesa 25 lba. .10 

Turpentine Gal. 

1-gal. 1.05 

5-gal.80 

Barrel.75 

Wax Lb. 

Johnson’s.65 

Old English.65 

Bradley’a.60 


Digitized by 


Google 
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HARDWARE WORLD 

BBTAXL BELLOW TBJBBB^OoiMxnML 


No. 4, eaeh.$ 

No. 6, oaoh.46 

No. 0, oaoh. .60 

No. 7, oaoh.00 


PANS—Aemo Frying— 

No. 00, oaoh.$ .16 

No. 0 V oaoh. .16 

No. l v oaoh.80 

No. 1, oaoh. .16 

No. 8 t oaoh.86 

PAPER—Asbestos, also 1-16 and under, 80c lb. out; otot 
1-10, 80e lb. 

Paper Sheathing; Red or Gray, 10-lb., 95c roll; 16-lb., $1.16 
roll; 80-lb., $1.86 roll 

Tarred Insulating, No. 8, roll $1.60 (out 5o lb.); 10, roll, 
$2.60 (cut 0o lb.) 

PAPE R _B uilding — 

PAR Imitation P A B 

No. 1—500.$8.00 No. 1—600.$1.80 

No. 1—1000. 8.90 No. 1—1000 . 8.49 

No. 1—600. 9.96 No. 1—600. 1.56 

No. 1—1000. 6.76 No. 1—1000 . 4.96 

No. 8—600 . 4.00 No. 8—600. 8.00 

No. 8—1000. 7.70 No. 8—1000. 0.76 

Red Reain— 

17 lb.$1.16 15 lb.$1.06 

20 lb. 1.40 80 lb. 1.90 

PAPER—Roofing, Smooth or Sanded—Ply %, $1.85 lb.; ply 1, 
$2.25; ply 2, $2.75; ply 8, $8.25. 

PAPER, SAND AND EMERY—Astee Sand Paper, in Sheets— 
No. 00-%, 40c qr.; 1, 45c qr.; 1%, 50c qr.; 2, 65c qr.; 2%, 
00c qr.; 8, 05c qr. 

PEA VIES— —-Socket— —Bangor- 


Maple 

.$2j50 

Hlskory 

$2.76 

Maple Hickory 
$2.80 $8.00 

. 2.75 

2.85 

2.85 

8.10 

. 2.75 

2.85 

8.00 

8.26 

. 2.75 

8.00 

$.10 

8.86 

. 8.00 

8.26 

8.95 

8.50 

. 8.00 

8.25 

8.86 

8.60 

. 8.15 

8.60 

8.75 

8.85 


2%x4 . 

i&sdtt". 

5 . 

2%x4% . 8.00 

5 . . 

8x5 . 

PERCOLATORS, COFFEE—Universal— 

Each 

44.$8.75 1204 $8.75 

46 . 4.25 1200 4.00 

48 . 4.75 1208 4.25 

52 . 8.75 1210 6.00 

54 . 4.00 1804 4,25 

50 . 4.50 1800 4.50 

58 . 5.00 1808 4.75 

84 . 4.50 1810 5.00 

60 . 6.00 1404 4.75 

69 . 5.50 1400 5.00 

014 . 0.00 1408 5.25 

74 . 5.00 1410 6.50 

70 . 5.50 1504 4.25 

79 . 8.00 1500 4.50 

714 . 6.50 1508 4.75 

404 . 5.50 1510 5.25 

406 . 5.50 1704 4.25 

469 . 0.00 1700 4.50 

474 . 5.50 1708 4.75 

470 . 0.00 1710 5.25 

479 . 0.50 

PICKS—Railroad, No. 1710, $1.85 each; 1711, $1.50; 1712, 
$1.60; 1718, $1.75; 1714, $1.85; 1715, $2.00. 

Drifting. No. 1, $1.25 eaeh; 1ft, $1.85; 2, $1.50; 8, $1.60; 
A $1.75. 


PINS—Escutcheon—Small lota, 16o os.; large lota, 40% arar 

List. 

PIPE FITTINGS (STOVE)—Caps, No. 0 16, 60c each; 0 16, 
60o each. 

Collars, No. 018, 014, 25, 25%, 26, 10c each; 27, 15c each. 
Cylinders, No. 54 (1608), 75c eaeh; 64 (1608), $1.00 each; 
65 (1612). $1.10 each; 75, $1.20 each. 

Dampers, No. 8, 4, 5, 15c each; 6, 20c each; 7. 25c eaeh. 
Elbows, No. 8 Corg., 20c each; 4 Oorg., 25c each; 5 Oorg., 
25c each; 6 Corg., 80c each; 7 Oorg., 40c each; 8 Adj. 4 
Pc., 25c each; 4 Adj. 4 Pc- 80c each; 5 Adj. 4 Pc., 80c each; 
6 Adj. 4 Pc., 85c each; 8-inch Adj. Galvd., 85c each; 4-inch 
Adj. Galvd., 45c eaoh; 8 Oorg. Jap., 85c each; 4 Oorg. Jap., 
45c each. 

Flue Stops, Nos. 1 and 86, 15c eaeh; 8, 15c eaeh; 80, 20c 
eaeh; 40, 20c each. 

Roof Platee and Saddles, Nos. 15, 16 (Side), 90c eaeh; 60, 
60 (Ridge), 75c each. 


Bushings 

<frp« .... 


Grosses 


Elbows, Red... 
Elbows, Street . 


Plugs 

Beduc 


Tees . 

Unions ... 

Waste Nuts ... .10 


Blk. 

each. 

%-in. 

%-in 


%-in. 


1-in. 

Gal. 

Blk. Gal. Blk. Gal. 

Blk. 

$ .05 $ .10 $ 

.06 $ 

.10 $ 

-10 $ 

.15 0 .10 

.05 

.10 

.10 

.12% 

.16 

.16 

.15 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

.15 

.20 

.26 

.80 

.85 

.50 

.45 

.10 

.15 

.10 

.15 

.16 

.16 

.20“ 

.10 

.10 

.10 

.15 

.15 

.25 

J5 

.15 

.15 

.20 

.20 

.95 

.80 

35 

.10 

.10 

.15 

.20 

.20 

.85 

.25 

.90 

.40 

.80 

.60 

.85 

.60 

.40 

.05 

.10 

.10 

.15 

.20 

.80 

.80 

.05 

.05 

.06 

.06 

.06 

.10 

.10 

.10 

.15 

.15 

.20 

.20 

.25 

J5 

.20 

.85 

.25 

.46 

.80 

.45 

.50 

.10 

.15 

.15 

.20 

.15 

.20 

.20 

.20 

.25 

.20 

.80 

.26 

.85 

.80 

.10 

.10 

.10 

.10 

.10 

.15 

.10 


Bushings .. 

Oapa . 

Couplings.20 

Crosses . 

Elbows, 45 Deg. 
Elbows, 45 Deg. 
Elbows, Red.... 
Elbows. Street . 

Floor Flanges .. 

Lock Nuts.40 

Plugs. 

Reducers .... 

Return Bends 

Tees . 

Unions .46 

Waste Nuts 


Olose . 

Long . 

4- in. Long . 

5- in. Long.08 

6- in. Long . 


1-in. 

1%-in. 

1%-in. 

2-in. 

Gal. 

Blk. 

Gal. 

Blk. 

GaL 

Blk. 

GaL 

.16 

.10 

.26 

.16 

.80 

.90 

.85 

.90 

.90 

.40 

.95 

.45 

.40 

.66 

.20 

.20 

.96 

.26 

JBO 

.86 

.40 

.75 

.66 

.90 

.60 

1.10 

1.00 

1.75 

.80 

.40 

.65 

.46 

.70 

.66 

1JL0 

.80 

.40 

.66 

.45 

.70 

.06 

1.20 

.85 

.85 

.60 

.40 

.05 

.65 

1.10 

.40 

.80 

.55 

.85 

.60 

.75 

1J25 

.70 

.45 

.80 

.60 

1.10 

.75 

1.50 

.40 

.85 

.60 

.40 

.06 

.66 

.85 

.10 

.10 

.15 

.16 

.20 

.16 

.26 

.86 

.25 

.45 

.86 

J55 

M 

.90 

.80 

.65 

1.80 

.86 

1.50 

1 SB 

2.40 

.80 

.80 

.50 

.40 

.75 

.70 

1.20 

.46 

.45 

.65 

.60 

.85 

.80 

1.00 

.15 

.20 

.80 

.40 

.66 

.60 

J90 


Gal. 

ice 

b,£ 

in. 

GaL 

%-in. 

Blk. Gal. 

1-in. 

Blk. 

.05 

.05 

.05 

.07% .06 

.07% .10 

.05 

.10 

.05 

.10 

.10 

.16 

.10 

.06 

.10 

.08 

.10 

.08 

.15 

.10 

.08 

.10 

.10 

.15 

.10 

.15 

.10 

.08 

.10 

.10 

.15 

.10 

.15 

.15 

1-in. 

1%-in. 

1%-in. 

2-in. 

Gal. 

Blk. 

Gal. 

Blk. 

GaL 

Blk. 

Gal. 

.10 

.10 

.15 

.15 

.20 

.16 

.26 

.20 

.15 

.25 

.20 

.80 

.25 

.40 

.20 

.15 

.25 

.20 

.80 

.25 

.40 

.20 

.15 

.25 

.90 

.80 

.25 

.40 

.25 

.20 

.80 

.25 

.85 

.80 

.45 


Olose . 

Long . 

4- in. Long.20 

5- in. Long.20 

6- in. Long.25 

PIPE, GAS AND WATER—Black, % inch, 7c foot; % nick, 

7c; % inch, 7c; % inch, 9e; % inch, 11c; 1 inch, 15c; 1% 
inch, 20c; 1% inch, 27c; 2 inch, 85c. 

Galvanised. % inch, 9c foot: % inch, 9c; % inch, 9e; % 
inch, 11c; % inch, 14c; 1 Inch, 20e; 1% inch, 26c; 1% 
inch, 85c; 2 inch, 46c. 

PIPE, STOVE—29 Gaum, Nested. Full Joints—Sise 8-inch, 
25c joint; 4-inch, 25c; 5-inch, 80c; 6-inch, 80c; 7-inch, 
40c. 8-inch Japan, 30c joint; 4-inch, 85c; 5-inch, 45c. 8- 

inch Galvanized, 40c joint; 4-inch, 45c. 

Half Joints—5-inch, 15c joint; 6-inch, 20c. 

Taper Joints—6-inch to 5-inch, 85c joint: 7-ineh to 6-ineh, 
40c joint. For future delivery, prices withdrawn. 

PITCH—Asphaltum—5-lb. can, 85c; 10-lb. can, 70c; 25-lb. 

oan, $1.50; 5C-lb. can, $2/75; % BbL, $4.50; Bbls.. $8.00. 
PLANES—Wood Smooth. $1.25 each; Wood Jack, $1.60. 
PLANES—Block-Bailey, No. 9%, $1.85 each; 9%, $2.25; 15, 
$2.10; 16, $2.10; 17, $2.26; 18, $2.25; 19, $2.40. 
Block-Bailey, No. 9%, $1.85 each; 9%, $2.25; 15, $2.10; 16. 
$2.10; 17, $2.25* 18, $2.25; 19, $2.40. 

Block, Stanley, No. 60, $2.10 each; 60%, $1.95; 61, $1.85; 
65, $2.45; 100, 45c; 101, 40c; 102, 65c; 108, 90c; 110, 
85c; 120, $1.85; 180, $1.40; 181, $2.25; 208, $1.20; 220, 

? 1.40. 

ron, Bailey, No. 2, 2 CL $3.25 eaeh; 8, 8 O, $8.40; 4. 4 CL 
$3.75; 4%, 4% O, $4.25; 5, 5 C, $4.25; 5%, 5% O. $5.00; 
6, 6 C, $5.05; 7, 7 0. $6.40; 8, 8C, $7.05. 

Iron, Stanley, No. 602, 602 C, $8.50 each; 603, 608 0. $8.85; 
604, 604 C, $4.25; 604%, 604% O. $4.85; 605, 605 C, 
$4.85; 605%, 605% C, $5.25; 606, 606 0, $6.25; 607, 607 
O, $7.25; 608. 608 C, $8.50. 

All Wood, Plain, 8W, $1.10 each; 15W, $1.25; 21W, $2.25; 
27W, $2.50. Razee, 5W, $2.25; 17W, $1.50; 28W, $2.65; 
29W, $3.00. 

Wood Bottom, Bailey, No. 22, $2.85 each: 28, $2.85; 24, 
$2.35; 26, $2.60; 27, $2.85; 28, $8.25: 29, $8.40; 80, $8.50; 
81, $3.60: 32, $3.85; 85, $2.85: 86. $3.25. 

Rabbet, No. 10, $5.40 each; 10%, $4.50; 75, 60c; 90, $8.25; 
92, $3.25; 93, $4.00: 190, 191, 192, $2.15. 

PLIERS—Bernard's, No. 100, 4%-inch, 80o each; 5%-inch, 
$1.00; 6% -inch, $1.25. No. 101, 5%-inch, $1.00; 6%-inch, 
$1.25. No. 102. 4%-inch, $1.50; 5% -inch, $1.75; 6% -inch, 
$2.25; 8-inch. $8.15. No. 108, 4%-inch, 75c; 5-inch, 90c. 
No. 104, 4%-inch. 75c; 5-inch, 90c. No. 105, 5-inch, $1.50. 
No. 106, 4% -inch, 90c; 5-inch, $1.05. No. 108, 0-inch, 
$1.05. No. 109, 7-inch, $1.40. No. Ill, 5%-inch, $1.40. 
Klein's, 6-inch, $2.00 each; 7-inch, $2.25; 8-incli, $2.75; 
9-inch, $8.00. 

PLUGS—Spark—#1.00 each. 

PLUMBS AND LEVELS—Wood, Stanley or Diseton—No. 00, 
61.00 each; 0, $1.15; 2. $1.50: 8, $1.75; 18, $2.10; 95, 
$2.85; 80, $2.15; 85, $£.85; 4&%, $8.00: 90, $2.75; 98, 
$8.75; 95. $5.50; 98. $2.75; 101, $2.75; 102, 60c; 104, 75e; 
6012. $2.00; 6018, $2.75; 602A $8.15; 6521, $2.00; 6518, 
$2.50; 6524, $8.00. 

POINTS A CHUCKS— 

. For 80 and 81.$ .75 8-inch. J5 

For 85.60 10-inch.1.10 

Nos. 11 and 15, 2-in.. .55 No. 76.8JI 

8-ineh. .60 No. 60.1.90 

4-inch.66 No. 80. M 

6-ineh.75 Ne. 81. M 

6-lneh. . . .85 

POLISH (FURNITURE)—Oslo), % pint, 25e eaeh; 1 pinA 
85e; 1 quart, 60e; % gallon, $1.00; 1 gallon, flM; S 
gallons, $6.75. 

Liquid Veneer, 4 ounce, 25e each; 12 ounoe, 60c; 1 quart, $1. 
O-Mar, 4 ounce, 25o eaeh; 12 ounce, 50o; quart, $1.00; 
% gallon, $1.50; gallon, $2.50. 
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2 poud. |1.45; 6 poo% $8.00. 

Metal—-NonOlio, % pint, 60e iteh; 1 plat, 78c; 1 quart 
$1.25. 

8ho»--&liivhit« L 15e each; Midnight Oil, 25e; Royal, lie; 
Jet-Oil, 15c; 4 0 8 Shoe 8atin, lOe; 9 0 8 Shoe Satin, 15o; 
1 O Satinola, 10c; 2 0 Satinola, 15c 5 P 8 Shoe Satin, 10c; 
10 P 8 Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, 

POLISHES—Continued. Shoe, Satinola, 15c. 

Satinola, 15c. 

Stove—Liquid, No. 6 Black Silk, 15c each: 8 Black Silk, 
20c; 2 Black Eagle, 20c; 10 E Enameline, 15c. 

Paete, No. 5 Black 8ilk. 15o each: 10 Black Silk, 20c; 20 
Black Silk. $1.85; 01 Black Eagle, 80c; 95 Black Eagle, 
$1.10; 4 E Enameline, 10c; 8 E Enameline, 15c; 75 Black 
Jack, 15e; 1 Biting 8un, 15o. 

POTS—Fire 


Gasoline, 0. A L. 

1 .$14.50 

5 . 18.50 

21 . 12.00 

71 . 14.50 

72 . 18.50 

221 . 17.50 

Watering Galvanised 

4 Quart.$ J5 

6 Quart.1.00 

PULLERS—Nail-Box, $1.45 


460, each . 5.00 

460 B, each.5.00 

470, each .5.00 

501 B, each. 6.00 

12 X B Blades, Pkg.. 1.00 

Auto Strop 

1, set. 5.00 2541, set 

15, set. 6.00 

25, set. 6.50 

251, set. 5.00 

REGISTERS— 

Jap 6x8.$1.55 

Jap 8x10. 1.65 

Jap 10x19.2.40 

Jap 10x14.8.15 

Jap 12x14.4.85 

REGISTER FACES— 

Jap 6x8.$1.00 

Jap 8x10.1.10 

Jap 10x12.1.70 

Jap 10x14.9.20 

Jap 12x14.2.80 

REVOLVERS— 

Colts, Model Each 

PocketPositive.$15.00 

Police Positive. 16.00 

Police Positive Special 17.00 
Poliee Positive Target. 18.00 

Army Special.$18.00 

New Service.20.00 

Single Aetion . 18.00 

Harrington A Richardson 

208, 228 . 8.00 

208 B, 228 B. 8.50 


500, each . 5.00 

500 B, each. 6.00 

501, each . 5.00 

6 X B Blades, Pkg.. .50 


..5.00 

600 B Blades, Pkg.. 1.00 
600% B Blades, Pkg.. .50 


White 6x8.$1.85 

White 8x10.2.00 

White 10x12.2.90 

White 10x14.8.80 

White 12x14.6.25 

Whit© 6x8.$1.80 

White 8x10. 1.45 

White 10x12.2.20 

White 10x14.2.85 

mite 12x14.8.66 

Each 

204, 224 . 8.50 

204 B, 224 B. 9.00 

268, 278 . 9.00 

268 B, 278 B. 9.50 

264, 274 . 9.50 

264 B, 274 B. 10.00 

Iver Johnson 

800, 808, 828. 12.00 

800 B, 808 B, 828 B. 12.50 
804, 824 . 12.50 


Each 

804 B, 824 B. 18.00 

848, 868 . 18.00 

848 B, 868 B. 18.50 

844, 854 . 18.50 


Eaoh 

Regulation Poliee .... 21.00 
1908 Hand Ejector... 21.00 
88 S. A W. Perfected. 20.00 
1908 Military.24.50 


844 B, 854 B. 14.00 1911 Target.22.50 


New Departure 82... 
New Departure 88. 


18.50 

20.00 


860 B, 865 B. 14.25 

Smith A Wesson 
1905 Military, Poliee. 22.00 
RIVETS—Slotted Clinch, Coppered 8teel—No. 9, lOo box; 98, 
10c box. 

Tinners*, in Papers—Black: Plus 10% ; tinned, plus 10%. 
Tinners*, in Kegs—Black, all sizes, 80c lb.; tinned, 8, 85c; 
8%, 85c; 4, 85c; 5, 85c; 6, 85c; 7, 85c; 8, 86o; 10, 85c. 


8 Quart. 1.10 

10 Quart. 1.40 

12 Quart.1.50 

16 Quart.1.76 

Tin— 

4 Quart .$ .66 

6 Quart.65 

8 Quart.86 

10 Quart.1.00 

each: Rex. Jr„ $1.26; Bed 


J Uii»UU *1 Ml-MVA. fl.iu Hiua , AW. VTh fl.CV, 

Devil, $2.00; Morrills, $2.00; Little Giant, $1.60. 
PULLET8—Brass Screw, No. 850, %-inch, 10c each; %, 10c 
each; %, 10c each; 1, 15c each; IK, 25c each; 1%, 85o 
each. No. 870, %-inch, 25c each; 1, 85c each. 

Brass Side, No. 1150, %-inoh, 15c eaoh; %, 20c each. No. 
1170, %-inch, 25c each; %, 25c each. 

Brass Upright, No. 500, 25c each. 

Clothes Lines, No. 610, 2 15c each, 2% 20c each; 660, 16c 
each; 670, 15o each; 1610, 2 15o each, 2% 25c each; 1660, 
20o each: 1670, 20e each; 6850 G, 80c each; 6500, 45e each. 
Hay Fork, No. 1267. 60o each; 692, 60c each; 796, 76c 
each; 46, 86c each; 1651, $1.95 each. 

PULLETS—Frame—No. 4 Ottumwa per dos., 65c; No. 6, 
70o; No. 9, 70c; No. 105, 65o; No. 109, 65c. 

P UMP8 —P. 8.—1, $8.00; 2, $8.40; 8, $8.86; 4, $4.26. 
PUTTY—Per lb., 10c. 

RAIL (HOUSE i>OOR)— 

Prouty 

No. 5 . Foot, $ .15 

Richards-Wilcox 

No. Foot No. Foot 

9 .$ .19 16,019 .$ .50 

182, 0182 .50 150 10 

RASPS—Flat wood, 8 inches long, 50c each; 10, 75c; 12, 
90c; 14, $1.80; 16. $1.75. Half round wood. 10, 75c; 12, 
95c; 14, $1.85; 16, $1.80. Half round cabinet, % 76c; 
10, 90c; 12, $1.25; 14, $1.60; 16, $2.00. 

RAZORS (SAFETY)— Eveready 
No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .80 

2, each . 8.00 

Gem 

800, each . 1.00 800 B, Blades, Pkg... .86 

Enders 

900, each . 1.00 900 B, Blades, Pkg... .25 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg.. 

Gillette 

00, each . 6.50 480, each . 5.00 


RIFLES—No. and Model- 
Daisy Air Each 

25.$ 4.25 

40. 4.25 

8. 2.65 

80.$ 2.25 

11 . 1.50 

12 . 1.85 

King Air 

4 . 2.25 

5 . 2.65 

21 . 1.85 

22 . 1.50 

Marlin 

20 TD—Octagon Brl. 17.50 
27 TD—Round Brl.. 20.50 
TD—Octagon BrL 28.00 
29 TD—Round Brl.. 15.50 
1897 TD—Round Brl.. 21.50 
TD—Octagon Brl. 98.50 
Remington 
4TD—Octagon Brl. 

6 TD—Round Barrel 
8 A TD—Round Brl. 

12 TD—Bound Barrel. 18.90 
TD—Octagon Brl.. 20.20 
14 A TD—Standard .. 82.85 
TD—Carbine.82.75 


11.00 

7.60 

45.00 


16 A TD—Standard .. 22.75 
Stevens 

Little 8cout. 4.00 

Crack Shot. 4.85 

Marksman. 6.50 

Favorite. 7.85 

70 TD—.22. 11.60 

Winchester 

1886 8F—Round Brl.. 86.00 
TD—Bound Brl.. 42.00 
1890 TD—Oct*gn F*cy 41.00 
TD—Oetgn. Plain 20.00 
1892 8F—Bound Brl.. 28.60 
8F—Octagon Brl. 25.00 
8F—Carbine .... 28.00 
TD—Octagon Brl. 85.00 

1894 SF—Round Brl.. 27.50 
8F—Octagon BrL 29.60 
8F—Carbine ... 26.60 
TD—Octagon Brl. 85.26 

1895 SF.88.00 

1895—Gov’t Model .. 41.00 

1895 TD.44.00 

1902 TD—.22. 7.50 

1908 TD—Plain.82.00 

TD—Fancy. 66.00 

1906 TD. 18.60 

1907 TD.40.00 


ROPE—Cotton Thread—fiftse 8-16, 75c lb.; % to 5-16, 75c; 
% to %, 75c; % to 1, 75c. 
e, 45c lb.. 


85c lb. 


Manila—Base,' 46c lb..' Sisal, 

RULES, BOXWOOD—Lufkin Stanley—No. 171, (86) 85c each; 
No. 872 (86%) 55c; No. 878 (8) 96c; No. 886 (82) 55c; 

No. 888 (82%) 80c; No. 465 (69) 15c; No. 488 (57) 60c; 

No. 651, (68) 15c; No. 709 (18) 80c; No. 751, (61) 20c; 
No. 752, (70) 80c; 761, (6$) 80c; No. 762B, (7) 90c; 

No. 771, (84) 50e; No. 780, (62%) 66c: No. 781, (62) 

65o; No. 861A, (68%) 65c; No. 8620. (88%) 95c; No. 
871, (52) 60c; No. 881, (54) 70c; No. 98L (60) 85c; No. 
8851 (66%) 50c; No. 8851T, (66) 50c; No. $861 (66%) 
55c; No. 8881, (66%), 90c. 

RULE8, ZIG ZAG—Lufkin Stanley—No. 804 F. 40c each; 
No. 806 F, 60c; No. 8518 (08), 85c; No. 8514 (04), 50e; 
No. 8515 (05), 60e; No. 8516 (06). 70c; No. 8518 (08), 
95o; No. 8528 (408 F), 85c; No. 8624 (404 F). 40c; No. 
8525 (405 F), 50c; No. 8526 (406 F), 60c; No. 8613 (108). 
45c; No. 8614 (104), 50c; No. 8615 (105), 65c; No. 8616 
(106), 80c; No. 8624 (854 F), 45c; No. 8626 (856 F), 65c. 

28-in. 


50 SAWS, DI8STON— 


No. 

18-In. 

20-in. 

22-In. 

24-In. 

26-ln. 

7 . 

..$1.90 

$2.00 

@2.15 

$2.96 

$2.86 

D-8 A 1874 .. 

.. 1.85 

2.50 

2.60 

2.70 

2.85 

16. 

.. 2.86 

2.50 

2.60 

9.70 

2.86 

12. 

.. 2.70 

2.85 

8.05 

8.26 

8.46 

112 . 

.. 9.80 

2.95 

8.20 

8.85 

8.60 

D-21 A 22- 

.. 2.50 

2.65 

2.85 

8.05 

8.26 

D-20 A 28.... 


• • e e 

2.85 

8.06 

8.26 

D-100 . 

!*. 2.50 

2.66 

2.85 

$.05 

8.25 

120. 

.. 8.16 

8.25 

8.40 

8.60 

2.76 

D-118 A 15... 

.. 8.80 

8.90 

4.06 

4.20 

4.40 


$2.60 

8.10 

8.10 

8.70 

8.85 

8.50 

8.50 

8.60 

4.00 


SAWS—One Man— 

Wnosdf Disston 
8% ft. 8.86 $8.60 

4 ft 8.86 4.00 

4^ ft 4.80 4.50 


4.80 


6.00 


Royal 

Chinook 0.0. 

6 ft $9.60 
6% 10.80 

7 19.00 

7% 18.26 


Chinook 0.0 
6% $5.75 

6 6.60 

6% 7.80 

7 8.15 

7% 9.60 

Simonds Felling eame prioe ae Royal Chinook 0. C. 

Atkins No. 400 and 401— 

28 In.$6.85 

26 In.....6.50 

24 in.6.20 

Atkins No. 68 and 69— 

28 in.$8.60 

26 in.8.15 

24 In.2.90 


22 in.4.88 

20 In.440 

18 in.A16 

22 In.2.70 

90 In.2.50 

18 in.2.20 


Atkins No. 58- 51 and 65— 

28 in.$8.80 

26 in.2.90 

24 in.2.75 

Atkins No. 64— 

28 in.$4.00 

26 in.8.60 

24 In.8.80 


22 in.2.60 

20 In. 2.40 

18 In.2.10 

22 In. 8.00 

20 In.2.70 

18 In.2.40 
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BETAIL SELLING PRICES—Continnod. 


Atkina 
22 in. 

20 in. 
18 in. 


No. 66 and 


67— 

.. 2.66 
.. 2.60 
.. 2.20 


SAWS—Continued. Hand- 

28 in.$8.60 

26 in.....8.15 

24 in.2.90 

Atkina No. 70— 

28 in.$2.85 

26 in.2.40 

24 in.2.20 

No. 5 Simonda, No. 12 Diss 
ton or No. 69 Atkina. 

20-inch.$2.65 

22-inoh.8.00 

No. 8 Simonds, No. D8 
Diaaton or No. 51 
Atkina. 

20-Inch.$2.50 

22-inoh ..2.75 

24-inch.2.85 

26-inch. 9.00 

28-inch. 8.50 

80-inoh.9.75 

No. DIOO or No. D20 
Diaaton. 

26-inch....$8.26 

28-inch .8.50 

Back 12 In.2.25 

Baok 14 in.2.50 

Back 18 in.2.75 

Back 20 in.8.00 

Back 22 In. 8.25 

Compass No. 2 V 10 in. .60 

12 in.66 

14 in.70 

16 in.75 

No. 10 8imonda or No. 7 

Diaaton. 

16-inch.$1.80 

18-inch. 1.90 

Buck— 

Com Sgl Brace V tooth . 1.00 

Com Dbl Brace Tnttle tooth . 1.75 

Com Dbl Brace V tooth . 1.50 

8AW CLAMPS—8tearna. 8, $1.76; 0, $1.00: 105, $2.60; 
200, $1.50; Went, 2, $2.50: Perfection. fi.OO; No. 10. 
2li0jN88, $2.00; No. 11 with guide, 88.26. 

BAw SETS— 

Colonial . 1.25 

7 Taintor. 1.10 

28 Triumph. 1.25 

Hammer.85 

Lever.25 


23 in.2.10 

20 in. 1.96 

18 in. 1.71 

24-inch. 8.50 

26-inch.8.86 

28-inch.4.26 

80-inch. 4.75 

20-inch.2.26 

22-ineh.2.60 

24-inch.2.66 

26-inch.2.76 

28-inch. 8.26 

No. 4 Simonda or No. 120 
Diaaton. 

26-inch.$4.00 

28-inch.4.25 

No. 112 Diaaton. 

26-inoh.$8.25 

28-lneh. 8.60 

Butcher No. 10, 16 in. 1.25 

18 in. 1.85 

20 in. 1.60 

22 in. 1.65 

Kitchen No. 2, 12 in. .45 

14 in.50 

16 in.55 

Mitre 24 In. 8.60 

26 in. 9.76 

28 in.4.26 

80 in. 5.00 

Neat Complete 1% o. 8. 1.50 


201 G. A P.. 


Spec. Morrill. 


155 Morrill... 


1 Morrill. 


10. 

.1.00 

77 . 

.60 

X Out—— 


Morrill No. 9. 


Baker No. 8.. 


SAW TOOLS— 


Clipper Outfit. 


Morin Raker Gauge— 

No. 1 . 


No. 6 . 


No. 9 . 


Atkins Raker Swage. .40 

6-M Tooth Gau 

go.15 

Jointers Pikes 

Perf.. .60 

Jointers No. 7 

Sterns .65 


D Handle, No. 1 A F, $1.90 each; 2, $2.00; 8, $2.06; 4. 
$2.15; 5, $2.25; 6, $2.40; 7, $2.50; 8, $2.60; 9, $2.75; 10. 
$2.90; 742, $2.25; 743, $2.40; 744, $2.50; 745, $2.60; 746. 
$2.75; 747 t $2.90; 748, $3.00; 749, $3.15; 750, $3.25. 

The last figure in the number of a scoop shows its size. 
SCREW8— Iron Bench— 


I 

Wood Hand— 

6 inch. 

8 inch. 

10 inch. 

12 inch. 

Jorgensen— 

No. 0. 

No. 1. 

No. 2. 

SCREWS—Wood— 

Contr. Broken 
Pull Pkg. Pkg. 
PH Brt ....60% 60% 

PH BL.60% 

RH BL ....60% 

RH Nie. 

PH GaL ....40% 

PH Bra.20% 

RH Bra._20% 


.$ 1.00 
. 1.10 
. 1.20 

.$ .46 
. .65 

. .85 

. .96 

.$1.16 
. 1.25 
. 1.60 


SSS 

40% 

80% 

20 % 

20 % 


1% 1-40 

1 * . 1 - 8 © 

1% 2.25 


14 

16 

18 

20 

No. 

No. 

No. 


inch. 

inch. 

inch. 

inch. 


1.10 

1.85 

1.00 

1.70 

1.66 

2.00 

2.60 


Flat Hd. Brt.—Small Quant. 

5o Dosen to $1.00 Ldat 
10c Dosen to 
16c Dosen to 
20e Dosen to 
25e Dosen to 
80o Dosen to 
85c Dosen 


2.00 Ldat 
8.00 Ldat 
4.00 Ldat 
6.00 List 
6.00 List 
to 7.00 List 


Lag 

V 


Set 


thread 
8AE ... 


Retail 
Contr* a. by dos. 
...list Plus 25? 
...list Plus 
.. .list Plus 
...list Plus 


85, 


Each 

No. 

Bach 

.$1.90 

450 . 

.$1.90 

. 1.90 

350 . 

. 1.90 

. 1.90 
i on 

100. 

. 1.90 

isn . 

. 1.90 

Tool, 20c; Drill, Oom., 20c. 


Morin No. 2.2.25 

Morin No. 2%.2.76 

Morin No. 8 . 1.00 

Setting Tool Diaaton— 

No. 100.65 

No. 4 Setting Blocks— 

No. 4 Blocks, Morin. 1.00 
Swages No. 0 Disst.. 4.50 
Swages, Whitings.... 1.00 

Atkins Res.1.00 

Atkins Excelsior.75 

SCALES—Family, "No."”i 10*21, $2.50 each; 1102, $2.25 each. 
Peddlers, No. 101, $4.00 each; 108, $4.00 each; 115, $4.00 
each; 485E, $4.00 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 808, 
$5.50 each. 

SCISSORS—Cast, No. 10, 85c each; 44, 7%-inch 85c, 8%-inch 
40c; 240, 4-inch, 25c, 4%-ineh, 20c; 255. 4-inch 25c, 4%- 
inch 80c, 5-lnch, 85c, 5%-inch 85c, 6-incn, 40c; 820, 65c; 
850, 60c. 

Wiss, No. 4 B H, $1.10 each; 5 B H, $1.15; 4 R, $1.20; 
54%. 85c; 55, 90c: 55%, 95c; 56. $1.00; 56%. $1.05; 
57, $1.10; 154%. $1.00; 155, $1.05; 155%, $1.10; 156, 
$1.15; 156%, $1.25; 157, $1.80; 864, $1.10; 864%, $1.15; 
365, $1.20; 866, $1.80; 468, $1.00: 468%, $1.05; 464, 
$1.10; 578, $1.80; 578%, $1.45; 574k, $1.50; 668, $1.80; 
668%, $1.45; 664. $1.50; 768, 95c: 768%, $1.00; 764, 
$1.05; 764%, $1.10; 765, $1.15; 765k, $1.20; 766, $1.25; 
778, $1.00; 778%, $1.05; 774, $1.10; 814, $1.10; 814%, 
$1.15; 815, $1.20; 815%, $1.25; 816, $1.80. 

SCOOP8—Long Handle, No. A 4 L, $2.25 each; A 6 L $2.40; 
744 L, $2.50; 746 L, $2.60. 


$1.25; 
STEEL GOOD8— 


Machine Iron 80% off list. 

Machine Brass .Hat Plus 20% 

Nuts for Machine Screws—Iron, add 20% to List Price; 
Brass, 40% to List Price. 

Bench—Iron—1-inch. $1.00; 1%-inch, $1.25; 1%-ln, 

$1.50; 1%-inch, $1.25. Wood—2-inch, $1.25. 

SCREW DRIVERS—Yankee—80. $2.00; 81. $8.76; 

91.50; 130. $2.25; 181. $2.90 
SCREW DRIVERS—G. A P.—867—1%, 95c; 8, 40c; 4, 
SCYTHE8—Bush— 

No. 

400 . 

Weed 

300 . 

Grass 

200 . 

250 . 

8TEEL—Mild—8ee Iron. 

8TEEL GOODS—Forks, Alfalfa—Ao 184%, $2.00 each; Aol85, 
$2.00 each. _ 

Forks, Barley—Bol85, $2.00 each; B0505, $2.75; B0I8D, 
$2.00; Bo5oD, $2.75. 

Forks, Barn or Ensilage—No. 508, $2.50 each; 510, $3.75. 
Forks, Hay—No. o 3154%B, $1.60 each; o 8156B, $1.65 
each; o 8155%B, $1.75; 0 8164%, $1.80; o 8165, $1.85; 
o 8165%, $2.00. 

Forks, . Header—Rol54%, $2.25 each: Rol55, $2.25; 
Rol55%, $2.25; Rol56, $2.85; Rol64%, $2.40; Rol65, 
$2.50; Rol65%, $2.50; Rol66, $2.60; Sol55, $2.25; 
8ol55%. $2.35. 

Forks, Manure—No. o4D, $1.50 each: o5DX, $1.60; o5D, 
$1.75; o6DX, $1.75; o6D, $2.25; 44Z, $1.00; 44X. $1.25; 
44%i, $1.35; 54%rf, $1.50; 64%X, $1.75; o44%XZ, $1.85; 
o44X, $1.40; o44%X, $1.50; o44%, $1.50; o54%X, $1.75; 
o54%, $2.15; o64%X, $2.15; o64%, $2.25. 

Forks, Spading—No. B4D. $1.10 each: LDX, $1.50; oLDX, 
$1.50; L4X, $1.85; oL4X, $1.50; o5H4, $2.50; Jo4, $8.00; 
JoW, $2.50. 

Hoes, Weeding—No. A, $1.25 each; IP, 50c each; 2P, 60 
3W. 60c; 4P, $1.00; 4PM, 50c; 6P, $1.26; 6PM, 65c; 
BB6, 90c; W7, $1.10; W7%, $1.10; 84W, 75c. 

Hooks, Potato—-No. 4BHD, $1.25 each; 4BHFM, $1.25; 
5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR* $1.85; 
6GNR, $1.60. 

Hooks, Manure—No. M40, $1.85 each. 

Rakes, Oast Steel—No. 10, 85c each; 12, 90c; 14, $1.00; 
16, $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakes, Lawn—No. 86LR* $1.15 each; 120R* 65c; 124R, 
65c; 2046. $1.15. 

Rakes, Malleable—No. 10BM, 50c esoh; 10SX, 60c; 12BM, 
65c; 128M, 60c; 14BM, 60c; 14SM, 65c. 

Rakes. Steel Bow—No. Bll, $1.10 each. 8B18, 90c; B18, 

- - --- j 186 


8B14, 90c ; B15, 


SB16, $1.00. 


Potato Porks. 
P064 .1 


Sluice Porks. 

908 .$9.26 

210. 2.5® 

212 .2.76 

Ooke Porks. 

710 .$2.50 

712 .9.75 

714 .8.00 

Sharings Porks. 


Pish Porks. 

IP .$ .75 

Stone. 

HH4 . 1.65 

OOR . T ... a 95 

Riveted. 

RA.40 

Socket. 

G078 .96 

G078X. .90 

Snathes. 

50 . 1.85 

100 . 1.50 

Smith’s Hoes. 

SOA . 1.00 

Mortar. 

9 .$1.15 

810. 1.85 

M210. 1.85 

M29.1.26 

Invincible. 

1905 .$1.10 

Asphalt, 

914. 2.50 

Turf. 

Edger .$1.00 

Dandelion. 

Spuds.80 

Dock Gutter.. .81.26 

Warren. 

Hoes. 

W7 . 1.10 

W7% . 1.15 

W8. 1.80 

Ladies*. 

LY5 .65 

Beebe. 

BB6.90 

BB6%.96 

Acme. 

A . 1.16 

Mattock. 

DE8.76 

Nursery. 

No. 7 . 1.00 

German. 

GE2-0 .90 

Planter's Eye. 

AE8.65 

AE6.75 


Ploral Sets. 

jl.60 

2.65 

'$PP. 1.85 

4P8P.9.60 

Floral Shovels. 

|P8D.80 

Ploral Hoes. 

|TY4.65 

Floral Rakes. 

|GR6.45 

Clam Rakes. 
1180 . 9 95 
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BBTAIL SHULZNO PBICJBN—Continued. 


SHEARS—Grata 


1 

26 

6 % .. 
007 
Hedge 
1007 .... 
101 8 . 


Each 

$ .85 

0267 . 

.60 

460 

.65 

07% 

1.15 

11 G 

1.35 

101 9 

2.00 

101 10 


101 10. 2.50 


SHEARS—Dressmakers', Etc., Wiss— 
Ho. Each No. 

180.$2.85 180 

186 . 1.15 

186%. 1.25 

187 . 1.80 

187%. 1.86 

137% L H. 1.75 

187 . 1.45 

188 L H. 1.80 

188%. 1.50 

180. 1.80 

147. 1.30 

147%. 1.40 


108 . 1.45 

109 . 1.80 

347 . 1.50 

347% . 1.60 

348 . 1.65 

447 . 1.65 

447% . 1.75 

448 . 1.85 

1080 . 2.25 

1086 . 1.15 

1086%. 1.25 

1087 . 1.80 

1037%. 1.40 

1088 . 1.45 

1038%. 1.50 

1039 . 1.80 


148. 1.45 

148%. 1.50 

180. 2.25 

182. 2.75 

184. 8.45 

186.$4.45 

8HEET8—Galvanised, Fall Sheets—10 to 16, 12%o lb.; 18 
to 24, 18c: 26 to 27, 18c; 28, 14o; 80, 15c.. Black 
8heeta—Fall Sheets, 12 to 16, llo lb.; 18 to 28, 12c. 
For catting sheets, add 10% to above. Corrugated—Ptd., 
28 Ga« $6.75; Galv., 26 Ga., $10.50; Galv. 28 Ga. v $9.50; 
Rock Face Siding, $10.50. 

SHEETS (STEEL)—Black, Soft, 18*20, 22*24, 26, 27, 28, 80 
gangs, 15c cat, 10c fall sheet. 

Galvanised Flat, 12*14, 16, 18*20, 22*24, 26, 27, 28, 80 

S tage, 18c cat, 12c fall sheet, 
alvsnised, Oorragated, 26-gauge. 6 to 10 feet, open; 26* 

S tage, 12 feet, open; 28*gaage, 6 to 10 feet, open, 
ainted, Oorragated, 28-gange, 6 to 10 feet, open. 

8H1ELD8— 


Diamond—Expansion 

8-16, each.$ .05 

H. mwh.06 

5-16, each.07 

%, each.08 

%, each.12 

%. each.15 


%, each. .20 

Diamond—Lead 

%x%. each.$ .04 

8*16x% each.04 

8*16x1 each.04 

%x% each.06 

%xl .06 

5*16x1 each.07 


SHINGLES—Tin, 5x7, $3.00. 

SHOES—Horse—Light, extra light or snow. All sites, 10c lb. 
Male—No. 00 A 0, I2e lb.; 1, 11 %e; 2 A larger, 11c. 

Oast Sleigh—Flat. 9c lb.; Concave or Convex, 10c lb. 
8HOT—Air Rifle. No. 25 (balk), 20c lb.; No. 125 (1-lb. bags), 
20e lb.; No. 525 (tabes), 10c pkg. Balls. Nos. 0, 00. 000 
20c lb. Back. Nos. 1, 2, 8, 20e lb. Drop, Nos. 1, to 12, 20c 
lb.; B, BB, BBB, 20c lb. 

SHOVELS—D Handle, Round Point, No. 102, $2.60 each; 201, 
$2.25; 401, $1.90; 1003, $2.15: 1004. $2.25; 1005, $2.50. 

D Handle, Square Point, No. 104. $2.60 each; 208, $2.25; 
307, $2.75; 403, $1.90; 404 B. $1.90; 1009, $2.50; 1010, 
$2.25; 1111, $2.15: 1112, $2.25. 

Long Handle, Round Points No. 200, $2.25 each; 800, $2.25; 
400, $1.90; 400 A, $2.25; 700, $2.25; 701, $2.50; 800, 
$2.50; 801, $2.50; 1000, $2.15; 1001, $2.25; 1002, $2.50. 
Long Handle, Square Point, No. 108, $2.60 each; 202, $2.25; 
304, $2.50; 402, $1.90; 702, $2.50; 1006, $2.15; 1007, 
$2.25; 1008, $2.50. 

A88E8* SKIN—25, 46c; 60s, 66c; 75, 86e; 100, $1.00. 


Flexiblo Flyer— 
No. 1 . 


Racer . 

.... 5.00 

.$8.00 

Tax. Racer ... 

.7.50 

No. 2 . 

. 8.60 

Fire Fly- 
No. 9 . 


No. 8 . 

. 4.60 

.$1.75 

No. 4 . 

. 5.60 

No. 10 . 

.2.25 

No. 6 . 

. 7.5C 

No. 11 . 

.2.75 

No. 6 . 

,16.00 

No. 12 . 



8MOOTH-ON—75c lb. 
SOLDER—% and 


40*60. 60c lb.; 
65c lb. 


r Ire, 50-50, 75c lb.; Electrical Wire, 40*60 


SNIPS, TINNER8*—Wiss. Regular—Ho. W6%, $8.75 pair; 
W7, $8.15; W8, $2.50; W9, $2.20; W10, $2.00; Wll, 
$1.60; W12, $1.25. 

Wiss. Carved Blade—W6%OB, $5.40 pair; W7CB, $4.40; 
W8CB, $8.75; W90B, $8.45; W100B, $8.15; WllGB $2.50; 
W120B, $2.20. 

SQUARE8, STEEL— 

No. Each 

3. 2.00 

3 B, 8 G. 2.60 

10. 1.50 

14 ..’. 1.75 

14 B, 14 G. 2.50 

22 . 1.25 



No. 

Each 

No. 

Bach 

Each 

100 G V R. 

. . . 3.00 

100 1 Q T D . .. . 

_4.26 

.$ .85 

100 R. 

... 8.75 

101. 

_2.25 

60 

100 R B T D. 

.. . 4.25 

1016, 1018 . 

_ 8.75 

. .85 

. 1.50 

Try and Mitre 

2 6 . 

... .75 

15 7%. 

_ 1.15 

. 2.25 

2 7%. 

... .85 

20 4%. 

.45 

2.50 

2 9 . 

... 1.00 

20 6 . 

.55 


12 4 . 

... .45 

20 7 % . 

.65 


12 6 . 

... .50 

20 9 . 

.75 

Each 

12 8 . 

... .65 

20 10 . 

.85 

. 1.80 

12 10 . 

... .85 

20 12 . 

_ 1.00 

. 2.25 






STONES, SHARPENING—Aloxlte or Carborundum—No. 107, 
$1.25 each; 108, $1.50; 109, $1.00; 110, $1.25; 111, 75c; 
112, 65c; 115 to 117, $1.25; 118 to 120. $1.00; 121 to 128, 
75c; 124 to 126, 75c; 188 to 185, $1.00; 186 to 188, 
65o; 142 to 144, 50c; 145 to 147, 85c. 

Pike's Oil and Watei—No. 18, 60c each; 14, 60o; 16. 
10c; 20, 40c; 22, $1.00; 25, 15c; 87, 25c; 40, 25c; 42, 
35c; 48, 50c; 51, $1.00; 52, $1.25; 58, $1.60; 54, $1.00; 
55, $1.25; 56. $1.50; 59, 15o; 60, $1.75; 62. $2.25; 66. 
$2.75; 68, $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 
50c; 94, 60c. 

Pike's Scythe—No. 89, 15c each; 40, 15c; 41, $16c; 42, 20c. 

SPRAY PUMP8—Faultless, Tin, each, 60c; Barnes No. 254, 
$4.50; Barnes No. 276, $7.00. 

STAPLES—Netting, Galv., 16c lb.; Barbed Wire,, Polished, 
7%c. 

8TARRETTS* TOOLS—"Shop* • or "Retail"— 

Micrometers, 40% above list. 

Caliper Rales, 40% above list. 

Thiokness Gauges. 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% above list. 

G. A P. GOODS—Hack Saw Frames— 

69..$1.75 69B. .$1.50 247. .$2.00 5. .$ .50 14.. $2.00 

STOCKS A DIES— 

Green River List pins 25% 

Little Giant. List pins 25% 

Armstrong No. 1 pipe $5.86 

No. 2..7T. 7.60 

No. 2%.8.50 

No. 8, 1% to 2.18.00 

No. 8, 1 to 2.16.60 


$7.75 

0.20 


Common No. 1 pipe. 

No. 2.. 

Stoeks Onhr— 

Common No. 1 Pipe $2.76 
Common No. 2 Pipe 4.75 
Armstrong No. 2.... 8.50 
No. 8. 6.86 


STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T*Handle or 
No. 20 Lever Handle— 

% inch.$1.26 % inch.2.00 

% inch. 1.76 1 inch.8.00 

No. 80 High Grade "Cap" Pattern T or Lover Handle— 
Rough Brass, Iron Pipe Threads 

% Inch.$1.50 % inch.2.50 

% inch.2.10 1 inch.8.T5 


8TOVE8—Common Air-Tights— 

No. 16 Unlined.$2.25 

No. 18 Unlined.8.00 

No. 20 Lined.4.00 


No. 22 Lined.$4.50 

No. 24 Lined.6.00 

No. 26 Lined.6.00 


70c IV; No. 1, 90-100, 65c lb.; Wiping, 


STRIP—Weather—Robber, %-ln. 8e per ft; %-ln. 4e ft. 

SUPPORTS—Wagon Tongue— 

No. in. Price No. in. Price No. in. Piioo 

1 % $1.50 2 % $2.00 8 % $2.76 

SWEEPERS, CARPET—BUsel*s—American Queen (N), $5.50 
each; Club (N), $10.00 each; Grand Rapids (N), $5.00 
each; Grand Rapids (J), $4,50 each; Parlor Queen (N), 
$6.00 each; Princess (N), $5.25 each; Superba (N), $7.00 
each; Universal (N), $4.75 each; Universal (J), $4.25 each. 

TACKS—Bill Posters', No. 645 Wire, or 555 Cut—8. 85c 
lb.; No. 4, 85c lb.; 6, 86o; 8, 85c; 10, 85c. 

Carpet, No. 484 Out, or 484 Wire % lb. papers—8, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, lOo. 488 Cut, 
er 488 Wire % lb. papers—8. 7%c box; 4, 7%c: 6, 
7%c; 8, 7%e; 10, 7%c. No. 495 Wire in bulk— 

8, 85e lb.; 4, 85c; 6, 85c; 8, 85c; 10. 86c; 12, 85c. 

Gimp—No. 824, 2%, 15c box; 8, 16c; 4, 15c; 6, 15c; 8, 16c. 
Upholsterers'—No. 804 Cut, % lb. papers—1% 15c box; 
2. 15c; 2%, 15c; 8, 16c; 4, 10c; 6, 10c 8. 10c: 10, lOo; 
12 to 16, 10c. No. 805, Cut, or 866 Wire in bulk—8, 85c 
lb.; 4, 85c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Doable Pointed—Blood, % lb. papers—9. 5e box; 10, 5c; 
11, 5c; 12, 5c; 14, 5c. Blaed In balk-209, 80c lb.; 210, 
30c; 211, 80c; 212, 80c 


No. Each 

24. 1.35 

27. 1.75 

100. 2.50 

100 A. 3.25 

100 B. 100 G. 3.00 

100 C R. 3.35 


TAPS—Machine Hand— 

1*16 to 15-64.80% 

% to 1.80^ 

1 1*16 to 2.20' 

Left Hnd Dbl list plus 20' 
Machine Screw— 

1% to 12.86% 

14 to 24.86% 

Machine Nut— 

816 to 1.80% 


1 1*16 to 2... 
Stove Bolt— 

8*16 . 

% to %. 

Pipe— 

% to 2. 

2% to 8. 

8% to 4. 


Dies. 

. 20 % 


:S5 


.40% 
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TAPE8— 

Mamlt Lufkin 

Vo. 910. 35-ft. 960 03.85 

Vo. 510, 50-ft 363 4.85 

Vo. 510, 75-ft. 966 6.15 

Vo. 610, 100-ft. 366 7.75 

Vo. 505, 35-ft. 340 8.36 

555 4.76 

656 6.00 

100 4.00 

108 5.00 

TEES—Stove Pipo—Oylind< 

Asbestos 6 Inch— 

6x4, @mk .0 .90 

6x6, ooeh. 1.35 

6x8, oooh.1.65 

8x6. oooh. 1.75 

TENTS— 

8 iso 


BBT AIL BKTJiTNQ 


Vo. 606, 50-ft. 343 4.00 

No. 506, 75-fi. 345 5.96 

No. 505, 100-ft. 346 6.76 

Storroti Lufkin 

560 8.00 
668 8.76 
105 6.36 

1360 8.60 

1968 4.60 

1366 6.75 


Adjustable 6 

4 to 8. 

6 to 13. 

Adjustable 7 
6 to 13. 


8-os. 


10-os. 

7x7.$10.40 $13.15 

7x9 19.35 14.86 

9x9 . 14.35 16.66 

934x13. 16.76 19.55 

12x14 . 22.50 26.35 

12x18 . 27.75 82.46 

14x16 . 29.50 84.65 

14x30 . 86.65 43.55 

16x18 . 40.25 47.85 

16x20 . 44.85 51.75 

16x34 . 50.50 58.75 

16x80 . 61.10 71.35 

▲ or Wedge— 

5x7 . 6.60 7.56 

7x7 . 8.20 9.55 

7x9. 9.80 11.50 

Flys—34 pries of tout. Pins, 8e ooeh. 


.65 

.75 


.86 
Polos * 
Stokes 
Per Sot 
$2.8b 
2.85 
2.85 
8.26 

8.90 

5.20 

6.90 

6.20 
6.20 
6.50 
7.80 
8.45 

1.95 

2.95 
2.60 


Eoch 
.$1.85 
. 1.50 
. 1.75 
1.50 
1.70 
1.85 


02 . 

... .50 

03 . 


04 . 

.80 

12 . 

... 2.75 

14 . 

... 8.25 

500 . 

... 4.00 

502 . 

. . . 4.50 

503 .. 

... 5.00 

505 . 

. . . 5.50 

510 . 

... 7.50 

Kettles, Tea 


0134 . 

... .40 

02 . 

... .45 

027 . 

... .60 

028 . 

... .75 

029 . 

... .90 

047 . 

... 3.00 

048 . 

... 2.50 

049 . 

... 2.75 

067 . 

... 2.00 

068 . 

... 2.60 

OflO . 

_ ft 25 

Kettles, Lipped Preserving 

160 . 

. 35 


THIMBLES—Asbestos—Eoch, 6x4. 90e: 6x6, 81.26; 6x8, 

? 1.65; 8x6, $1.76. AdJ; Store Pipe—4 to 8, 60s; 6 to IS, 
5c. 

THIMBLES—Pine—6-in., lOe; 7 in.. 10c. 

THICKNESS GU AGES—40% shore list pries. 

TIN—Common Roofing—40e per shoot. 

TINWARE— 

Boilers, Coffee 
No. 

017 . 

018 . 

019 . 

027 . 

028 . 

029 . 

35134.90 

352 1.05 

353 1.25 

354 1.50 

356 1.85 

Boilers, Wosh 

8 7.50 

9 . 8.00 

028 A . 8.25 

28 A . 8.50 

29 A . 3.75 

0128 B . 8.50 

128 B . 8.65 

129 B . 3.85 

0228 B . 3.75 

229 B . 4.00 

Bowls, Wosh 

0634 .20 

07 25 

08 30 

6 34 .85 

7 40 

8 45 

Buckets, Covered 

11 ... .20 

1134.25 

12 .80 

18 85 

14 40 

Bnekets, Dinner 

1 75 

2 85 

8 95 

04 1.10 

80 75 

40 85 

600 1.50 

650 1.85 

674 1.65 

675 1.75 

Cons, Milk 

1 40 

2 50 

3 65 

4 80 

61 40 


180 

200 

220 

240 

260 .. 
280 

300 .. 

820 .. 

Ledles 

010 

012 

11 

29 


.40 

.50 

.60 

.70 

.85 

.95 

. 1.00 

. 1.25 


.25 

.80 

.80 

.25 


Makers, Universal Breed 
end Coke 


Meosnres 

1 .... 


80 

88 

84 

85 

86 
123 

123 

124 

125 

126 


8.50 

8.50 

4.00 

8.00 

.20 

.80 

.15 

.80 

.40 

.50 

.70 

.15 

.20 

.80 

.40 

.50 


Moulds, All Kinds 

1 Melon. 1.85 

2 Melon. 1.50 

2 Pudding.1.40 

02 1.05 

8 Melon. 1.65 

3 Pudding.1.60 

08 1.15 

4 Melon. 1.90 

08 15 

10 .80 

15 40 

25 45 

61 .45 

061 45 

6134 .50 

06134 . 50 

62 .55 

062 50 

63 .65 

068 .60 

80 25 

Pails, Dairy 

10 75 

12 85 

14 95 

40 85 

50 85 

60 40 

80 45 

100 50 

104 1.25 

105 1.40 

120 55 

124 1.35 

125 1.50 

140 65 

144 1.60 

145 1.75 

200 45 

220 . 1.10 

240 1.25 

410 1.85 

412 1.50 

414 .. . 1.65 

512 2.15 

514 2.25 

Pans. Dish 

8 IX Tin.90 

10 . 1.00 

14 1.10 

17 1.25 

21 1.50 

10—IXX Tin.1.25 

14 1.50 

17 1.65 

21 1.85 

17—IXXX Tin. 1.90 

21 2.25 

30 8.00 

Pans, Milk 

200 IC, Plain.10 

20034 IQ Plain.10 


201 IC, Plain.15 

20134 IQ Plain.15 

209 IQ Plain.15 

208 IQ Plain.20 

304 IC, Plain.20 

205 IC, Plain.25 

206 IC, Plain.25 

208 IQ Plain.30 

2100 IC, Plain.85 

2120 IC, Plain.45 

800 IC, Ret.15 

80034 IQ Ret.20 

801 IC, Ret.20 

80134 IQ Ret.. .25 

802 IC, Ret.30 

308 IQ Ret.35 

804 IQ Ret.40 

805 IQ Ret.45 

806 IO, Ret.50 

308 IQ Ret.55 

8100 IQ Ret.65 

8120 IC, Ret.80 

504 IX, Ret.45 

505 IX, Ret..50 

506 IX, Ret.55 

508 IX Ret..65 

510 IX, Ret.70 

512 IX, Ret.85 


Pans, Muffin 


9 . 

12 . 

Pots, Coffee 

1 . 

134 ....... 

2 . 

8 . 

4 . 

6 

Scoops 

0 . 

000 . 

2 . 

8 . 

4 . 

12 . 

14 . 

20 . 

80 . 

40 . 

164 . 

165 . . 


Sifters, Flour 

0 . 

1 . 

4 . 

5 . 

10 . 

50 . 

Fairy . 


.80 

.35 

.45 

.60 

.85 

.40 

.45 

.50 

.55 

.85 

.15 

.25 

.45 

.50 

.55 

.20 

.25 

.60 

.70 

.90 

2.00 

2.50 


.85 

.35 

.45 

.30 

.35 

.35 

.20 


T0NG8—Vulcan Chain—81, $8.50; 83, $6.00; $9, $7.00; 
8834. $9.00; 84, $11.00. 

TORCHES—Aleohol, No. 28, $2.00 eaeh. 

Gasoline, No. 14, $4.00 each; 87, $6.75 eaeh; 88. $7.25 eaeh; 
31, $7.75 eaeh; 82, $8.00 each; 48, $9.25 each; 61, $7.25 
each; 62, $10.50 eaeh; 112, $6.50 each; 114, $6.0Q eaeh. 
Kerosene, No. 95, $7.25 each; 96, $8.00 each. 

TRAPS—Fly—Paragon, 85e each; Balloon, 25e; Edgewood 
m, $2.00; Edgewood (3), $2.00; Avis (1), $2.10; Avis 
(3), $2.00; Avis (8), $1.90; Perfect, $1.45. 

Game—0 Newhouse, 40c each; 1 Newhouse, 50c; 134 New- 
house, 70c; 2 Newhouse, 90c: 8 Newhouse, $1.85; 4 New¬ 
house, $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 80c; 
134 Oneida Jump, 40c; 2 Oneida Jump, 55e; 0 victor, 
20c; 1 Victor 2ife; 134 Victor, 85c; 2 Victor, 45o; 8 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western, 25e each; Noxall, 25c; Maooabee, 25c; 
Easy Set, 26c; Newhouse. 25o; California Pocket, 25c. 
Mole—Reddick! $1.00 each: Out-O-Sight, $1.25. 

Mouse—Sure Catch, 5 each; Security, 10c; Choker-Wood, 
15c; Choker-Tim, 15c; Delusion, 25c; Holdem, 50c; 
Cage. 25c. 

Rat—Sure Catch, 10c eaeh; Security, 25c; Holdem, small, 
75c; Holden, large, $1.00. 


TROUGH— 

Eaves— 

4 in.$ .1834 

6 in.16 

6 In.18 

Mitres— 

4 in.$ .45 

6 inch. .60 

6 in.60 

Han g ars W ire— 

4 inch, par dos.$ Jt 


Digitized by 


6 inch, par das.85 

6 inch, par dos.40 

End Gaps— 

4 in.$ .16 

6 in.20 

6 in. .25 

End Fa. ©wap.—* 

4 in.$ .25 

5 in. AO 

6 in.86 
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BET All* SELLING PRICES—Continued. 


TROWELS (BRICK)—Farmers, Ne. 556 (Bandy), 25c each. 
Standard, No. 55, 8 to 13 (177), $1.00 oaeh. 

Disston, No. 10, 10%, $1.50 oaeh; 11, 31.60 oaoh; 11%, 
$1.65 each; 13. $1.76 each; 18, $1.85 each; 14, $3.00 oaeh. 
MarshaUtown, No. 19 W, 10%, $1 AO oaeh; 11, 81.50 oaeh; 
11%, $1.50 oaeh; 17 L, 11, $1.76 oaeh; 11%, $1.75 each. 
TURNS—Cupboard—Braa 


TWIN*—Sacking—%-1 lb. hank. SOe. 

TWIN*—Cotton—Wrapping, 90e lb.; Budding, 90e lb. 

Flax—No. 18 B B, 40c lb.; 24 B B, 40c lb.; 18 B O, 1018 
B G, 50e lb.; 34 B C, 1024 B G, 50c lb.; 86 B C. 1086 
B <£ 60c lb.: 80, Sacking. 40c lb.j 40. Seeking, 40c lb.; 
88, Seeking, 75c lb.; 44, Seeking. 75c lb. 

Hemp—No. 4%, 80c lb.; 6, 80c lb.; 07, 80e lb. 

UNIVERSAL PLATES—Mild Stool Ban. 

%-inch and thiekor and wider than 6-inch... 9.35 cwt. 

VALLEY—Tin—4-in., 6c ft.; 10-in^ lOe; 14-In., 14e; 30- 
in., SOe. Tin Valley—Painted 8 sides—14-in., 16e. 

VALVE8— 

Standard Globe and 
Anglo Valves— 




$ 75 
.80 
.85 
1.10 
1.45 
2.00 
2.75 
8.86 


Goto Valreo— 

% .$1.60 

*** 

It ::::::::::::: 


ft 


* ....... 

VISES—SOU* 

Box— 

. 9 


86 lb. 

*18.88 

65 

lb... 

40 lb. 

18.15 

7*3 

lb... 

45 lb. 

18.75 

75 

lb... 

50 lb. 

14.40 

80 

lb... 

65 lb. 

15.00 

85 

Ib... 

60 lb..... 

16.85 



WAGONS—Express. 



Steel— 




No. 04 . 



$1.50 

No. 08 . 



1.65 

No. 02 . 



1.85 

No. 0 . 



2.25 

No. 1 .. 



2.75 

No. 2 .. 



8.00 

No. 8 .. 



8.50 

Coaster--Star. 



No. 10 



$5.75 

No. 20 



6.50 


Wagners— 


Steel Tray and Frame—No. AX, $11.26 oaeh; 4, $18.00; 6, 
$14.25; 10, $19.60. 

WINDOW GLASS — 8B Grade — 

Single Strength— 

1st 8 Brackets.80% 8rd 8 Brackets.80% 

9nd 8 Brackets.80% Double Strength.80% 

Extras for Putting in Glass— 

1st 8 Brackets, light.$ .50 8rd 8 Brackets, light.$1.00 
2nd 8 Brackets, light .75 

Larger Lights.75e per hour, per man 


1.65 

1.80 

2.25 

8.10 

4.00 

5.60 

7.75 


WISE—Plain Fen* 

Black—Noe. 6 to 16, 6 to 34-Ib.. lota.$ .33 

Galvanised—Nos 6 to 16, 5 to 24-Ib., lots.10 

Black, 1 to 6-lb.$ .10 Galv„ 1 to 5-lb- .18 

Barbed Fence— 

Glidden Ptd, $6.80: Glidden Galv., $7.00; Baker Ptd. $6.55: 
Baker Galv.. $7.35; Waukeganito Galv., $6A0; Am. test 
Galv., 80 ri spls, ea„ $4.45: bidden 80 rd spls, 86J0; 
Baling Wire—14 Ga., Full Cbils, $6.66 100 lbs.; It Os. 
$6.66; 16 Ga., $6.75. 

Broken Colls—1 to 24-lb. add 8e lb.; 86 to 60-Ib. add 8e 
lb.; 50 to 100-lb. add 1 e lb. 

Bale Ties— 9% ft.. 16 Ga., per bundle of 250. $8*6 
WIRE, FENCE—Barbed—2-pt. Glidden (galvanised), open; 
2-pt. Waukegan (galvanised), open; 4-pt. Lyman (gal¬ 
vanised), open: American Speeial (galvanised), open. 
Smooth-Twisted—Two Strand, open. 

WIRE CLOTH—Hardware Galvanised—Mesh and Kind, 1-inch 
mesh, 16c square foot; %-inch mesh, 18c: **-inch mesh, 13e; 
2-mesh,9c; 8-mesh,9c; 4-mesh, 9c; 6-mesh, lOe; 8-mesh, 10c. 
Screen—12 M, Black, 8%c square foot; 16 M, Black, 6c: 
14 M, Bronse, 15c; 14 M. Galvanised, 4%e; 16 M, 5c; 14 
M, Opal, 5 c; 16 M, Opal, 5c. 

WOODENWARE— 

Boards, Pastry 


No. 80 .7.00 


No. 

Each 

No. 

Each 

16x22 inches. 

..$ .80 

15 inches. 

_$ .65 

18x24 inches. 

.. .90 

17 inches. 

_1.76 

20x27 inches. 

.. 1.05 

19 inches. 

.... 2.00 

Bowls, Chopping 

11 inoh^i ... TT .. rT . 

.. .20 

Pins, Rolling 

20 (1). 

80 (2). 

.40 

.45 

18 inches. 

.. .85 

10. 

.... .25 


Mars—Wells— 

No. 10 . 5.75 

No. 11 . 6.50 


WASHERS—Cast Iron—Sise % to %, 12%e lb.; % to 2, 
12%c lb.; Angles, all sizes, 15c lb. 

Malleable—Standard, 18c lb.; Nail Hole, 18o lb.; Angle, 
20c lb. 

Wrought Steel—Sise 8-16, 30c lb.; %, 26o lb.* 5-16, 25c 
lb.; %, 20e lb.; 7-16, 20c lb.; %, 15c lb.; 9-16, 15c lb.; 
%, 15c lb.; %, 15c lb.; %, 15c lb.; 1, 15c lb. 

WASTE—Cotton—No. 6 X White. 30c lb.; 1 White, 28o lb.; 
2 White. 26c lb.; 01 Colored, 24c lb.; 02 Colored, 21o lb.; 
10 Wool, 26o lb. 

WATCHES— 

Yankee .$1.86 Junior.8.76 

Eclipse .2.00 Radfollte .8.60 

WAX—Floor, 60:., 

WXANERS—Calf—Shews No. 1, 50c: No. 2, 66e. Hooeier 
N li t 76c; No. 12, 86c. Kantsuk—Calf, 40c; Oow, 60s. 

WEDGES—Truckee-AlkL lb., 16c: Oregon-Atha, 35e; Osdar- 
Atha. S6e; Cedar-Alld. 16e; Failing, 27c; Saw, 19c. 

WEIGHTS— Scab —8 lbs. end ever, 4c lb. Eveners or Bel- 
•»<*•—%. 7e lb. 

WHEELBARROWS — Brick — No. 10 B, $10.75 each; 90, 

S 10.75. 

Arden—No. 2 V, 39.50 each; 8 V, $11.25; 21, $6.25. 
Railroad—No. 16, J5.50 each; 17, $6.50; 19, $6.75. 

8teel Tray, Wood Frame—No. 2 A. $19.00 each; 28, $8.60; 
27, $12.50 ; K 29, $16.50. 


WOOL, STEEL—2-os. Package (all numbers), 16o each; 1-lb. 
package—0, $1.00 each; 1, 75c; 2, 70c; 8, 60c. 

WOOL—Steel—1-lb. rolls—0, 85c; 1, 75c. Wheels—Grinding 
Discount 40%. 

WRINGERS (CLOTHES)—American—No. 10, $4.25 each: 10 
M, $8.85; 100, $5.75; 110. $4.75* 117 E, $6.25; 180 E, 
$6.00; 180, $6.00; 180 E. $6.50; B 180 E, $10.50: 190 E, 
$6.50; 300, $6.00; 301. $6.25; 302, $7.00; 860 E, $7.25; 

861 E, $8.00; 870 E, $6.75; 890 E, $6.75; 570 E, $7.50; 

571 E, $8.00; 590 E, $7.50; 591 E, $8.00. 

Mop — Eagle, No. 10, $2.60 each; 14, $2.75; 22, $8.50. 

White, NoTS, $2.26 each; 8, $8.00; 1, $8.50; 0, $4.25; 8, 
Steel, $4.00. 

WROUGHT BRASS BUTTS—Narrow, Middle * Bread Add 
86% to List. 

WRENCHES—Agricultural—No. 6, 60s each; 8, 75c; 10, 
85c; 12, $1.00; 15, $1.46. 

Alligator—0, 20o each; 1, 25c; 2, 60o; 8, $1.40; 12, 80s; 
18. 45o. 

Bemis * Call—No. 12, $2.50 each; 15, $8.60; 18, $6.00. 
Coes*—Key (28). $1.85: Key (861, $8.00: Knife (6), 31.15; 
Knit. (8>; *1.86; Knll. (10), *1.05; 4ai(. (13), *3.85; 
Kaif. (16), *3.76; Kaif. (18), *8.76; Kail. (31), *4.75: 
8«*@1 (4), *1.00; fetes! «), *1.16; StMl (8), *1.85; Mm) 
(10). *1.65; StMl (13), *3.35; fetMl (l6). *3.76; StMl 


@1 

Orem 


18), $8.75; Steel (21), $4.75. 

frescent—No. 68 (8), $1.50 each; 188 (4). 70c; 188 (6), 
5c; 188 (8). $1.00; 188 (10), $1.25; 188 J13). $1.50; 
- * , $ 2 . 60 ; 188 (18), ^ JL .. ^ ~ 


75c. 

188 (15) 


; 810 (10), $2.00. 


WRENCHES— 

P. 8 . A W. Stronghold 

Each 

25 6 .$1.25 25 15 $8.00 

25 8 . 1.50 25 18 4.00 

25 10 . 1.85 25 21 5.00 

26 12.2.25 


ZING—Fun Sheets. 40c lb.: lees than 


60s lb. 


Retail Selling Prices are Revised up to Time of Going to Press 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 


n rT 3 


czj y 


“High Grade Tools for High Grade Workmen” 

44 Swastika" Trade Mark Registered U. B. Patent Office 




Ho. 1754 


-Three-Cornered Bearing Scraper 
list 25c each 


These are the 
tools every auto* 
mobile owner 
needs. 

Display them 
and you will make 
sales. 



Ford Spindle Bushing Remover 
No. 2713—14 Tempered Steel. List per dot. $9.00 


If your Jobber 
cannot supply 
you, write to us 
or our agents. 



C. W. GAUSE COMPANY 

WESTEBN SALES AGENTS 
Boom No. 605 Williams Building 

693 Mission Street * San Francisco. California 
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<dhCost Architects— 

know that no dwelling is so unimportant nor any so fine that it cannot 
be sheathed with BE%MICO Sheathing Paper to ensure better heat and 
cold resistance and good insulation. 

As B ET^M 1 CO has been made for years of pure wood fibre, it has naturally won its way by actual 
performance into the confidence of architects, contractors and builders on the sole basis of its merit. 


B E%M ICO is doing its bit for thousands 
of house-owners—by adding to the comfort 
they get from their homes 

For all kinds of wooden buildings it is a 
most efficient insulation—clean, sanitary and 
weather-proof. 


Its first cost is small, as you know—the 
laying cost low and the up-keep cost nothing. 
Experience is the best teacher. The oppor¬ 
tunity is yours to profit by the experience 
of those who have proved BET^MICO 
Sheathing Paper by years of use. 


Tour jobber (or we) will gladly furnish you with complete information • 

BROWN COMPANY 

Established iSj2 Portland, Maine 


NEW YORK OFFICE: 

Wooi'wor t h Bu ildirig 


CHICAGO OFFICE: 
I/O So. Dearborn St. 


•\ T /in 

-A L W' y lift" if 

b Li \ikj V Ll Li 

Sheathing Riper 

Do you sell 

rOC KRAFT x 

^ Wrapping Riper?, ^ 


■KT52TTT 
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A LOCK is needed on every door to keep it closed; a Stanley Garage Door Holder 
** No. 1774 is needed on every swinging garage door to keep it open. The owner of 
a car can t afford to take the chance that the door will not blow shut while the car 
is entering or leaving. It may. 


Stanley Garage Hardware is well known, is in 
demand, and brings to the dealer a very satisfac¬ 
tory profit. Offer to your customers such stand¬ 


ard products as Stanley Bolts, Butts, Hinges, 
Latches and Pulls. The Stanley trade-mark is a 
guarantee of quality and reliability. 


Write for booklet on “Selling More Stanley Garage 
Hardware." It will be sent free on request. 

THE STANLEY WORKS, New Britain, Conn., U. S. A. 

New York, 100 Lafayette Street. Chicago, 73 East Lake Street. 

Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley Ball 
Pulls, Brackets, Chest Handles, Peerless Storm Sash Hangers and Fasteners: Screen Window and Blind Trin 
Strapping and Cold Rolled Strip Steel. Stanley Garage Hardware is adaptable for factory and miR flltteed by 
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What the Miller Uniform Idea 
Means to Miller Dealers 

Miller Offers Its Dealers Uniformity All Down the Line: Uniform 
Tires — Uniform Trade — Uniform Profits — Uniform Advertising 


F IRST, Miller builds uniform tires—tires 
that give 99 per cent uniform mileage. 
Not more than one out of a hundred 
comes back for adjustment. 

This matchless uniformity of Miller Tires 
assures you uniformly satisfied customers. 
For once having used Miller Tires, no motor¬ 


ist will again take a chance with other makes. 

Just as Miller Tires are uniformly excel¬ 
lent, so is Miller advertising steady—consis¬ 
tent—convincing. Full page advertisements 
in leading national publications tell the won¬ 
derful story of Miller uniformity to motorists 
the world over. 




)in: 



GEARED-TO-THEROAD 


Nor does Miller stop with a tire of un¬ 
equaled perfection and with a nation-wide 
advertising campaign. It gives you service 
that ties up your name and your store to 
Miller uniform quality and to the thousands 
of dollars that are being spent for you in 
national advertising. 


Write us at once for our proposition that 
confines the control of Uniform Tires to one 
dealer in each locality. Becomes the big 
factor in the local tire business—with Uni¬ 
form Tires built by champions. No obliga¬ 
tion—write us at once. 


THE MILLER RUBBER COMPANY, Dept. A-39, Akron, Ohio 

Makers of MlUer Red and Cray Inner Tubes, the Team Mates of Uniform Tire s. Also Surgeon** Grade Rubber Goode — for Homee as Bellas 
Hoepitale. MlUer Tire Acceeeoriee are the Life Savere of Old Tlree and the “Firet Aide” to Injured Ones 
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The Skillful Workman’s Choice 

In the kit of the first-class man you will 
always find Starrett Tools, for such a man 
knows how essential they are for high-grade 
work and for the jobs requiring extreme 
accuracy. 

Micrometers, gages, calipers and dividers, 
vernier calipers, rules, levels and tapes in great 
variety are included in the Starrett Line of 
2100 fine tools. 

Catalog No. 21 BP sent free on request. 

THE L. S. STARRETT CO. 42 7 fi 

The World’s Greatest Toolmakers 

'mnz Ilf Manufacturers of Hack Saws Unexcelled 

ATHOL, MASS. 

V New York London Chicago 


5 >> * > 


m 


£oovJ 


Starrett Toots 
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CUTLERY 

i -—MO- k 

Lrooisi 


FULLY 

GUARANTEED 


O r 


STANDARD 


AMERICA 


Under ike 

,K00HKUff0R 

^ ^ Trade Marie 

-We manufacture Tools 
and Cutler/ for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

HANDLE A L/NE THAT SHOWS YOU 

A SATISFACTORY PROFIT 

5IMM0N5 HARDWARE CDMRANY 

ST. LOUIS, U.S.A. 

THE RECOLLECTION OF QUALITY REMAINS LONG AFTER THE PRICE IS FORGOTTEN. 

TRADE HARK RtC. U.S. PAT. OFF. E.c SIMMONS 


^#0 


jp 

fi nm Hi 


Digitized by ^.ooQle 







































































































HARDWARE WORLD 


S 



In Union There is Strength 

Teamwork in selling brings results. This husky bunch of silent, 
but active, salesmen will do business for you “by the wholesale.” 
They're used to doing big things when you get them working 
together. 

One sells Braces, another sells Chisels, a third sells Pruning 
Shears, while the others are selling Pliers, Snips and Screw Drivers. 

They all SELL. 

And while each one is selling its particular specialty, all together 
they are selling PEXTO. Their Pexto goodness helps them sell 
themselves, and this continuous performance is the thing about the 
Pexto proposition that will put the profits in your cash drawer. 

If you have one or two of these Pexto Displays working for 
you, you will more than double up sales by having the others on 
the job. If you have not tried this Pexto plan, write your jobber 
for prices. For business sake, do this today. 

The Peck, Stow & Wilcox Company 

Mfrs. Mechanics’ Hand Tools, Tinsmiths' 
and Sheet Metal Workers’ Tools and Ma¬ 
chines, Builders' and General Hardware 

Southington, Conn. Cleveland, O. 

Address correspondence to 207 W. Center St, Southington, Conn. 

PEXTO 

MECHANICS* HAND TOOLS 
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G O ODELL- 
PRATT 


1500 GOOD TOOLS 


QUALITY HACK SAWS 

WITH A DIFFERENT BALANCE 


In order to produce the maximum of work from a minimum 
amount of power, that power must be well placed. In the 
Goodell-Pratt Adjustable Hack Saw Frame No. 247, the scientific 
construction eliminates the usual top-heaviness so prevalent in 
hack saw frames, and at the same time the Pistol Grip feature 
enables the operator to put every ounce of power behind and a 
little above the blade, giving a quick, sure, powerful cut. 

The Frame, which is adjustable from 8 to 12 inches, is 
unusually rigid for an adjustable frame, being made of inch 
steel with an extra heavy back. 

The rubberoid Pistol Grip makes a very comfortable handle 
and the whole frame is designed to balance well and hang easily. 
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The Corbin Ball Bearing Pin-Tumbler Cylinder Lock 

THE MOST EFFECTIVE HOME GUARD 

SOLD BY THE BEST HARDWARE DEALERS IN ANY CITY 

MADE BY 

P. & F. CORBIN 

American Hardware Corporation , Successor 
NEW BRITAIN, CONN. 

NEW YORK CHICAGO PHILADELPHIA 
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Back Into the Furnace Business 


This firm finds the Caloric the “ big¬ 
gest ‘little thing 9 ever taken on.” 



The Original Patented Pipeless 
Furnace 

Bought One in June 
Sold 19 by January 1 
Sold 46 by June 1 

1 * 17 West Lake St., Minneapolis, Minn., 

March 16, 1918. 
“The Monitor Stove Company, 

Cincinnati, Ohio. 



“Gentlemen: We bought our first Caloric Store of T. P. Leavitt k Son, Minneapolis 

Pipeless Furnace in June, last year, and 

were so skeptical about it that we did not sell it until fall, when we put it in the home of a personal 
friend at the lake. This man was so well pleased with it that he has since helped us to sell three more 
Calorics. These sales started us on the right track, and, up to January 1, 1918, we sold and installed 19 

_Caloric Furnaces. So far this year we have a list of 

about fifty prospects, and, with the advertising that 
you are doing, plus the cooperation of your salesman, 
we shall be greatly disappointed if we do not sell at 
least 100 Calorics this year. 

“We went out of the furnace business several 
years ago because there was nothing in it, but we find 
that we can make more profit on the Caloric than on a 
pipe job and it is much simpler to install and easier 
to sell. Wc consider your furnace proposition the big¬ 
gest * little’ thing that we have ever taken on. 

“Yours very truly, 

“T. F. LEAVITT & SON, 

“C. V. Leavitt.” 

Since ordered 27 furnaces. 



A Close-Up View of Mr. Leavitt'a Caloric Window 
Display 


Pioneers of Pipeless Heating” 

e Caloric dealers tell vou of their profitable 



We prefer to let the Caloric dealers tell you of their profitable 
experiences with our proposition. In an interesting book, “Pioneers 
of Pipeless Heating.” just off the press, we have reprinted some of 
the many letters that have come to us. 

You will find sufficient evidence within its pages to show 
you that there is an interesting business in store for the denier 
who connects with us, and that our advertising and merchan- S 

dising methods are a strong help. 

Branch Houses: 625 Paxton Street., Harrisburg, Pa.; J 
2116 Hennepin Avenue, Minneapolis, Minn.; 1015 Farnaiu j THE 
Street, Omaha, Neb. J MON” 


The 

Monitor Stove Company 

Eat. 1819—99 Tears of Service 
Pioneers in Pipeless Heating 

900 Q-est St., Cincinnati, O. S 


/ MONITOR 

✓ STOVE 

/ COMPANY, 

y/ 900 Oeat Street 

Cincinnati, Ohio 

^ Send me vour new Pioneers 
of Pipeless Heating dealer 
book on the Caloric Furnace. 


✓ 

x* Address- 
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New York Stamping Company’s 
Latest War Baby 

Strong 
Sanitary 
Cold Handle 
Popular Prices 





i 


Now in the Hands of All Jobbers Ready for 
Immediate Delivery 

Manufactured by the 

New York Stamping Company 

Brooklyn, New York 

Wm. P. Horn Co., San Francisco, Los Angeles, Portland 


Digitized by 


Google 





HARDWARE WORLD 


11 



jhfum/yei' 2 00 

for mill, warehouse 

and 


Phantom view showing Lock and 
Strike on the doors and the Russ win 
Adjustable Unit Cylinder attached 
to the Lock Case 


T HE feature of this lock is its adaptability 
to any position that the doors may 
assume as the result of the natural tend¬ 
ency of wide, heavy doors to sag. 


The broad latching face on the strike affords 
a safe “grip" for the latch regardless of the' 
amount of sag that may take place on either 
door. 


Stop on case of lock holds latch retracted. 

Furnished with three Liberty Silver keys 
and can lie master-keyed with any other 
Kusswin Cylinder locks. One key for both 
garage and front door. 


RUSSELL & ERWIN MFG. CO- 

The American Hardware Corp., Successor 
NEW BRITAIN. CONN. 

fork Chicago San Franciaco London, Eng. 
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Cannon Ball Combination 

( Foldin g- Sliding ) 

Garaqe Door Sets 

The makers of the best known barn door hangers in America—the Cannon Ball— 
have added to this line a new garage door hanging which is unquestionably the most 
practical set for this purpose yet evolved. 

Briefly the Cannon Ball Combination (Folding-Sliding) Garage Door Set fits any 
door opening up to 8 V 2 ft. and takes care of any thickness of door—makes them abso¬ 
lutely weather tight and secure against sagging. The doors fold inside requiring 
minimum space and are automatically held open by the heavy spring attached to the 
supporting track bracket. It is easy to install—neat in appearance—easy working and 
strong and substantial in use. 

Comes packed in complete sets including Hangers, Track, Hinges, Floor and Ceiling 
Stops, Door Latch, Bolts, Screws, etc. 

And the selling-helps put back of this new Cannon Ball item absolutely insure its 
rapid sale. 

Send for Details of the New Cannon Ball Garage Set 

HUNT, HELM, FERRIS & CO. 

eastern^ BRANCH n^ York Main Office and Factory, 54 Hunt Street, Harvard, I1L 

Pacific Coast Distributors 

Pacific Hardware & Steel Co., San Francisco, Cal. Schwabacher Hardware Co., Seattle, Washington 
Dunham, Carrigan & Hayden Co., San Francisco Morse Hardware Co., Bellingham, Washington 

Honeyman Hardware Co., Portland, Oregon Holley-Mason Hdwe. Co., Spokane, Washington 

Failing-McCalman Co., Portland, Oregon Jensen-King-Byrd Co., Spokane, Washington 

Seattle Hardware Co., Seattle, Washington 
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Effed ef hard wadding that fits tke barrel loosely. Unchecked by 
friction #r mnxsle choke it it blown through tke shot cluster scatter- 
img tks shot charge. Actual test target 221 pellets 



Efect ef wreak wadding tern te skrrds by tke gas Hast. Tke separate 
pieces are klewm iate tke sket cluster scattering pellets iu all direc- 
tieus. Witk ue resistance te tke explosion, tke pressure is lew and 
and Penetration Peer. A dual test target 17t pellets 



Tke Wiuckester system ef wadding. Tke wadding expands evenly, 
sealing in tke gas blast all tke way te tke mussle, wkere tke wadding 
is ckecked by tke censtrictien er ckebe. Tke sket cluster travels en 
akead unbroken. A dual test target 329 pellets 



Cress sectieu ef Win¬ 
chester shall, shotting 
beveled crimp, tke 
cupped Winchester 
driving mads and 
base wadding, end 
tke powerful No. 4 
Winchester Primer. 
Net ice the reinforced 
construction at the 
base and the Patent 
corrugations in tke 
medal te allow for uni¬ 
form expansion under 
heat and pressure 


Why hunters are asking 
for this shell 


This season Winchester is put¬ 
ting all the force of a big national 
campaign behind four of its pop¬ 
ular brands of shot shells, the 
Leader and Repeater in smoke¬ 
less powder and New Rival and 
Nublack in black powder. 

Every hunter knows the im¬ 
portance of a perfect shot pat¬ 
tern—one that the bird cannot 
get through. Not everyone real¬ 
izes that this perfect pattern de¬ 
pends on how the wadding con¬ 
trols the two to five-ton gas blast 
behind it. 

The Winchester wadding, vhe fish-tail 
flash of the primer, the scientific water¬ 
proofing and lubrication, the degree of 


firmness in the crimp, all combine to 
insure uniformity in the Winchester 
system of shell construction. 

The Winchester campaign explains 
the Winchester wadding, and how it 
was perfected after repeated experi¬ 
ments to determine the most efficient 
control of the gas blast. It tells of the 
uniformity of Winchester shells, and 
why they are so thoroughly dependable 
on all occasions and under all condi¬ 
tions. 

Every hunter who wants clean hits 
and more of them is going to insist on 
Winchester shells — Leader and Re¬ 
peater for smokeless; Nublack and New 
Rival for black powder. For complete 
information, write 

WINCHESTER REPEATING ARMS CO. 

Dept. 796 New Haves, Conn. 


WMCffMSTM 

World Standard Arms and Ammunition 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. <. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


AMERICAN STEEL A WIRE COMPANY 
United States Steel Products Company 

IBLLINO AGENTS 

San Francisco Lamp Angeles Portland Seattle 

▲warded the Grand Pits at the Faaama-Paeifle Expogttton. 
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Conservation — 

“ Buy only that which you need 
and which will best serve your pur¬ 
pose and LAST THE LONGEST/' 

You need CAST IRON SOIL PIPE 
If your purpose is a sanitary house 
drainage installation. Service means 
nothing if it is not permanent. Ser¬ 
vice as given by Cast Iron Soil Pipe 
is more than permanent—it outlasts 
the building—any building. 

Is not this REAL conservation? 


Specifications and illustrated literature will be mailed upon request by any or all of 
the following independent and competing makers of Cast Iron Soil Pipe and Fittings 


Weiskittel A Son Co., A.Baltimore, Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe & Foundry Co... Anniston, Ala. 
American Foundry A Pipe Co..Penns feta., Pa. 

Anniston Foundry Co.Anniston, Ala. 

Bessemer Soil Pipe Co.Bessemer, Ala. 

Campbell Mfg. Co.Gadsden, Ala. 

Casey-Hedges Co., The. .. .Chattanooga, Tenn. 

Central Foundry Co.New York, N. Y. 

Charlotte Pipe A F’ndrv Co.. .Charlotte, N. O. 
Coosa Pipe & Foundry Co... Birmingham, Ala. 
Crown Pipe A Foundry Co.Jackson, Ohio 


Gadsden Pipe Co.Gadsden, Ala. 

Haines, Jones A Cadbury Co. .Philadelphia, Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Landsdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

Nat’l F’ndry Co., N. Y., Inc.. Brooklyn, N. Y. 

National Pipe A Foundry Co.Attalia, Ala. 

Reading Foundiw A Supply Co.. .Reading, Pa. 

Salem Brass A Iron Mfg. Co.Salem, N. J. 

Sanitary Co. of America.Linfield, Pa. 

Somerville Iron Works.New York, N. Y. 

Standard Foundry Co.Anniston, Ala. 

Superior Mfg. Co.Bessemer, Ala. 


ft 
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utsaws 10 Men! 


The WADE is taking the country by storm. Thousands in use. Made by the oldest 
heads in the Drag Saw business, and backed by a reputation of 53 years' standing. 


The WADE is ten times faster than man power at one-tenth the cost. The market is 
unlimited—it’s a time and labor saver for farmers, land clearing contractors, road con¬ 
tractors, mills, lumber camps. In fact, it takes the back-breaking work out of the 
wood sawing wherever a Cross Cut Saw is used. 

AN ALL-ROUND PORTABLE POWER PLANT 

When not sawing wood the WADE runs separators, pumps, feed cutters, washing 
machines, grind mills, emery wheels, or any of the odd jobs of a powerful 4 H. P. motor— 
it’s the best handy man on the place and can be moved or used anywhere. Simple, 
easv and economical to operate, and it costs less than man}' 4 H. P. motors alone. 


A LIVE SELLER 


It’s the fastest, and one of the most satisfactory, sellers the Dealer has had in 
years—you w’ant to know more about it. We are closing territory fast—write or wire 
at once for our SPECIAL DEALER PROPOSITION. 


Immediate Delivery From the Following Points 


Little Rock. Ark. 
Jackson, Tenn. 
Birmingham Ala. 
San Francisco, C 
Spokane. Wash. 
Portland. Oregon 


New Orleans, La. 
Ashland, Ala. 
Greenwood, Miss. 
Los Angeles, Cal. 
Tacoma, Wash. 
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Let us give these books 
to your customers 



Better Boulder Breaking 


POWDfBS 


Any of your customers who have stumps 
or boulders to blast, trees to plant, hard- 
pan to break or land to drain will be glad 
to have some of these five attractive books. 
All were written by experienced men to 
Cover Pacific Coast conditions. They are 
the only books prepared especially to guide 
Western farmers and fruit growers in their 
work. They have covers in natural colors. 
They are the most instructive and valua¬ 
ble books on blasting ever issued. 

If you are now a distributor of 



a supply of these books will be sent to you 
on request, and your name and address 
will be printed on the cover of each book. 

If you are not selling Giant Farm Powders 
we will furnish the books, imprinted, if you 
will arrange to take orders for Giant Pow¬ 
ders and Giant Blasting Supplies. 

In addition we will send you the names of 
farmers in your territory who write to us 
for these books as a result of our large ad¬ 
vertisements in all of the Pacific Coast 
farm papers. We will help you, too, in 
many other ways. Let us send you our 
books. 


Get a sample set now—mail this coupon 



The Giant Powder Co., Con., 227 First National Bank Building, San Francisco 

CHECK HERB 

□ Send us one each of your books on Stump Blasting, Boulder Blasting. Tree Planting. Subsoiling and Ditch Blasting. 

□ Send us your book, “Helping the Retailer Sell Giant Farm Powders,'* which tells in detail how you help the merchant to 

increase his sales of explosives. 

□ Send us prices on Giant Farm Powders. 

Firm Name.. 

Address. 


Buyer’s Name 
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The New Boston Rubber Chair Tip 


SprinGriP 


THE RUBBER TIP AND ITS PARTS 


mnrD fob oataioo 

Assortment Box 
of 

Rubber Chair 
Tips for 
Furniture 


THE ELASTIC TIP CO, 

370 Atlantic Avenue 
BOSTON - MASS. 
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HIGH OUN 
IDEAL 
PREMIER 
TARGET 


ARROW 
NITRO CLUB 


SELBY LOADS 
CHALLENGE GRADE 
SUPERIOR GRADE 




y&NCHMSTEfl 

REPEATER 

LEADER 


Let Him Take His Pick 

Your customer can select his favorite from any of these 
shells, but before he buys it be sure that it is loaded with a 
Hercules Smokeless Shotgun Powder, Infallible or “E.G.” 

It is not difficult to get shells loaded with these powders. 
Any one of the fourteen standard brands listed at the left is 
obtainable loaded with 

HERCULES 

Smokeless Shotgun 

POWDERS 

INFALLIBLE \E.CT 

These powders have many friends among the veterans of the traps 
and field—men who know the value of powders that are dependable— 
powders that give high velocity with light recoil, that bum clean and 
free, and give even patterns. They know that Infallible and “E.C.” 
have the uniformity of quality that helps to chalk up a high percentage 
at the traps and brings them home from a day in the field with light 
hearts and heavy game-bags. 

When you think of the shells you sell, think of Hercules Smokeless 
Shotgun Powders. 

When you order shells, see that they are loaded with a Hercules 
Powder, Infallible or “E.C.” and be sure that you get what you order. 

HEI^CULES POWDER CO. 

1025 Chronicle Building ^ 

San Francisco California (K) 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE KEPT IN STOCK 
BT THE FOLLOWING HOUSES 

BAKER, HAMILTON & PACIFIC COMPANY 

San Francisco, California 

WATERHOUSE & LESTER COMPANY 

San Francisco, California 

PERGIVAL IRON COMPANY 

XiOi Angeles, California 

NORTHWESTERN HARDWARE & STEEL COMPANY 

Portland, Oregon 

J. E. HASELTINE COMPANY 

Portland, Oregon 

WEST COAST WAGON COMPANY 

Tacoma, Washington 

GRAY BROTHERS 

Seattle, Washington 

HOLLEY-MASON HARDWARE COMPANY 

Spokane, Washington 

SCOVEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTBWOOD HARDWARE COMPANY 

San Francisco, California 

SPOTSWOOD-HELFER COMPANY 

San Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 

Ogden, Utah 

WATERHOUSE & LESTER COMPANY 

Los Angelos, California 

INLAND IRON COMPANY 

Fresno, California 

SGHAW-BATGHER COMPANY 

Sacramento, California 

MANUFACTURED BT 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

ROLLING MILLS AND FACTORIES JOLIET, ILL., POUGHKEEPSIE, NEW YORK 


********************************* 
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The old way The new way 


A man should not do the work a 
machine will do for him 


A merchant, with all his troubles, 
should never do the work that a 
machine does better and quicker. 

Our newest model National Cash 
Register makes the records which 
a merchant needs to control his 
business. It does fifteen necessary 
things in three seconds. 

Without the register a man cannot 
do these things in half an hour. 


With the register, even a new clerk 
can do them just by pressing the keys. 

Our new electric machines are as 
much better than old machines as 
an up-to-date harvester is ahead of 
a sickle for cutting grain. 

The latest model National Cash 
Register is a great help to merchants 
and clerks. 

It pays for itself out of what it saves. 


Merchants need National Cash Registers now more than ever before 

. FILL OUT THE COUPON AND MAIL TODAY . 

Dept. 13705, The National Cash Register Company, Dayton, Ohio. 

Please give me full particulars about the up-to-date N. C. R. System for myJcind of business. 

Name.__ 

Business—--- 

Address------ 
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The Shelby “CHIEF” Floor Hinge 


With Improved Pivot and Socket 

“The hinge without woes, 

As the wise buyer knows.’* 

The attractive features about the Shelby 
Chief Double - Acting, Ball - Bearing Surface 
Floor Hinges are, strong construction, durabil¬ 
ity, beauty, simplicity of installation, and low 
price for superior quality. 

Sell the Shelby Chief and watch your 
profits grow. 


A NEW CATALOG READY FOR YOU 

Acird willbring you on® of our new No. 18 catalogs just off the press, which illustrates Floor Hinges, Spring Butts, Door 
Checks. Push ana Pull Pjates, Door Holders, Push Bars, Foot and Chain Bolts, Door Bolts, Cupboard Turns, Cupboard 
Catches, Card Holders, Toilet Paper Holders Garage Door Holders, Chest Handles, Casement Window Adjusters and 
Fasteners, Sash Locks, Sash Lifts. Mortise Locks and Utches. Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, Door Braces, large line of Screen Door Hinges, and a number of items not 
mentioned. Ask for catalog today. 


SHELBY SPRING BUTTS 

Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. 

They have no equal. 

The Shelby Spring Hinge Co., Shelby, Ohio 

Coast Representatives: 

Pond Hardware Specialty Oo. D. I*. Herman 

Los Angeles, Calif. Seattle, Washington 


SAW or TOOL 
with “DISSTON” on it 

is Guaranteed 

SUPERIOR in QUALITY and FINISH 

to any saw or tool 

without “DISSTON” on it. 

“If you want a Saw or Tool it is best to yet one 
with a name on it which has a reputation . A man 
who has made a reputation for his goods knows its 
value, as well as its cost, and will maintain it J 9 






HENRY DISSTON & SONS, Inc. 

Keystone Saw, Tool, Steel and File Works 

PHILADELPHIA, U. S. A. 
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At Ten Feet From This Pump 
You Can’t Hear a Sound 

The “ grind of gears / 9 found in other pumps, has 
been entirely eliminated in Goulds “Hi-Speed M 
Pump. This makes it the ideal house pump. 

Goulds Fig. 1695 


mssEBR 


NOISELESS 

ELECTRIC PUMP 



Has no gears whatever—hence no noise. It Is a patented pomp with orig¬ 
inal features In design which make possible an exceptionally low price. 

The “Hi-Speed” Noiseless Pump is furnished in connection with 
13 different complete outfits—with 110 or 220 volt A. C. or D. C. 
motors, or with 32 volt motors for operation on current from farm 
lighting systems, or with one-half horse power gasoline engines. 
It is adapted to either open or pressure tank water systems. 

There is a big field for the sale and installation of these pumping outfits— 
for the dealer who gets there first. Write today for complete data and prioes. 


The Goulds Manufacturing Company 

Main Odice and Works t 

Seneca Falls, New York 




New York Boston Chicago 

IS Murray St. M Pearl St. 12-14 S. Clinton St. 
Pittsburgh Atlanta 

eS6 Henry W. Oliver Bldg. Sd National Bank Bldg. 


Philadelphia 
111 If. Third SI 


1001 Carter Bldg. 


“HIGH-SPEED” OUTFIT “C” 
Consisting of 6 G. P. M. “Hi-Speed” 
Pump belted to % H. P. motor and 
mounted on a heavy oak plank. 


Northwest Agent: D. L Herman 

214 Maritime Building Seattle, Washington 


WAR SAVINGS STAMPS 
DELIVERED TO YOUR HOME 


Tear Out—Fill In—Hand Letter-Carrier—or Mail to Post Office 

TO THE LOCAL POSTMASTER:-Kindly have letter-earner deliver 
to mo for which I will pay on delivery: 

(Date) 

_$5. U. S. WAR-SAVINGS STAMPS at $._each 

_ (BCa te_” Mb * C WmDt *d > _2Sc. u. S. THRIFT STAMPS at 25c. each? 


Address 



W. S. S. COST DURING 1916 
April $4.15 I July $4.16 I Oct. $4.21 

May 4.16 Aug. 4.19 Nor. 4.22 

June 4.17 I Sept. 4.20 | Dee. 423 

W. S. S. WORTH $5.00 JANUARY 1. 1925 


This space contributed by Whltaker-Gleeaner Company, Wheeling, W. Vo. 
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CHAMPION 

BLOWERS 
FORGES DRILLS 


No. 400 Blower 



No. 408 Forge 


CHAMPION TOOLS 

Built for Service 

Carried in Stock by all 
Leading Jobbers 

Write for 365-Page Cata¬ 
logue 


THE 

CHAMPION 
BLOWER AND 
FORGE CO. 

Lancaster, Pennsylvania, 
No. 203 Drill D. S. A. 





v__. 

There is a Difference 
in Rope 


There may be very little dif¬ 
ference in the appearance of 
a new rope of one brand and 
that of another, but if one 
considers of what a rope is 
made, how it is made, by 
whom it is made, where it is 
made and the reputation of 
the manufacturer, he will 
see that there must be a dif¬ 
ference. If you will consider 
all these questions before 
you place your next rope 
order — you will decide on 

COLUMBIAN 

Columbian Rope Company 

Auburn •• Tk§ Cordagt City " New York 
Branches: New York, Chicago, Boston 

Pacific Coast Distributors 

BAKER, HAMILTON & PACIFIC CO. 

San Francisco 
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DELTA 

Is the only Line of 1 
from 3 to 84 inches that 
made absolutely of 


8TEEL” 


This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out- 
put and greatly reduce your 
cost of filing. 



DELTA 




Quality 

Lawn Mowers 

T HIS season’s re- 
peat orders 
bulked surprisingly 
large on our finest 
brands. 

Showing that in the 
conservation of labor an 
increasing number of 
householders are mow- 

_ ing their 

®)iiS® own lawns, 

<Vn°th r°hand\e Tft ^d be* 

Quality Mowers. |||g tinilly 

“Pennsylvania” ° • I 

“Pennsylvania Jr.” P OT1VI T1 PPfl 

“Pennsylvania Golf” V 

“Pennsylvania Putt- f jl _ 1 

ing Greens Mower” Of tll6 fCcll 
“Continental” vrA W4V * 

economy of 
SHfr’’ “Quality 

• • No w y Bclmonf ’ Goods/* 

“Bellevue” 

4 ‘Panama” 

“Delta B. B.” 

“Electra” 

' ‘Pennsylvania 
Pony’ 1 

“Pennsylvania 
Horse f ’ 

“Pennsylvania Grand 
Horse’’ 

“Pennsylvania Trio 
Horse* ’—86-inch 


This trade mark safeguard* the 
interests of thousand* of file 
users everywhere. Always look 

for It 


This is a 
“pointer” on 
the coming 
season’s busi¬ 


ness. 


DELTA FILE WORKS 

PHILADELPHIA, PA 


Pennsylvto'iMwnWo’ 


mco^a^Aitr / 

John Braun &„5ons 

^OUNOEO 1-- PHILADELPHIA 
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Sell Saws That are Mechanically Right 

That is the way to satisfy your customers. They want saws that cut right, that hold 
their cutting edge, that are made of high grade steel. While the carpenter is today not 
bo much interested in finish, he still likes to have a good looking saw and surely there is 
no other which compares with the Simonds in finish. 

There is none which excels it in quality. It leads them all in profit to Dealer and 
value to Customer. Send for catalog and terms. 

Simonds Manufacturing Company 

“ The Saw Makers” 

Portland, Oregon Seattle, Washington 

San Franeiseo, California Vancouver, B. C. 



MADE BT 


SUPERIOR ^ creefl PwwUwfc 

The only Cheek that has the jack-knife lever which 
allows the door to open dear up against the wall with¬ 
out strain on the Check. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the best Check for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the address of your nearest jobber who 
handles our Check. 


SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Oases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the derks’ fingers’ end. 
Catalog sent on application. All jobbers handle these 
cases. 

American Bolt & Screw Case Co., Dayton, 0. 
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“YANKEE’ 

QUICK RETURN 


With spring in the handle to 
drive bit back quickly. 

Holds it extended for ^ 
overhead work. 


No. 130 —For all general work. 
Very popular. 

No. 131 —Heavy pattern, for general house 
carpentry and heavy screw driving. 
Becoming very popular. 

No. 136 —Small size, for smaller screws, electrical 
work, and wherever a large number of small screws are 
frequently driven. Your Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia, Pa. 


BACK OF TONGUE 


BACK OF TONGUE 


BACK OF BODY 
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THE JAMES SWAN COMPANY 

SEYMOUR Jk Pfc CONNECTICUT 


Bite 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 

WE WEBE AWARDED THE MEDAL OF HONOR ON MECHANICS' TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIOOS COMPANY, Sacramento, California 


Samson Spot 
Sash Cord 


Extra quality, guaranteed free from 
all imperfections. Can be diatin- 

S uished at a glance by the Colored 
pots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades { for all pur¬ 
poses. Carried by all jobbers. 

SASH COED 

CLOTHESLINES 

SOLID BRAIDED ROPE 

SHADE CORD 
MASONS 9 LINES 
CHALK LINES 

Send for catalogue and sample*. 

Samson Cordage Works 

Boston, Massachusetts 


“Easy Emptying” Grass Catchers 



“Favorably known 
the world over” 
now made with 

Reinforced 

Non-Slipping 


Durable 

Many exolusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ$ for it 

Some of Our Paolflo Ooaat Jobbers 
California Xdw. Go. Paolflo Xdw. ft BtoolOo. 
raUlag-lSoOalnuui Oo. The Sobaw-Batobsr Go. 
Soneyman Xdw. Oo. Behwabaehear Xdw. Co. 
Xollsv-Xason Xdw. Oo.Boattlo Xardwaro Oo. 
Xarshall-Wslla Xdw. Tbs Tbomoom-Dlggs 
Oo. Oo. 

Dunham. Oarrlgan ft Xayden Oo. 
Xoffman Xdwe. Oe. 

The Specialty Mfg. Co. 

St. Paul, Minn., U. S. A. 
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Better Than Good Enough 


Tit ADC MARK 


When vou find “W & B” inside a diamond on a drop forged wrench you know it’s the real goods Sixty-four 
years of “better than good enough’’ tool making guarantees the best steel for the purpose, 
ments in manufacture and the severest tests, from raw materials to finished produet. Gnp a W & B wrench 
and you are ready for anything that has to be pulled off or pulled tight. 


^Whitman uBamesg? 

Established 64 Years 

Factories. Akron. O.; Chicago. I1L; St. Catharines. Ont. General Offices. Akron, O. Hew York Offices and Store, 64 Reade St. 




I 


i 



YOU ABE BIGHT IN 
RECOMMENDING 

*‘WORLD* S BEST’* 

IN NAME AND FACT 

World’s Bust 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 


Frame is beet grade malleable Iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the BssUst Running Hanger on the market. 

Packed one pair in box complete with bolts; erne- 
half dozen pairs in a ease. 

Track has Slidable Bracket, which has made the 
World’s Best Hangers so popular with the building 
trade. 

If your jobber can't supply you we will. 


SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, U. & A. 

0. H. k F. W. JONAS, Rialto Bldg., San Frandeoo, OaL 
and Equitable Savings Bank Bldg., Los Angeles 
Western Represe ntati ves 





TVvePVoy Va^oxvVVuA 
Acpeds \otvery youxv^ster 

If you want to make friends, just 
r display an Auto-Wheel Convertible 
Roadster in your window and store. Hundreds 
of bovs and girls are looking for the Auto- 
Wheel Dealer in their town. Tie up your 
store with our national advertising. Write 
today for catalog and information regarding 
dealer h^lps. There T s not another wagon like 
the Auto-Wheel Convertible Roadster. It’s a 
Roadster and a Coaster combined and was 
patented Nov. 7,1916. Send for catalog today. 

BUFFALO SLED COMPANY 

Dept, a North Tonawanda, N Y. 

factories: North Tonawanda, N. Y.. and 
^ Preston, Ont., Canada 

New York Office: 108 Chambers Street 
Pacific Coast Representative: 

- ^ John T. Rowntree, Inc. 

601 Higgins Bldg., Los Angeles, 

'—079 Monadnock Building 
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No. 2-E Blower 


Forges—Blowers— Drills 

Designed Bight — Built Bight 
Strong — Durable — Efficient 

The largest line of blacksmith forges, 
drills and blowers manufactured by any 
one company. A style for every service. 

Our General Catalog No. 179-37 illus- M 
trates and describes the complete “Buf* M jU 
f alo ’ 1 line of hand and power operated 
machines. Mailed on request. Sflf ? 


Buffalo Forge Company, Buffalo, N.Y. 

Western Representative 

Karrold English, 823 Hlgglna Bldg., Bo a Angel mm, OftL 


Baker. Hamilton ft 
Pacific Company 
San Francisco, Cal. 
Bnotewood-Kelfer Co. 
San Francisco, Cal. 
Whiton Hardware Co. 
Seattle, Wash. 


Some of Our Western Distributors: 


Gao. Triton Kdw*. Co. 
Denver, Colo. 
Harper ft Beynolde 
Los Angeles, Cal. 
Smlth-Booth-ir slier Co. 
Los Angeles, Cal. 


Marshall-Wall* 1dm Co. 
Spokane and Portland 
Janaan-Klng-Byrd 
Spokane, wash. 
Buoommnn Kdwe. Co. 
Los Angeles, Cal. 



No. 213 
Drill 


Keystone Boiler Handles SNAPS 




FOR THE HARDWARE MAN 

FROM THB BBST LINB MANUFACTURED 


Jliii! 'Illllllllll 

ill, 




—■frrHw- - ' ‘‘ ■' 


No. 1, Regular size for oval boilers. 

No. 2, Regular size for square boilers. 

No. 40, A new style made to hook over the edge 
of sinks, etc. 

The illustration represents the No. 40 handle. The 
sides are heavy stamped steel, nicely trimmed. 
Send for samples. 

BERGER BROS. CO. 

Office—229-231 Arch Street 
Store—237 Arch Street 

Warerooms and Factory, 100 to 114 Bread Street 

PHILADELPHIA 




TROJAN OPEN BYE SNAP 
Not. 520 Bit, 521 Chain, 522 Tree# 

SkM ky All JMtrs 

COVERT MFG. CO. 

TROY, N. Y. 
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Don’t Bother With Door 
Problems 

Send them to one of our branches given below, where we main¬ 
tain for your convenience an organization capable of solving 
quickly the proper door equipment for any given conditions. 
Just send us a simple outline with dimensions and 
state what your customer wishes to accomplish. We Spur 
will figure your requirements and furnish special de- 
tails with prices. 



R-W GARAGE DOOR HARDWARE 


This is part of R-W service to the dealer. You will readily recognize its value 

Richards-Wilcox Sliding Door Hardware 

For the garage, bam, warehouse, residence, 
sliding partitions in school and church auditori¬ 
ums, Automatic Fire Door Hardware, Overhead 
Carrying Systems, Elevator Door Fixtures— 



R-W PARLOR DOOR HARDWARE 


HIGHLY REPUTED THE WORLD OVER 


iitfs-wilcoynanuTactiin 

Aurora v Illinois . USA. 

Richards VAIcck Canadian CoJ.tdJisndon.Oni 
“A Aa/t^or /or any door tf»+t miidmm' 


i"*"*** p f r-r, O • f f • 

Surface rloor Spring Hinges, 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET. MADE OP WROUGHT METAL. NO — 

MORTISING REQUIRED. SAVES TIME AND 

MONEY—COST NO MORE. Write for catalog and , vl 

prices. if *JgfHK 



LAWSON MFC. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois 

New York Office, 85 Walker Street 




“Forstner” Brace and Machine Bits 

For Fine Oarpentsr, Cabinet and Pattern Work 

Specially Adapted for Hardwood Working 

__ The Forstner Labor Saving Auger Bit, 

SB unllka other bite, la guided by It* Circular 
Rim Instead of it* oentor: consequently 
will bore any aro of a circle aad can be 
guided In any direction regardlea* of grain 
or knot*, leaving a true polished surfaoe. 
It is preferable and more expeditious than ohlsel, gouge, scroll-saw, or lathe tool oomblned, for oore- 
boxee, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, etc. 


It is preferable and more expeditious than ohlsel, gouge, scroll-saw, or lathe tool combined, for oore- 
boxea, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, eta. 

Murafertond by TBS PBOGBUOVU MFQ. 00., Dspt “A,” Torr in g to n, Cons. 

Enquire of Your Hardware Jobbers, or Write Ue Direct Supplied In Sets Write for Oetslogue 
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Brier Hill Steel 

Company/ 

A. C. RULOFSON, Pn>*t 


BRIER HILL STEEL CO. 


BnerffiHStm 


OF CALIFORNIA 


J. S. BISHOP. S«> 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 


Mills at 
Youngstown 
Ohio 


WRITE FOR PRICES 

WE WILL DO THE REST 


at Nile* 
Ohio 


BRANCH OFFICES 
1213 L. C. Smith Bldg., Seattle, Wash. 

403 Railway Exchange Bldg., Portland Oregon 
1446 Malvern Ave., Los Angeles, Cal. 

359-365 MONADNOCK BUILDING, SAN FRANCISCO 


The “PONT” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 


Are yon handling the 

10-in. and 14-in. O.K. Cotters? 

If not, my Pacific Coast representatives 
will tell yon why yon should. 

Address 


Omar Cox, 
Underwood Bldg., 
San Francisco, OaL 

Sands & Cex, 

San Fernando Bldg., 
Los Angeles, OaL 


Jones & Cox, 
Newhonse Bldg., 
Salt Lake City, Utah 

Tnmbnll & Cox 
Mint Block 
Denver, Colorado. 



Strlmple & Cox, 

L. C. Smith Bldg., Seattle, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

6 ASHLAND STREET, EVERETT, MASS. 


"TO P OUT" _ 

IT»8 guaranteed 
SOLD BY J0BBER8 EVERYWHERE 

F. H. SMITH MFG. CO. 

CHICAGO, U. 8. A. 
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ChicacO 

^KKtF hark 

SPRING HINGES 

Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 



You can safely stake your 
reputation on its quality and 
performance. It swings doors 
faultlessly. Thousands in use. 

Sell a product that brings sat¬ 
isfaction and nets a good 
profit. Keep well stocked. 

Send for Catalogue 

H-32 

Chicago Spring c Stilt Corapotjg, 


CHICAGO 




NBW YORK 




CHATILLON 

SCALES 

AND 

CUTLERY 

Give you more than a 
living margin of profit 


There are two things every 
dealer should be particularly 
interested in when selling 
scales and cutlery. 

First, you should offer 
your trade a product thor¬ 
oughly dependable, high in 
quality and service, at a rea¬ 
sonable retail price. 

This is possible if you are 
a Chatillon dealer. 

Second, in return for your 
efforts in making the sale, 
you should be able to make 
a substantial profit. 

This, too, is possible if you 
are a Chatillon dealer. 

Chatillon dealers also real¬ 
ize that these products com¬ 
pletely satisfy their custo¬ 
mers and help, naturally, to 
secure renewal orders and in¬ 
crease the trade. 


Get Our Catalogue , Prices 
and Trade Discounts 


JOHN CHA'TlLLON 6 50NS 

Scale Makers Since 1835 
85 Cliff Street New York City 



ispwisip 
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Clover Leaf Manila 

Rope 

Nothing Better 

A 


Tradt Mmrk 

PORTLAND CORDAGE COMPANY 

Portland, Oregon Seattle, Washington 

Established 1887 



GARDEN HOSE 


THE 

BRANDS 

OF 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 


WRITE FOR CATALOGUE AND PRICES 

Goodyear Rubber Company 

R. H. PEASE, Prest. J. A. SHEPPARD, Vice-Prest. H. R. PEASE, JR., Treas. C. F. RUNYON, Secjr. 
539 Mfcnioa Street Noe. 61, 63, 65, 67 Fourth St fc Fine St 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 



INSIST 
UPON 
THESE 
BRANDS 
AND YOU 
GET 
THE 
BEST 
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AN 

UNEQUALED 


Pittsburgh Perfect” 

Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO. 

359-365 Monadnock Building 
SAN FRANCISCO 

Carload Shipments from Pittsburgh Mills to All 
Points on the Pacific Coast 

A. C. RULOFSON CO. 

Sales Managers 

BRANCH OFFICES: 1213 L. C. Smith Bldg., Seattle, Wash. 
403 Railway Exchange Bldg., Portland, Oregon 
1446 Malvern Ave.. Los Angeles, Cal. 


STOCK 


In every race there'* • “CHALLENQE" • “RIVAL" and • "BANNER" 

M AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

y//«f/y|/ TAPES, BOXWOOD and SPRING JOINT RULES 

pertormance^ii „ JJ/£ /l/FKINPi/LE “**»• 

a GUARANTEE jSLUlfJ> 1M Lafayette It. N. T. 

Stocked by Your Jobber Send for Catalogue 


wsgneR Cloztite Hanger 


IMEII1K 


HITS 


e 
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Gilson Garden Tools 

A quick-selling, profitable line of Hand and Wheel 
Cultivators, Weeders, Lawn Edge Trimmer, Dandelion 
Digger, etc., which command a ready market with an 
exacting trade. 

Liberty Adjustable Cultivators 

(Hand or Wheel) ^_ 


An all-around garden tool for 
preparing the seed bed, culti¬ 
vating and weeding. Just as 
the Gilson Weeder surpassed 
the ordinary hoe, so is the Lib¬ 
erty the improved Adjustable 
Cultivator. The perfect align¬ 
ment and special design of the 
cutting teeth make it so. 


Send for 
Sample 
and Free 
Booklet 


J.E.6ILS0HC0. 


Port Washing¬ 
ton, Wis. 

JOHN KEG LEY 
Western 
Representative 
Lankershim, Cal. 



ft 



WHAT A HATFIELD 
IN YOUR WINDOW MEANS 

It means that 
every man who 
shaves with a 
safety razor will 
naturally be inter¬ 
ested in a machine 
that sharpens the 
blades correctly. 

We have plenty 
of letters from 
hardware dealers 
who are using the 

Hatfield 
Complete 

Sharpening 
Machine 

Not only because it sharpens all makes of safety 
razor blades correctly, but because it sharpens them 
at the lowest operating cost of any machine and makes 
the most money for the dealer. 

If you are anxious to build up your cutleiy sales, 
not only on razors and blades and re-sharpening, but 
all along the line, we have a tried and proven plan 
that has secured this business for others and will do 
the same for you. 

We will be pleased to send full particulars if you 
will simply ask us. 

HYFIELD MFG. COMPANY 

21 WALKBR ST., NEW YORK CITY 
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The Great Ship “SEEANDBEE 

The largest and most costly steamer on any inland water of 
the world. Sleeping accommodations for 1500 passengers. 

‘CITY OF ERIE” "CITY OF BUFFALO" 

Magnificent Steamer s 


DAILY BETWEEN 

CLEVELAND AND BUFFALO 


MAY 1st TO NOV. 15th 

Lcavea Cleveland - 8:00 P.M. Leaves Buffalo - 8:00 P M 

Arrive Buffalo - 6:30A.M. Arrive Cleveland - 7:00 AM. 

S J S. U r.tral Standard Time) 
uffalo for Niagara Falls and all Eastern and 
Canadian Points,and at Cleveland for Cedar Point.Put-in-Hay, 
Detroit and all pointa West and Southwest. Railroad tickets 
reading between Cleveland and Buffalo are good for transpor 
tation on our steamers. Ask your ticket agent or American 
Express Agent for tickets via C. & B. Line. 

New Tourist Automobile Rate—87.50 Round Trip, with 
2 days return limit, for cars not exceeding 127 in. wheelbase. 


Beautifully colored sectional puzzle chart of The Great 
Ship "SEEANDBEE" sent on receipt of five cento. Also 
| ask for our 24-page pictorial and descriptive booklet free. ■ 


the CLEVELAND & BUFFALO TRANSIT CO. 
■l Cleveland, Ohio 



American 

Seal 

Cements 


A8BE8T08 FURNACE CEMENT will withstand more 
heat than iron, bakes as hard as the easting itself, 
and will not crack, shrink, crumble or fall out. 

ELASTIC OIL ROOF CEMENT fs a superior artrcle m 
colors for bedding slate and tile roofs and repairing 
leaks in tin, metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylights and 
fire walls. 

CARBON CEMENT, the peer of all lightweight ce¬ 
ments, is made up of long asbestos fibre, snd elastic, 
adhesive waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as s founda¬ 
tion. 

T-00 is s waterproofing cement in colors, especially 
recommended for use on side walls exposed to heavy 
driving rains, preventing the water from permeating 
these walls. 

Manufactured by 

The Wm. Connors Paint Mfg. Co. 

1852 TROY, N. Y. 1918 
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There Is a Difference in Wishers 


ONLY 


I 



Just u In any other commodity. Our Wuhan 
art mada of tha Boat Matarial and with tha 
utmoat ear* That'a why tha largeet usara o t 
Waahera prafar thoaa of our maka. 

Wa alao maka 

Mafcab to Washers and Cast Ires Washers 
Wreaght aad Steel Plate Washers 


of all daaeriptlona Round 
Galvanised. 


toe e a l ed Bit Bern 
Sheared aad I 


and Squar* Plate or 

Fetev Plates 
M Plates 


Wrought Washer Mfg. Co. 

MHwbbIcm, Wla. 


Coast Repres e ntative* 



TmuT 


it 




DOUBLE ACTINO 
SPRING BUTT HINGES 

hava the weight 
■ u pportlng 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs. redu¬ 
cing breakage 
ana increasing 
spring power, 
preventing une¬ 
qual wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Iu -l«a— lit BiUbwk MMim, BaU 
Bearing and Alignment Device 

The most durable hinge of Its tyne; holds the 
door open when swung to 99 degrees. The sprlng- 
sctlon can be entirely released so door will swing 
m free, without spring-action, by Inserting a 

■ wire nail (when the door Is open) into a 
H hole provided in the side plates. The 

■ spring - ao- 

M___ _ i i i i—— tfon can be 

restored by 

H ■ ■ withdrawing 

the 

4H9HHL do. id Type 

BO MM Kit BROTHERS, Bfra, Br^wklyn, N. Y. 
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Sold by AH Buy a 

Leading Jobbing and Supply Houses SAMSON or ROWELL 

Railway Car Mover 

Awl Have a 

LITTLE SWITCH ENGINE 

Had* Only by ^ YOUR OWN 

G. D. ROWELL ft SON, Appleton, Wisconsin w 

Msyrsnt Connor, 693 Mloslon St., San Frandsoo. Padflo Ooaat BaproaontatiYa PRICE EACH v $5,00 


GARDENS —GARDENS —GARDENS 

N»wer—worn there so many people engaged In 
Gardening 1 . 

Increased production, le our Country's cry. 

"XORCROSS” 6ARDSH CULTIVATOR-HOE8 
AND WEEDBRS are playing an important part 
in thla Nation-wide movement They are favorite 
tools; but—the demand almost exceeds the pos¬ 
sible supply. 

DISALiERS: Don't delay your orders. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divl- 
inrui dends * 

Remember the name—“N0RCR083.” 

hh c. S. NORCROSS & SONS 

!*a» Manufacturers BUSHMILL, ILL, U. S. A. 
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Wheelbarrows for Ml uses 

Wood or Steel 

70 STYLES AND SIZES 
And Immense Stock 

Ask for Prices 

Concrete Mixers, Warehouse and Factory Trucks 
Casters, Cast Iron Wheels, Milk and 
Hand Carts, Etc. 


338 - 348 Brannan Street, Near Second 
SAN FBAN0I800, CAL. 
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GENUINE 

“PHILADELPHIA” 

LAWN MOWERS 

STANDARD OF THE WORLD 30-Inch Walking Type, 4 H P. _ 

22 Styles Hand Mowers 40-Inch Riding Type, 8H.P. « 

5 Styles Horse Mowers FLEX,BLE FRAME , } 

3 Styles Motor Mowers . 

A MOWER for EVERY CONDITION and REQUIREMENT - 

CATALOQ ON REQUEST % J&K 

Special folder fully illustrating and describing Motor MTjp 1 

Mowers, the most up-to-date and satisfactory on j 

the market, in operation all over the country, in InHcKfV^KFr^l^^S 

parks, cemeteries, large estates, institutions and Cm && EL 

Government grounds proving their superiority. M 

THE PHILADELPHIA LAWN MOWER CO. Wn\f 

HAVEN St HAVEN CO.. 508-510 Missioa St.. San Francisco ^ 


WILLS 

Scientific Sprinkler 

FOR LAWNS AND GARDENS 


mmmm 

k \ vis 


WILL $ SPRINKLING DCVCt 
PAT APPUCD rOR 


Three Superior Qualities 
Durability—Efficiency—Cheapness 

Made of steel galvanized pipe. Saves 25% on Water 
Bills. Covers 25% more surface with same water. 
No Rust — No Leaks — Solid standards — securely at¬ 
tached. No bending or breaking. Hose connection 
BEST made. 

The Spray is distributed equally covering every 
space and corner. 

Made in all Lengths, and to suit any pressure. 
Guaranteed for 10 years' service if properly cared for. 
Aak your Jobber or send direct to the Factory for 
onr descriptive folder. 

WILLS SPRINKLER CO. 

607 OBOOKEK ST. LOB ANOELE& OAL. 


Here’s the Sprinkler that’s 
in Big Demand 




THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Arena* 
LOS ANOELE8 
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“STAR” EXPANSION BOLTS 

a * ■ — ft - ^ Trade Mark 

W _ “8EBCO” 


f t if SH a Pleasure to Sell 

III — 

• Standard the 

T *SSf* M S3r "tfr World Over 

STAB EXPANSION BOLT 00. 

120 West Lake Street, Chicago 
147-149 Cedar Street. New Tork 


Sedgwick *-*- ESSES 

Manufactured by Spedaliete and Guaranteed 
Send for Catalog and Diecounts 

SEDGWICK MACHINE WORKS 

153 WE8T 15TH STREET NEW TORK 


OHLEN SAWS 

COLUMBUS, OHIO 


LANE'S STANDARD” Parlor Door Haugen 

are most ex¬ 
tensively used 


cause they 
have no supe¬ 
rior, and the 
same quality 
today that 
originally 
co mme n d ed 
them for the 
best work. Our 
catalog shows 
full line of 
Barn Door 
Hangers also. 
8old by lead¬ 
ing jobbers. 

LANE BROS. 00., POUGHKEEPSIE, NEW TORK 


Closed 


Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, HI. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER 00. 

209 Scott Bldg., Salt Lake City, Utah 


2BROOMS | 


Open 


Supply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 


Lee Broom M Duster Company, Lincoln, Neb. 
(Nearly 50 years making better brooms) 
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DU PONT AMERICAN INDUSTRIES 


1111*111111*1111 III *1 


LET THIS MARK BE 
YOUR SILENT SALESMAN 


Any article in your stock that is entirely or in part a DuPont pro¬ 
duct is immediately identified as first quality by your customers. 

“They’re Loaded With DuPont” 

' ‘They’re Loaded With Ballistite’ ’ 

“They’re Loaded With Schultze” 

— are the arguments that sell shotgun shells, for the world-wide reputation of 
the DuPont American Industries’ Products started with DuPont Sporting Powders 
116 years ago. 

The public has confidence in anything that has (gfTpnj(fN linked with it; cap¬ 
italize this confidence by taking advantage of the dealers’ service. 

E. I. DUPONT DE NEMOURS & CO. Wilmington, Del. 

THE DUPONT AMERICAN INDUSTRIES ARE: 


E. I. DuPont de Nemours A Co., Wilmington, Del. 
Explosives 

DuPont Chemical Works, Wilmington, Del. 

Pyroxylin and Coal Tar Products 
DuPont Fabrikoid Co., Wilmington, Del. 

Leather Substitutes 


The Arlington Works, 725 Broadway, New York 
Ivory Py-ra-lin and Cleanable Collars 
Harrison Works, Philadelphia, Pa. 

Paints, Varnishes ana Pigments 
DuPont Dye Works, Wilmington, Del. 

Dyes and Dye Bases 




COLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Write for price lists and full particulars 

Coldwell Lawn Mower Company 


Factory and Offices 
at Newburgh, New York 


Chicago Office 


St., Chicago 


Do You Sell Hose Menders? 


Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanised clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to 
grip the hose Prices right 

Send for our general catalog 
—to-day. 

STUBER A KUCK CO. 

Peerfa, llllnele 

ir York OBks -134 Chambers Stmt. J. M. Sbarwood, Manager 
i Francises Rialto BuOdfatg. Wflliam P. Hon. Masacer 


‘‘Grapes of Gold.” 
Yes, that’s the ver¬ 
dict. Every live an¬ 
gler enjoys this 
leader ’cause it never 
fails him. 

Edward Harbison, 
Brooklvn, N. Y., 
writes: “I have used 
the Telarana N o*v a 
Leaders for two sea¬ 
sons, both in salt 
water and fresh 
water, and they are 
a delight and a pleas¬ 
ure to use.’ ’ 

Try one yourself. 

Send 25 cents for 
sample. 


/joewelsh^^PS 

l LEADER 

\ G TOE FIShTRBW 
^DONT BREAK ^ 

JOE WELSH 

PASADENA - - CALIFORNIA 

ExcbiiN Agent U. S. and 
Canada 




We msnufseture everything from dependable hand fire 
extinguishers to large chemical engines and chemical 
tanks for fire department service. There’s jpod profit 
in being our agent. We carry the stock, write us for 
catalog and special hardware disco unts. Manufacturers 
of Fire Apparatus. O. J. 0HTTJ>8 OO. f Utica, N. T. 


Digitized by 


Google 































42 


HARDWARE WORLD 


YOUR ATTENTION 


Is called to the fact that the Government 
has ordered a reduction in the number of 
patterns of Pocket Knives, Scissors, etc. 

We still have a complete stock of 
numerous patterns and advise you to 

ORDER NOW 



Scissors 
and Shears 


Pocket 
Knives / 


What’* the use having 
a pocket knife that will 
not cut readily? 

Can you imagine anything 
more annoying than “trying 
to sharpen a pencil ” or 
“endeavoring to cut a piece 
of rope " with a knife that 
won’t hold an edge ) 

You should he very particular 
when purchasing knives. Insist 
upon having 

—Jtuetto- 

and you are bound to be satisfied 
Wa guarantee every blade 


Pocket Knives 

Razors 

Scissors and 
Shears 

Are 

Fully Warranted 



trade mark is stamped on 
every pair 

We guarantee them. 


Baker, Hamilton & Pacific Company 

San Francisco 
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1918 N. R. A. .22 Cal. Indoor Matches 


Practically a Clean Sweep for Users of 



Semi - Smokeless 

Cartridges 


Civilian Club Team Championship — Won for 
the third successive year by the Peters Rifle & 
Revolver Club team, of King’s Mills, Ohio; score 
9945 ex 10,000 points. 

Military School Championship — Won bv St. 
John’s Military Academy, of Delafield, Wiscon¬ 
sin; score 9831 ex 10,000 points. 


High School Championship —Won by Iowa City 
High School (sixth successive year); score 9819 
ex 10,000 points. 

Woman Champion — Mrs. O. L. Garl, of the 
Birmingham, Alabama, team, who scored 199 ex 
200 in the ninth match of the series; and the pos¬ 
sible 200 in the 10th match. 


AND THE HIGHEST INDIVIDUAL SCORE 
2000 Out of a Possible 2000 Points 

By T. K. Lee, of Birmingham, Who Already Held the World’s Record 4599 ex 4600 Points 

Every One of these victories is an nnanswerable Proof of the Superior Quality of the ^ Brand 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 585-587 Howard Street, San Francisco 
Marshall -Wells Hardware Co., Portland-Spokane, Duluth, Winnipeg - Edmonton 
Hibbard, Spencer, Bartlett Sc Co^ Chicago, 111. 

Butler Sc Britain, Inc., San Francisco 


THERE ARE MANY REASONS 

For the Contiooed aod lacreosed Growth of Ov Trade 




If you are one sf 
our customers you 
bum thorn. 

If you are not one 
wtrat Uwipptr* 
family of showing 
you why it wl he 
to ywr hto rat to 


Tto tom if Fair Mi Span Pistol ill tor Cartaman 

BVBRYTHING IN HARDWARE, IRON, PIPE AND HOUSE¬ 
HOLD UTENSILS, SPORTING GOODS AND CUTLERY 

THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 
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Chi-Namel Varnish 

Heel Proof: Hammer Proof: WaterProof 


CHI-NAMEL Stains and Varnishes With One Application. 
CHI-NAMEL is Elastic, Self Leveling, no Brush Marks. 
Anyone Can Apply Chi-Namel 



CHI-NAMEL Auto Colors are Positively Water Proof — Eas¬ 
iest to Apply — Last Longest. 

The Tritch Hardware Co. 

DENVER 

Distributors for Colorado, Wyoming and New Mexico 


Digitized by 


Google 










HARDWARE WORLD 


45 



Through All Wars 

m m a_ wu The National 

& 0|T riDraDMC sta#,hrd 

mm T g. ^ Tried and trusted by 

i “our boys” in their 

heroic defense of our 

"5 - JjEtBL Colt Firearms 

^ J tions back, the great 

American weapon of 

j^^^Sesf »?r m „ 

» ^ ^ /y* .ff Automatic Plitola 

by Government lest **-3*. 

Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn., U. S. A. 

Pacific Coast Representative, Phil. B. Bekeart Co., San Francisco 


by GovernmentTest 


THE BRIDGEPORT HARDWARE MFG. CORP. 

BRIDGEPORT, CONN. 

Drop Forged Knd Catting Nipper 

Tempered and Hardened Polished Jaws 
Intended for all Kinds of Soft Wire 


No. 132 
5-Inch 


List 

3600 Gro. 


Drop Forged Bex Joint Combination Flier 

Tempered and Hardened 
Burner Grip Jaws, Screw Driver Handles 


.'!?!:::::::::Sfe S 

Forged Shoot Stool Compound Lover Flier 

Tempered and Hardened 


No. 113 

0. W. GAUSE ft CO. 
Western Sales Agents 
Ban Francisco, Cal. 


J. C. McCABTT ft 00. 
Eastern Sales Agents 
New York City 


The New “Liberty” 

Postal Scale 

A TRINER, OF COURSE 

The chart indi- 
cator shows in- 

--SST S t a n t 1 y the 

H amount r e quired 

for all out of 
town postage—at 
the new 3c per 
ml s & ounce rate — as 

V ** well as the cor- 

/ Wlf rect local postage. 

^ W1 1 A V o i d s t h e 

worry and inac- 
Hn curacy of comput- 

8fr2 s lwvm i ing the new rates. 

NO <lL<i» W pays for itself 

fin . ti HaL'm' by eliminating 

ei-; ' m \ * r ° vcr postage.’* 

u^T^r^' This new ^ scabs 

4 ;-— — 0 rty^ Postal 

ity two pounds. 

Finished in gold bronze or oxidized copper. List price 
$1 75 each. 

Order this TRINER scale now. It’s a quick seller, 
with a good profit. 

TRINER SCALE & MFG. CO. 

West Twenty-First Street CHICAGO, ILLINOIS 

W. P. HORN A CO. 

Pacific Coast Representatives 
Rialto Building, San Francisco, Cal. 

Los Angeles, Cal. Portland, Ore. 
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Pioneer 

^Roofing 


30 

Yean 

Of 

Honest 

Service 


T 


I MERE is a good profit on roofing—provided 
you carry the right line. Don’t jump at con¬ 
clusions, but investigate. 


We have been making roofing, building and 
insulating paper, etc., (or nearly a third of a cen- 

\ tury. Thousands of dealers carry “ PION EER ” 
products and boost for them. How about you? 

Write Us for Quotations and Information 

PIONEER PAPER COMPANY 


Manufacturers 


247-251 South Los Angeles Street 
LOS ANGELES 


Hearst Building 

SAN FRANCICSO 


ATLAS 

10 Cent 
Fly Swatter 



HUGHSON * MERTON 
Poetfe Coast Agents 
San Francisco Los Angelos 
and Portland, Oregon 


The 

Schaw-Batcher Co. 

SACRAMENTO, GAL 

WHOLESALE 

HARDWARE 


Pipe and Fittings 
Canton Steel 


Sporting Goods 


Sargent & Co. 
Beiders’ Hardware 

MM and Mating 

Snppfies 

Snppfios 
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MANDO 

The Oil Stove with the 
ITED I fEROGAS BUI 


PATENTED 


Burns 400 Gallons of Air to One Gallon 
of Common Kerosene 

Made One to Five Burner, With or Without High Shelf 
WRITE FOR PRICES 

MANGRUM & OTTER, Inc. 

Distributor* 

827-831 Mission Street ... San Francisco 



Beats Every Other Stove Made 
We Can Prove It 



m rn 


THE PACKHAM 

Stove Pipe Crimper aad Beader 

MADE BY 

THE PACKHAM CRIMPER CO. 

M ECMMUCSBURG, OWS 

If Your Jobber Does Not 
Carry It, Write Us 


N5 


EW HAVE 


U N I O R 


With Radium Dial and Hands 

The Popular One-day Intermittent 
Alarm Clock 

The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm dock. The 
radium material used on the dial' and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The eloek is only 2)4 
inches high and has a 
2-inch did Alarms in¬ 
termittently in 20-sec¬ 
ond intervals for five 
minutes. 

The daintiest and most 
useful eloek on the mar¬ 
ket. Just right to “slip 

in fit. imn " 


in the grip.” 

MORGAN & ALLEN CO. 

ISO Post Street 
San FtanctooiOallfocala 




BEAUTIFY FURNITURE 
PROTECT FLOORS and Floer 
Coverings from injury by using 
GLASS ONWARD SUDING 
FURNITURE SHOE 
Inplacm of Castors 

If yonr dealer will aot supply you 
write us. 

ONWARD MFG. CO. 

Menasha. Wis. Kitchener, Ont. 


“TRY US FIRST” 

It will pay you to make inquiry of 
us before purchasing elsewhere. 


BUILDERS HARDWARE 

SHELF HARDWARE 

HOUSEHOLD GOODS 

TOOLS 

MACHINERY 

ETC. 


H. ROTH & SONS 

942-944-946 MISSION STREET 
SAN FRANCISCO, CAL. 
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BAST TO GBT BID OF THB POCKET 

QOPHSB WITH THB >> 

0.K.GOPHER TRAP 

8URB TO CATCH A 8UBB TO HOLD | ^ 

The Abingdon Trap Co. ^ 

ABINGDON, ILLINOIS, U. 8. A. 'V SF ^P ^y| 

FOR 8ALB BY LEADING J0BBBR8 

THROUGHOUT THB WB8T *" 

THE TRAP THAT TAKES THB GO OUT OF GOPHER 


P.fCHTCC ' 

gopher 

M TRAP 


JENSEN-KING-BYRD CO. 

Spokane, Washington 

HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 
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Carry Your Stock on Our Shelves 


HE successful retail merchant today 
is constantly planning how to keep 
his investment in merchandise at 
the lowest possible point and still main¬ 
tain a profitable volume and satisfactory 
turn-over. This problem exists in every 
business and is of the utmost importance 
in these times of high prices and fluctu¬ 
ating values. 

The solution lies in purchasing goods in 
small quantities from the nearest home 
jobber who carries a complete stock and 
can fill orders promptly and give every 
day helpful service. 


We carry the largest and most complete 
stock of Hardware and Auto Accessories 
between Chicago and San Francisco and 
thousands of successful merchants in this 
Inter-Mountain country are profiting by 
the service we are rendering. 

Merchants who will let us CARRY THE 
STOCK ON OUR SHELVES, and send it 
to them as it is needed will keep their own 
investment at the lowest possible figure, 
and will be able to confidently face the 
future, knowing that they are well forti¬ 
fied to meet any emergency. 


THB SALT LAKE HARDWARE CO. 

Salt Lake City, Utah — Pocatello, Idaho 


Digitized by ^.ooQle 






HARDWARE WORLD 


49 


QUALITY— SATISFACTION 



MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced. Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 

ST. LOUIS, MO. 

WBBTBBV UFBIBlffTATZTlB 

▲ddrsss: Omer Cox, San Francisco: Jones & Cox, Salt Lake City, Utah; Sands & Cox, Los Angeles, 
Cal.: Turnbull & Cox, Denver, Colo.; Strimple & Cox, Seattle, Wash. 



j “QUICK MEAL” 

All Blue Porcelain Enameled and 
Black Porcelain Enameled Ranges 

^_ _ -^ti are “Rust Proof,” “Sanitary” and 

; v Easy to Keep Clean, being hnam- 

1 |j-j i eled Inside and Outside. 

Not affected by the Hottest of Fires. 

f • Write for Catalogue and 

Agency 

Ringen Stove Company Div ision of American Stove Company 


C H. SCHIECK, Pacific Coast Agent 


715 Indiana Street, near 19th 


SAN FRANCISCO, CALIFORNIA 
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STEEL GOODS 

Otsego and Keystone Brands 

Otsego Brand Tools are strictly first grade and specially selected. Forged from 
extra quality crucible steel, oil tempered, polished, hand finished and carefully 
tested. Handles are selected straight grain ash, polished, waxed and labeled. 
Ferrules are painted red. The Keystone Brand is the second 
selection of the Otsego factory. 


Solid Socket 
Hoes 




Steel Bow 
Bakes 


English Digging 
Forks 




Manure 

Forks 


Not. 12 and 23 



Header 

Forks 


Owing to the present and probable future uncertain condition of the steel 
market, dealers will use good judgment in anticipating their wants 
for the season of 1919 as far ahead as possible. 

Distributors for the Pacific Coast 

DUNHAM, CARRIGAN & HAYDEN CO. 

SAN FRANCISCO, CALIFORNIA, U. S, A. 
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TOOLS 


A few mechan¬ 
ics’ tools along 
with other hard¬ 
ware from a local 
jobber keeps the 
INVESTMENT 
down and SALES 
possibilities up. 




Strevill-Paterson Hardware Go. 

SALT LAKE CITY, UTAH 

Wholesale Only 


Honeyman Hardware Co. 

Ninth and Hoyt Streets 
Fourth and Alder Streets 

Great American 

(Pennsylvania Quality) 

Elm Park, Wizard, Monarch 
Acme and Magic 

Lawn Mowers 


Ottumwa All-Steel Lawn Mowers 

Noa-Breakable, Self-Sharpening 
Cotton and Rubber 

Garden Hose 
Hose Reels, Lawn Sprinklers 

White Mountain Refrigerators 

“The Chest With a Chill In It” 

POULTRY NETTING 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


Established 1867 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 
Automobile Accessories 


O. LINDEMANN & CO. 

35 and 37 Wooster St., New York EttabliMhed 1863 



Parrot Cages Must Bo Strong 

Ours are Positively the Most 
Durable 

Manufaet uron of JAPANNED . BRASS and 
TINNED WIRE 

Bird Cages aid Cage Sundries 


A. L. Conger Co., 731 Market Street. San Francisco, CaL 
Representative for California 
T. D. McLean, L. 0. Smith Building, Seattle, Wash. 
Representative for Washington, Oregon, Idaho, 
Utah, Montana and British Colombia. 
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“ENTERPRISE” 
Meat and Food Choppers 


No. 5, Family Size 
No. 10, Large Size 


29 Murray Street 
New York 


Ships and Munitions First! 
Make Way! 

America—(laborers, bankers, merchants, miners, 
mechanics, manufacturers, railways)—has a job ahead. 
Ships and munitions! Nothing, even to life and death, 
shall interfere. 

Along about October or November will come the 
usual Fall and Winter demand for 1 ‘ENTERPRISE’’ 
Meat and Food and “ENTERPRISE” Sausage Stuff - 
ers and Lard Presses. The demand may be abnormal, 
as in many other lines. 

This is an abnormal year. Don’t for one minute 
fool yourself with “Business as Usual.” If every 
dealer delays ordering stock until the usual time, some 
dealers are going to run into delays or even non-deliv¬ 
eries they never dreamed of. 

Ships and munitions first. Order your stocks. Get 
your goods in and out of the way. Give your jobber a 
chance. Give the manufacturer a chance. Give your¬ 
self a chance! 

This U an “ENTERPRISE” advertisement. But every word 

of it “goes” for every article on the hardware dealers’shelves 


Order Early 

The Enterprise Mfg. Go. of Pa., Philadelphia, U.S. A. 


530 Golden Gate At«. 
San Francisco 


HAMP WILLIAMS 
■o* ;oisu*ous 
SOLDERING PlUSTt 
WIUNOT RUSrCAIi 


2 PATENT I 
LONG HANDLES 

CANNING B 
t n av a I 


’ 14 IN. 

COMBINATION 

HAND MADI 

STEEL half-HA^" 
CANKER TONGS) puaE 
V--[CAN SOLDER 


■ COMBINATION 
COVER 

ANO 

HAN CARRYING 

r^gAY 


m 


//0t SPRIxiiS’ ^ 

",:!jj ' rCiNniCQtt^l’idfci 




Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 

HAMP WILLIAMS 
HOME CANNER 

so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 

Retails for Only $14.00 

Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about. Order 
one and get the agency for your town. 


HAMP WILLIAMS HARDWARE CO. 

MoHufacturm HOT SPRINGS, ARKANSAS 
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Productive Store Interiors 

As a Sales Producing Factor it is the most important 
means of drawing trade to your store and of snowing 
your good merchandise in a persuasive manner. There 
is no better way to make people know what you have 
in stock—to make people realize that you have such 
exceptionally good merchandise — and lots of it at 
moderate prices. 

Why Neglect This One Big Factor in Tour Succese 
as a Merchant? 

14 Duluth” Sectional Hardware Store Fixtures 

have an unresistible, persuasive power to attract, to 
convince and to compel an immediate desire to pur¬ 
chase—“Duluth” Fixtures are PRODUCTIVE. 

Write for our handsome catalog No. 100 

Duluth Show Cos# Company, Duluth, Minn. 



A Proven Repeater Pelouze !7K Ice Scales 


Made in One Size Only 

Fits Pint, Quart and Half-Gallon Jars 




Fruit Jar 

HOLDERS 



The demand this year will be larger 
than ever. Increased output and central 
location enables us to fill orders promptly. 

Order now through your jobber, or 
write us direct for samples and prices. 

The Kerr Wire Products Co. 

Manufacturers of 

THE HANDY FRUIT JAR HOLDERS 
323-325 West Randolph St. Chicago, Ill. 


The new Pelouze * 4 Double 
Dial” lee Seales, as the name 
implies, have double dials 
which admit of a greater dis¬ 
tance between graduations 
and the dials are therefore 
more easily read than on any 
other scales. 

They are made of malleable 
iron throughout. Absolutely 
unbreakable. 

They can be quickly adjusted, 
if necessary, by removing the 
steel cap on top and turning 
the screw slightly—thus in¬ 
suring a permanent scale. 
Made to comply with the re¬ 
quirements of the Depart¬ 
ments of Weights and Meas¬ 
ures. 

Made in five sizes. 

Write for discounts. 

Scales of all kinds. 

Pelouze Manufacturing Ce. 

CHICAGO 

EWING-LEWIS OO. 
Represents tives 
San Francisco Los Angelsa 
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NATURALLY—YOU HAVE 

W. ROSE TROWELS 

but do you make your store a place where 
bricklayers gather? Well tempered W. 
ROSE BRICK HAMMERS bring them in. 

Catalog or display card? 

Selling Representatives 

wiebusch k Huger, Ltd.. Naw To* WM. ROSE & BROS., Sharon Hill, Pa. 



STIMPSON*RIVETS 



COPPER 


EYELETS, HOOKS,GROMMETS, WASHERS 
and SHEET METAL SPECIALTIES 


70 FRANKUN AVENUE WeMakeScrew HeadNmlsAkRivetsForEveryPuviise. BROOKLYN, NEHf-YORK 




QUALITY, pkts SERVKE,«|uals SATISFACTION 


TIE EMLE WOODENWUE MFC. CO. 


Manufacturers, 

Hamilton, Ohle U. S. A. 


WUl bold 0 10, 11 or it taMh 
elothee wringer. 


In offer ing yon onr line of goods, we are offering you 
QUALITY and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the test of 
time. In stocking our goods, yon get this SATISFACTION. 


u Out products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


Our EAGLE MOP WRINGERS and BUCKETS COM- 

DTXTUn ..J aTTDTHDTAD TV\T TLTXTn _______ 

WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 
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YOUR CUSTOMERS WANT THE BOOMER 

• IF YOU 0191*7 SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every uae. Is the etrongeet and moat durable Cannon Stove made. Constructed ae that a 
sheet iron drum may be attached, and thus increase the heating capacity. 

Made in six sices,— 1 2 3 4 5 6 

Diameter of Fire Pots 13%" 16" 18" 20" 22" 24%" 

Weights, 182 240 300 385 525 575 

OUB LOW PBI0E8 WILL 8XTRFBISE YOU—Write for them. 

THE HESS-SNYDER CO., Manufacturers - - MASSILLON, OHIO 

Trade mark “Boomer” Begistered—No. 68228 



A HOT WEATHER QUICK SELLER 

When the mercury is high and housewives want to 
iron in comfort, easy sales are ready and waiting for 
you. Prospects are half sold on the 



Heating DlFOM 


It’s simple, it’s sure, it’s sound in principle and de¬ 
sign—850,000 satisfied users now, and more being added 
every day. 

We supply you with Window Trims, Counter Dis¬ 
plays, Movie Slides, Electrotypes, Circulars, etc. 

Write for details and address of your nearest dis¬ 
tributor. 

BOYAL IRON MFG., COMPANY 
663 Wayne Street Big Prairie, Ohio 




THIS IS NO FREE OFFEB OF 

WILLIAMS’ SUPERIOR 
DROP-FORGED WRENCHES 


Ton Buy 
the 

Wrenches 


We Provide the 
Display Boards 


“SILENT 

SALESMAN" 

A 


Automobile 
Selection— 
Length, 54" 
96 Wrenches 


“SILENT 

SALESMAN" 

B 


General Hard¬ 
ware and 
Machine Shop 
Selection— 
Length, 54" 
120 Wrenches 


J. H. WILLIAMS & CO. 

"THE WRENCH PEOPLE" 

60 S. Clinton St., Chicago 60 Richards 8t. t Brooklyn, N.Y. 



Sell the Coleman “ Quick-Lite " 

This newest Coleman Lamp is the best seller yet So 
simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 

LIGHTS WITH A MATCH 

The Coleman “QuIck-Llte” is the most wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 
lamp. Makes and bums its own gas from common gasoline or kerosene. 
Gives a brilliant, steady light of 800 candle power without glare or flicker —more light 
than 20 old style oil lamps. Can't explode. No danger if tipped over. Very ornamental 
and comes in variety of styles. 

Dealers wanted in all parts of the country. Write at once for catalog 3« and 
agency proposition. Address nearest office. 

THE COLEMAN LA MR COMPANY 

Wichita, (Cans., tt. Pwl, Mlsn., Tol.4o.OMo. Dallas, T.aaa, Chicago. III. 
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White Mountain Refrigerators 



“The Chest With the Chill in It’ 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 
catalogues and booklets. 1*1 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 




Vow York City Bouton, Mum. 


BRANCH OmCBS:— 
Atlanta. Chu Dallas, Tanas 
Kalbooras, Australia 


Ban Yranolsoo, OaL Danrar, Colo. 


The Ontario Knife Company, Frankiinvilie, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not oar catalog and prices, you should write for them at once 



BUTOHEB 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 


Digitized by 


Google 


























HARDWARE WORLD 


57 


ALLEGRETTI RAZOR STROPS 

made from carefully selected leather and treated by a secret process will retain indefi¬ 
nitely the soft, but effective qualities which have established an enviable reputation for 
Quality and Durability. 

THE ALLEGRETTI MFG. COMPANY, practical razor strop-men, employ only the 
most experienced men, and use the very best of materials; as it is their aim to please the 
customer by giving him the best strop possible. 

With our motto, 4 'Nothing Leas Than Perfection, 99 we desire to call your special 

attention to No. 200 — Combination 

strop 

in brown 

0|Jf square 

strop for private 


No. 260 — Combi nation 
strop of Royal Seal 
leather, brown with black 
select horsehide, self hon¬ 
ing, round nickel swivel, 
a very fine strop. Size 
2^4x26 in. 


No. 262 — Co m b i nation 
strop of yellow and black 
horsehide, of extra fine 
quality, has square cut 
handles, and oval black 
swivel. Size 2^4x24 in. 

All our Leather and Web strops are weather and climate proof. Every strop stamped 
‘ALLEGRETTI” is guaranteed as to Quality. Let a* tend you our catalogue. DON’T WAIT 




ALLEGRETTI MFG. CO. 


GENEVA, N. Y. 


Lalance & Grosjean Mfg. Co. 


Manufacturers of the Celebrated Lines of 

Agate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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BALDWIN Dry-Air Refrigerator 


A Baldwin Refrigerator can be had to fill your every demand—from 
the smallest sizes for small families to the largest sizes for large 
families, hotels, clubs and grocers. Every one is of the highest 
quality. Prices are moderate. Oak and ash cases. Porcelain, Gal¬ 
vanized and white enamel lined. 


The Baldwin Refrigerator Co 

Burlington, Vt. 

Stock Carried by Heyman-Weil Co., San Francisco 
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MADE IN OHIO, U. S. A. 


ALUMINUM 

“Real Solid” 


ANNOUNCEMENT 

The “KBAlt SOUD” LINE has been for SO 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
foods of such quality that assures him not 
only his PROFIT, but the housewife's contin* 
ued patronage. We have now added 


A New Line off 

“REAL SOLID WARE” 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handla 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 


We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOUD" 
Line the most complete on the market 


Write Today and get our New 
1918 Catalog just off the Press. 

Dm Buekeye Atamimn Gonpaai 

WOOSTER, OHIO 


“UNIVERSAL” 

SLIDES 

Are an Absolute Business Getter 




No. 3— M" DUm. 



No. 2—13/16* DUm. 



No, 1—1* DUm. 


An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 

They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merchant. 

“Universal” Slides cam 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 

They are constructed of 
high grade steel, ease 
hardened and neatly 
nickel plated. 

Made in four si see — 
Fifty sets of sise one, 
two, and three, and one 
hundred sets of size four 
in a box. At so slight a 
cost yon cannot afford 
to pass them up. 

Write for 
SAMPLE CARD 
No. 25 H.W. 



Manufactured exclusively by the 


Universal Caster & Foundry Works 

Division of The Bissick Oo. 
BRIDGEPORT, CONN. 


EUGENE 0. SAUL 
Pac. Coast Representative: Monadnock Rldg. 

San Francisco, OaL 
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Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 

leading line of these goods. 

• 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


'Move the FAULTLESS Way ” 


Digitized by v^.ooQle 













HARDWARE WORLD 


61 




in New York City 


UNIQUE EASY TO SELL PROFITABLE 


The New PERFECTION Patented 

Curtain and Shade Fixture 


. 


C2C-DD 


A new idea, and one that fills a long- 
felt necessity. Neat, compact, conven¬ 
ient. Can be put up by anyone with a 
screw - driver, and can be used sepa¬ 
rately or in combination for shade and 
curtain. 


Is deservedly popular because there 
is nothing better on the market; hence 
has a ready sale and a quick turn-over. 


THE BEATON & CADWELL MFG. CO. 

New York Office and Store 
234 Water Street 


NEW BRITAIN, 
CONN. 


Made in old brass, oxidized copper, 
hand-buffed nickel, plain nickel rolling 
barrel finish, or can be made in special 
finishes. 

Write right now for prices and 
dealers’proposition. It will pay yon. 


Cleans Smooths and Polishes 
Anything and Everything 

Grade No. 0 

The Only A GRADE FOR EVERY USE OF CLEANING. SMOOTHING. POLISHING 
Reliable / 

“USES AMERICAN STEEL WOOL 

ia versatile, indeed, but each one of its six grades is a specialist. 

Some of the grades are soft and fine—others harder, heavier and springier, s' /A 
Insofar as any man made product can be said to cover every need in its \ 

particular field, American Steel Wool can answer in some one of its six s'/\ \| 

grades any demand of cleaning, scouring, smoothing or polishing Sss\ I \ 
about the household, farm, dairy, shop and where not. s' s' It \ k 2 

For the kitchen one grade is best; for the auto, truck or tool S'S\( f[s \ K \ \J s' 
another grade; still another for removing old varnish, paint, I \ i 

etc., for rounding off and smoothing wood surfaces the appro- SyS\ I ,'\ys s' 

priate grade is to be had. S. \ f\ \s]l I ' / \s ^ 

The “Dictionary of Uses” and “Instructions for s's'J I MJ \\s s'^AW 
Using’' tell the whole interestii.g tale Syy\ r ' / / s 'I 

Countless uses—an insistent demand—and end -yS r \/\ \ ^s'^ 

less market. s '* / S 1 Wss'^f 1^ I 

Get a trial gross of your jobber or ask us V [ V/ H I ^ 

whtre yon can. Specify the new, handsome S\ J 

household packages retailing at 10c. s' I \ . / \s\ ^'s' 

Dept. X '\\ 

American Steel Wool Mfg. Co., Inc. (l\ Vs 
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Our big Smooth-On advertising cam- 
\ paign in the publications illustrated will be 
1 read by more than 10,000,000 people. 

/ Put Smooth-On in stock — the Household 
Cement of a hundred uses. When your customers 
W read our advertising and are ready to buy—be ready 
7 to sell —stock Smooth-On today. 

Smooth-On now comes in handy 6-oz. cans, retailing 
at 25c. It permanently repairs leaks and breaks in metal 
articles and surfaces. The same reliable Iron Cement used 
by thousands for 23 years, only in smaller cans for home use. 

Packed 1 dozen cans in a handsome colored Counter 
Display Carton with Illustrated Booklets—ready for imme¬ 
diate display. 

Write for complete literature, prices and circular show¬ 
ing our Dealer Sales Helps. 

Please order through your jobber. 

SMOOTH-ON MFG. CO. 

Jersey City, N. J., U. S. A. 

NHHKI 7 Smooth On Iron Cement No. 1 ia a chem- 

llf gwH ical Iron Cement for repairing leaks or 

I Hit * ] breaks in metal articles or surfaces. 

U BlMr It is sold in powder rorm and is easily 

applied as a paste or putty. Invaluable for 
every household repair, withstands fire, water, 
steam, gas, gasoline, etc., and expands and 
contracts with the article to whicn applied. 

Will not deteriorate with age—ready for use 
at any time. 
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Popular 

Science 


She s Read the Ad 
She’s Ready to Buy 


WOMANS HOME 

Com pa 


POPULAR 

MECHANICS 


IlMIrll AMI KM A 




THE SATURDAY 
EVENING POST 


Our ad¬ 
vertising 
will tell the 
ten million 


l e u million 

read e r s of 
these magn- 
tines all 
about 


Smooth - On 
Household 
Iron Cement 


Are You Ready to Sell? 








HARDWARE WORLD 


63 


You Should Sell 


Hercules Cold Solder 

You are missing a ready seller and a 
good profit. 

A semi-liquid metal-mender used 
without heat or acid. Guaranteed to 
mend holes, cracks or leaks on any 
metal; adapted for pipes, automobile 
radiators, cooking utensils of aluminum, 
enameled ware, etc. 

This is a time of conserva¬ 
tion. 

Many articles and utensils 
can be saved by HERCULES 
COLD SOLDER. 

“Anybody can mend any¬ 
thing” with this wonder sub¬ 
stance. A necessity in every 
home, which you should 
supply. 

Put up in tubes for instant, 
convenient use. Hardens 
when exposed to air. Not af¬ 
fected by heat or water. 

Retails for 25 Cents Per Tube 

GET IT FROM YOUR 
JOBBER 

If he can’t supply you, write us 
direct. Packed in one and two dozen 
display cartons. 




FREipE|N MFG. CO. 

Factory, San Diego, California 



ell ’em 
edgley’s 


s 

“BABY” 

Trade Mark Reg. U. B. Pat. Off. 

Hammerless Revolvers 

Wise automobilists prepare to meet a 
possible holdup man by carrying a Baby 
Hammerless Revolver. Fits snugly in the 
vest pocket. Can be instantly aimed and 
fired by an apparently instinctive move¬ 
ment. 

Specification: 6 shot, 22 cal. Rim Fire—All 
Interchangeable Parts—Positive Fire—Has New 
Unbreakable One-Piece Main and Trigger Spring 
— Made in Nickel or Blued, Rubber or Pearl 
Stocks—Weight, 6 oz. 

It appeals to man, woman and youth. 

It appeals especially to motorists. 

It can be carried in vest pocket. 

It is a handy weapon. 

It is well made and guaranteed. 

It will do the work as intended. 

It completes your line of revolvers. 

Also Manufacturer of the “HEXALL” 
Ratchet and Socket Wrenches 

A»k Your Jobber or Write 

McDonald A LINFORTH. Pacific Coart Representative* 
739 Call Building, San Francisco, Cal. 

R. F. SEDGLEY, Manufacturer 

2311-13 N. 16th SL, Philadelphia, Pa. 


One Profit Sales 



The influence and profit of the 
*al< should not end wnen the pack* 
is wrapped. Through merit, tha 
merchandise should make subsequent 
sales, bring the customer back re* 
peatedly, thus yield the house sev- 
profits. To the steady earning 
class belongs the powerful 

Samson Punch 

The Samson guarantees maxi¬ 
mum service and satisfaction to 
workers in sheet metal, furnace 
piping, roofing leather, paper, 
fabrics, etc. 

Samson capacity—sheet iron, 
soft steel to 20 gauge; paper, 
cloth, leather to * Tool takes 
7 interchangeable punches and 
dies—sizes 1/16" to diam¬ 
eters. Drop forged steel, nickel plated. Made to last. 


MAC— APPUAMCg COUPOMTKW. 351 Mg SU BreeMyn. N.Y. 
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Monarch Refrigerators 

Big Stocks Carried Where You Can Get 
Them Quickly. No Waiting 



Attractive designs and popular sizes, which sell easily and show you a good 
profit. An old established make, but abreast with the times in all details. 
Cabinets of ash and oak. Lined with porcelain, white enamel and galvan¬ 
ized. Removable flues, waste pipe, and inside trap. Tinned wire shelves 
and strong, handsome hardware. 

Monarch Refrigerator Co., Burlington, Vt. 

UnioH Hardware & Metal Co. Butler & Brittain. 

Loe Angeles San Francisco 
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THE “QUEEN ANNE” PATTERN 

is familiar to your trade, who have seen it adver¬ 
tised in leading publications. The beauty of the 
design and the reputation of the brand make it 
“the easiest selling merchandise in the store.” 

INTERNATIONAL SILVER CO. 
Meriden, Conn. 

150 Post Street, San Francisco 
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Food Choppers, Bread Makers 
Coffee Percolators 

Food today costs money. Universal Food Choppers, 
Bread Makers and Percolators save food. We have spent 
thousands of dollars to impress this fact. 

By the use of the “Universal” Food Chopper the left¬ 
over bits of food are made into delicious and appetizing 
dishes and the price of the Chopper is saved in no time. 

With the “Universal” Bread Maker war bread is made 
with the same certainty and ease that white bread is made. 

The “Universal” Coffee Percolator makes delicious 
coffee without boiling. Saves you one-third on your 
coffee bill because every bit of flavor is extracted from 
every grain of coffee. 

Eealizing these facts, housewives everywhere are buy¬ 
ing these great food and labor savers. Put these articles 
where they can be seen and handled and you will sell 
them. 


LANDERS, FRARY & CLARK 

New Britain, Conn. 



Digitized by v^.ooQle 

















































HARDWARE WORLD 


67 


The BIG SIX-IN-ONE TOOL 

For the Automobile Owner, Farmer and Home Mechanic 





The Six-In-One Tool 

comprises a two-speed drill 
press, grinding outfit, power¬ 
ful vise and pipe vise, heavy 
anvil, metal cutter and a sturdy 
three-speed machine with clamp 
spindle for attaching and op¬ 
erating emery wheels, scratch 
brushes, buffing wheels, etc. 

Weight: 

85 pounds net. 100 pounds 
boxed. 

Retail Price: 

Complete with all tools, grind¬ 
ing wheel and attachments 
shown. $10.00 

Western States 
$ 18.00 

Dealers’ Profit Right 


A S a vise, the jaws open to 4*4 inches, and, being faced with hard¬ 
ened steel, are practically indestructible. The jaw-opening mech¬ 
anism is operated by a hand wheel and screw, the sliding jaw being 
supported on two heavy cold rolled steel rods. 

The sliding jaw is fitted with a three-gear reduction spindle, with 
provision for handle upon each gear, thereby providing three speeds— 
direct, 4 to 1, and 16 to 1. 

The upper spindle extends through the jaw and has a socket for hold¬ 
ing square shank drills. Two drills are included with the outfit. The 
anvil is removed and an L-shaped fitting put on to form rest for drill press. 

The five-inch grinding wheel furnished is mounted on an adjustable 
arbor, on which buffing wheel, scratch brush, etc., may be used. There 
is an adjustable rest for the grinding wheel. 

A sure grip, highly efficient pipe vise fits between the vise members 
and id operated by the hand wheel. 

The anvil is very substantial and is fitted with a cutting hardie. 

Complete with all fittings supplied, the device has an unlimited range 
of work and never fails to please the purchaser. Weighs ninety pounds 
and is packed in a strong case. 


ixr* if 1? DC The Stewart Handy Worker speaks for itself. Give it a chance to make 
l/LALLI\iJ money for yon in your store. Ton will lose money by not stocking it. 

If your Jobber can't supply you write us. Write before you forget 


CHICAGO FLEXIBLE SHAFT COMPANY 




6604 TWELFTH STREET 


CHICAGO, U. S. A. 
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PORTER’S 

“Double V” 

DOOR TRACK and HANGER 

^ See This “Double V” Tread 


PORTIRS 
"DOUBLE V 


The tread of this Superior Porter Door Track forms a 
double V. This novel shape gives four important features. 

1— The shape of the tread insures maximum strength. 

2— It permits the least contact or friction with the 
hanger wheel. 

3— The hanger is kept in perfect alignment at all times. 

4— It is self-cleaning. 


End 

View 


THE MOST PRACTICAL TRACK EVER DESIGNED 

This tread has the same shape as the famous Porter 
“Hummer Track’’—popular with the trade everywhere and 
proved by use to be the most practical tread ever designed. 

DURABLY MADE—BIRD AND STORM PROOF 

Porter “Double V” track is formed on a huge press to 
insure uniformity. The track is made of 14-gauge special 
steel and is furnished in 6, 8 and 10 foot lengths. 

It is bird and storm proof, brackets closing the ends. 

Two end brackets and one center bracket with lag screws 
are packed with each pair of hangers. A special wrench is 
also furnished. 

THE “DOUBLE V’’ HANGER 
c°m p ie u WITH THE RED STRAP 

Installa tion 

l The hanger is made with double tandem trucks and the 

axles turn on roller bearings. Note the illustration. 

NOTE: The back of the strap next the building has no projecting bolt heads 
to interfere with the free rolling of the door. This means a close fit. which 
is a big feature for cold or stormy weather. 


Double V 
Hanger 
Roller 
Bearing 


FREE ROLLING WHEELS 

The “Double V” hanger wheels can never stick or bind. They 
are shaped to conform somewhat with the “V” tread of the track. 

“Double V” Hangers are packed one pair complete in an at¬ 
tractive carton or 6 pairs in a heavy shipping case. The door 
strap is bright red—the balance of the hanger black. 

The red strap always wins the farmer’s eye. 


Bracket 
and End to 
Close 
Track 
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PORTER’S 

Meadow Lark 

HAY CARRIER ^ 

Easily Operated—Strongly Made 

Here’s a hay carrier which operates perfectly under all condi¬ 
tions. The design is based on Porter’s years of experience in 
making hay carriers which really are reliable. 

PERFECT ADJUSTMENT OF LOAD 

Note the special wide mouth. This assures the fork pulley entering Trlp Block 
the carrier from any angle. A most important feature. 

Then the extra heavy, durably built swiveled frame. Dealers all know 
the farmer’s preference for a quality product like this. 

BIG EXCLUSIVE FEATURES _ , 

Rope-Swlrel 

The sheaves are semi-enclosed. They pivot on the axle and can never stick 
or jam. They’re extra large, too, and have roller bearings. 

The twin-acting dogs always grip the pulley firmly, but release quicklj when the 
carrier engages the trip block. The rope swivel relieves the strain in a twisted rope; 
something farmers are quick to appreciate. 

FARMERS KNOW AND WANT PORTER PRODUCTS 

Porter products have been known and used by farmers everywhere for fifty years. 

WRITE FOR DETAILS 

Our complete line of hay carriers, forks, slings, pulleys, hayrack clamps, etc., is the 
most profitable and satisfactory. Sell Porter quality products—the kind you can really 
recommend. 

Write for full details, today. A postal brings them. 

f J. E. POBTBB 

/ / 267 Guion St., / 267 °2" n ^ 

CS OTTAWA, ILL., U. S. A. / o£l“ & 

DISTRIBUTED BY / j 

Brown-Camp Hdwo. Oo„ Dm Moinos, la. The A. J. Hanrl Hdwo. Co., Atchison, / line of door hangers. 7 hay 

Knapp k Sponoer Co.. Sioux City, la. Kan. / carriers, tools, etc 

A. Trod way k Sons Hdwo. Co., Bmbuque, la. Rico k Miller Hdwe. Co., Bancor, Me. / 

Hackett, Gates, Hnrty Co., St. Paul, Minn. Western Moline Plow Co., Salt Lake City, / pi eAae .«„<) «** . 

Prnsia Hdwe. Co., Port Dodge, la Utah. / dealer Drocoaition wmJ° g ? *ki? 

8. P.Lnmmns Supply Oo» Philadelphia, Pa. B. J. Chnbbnck Co., San Prancisco, Cal. y ration propo8ltion without obli- 
C. M. McClnng k Co., Knoxrllle, Tenn. B. P. Bosbyshell Co., Los Angeles, Cal. / ** 

Gray k Dudley Hdwe. Go., Nashville, Tenn. J. B. Varick Co., Manchester, N. H. / v 

Hankie k Joyce Hdwe. Co., Lincoln, Neb. Rawlings Implt. Co., Baltimore, Md. / Nwne . 

Wyeth Hdwe. k Mfg. Co., St. Joseph, Mo. Kendall k Whitney, Portland! Me. / 

Richards k Conover Co., City, Mo. R. M. Wade k Co., Portland, Ore. y Address . 

Oklahoma City, Okla. Jos. Brock k Sons, Boston. Mass. / 

The Kruse Hdwe. Co., Cincinnati, Ohio Watt Plow Co., Richmond, Va. / citv 

Haskell Imp. k Seed Co., Lewiston, Me. Tank Hdwe. Co., Quincy, m. / 

State . 
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Now they call it “Convex Kettle” 

Note the Eight Great Features 


I N the minds of thousands of intelligent home- 
keepers in America, Mirro has come to mean 
perfection in the making of fine aluminum ware. 

This statement is based not merely on the fact 
that Mirro is the happy culmination of a quarter 
century of quality aluminum making, but rather 
on actual sales, Mirro Aluminum having won a 
leading place within one short year. 

Among other things, this popularity is due to 
many superb features of utility, many of them 
exclusively Mirro. 

This Convex Kettle, for instance, has eight: 

(l) Handle rest ears hold bail in three positions 


and prevent it from coming in contact with sides 
of Kettle. (2) Tightly rolled, sanitary bead, free 
from dirt-catching crevice. 

(3) Inset cover prevents boiling over. (4) Bead 
of cover upturned, thus protected against steam 
and liquid. (5) ^Rivetless, no-burn, ebonixed 
knob, an exclusive Mirro feature. 

(6) Convex sides prevent contents from pouring 
off when liquid is being drained. (7) The famous 
Mirrofinish,and(8)'&the Mirro trade-mark stamped 
into the bottom of every piece. 

Little wonder that Mirro Aluminum reflects 
good housekeeping. 


Aluminum Goods Manufacturing Company, Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 


Dealers: Mirro Aluminum is a dealer line through and through—a business and 
prestige builder for you. Write today for dealer catalog and interesting sales data 
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Close Up Saloons and Hasten End of War 


T HE war has shown that those who advocate 
closing up or entirely banishing the sa¬ 
loons, are men at the head of big indus¬ 
tries, who for years have done all they could 
individually to enforce sobriety among their 
workers, knowing that their output and value 
is greatly increased by having men who abstain 
from the use of intoxicating liquors. 

They know that no other one factor, is re¬ 
sponsible for so large a labor turnover--that 
drinking men are far more irresponsible and 
untrustworthy than those who abstain from 
using intoxicants. 

Railway managers have for years enforced 
total prohibition both on and off duty of their 
operating force. 

Is it because the Government having recent¬ 
ly taken over the conduct of the railwaj's and 
thus letting down in their enforcement of the 
rule, that has been responsible for the several 
disastrous railway wrecks recently and the loss 
of life resulting therefrom? 

Civic, educational and religious institutions, 
chambers of commerce, boards of trade, hove al¬ 
most unanimously urged the banishment of the 
saloon. 

Every good citizen, not directly connected 
with the saloon business, who lias given any 
thought or made any study of the matter, agrees 
it would be a good thing to close up the sa¬ 
loons. 

We have talked with hundreds of hardware 
men in Oregon, Washington, Col >rado and 
other prohibition states and have yet to find 
the first man who would be in favor of again 
opening the saloons. They know that their 
customers are living better, their families are 
better provided for, they are paying their bills 
more promptly, their children are better 
clothed and fed. 

The only class of people whom we have 
found who protested against clos : ng the sa¬ 
loons, are the labor union organizations iwd 
those who represent and are affiliated with 
them. Many good labor men are in favor of 
prohibition, but if we are to believe what their 
leaders tell us, those who are in ‘‘politics 7 * who 
boast of the votes they can control, and of the 
influence they can exert in official circles, 
labor is against closing the saloons. 

Naturally those who seek office for them¬ 
selves or their party, are weighing which will 
outnumber the other when the votes are 
counted. 

Every Socialist, every pro-German, is doing 
their utmost to urge upon the labor organiza¬ 
tions to maintain their opposition to prohibition, 
and strange as it may seem it appears to be ex¬ 
erting its effect upon those who are supposed to 
have the power to banish the saloon if they but 
spoke the word. 


If that is not true then we confess ourselves 
fearfully mistaken, and cannot read aright the 
evidences that appear to be manifested. 

On election days saloons are closed that men 
may have a clear head or mind to decide for 
whom they shall vote. 

When strikes or riots occur the saloons are 
immediately closed. 

During a great catastrophe, like the San 
Francisco fire and earthquake, saloons were im¬ 
mediately closed and remained so for some time, 
and the city never had such a peaceable period 
before or since. 

Why is it that our government, confronted 
by the greatest crises in the world permits the 
saloons to continue to debauch and destroy both 
manhood and womanhood, food and fuel, mak¬ 
ing it necessary to continue to employ an army 
of men to look after, and care for those who 
suffer through its influence—why permit an 
army of men to manufacture stuff to incapaci¬ 
tate men for service either home or abroad. Is 
it votes or influence or fear, or what is it that 
permits such a condition to exist. Men and wo¬ 
men by the million are seeking enlightment. 


It is for us to be dedicated to the great task 
remaining before us—that from these honored 
dead we take increased devotion to that cause 
for which they gave the last full measure of 
devotion; that we here highly resol\e that these 
dead shall not have died in vain; that this Na¬ 
tion, under God, shall have a new birth of Free¬ 
dom; and that Government of the People, by 
the People, for the People, shall not perish from 
the earth.—Abraham Lincoln. 


It is evidence of short-sightedness to grab 
at the dollar that is in sight, if you lose contact 
thereby with the source of future business and 
profits. Satisfaction and value-giving selling 
is the only kind that keeps the sales growing, 
and reduces the expenditure of money and ef¬ 
fort to attract customers to the store. 


It is a pity that the man who first invented 
excuses did not patent the idea. 


“If two men give each other one dollar, each 
one will still have but one dollar—but if two 
men each give the other an idea, then each of 
them will have two ideas.’* 


Enthusiasm sells goods. There isn’t much 
hope trying to sell goods unless you yourself are 
enthusiastic concerning their value and useful¬ 
ness. 
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No Nation Can Thrive on War Industry Alone 


A N INDISPUTABLE law of mechanics is 
that you cannot get more power out of a 
machine than you put in to it—in the 
form of fuel. Says the Western Retail Lumber¬ 
man. 

Perpetual motion tinkerers have tried in vain 
to violate that law, and every one of them has 
failed to secure perpetual motion. 

A similar failure awaits the nation that 
imagines it can thrive on war industry alone. 

No industry under heaven pays its own ex¬ 
penses. No industry under heaven consumes its 
own products. Each industry draws the fuel for 
its power from other industries. The expenses 
of each industry are paid by the consumers oc¬ 
cupied in other industries, and hence the success 
of one is bound up in the success of all. 

The consumer of war products is the Govern¬ 
ment. Here is a consumer who is not in turn a 
producer, and cannot therefore pay for what 
it gets. It is compelled, as are all governments, 
to secure funds (to exchange for war products) 
by means of taxation. Taxes are imposed by 
the Government—upon industry. Hence it is 
unavoidable that in order to secure funds with 
which to secure products for war purposes the 
Government must have the support of indus¬ 
tries able to stand the strain of the necessary 
taxation. 

The process of getting blood from turnips 
has not yet been successful. 

Unless industries make money they cannot 
produce money for Government use. They can¬ 
not pay taxes. They cannot buy bonds. 

Trying to confine the industries of the Unit¬ 
ed States to war industries exclusively is an ef¬ 
fort to send the American dollar through a nar¬ 
rowing spiral that eventually comes to a dead 
stop. 

Hence to prosecute the war successfully our 
industries must be kept busy, and they must 
make money. The only way in which indus¬ 
tries at large can do this is for as many of them 
as possible to do business with others than the 
Government. And this volume of non-war busi¬ 
ness must be big enough and with profits great 
enough to meet all industrial expenses and, in 
addition, to supply funds for Government war 
needs. Hence, unless our non-war business can 
be made to pay for the war the war will eat 
us down to poverty. Therefore, the need of 
non-war business is imperative beyond any 
question. 

The recent Liberty bond campaign shows the 
early effects of the narrowing spiral referred to 
above. Four weeks of the most wonderful and 
costly advertising, four weeks of innumerable 
and amazing “stunts,” and four weeks of the 
most tremendous selling effort were required to 
put the issue across. Why? Because people 
were unwilling to buy bonds? Because people 


did not know a war is on? Not at all. No 
people are more ready to stand behind their 
Government than we Americans are. 

But—when the Government’s need is money, 
our ability to supply that need depends upon 
our ability to earn money. And the fact is that 
in recent months so much money has been taken 
out of non-war industrial channels (and not re¬ 
turned thereto) that the American people are 
not so certain of their ability to buy bonds as 
they were in previous months when industry 
was going along more smoothly. 

An influence here, to be sure, was the ap¬ 
proaching income tax day. The same $100 would 
not pay income tax and buy bonds. Men were 
forced to make provision for the tax, and in 
many cases their bond buying ability was re¬ 
duced. 

This condition in general will grow worse in¬ 
stead of better, unless very decided steps are 
taken to encourage non-war industry. 

It did not take a war to bring us to the 
souphouses of 1893-4. 

And we shall certainly again make the ac¬ 
quaintance of souphouses unless non-war in¬ 
dustries are encouraged, and that speedily. 

This is no special plea for any retail in¬ 
dustry. It is a plea for all industries. It is a 
plea for the United States, and the welfare of 
our boys at the front and our people at home. 
For, assuredly, unless the morale of the people 
at home is maintained, unless they have food, 
clothing, shelter and some degree of happiness, 
our boys at the front will lack that abundant 
provision which they ought to have, which they 
must have, to be successful, but which they can 
have only on condition that we maintain our 
prosperity at home. For out of poverty no 
nation can prosecute war. 

Such is the good sense of the American pub¬ 
lic that, no matter what problems arise, we find 
eventually the right answer and come through 
victorious. But it would be tragic beyond 
measure if this war were to be lengthened a 
single hour because of the confusion of today, 
which is directly due to our mistaken prophets. 

Therefore, if we are serious in wanting to 
win this war, we need first of all to get rid of 
misleading doctrines, and to spread quickly and 
vigorously and broadcast the knowledge that 
our safety and our success in war depends upon 
greater production, greater activity, more busi¬ 
ness and greater prosperity here at home, right 
at this time, and so long as war continues. 

We must wake up, and we must wake up in 
a hurry. 


When we want to build ships it is better to 
put a ship builder at the head rather than a 
lawyer. 
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Can You Reconcile These Two Statements? 


T WO articles have recently appeared in the 
Official Bulletin and the Emergency Fleet 
News issued at Washington that are some¬ 
what contradictory. 

As is well known intoxicating liquors are 
not permitted to be served to the men in the 
Army or Navy. Further than that a five mile 
zone has been established around every army 
and navy encampment or training quarters. 

A further order has been issued by the 
President of the United States prohibiting the 
serving of liquor to soldiers in private homes 
or elsewhere in the United States. 

Almost at the same time the shipping board 
issued an order stating that prohibition as it 
related to shipyards was a dangerous experi¬ 
ment during the war and came out unalterably 
opposed to it in any form, stating it would de¬ 
crease the efficiency of the workers. 

If prohibition is essential for the men of the 
army and navy, if intoxicating liquors are ab¬ 
solutely forbidden to be served them at any 
time or place, knowing it would impair their 
efficiency, by what method of reasoning can the 
conclusion be reached by the administration, 
that to permit drinking among workers in the 
shipyards would increase their efficiency. 

Prohibition has demonstrated its great value 
in the ship yards of Oregon and Washington. 
Why would it not then be well for the Federal 
Government to overrule these state laws and 
issue an edict that in order to increase the 
efficiency of those who are building the ships 
in Oregon and Washington, saloons should again 
be re-established. 

The principal business before us now is to 
win the war, and no means should be neglected 
to increase the day’s output of labor having 
to do with the building of ships. 

If it is desirable for men working in the 
shipyards to have their beer and whisky, if it 
will make them better workers, then by all 
means let us give it to those men in Oregon and 
Washington, and to our soldiers, sailors and 
marines. 

How France Handled the Drink Question 

When the war first began absinthe was ban¬ 
ned by one stroke in France. Parisians who had 
acquired the habit trembled in every limb, say¬ 
ing it would reduce them to physical and moral 
wrecks. But France had strong men who knew 
and recognized that every effort was necessary 
to withstand the demons. 

Have you ever heard that French efficiency 
or valor was impaired because prohibition was 
put into effect f 

Germany encouraged drinking in Russia. 
German interests have always been active in 
America in encouraging the manufacture of 
beer and whisky. Call to mind, if you will, the 


names of the great brewing and distillery in¬ 
terests in this country. 

Naturally those whose interests lie with the 
Fatherland are and in favor of the saloons, 
strong in their opposition to prohibition, but 
strange to say those who should have at heart 
the interest and welfare of our country do not 
seem to realize, or if they realize, hesitate for 
some reason or other, to put into effect meas¬ 
ures which greatly increase our ability to care 
for our soldiers who are fighting for liberty and 
freedom, and for the lives of those very men, 
who by their actions encourage those things that 
debauch and destroy. 

Two ounces is the war limit in bread, why 
then should we brew grain and waste it, why 
would it not be better to bake it? 

We are told to save bread and sugar. Did 
you ever hear of breweries advocating to save 
beer? 

Two billion gallons of beer was drunk in 
the United States, and vast quantities of grain 
and sugar entered into its manufacture. 


A TIME FOR SANE THOUGHT AND GOOD 
CITIZENSHIP 

Socialism today is rampant in the United 
States and it is not merely tolerated and en¬ 
dured, but approved in high quarters, says 
American Industry in War Time. The Socialist 
who behaves himself and does not make his 
theories offensive is entitled to all the liber¬ 
ties prescribed by the Constitution. 

But the Socialists of the United States have 
interfered directly and effectively against our 
war program. They have hindered as far as 
possible. They have preached sedition. They 
have pilloried the United States as venal, 
money-loving and inspired in its war purposes 
by greed. 

They have attempted to interfere with the 
draft, with the Liberty Loan, with the Red 
Cross. They have preached sabotage to the 
workers of the country. They have held up the 
Executive to contempt. Are we drifting into a 
situation where we shall permit the dominance 
of our institutions and our methods of govern¬ 
ment by men avowedly antagonistic? 


GIVE. 

Give until you feel that you 
Cannot give another sou. 

Give until you’re broke and then 
Make some coin to give again. 

What is all you give away ? 

There in Flanders yesterday 
Was a soldier, fine and true, 

Who gave up his life for you. 
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A Patriotic Address 

C. W. Asbnry, President American Hardware Manufacturers Association, to the National Hardware Convention 


1 AM HERE today, I believe, to tell you of 
some of the present problems which the Man¬ 
ufacturers are trying to solve, to place an 
estimate upon the weight of the future problems 
which will probably confront the producers of 
hardware as a necessary result of the great 
war and to tell you about some of the steps 
which have been taken to concentrate through 
co-operation the best efforts of the Hardware 
Manufacturers in performing their full duty 
and making their full contribution to the 
supreme cause—the winning of the War. 

It is, of course, the pur¬ 
pose of the Manufacturers 
to give preference to the 
needs of our Government 
and to the needs of the 
Allies of our Government, 
over the commercial needs 
of our own people and to 
also give preferential treat¬ 
ment to the production of 
such goods as will best con¬ 
tribute to the conservation 
of food and fuel. We are 
not unmdridful of our re¬ 
sponsibility to also conserve 
transportation in carrying 
into effect this summarized 
program, as well as to direct 
the necessary labor in the 
most efficient way. 

One of the greatest pres¬ 
ent problems is the pros¬ 
pective shortage of Iron, 

Steel and Fuel. The Di¬ 
rector of Steel Supply of the War Industries 
Board is sincerely of the opinion that the entire 
productive capacity of all the blast furnaces 
and of all the steel mills in the country will be 
required for the needs of war, which means, of 
course, that the use of these materials for 
commercial purposes must be reduced to a 
minimum. 

The Fuel Administration is quite confident 
that it will be impossible to supply fuel in suf¬ 
ficient quantities to keep our industries in full 
operation during next winter and in a laudable 
effort to best handle this serious situation they 
are now, through co-operation with the War In¬ 
dustries Board, arranging in advance a pref¬ 
erence list of industries to which fuel is to be 
first allotted. The object in view is to insure 
to those industries which are devoted to war 
work an adequate supply of fuel for full opera¬ 
tion and if there shall be a remaining surplus 
then to allot the surplus to industry in propor¬ 
tion to the importance of the work for war, 
including, of course, the work which contributes 


to the production and conservation of food and 
other work of National importance. 

The Fuel Administration is also putting 
forth every effort to secure the greatest pos¬ 
sible economy and efficiency in the use of fuel, 
to make every pound produce the maximum of 
energy in horse power. 

Another great problem now before us is 
labor. There have been many thousands of men 
taken from industry and other useful pursuits 
for military service, which naturally thrusts 
upon us a shortage of productive labor. This 
shortage is intensified by 
the fact that we must pro¬ 
duce larger quantities of all 
the countless items which 
contribute to a campaign of 
war. 

If the war needs, tre¬ 
mendous as they are, are 
added to the normal peace 
needs, it is perfectly obvious 
that industry is confronted 
with a task impossible of 
performance — to produce 
quantities which will satisfy 
all war requirements and all 
the requirements of normal 
business in times of peace. 

There can be no question 
as to which of the two, is to 
have preference. The war 
must be carried on with 
vigor and to an ultimate 
conclusion. Everything 
which is needed for the 
accomplishment of that one definite purpose 
MUST be furnished promptly. Uncle Samuel 
will continue to say as long as the war lasts, 
“1 want what I want when I want it,” and it 
is our duty, our pleasure and privilege to strain 
every nerve to give it to him. 

Right here let me say with earnestness and 
sincerity, that the women of the United States 
are responding nobly to the many calls for 
service. Women in industry are displaying 
wonderful talent and adaptability. They are 
doing the work formerly done by men with a 
display of better spirit and more patriotic fervor 
than the average of the men. There is unfort¬ 
unately too much of a desire among workers in 
general to keep moving, by which I mean to 
change employment, to leave a job without 
adequate reason or with no reason at all. 

Sometimes the change is made to secure a 
larger financial return and sometimes just to 
satisfy a longing for change. In either case the 
burden is put upon industry to pay the large 
cost involved in continually breaking in new 
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employees. This means in the last analysis that 
society is paying for a high cost of living, due 
in part to the waste resulting from a failure to 
appreciate the serious effect upon productive 
capacity and the serious effect upon cost of 
production which these changes involve. It is 
also true that rates of wages are still increasing 
by leaps and bonds, thus adding again and di¬ 
rectly to the cost of production. 

In general the labor problem of the Man¬ 
ufacturer reminds one of the performance of 
the cat chasing its tail, going round and round 
and not getting anywhere, except that the labor 
problem goes round in an upward spiral and 
we are not able to discern the top of the spiral 
and we don’t know what is going to happen 
when the top is reached. 

Then there is also the transportation prob¬ 
lem of the country, which affects so directly 
not only the manufacturer but the distributor 
of all merchandise. It is perfectly clear that 
there is a very vital need to use the transporta¬ 
tion facilities of the country in the first in¬ 
stance for the needs of the war and only second¬ 
arily for peaceful commerce. 

The great industrial section of the United 
States is in the New England and Middle At¬ 
lantic States. Within that section there have 
also been developed stupendous undertakings 
in support of the war program — Munition 
Plants, Arsenals, Ship Yards, Powder Plants, 
Chemical Plants, etc. Moreover shipments of 
troops, supplies and equipment, as well as all 
necessary supplies to our Allies, are largely 
made from ports along that Eastern Coast. 
Naturally the railroads are overburdened in 
transporting all of the countless things which 
are essential to keep such a vast machine in 
operation and when so overburdened it is abso¬ 
lutely necessary to interrupt the flow of peace¬ 
ful commerce to the extent needful to give the 
right of way to the more urgent call of the war 
machine. Hence, we have embargoes and de¬ 
layed shipments which very greatly add to the 
Manufacturers’ troubles and contribute materi¬ 
ally toward another increase in the cost of pro¬ 
duction. 

We have now covered in a general way the 
more important of the present problems of the 
Manufacturer. As to future problems it is safe 
to say, they will intensify and grow greater as 
the war develops. In my judgment right now 
is the time for us to show the stuff of which 
we are made, to show by our acts that we are 
able to face trouble calmly with determination 
—unflinching, unalterable determination—not 
to be swerved from our course. We have set 
our course toward the goal of victory and we 
will pursue that course until the goal is reached. 
If the path is thorny, if it is rough going, 
if it means sacrifice, let us show at least that 
we can endure as men should and show our 
boys over there that we intend to support them 


with our all. We can do no less as they are 
giving their all—even to life itself. 

We have thus far responded to the calls of 
our Allies. First for ships, more ships and 
still more ships; then when the enemy launched 
the great drive on March 21st for men, more 
men and still more men. I would like to say to 
all employers and to all employees as well as to 
all distributors and all abled bodied men and 
women everywhere—that our duty at home is 
Work, more work and still more work. There 
is no room in this country for the idler and 
still less for the slacker and traitor. 

SeU Goods That Require Less Work to Finish 

Coming now to the more specific duty we 
owe to the cause we should give first and con¬ 
stant thought to the needs of the war in both 
manufacturing and merchandising. Those who 
have assumed the responsibility of directing 
the many departments of the general campaign 
should fully inform the public as and when 
conditions change in order that your actions and 
mine may be shaped in harmony with the de¬ 
sired scheme. 

For instance, when we are told that wheat, 
meat, sugar and fat must be saved, it is our 
clear duty to take our rightful place in our re¬ 
spective communities and work for this food 
conservation. 

When we are told that there is a great short¬ 
age of labor, everyone of us should carefully 
examine the goods we are making or selling 
and if in those goods we find evidence of wast¬ 
ed labor, we should cut them out of our stock. 
There are today many items of hardware crocus 
finished and nickel plated to such an extent 
as to resemble pieces of jewelry. In many cases 
such finish is only for show or for the purpose 
of enabling someone to make a larger percent¬ 
age of profit and serves no useful purpose what¬ 
ever. 

The retailers of the country can do a splendid 
piece of efficient work in the conservation 
of labor, if they will but educate their custom¬ 
ers to the necessary economy of using plain, 
practical finishes and insist upon buying goods 
which show conservation of labor. Let the de¬ 
mand of the public be for high quality without 
frills and let our educational work be directed 
in harmony with the necessary labor conser¬ 
vation. 

Each Can Help 

In other words, I desire to point out clearly 
that there is work for each and everyone of 
us to do in helping to win the war, and gentle¬ 
men, we must do it. Think for one moment 
what a great big beast of a machine the man 
power of this great country is. If we all get 
back of that machine wholeheartedly my firm 
belief is that it would be driven straight through 
to Berlin and we would attain quickly the end 
of world conflict. Every man and every wo¬ 
man. therefore, has a definite and fixed r<*- 
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sponsibility to do his or her utmost in real work 
to help push the machine along. 

Indeed this same suggestion may well be 
applied to conservation of iron and steel. There 
is a definite shortage in productive capacity in 
many lines of hardware, such as Axes, Cutlery, 
Hatchets, Hammers, Needles, Shovels, Spades, 
Surgical Instruments, Pliers, Wire Cutters, 
Drills, Taps, Dies, Gauges and many other small 
tools. Manufacturers of all items which are 
short for Government use are doing a splendid 
piece of patriotic work. They are practically 
devoting all of their energy, their talents, their 
organization and their facilities to the needs of 
the Government and disregarding all commerc¬ 
ial advantage. In some cases they are freely 
sacrificing all good will value in their respect¬ 
ive businesses by adapting their facilities to 
war requirements and suspending for the period 
of the war, the manufacture of goods upon 
which they have established a name and repu¬ 
tation after many years of lavish expenditure 
and very strenuous work. A notable case of 
this sort is the Savage Arms Corp. of Utica, 
N. Y., who make public announcement by adver¬ 
tisement that they have discontinued the man¬ 
ufacture of rifles and pistols, having adapted all 
their facilities to making Lewis Machine Guns 
for the Government. 

As the war develops there will be an increas¬ 
ing tendency to curtail the manufacture of the 
lesser essential class in order to provide fuel, 
iron, steel and plant capacity for those things 
which are most essential for the prosecution of 
the war. This will mean the giving up of cer¬ 
tain commercial advantages and to many of our 
people it will mean enforced economy and sac¬ 
rifice, but if I read our people aright these 
things will be done willingly and gladly. The 
American people will never consent to an in¬ 
decisive peace. They are prepared to endure 
and sacrifice until the end, however long the 
struggle is prolonged. They have made up their 
minds, their teeth are set and they are unalter¬ 
ably determined to bring the enemy to uncon¬ 
ditional surrender. 

Manufacturers of hardware are confronted 
frequently with new and complex problems 
as the exigencies of war develops. They are 
doing a splendid piece of patriotic work through 
co-operation and co-ordination. Let me quote 
one example of such work. A few weeks ago 
it suddenly developed that the Germans had 
perfected a quality of barbed wire so hard in 
texture as to resist the wire cutters in the hands 
of our troops. All the plier manufacturers in 
the country were summoned to meet in New 
York to consider the problem. The meeting 
was held on April 22nd and those manufacturers 
offered the freg use of any of their patents in 
Government business for the period of the war. 
There was a perfectly frank discussion of the 
problem with definite suggestions contributed 
by each for the benefit of all and it was under¬ 


stood that the problem was to be tackled 
promptly and that the suggestions so freely 
made, worked out in practice and submitted 
to another meeting in a week. 

On April 29th the main factories again as¬ 
sembled and at that meeting a simple single 
action plier was presented which was splendidly 
successful. In exactly seven days an import¬ 
ant German obstacle to the success of our troops 
was met and overcome and every possible facil¬ 
ity in the country was quickly devoted to pro¬ 
duction of the tool. I submit that those man¬ 
ufacturers are real Americans and entitled tc 
the gratitude of the people for their unselfish, 
broadminded, efficient, patriotic work. 


LET YOUR FACE SO SHINE 

In Virginia City, Nev., there is an ancient 
Chinese storekeeper, Chung Kee by name, who 
for 40 celestial years has been one of Nevada s 
notably happy men. Good days and bad, you 
will find him sitting at his receipt of custom, 
and smiling on all comers like some time-worn 
but kindly Buddh\ He has made little money. 
Or what he has made he has given away again, 
or lost to debtors who wouldn’t pay. And never 
has anyone been able to persuade him to get out 
an attachment for even the worst of them. Evi¬ 
dently he had some sort of philosophy. But 
just what was it, people wondered. And when, 
a few months ago, the town was to say good-by, 
with the proper ceremonies, to the 13 young men 
of its first draft—who were also, almost all of 
them, in old Chung’s books—people wondered, 
too, what would he do about that? 

This is what he did: When, in his turn he 
walked down the line to say good-bye, for each 
of the 13 he was hiding a $5 gold piece in his 
hand. And later he explained. 

‘‘Why I do that? They alia samee good 
boy. They no want hurt me. I not goin’ hurt 
them. All my life I neveh hurt nobody. That 
why, alia samee my face she shine. Bad fella’, 
always you know him. Why? Alla samee his 
face she don’t shine. I’m prett* old man. Prett 
soon I gotta go die. An’ I want my face be alia 
samee shinin’ when I’m dead.” 

There you have it. You can make money 
unfairly out of war if you want to. It’s always 
been done. But next time you do, go and take 
a look at yourself in the mirror, and see if you 
can find the shine. And while some are making 
your blood money, there are those dying today 
in Flanders and Picardy—yes; and those who 
are only able to fight the good fight here m 
America—whose faces are going to shine for¬ 
evermore. 


Balanced between the desire to succeed and 
the fear of failure the timid man leads a mis¬ 
erable existence. 


Digitized by 


Google 



78 


HARDWARE WORLD 


War Time Conservation of Business 

By Elmore Petersen, Chief, Bureau of Business and Commercial Development, University of Colorado, Extension 

Division. 


A WAR of the magnitude of the present con¬ 
flict touches us in every vital spot. This 
is especially true with regard to business, 
for the business world has been drawn upon 
more heavily than any other single human activ¬ 
ity. When we realize that before our country 
was drawn into the fight, one sixth of all per¬ 
sons engaged in gainful occupations in the 
United States were in retailing alone, we can 
begin to form some notion of what it means to 
turn millions of men and women away from 
ordinary business affairs into 
activities directly contribut¬ 
ing to the war. There are a 
few business men who have 
not yet felt the strain; most 
of them have, and before this 
is over, all will know the 
world is at war. 

This war has presented 
many new and interesting 
things to us Americans. 

Things we have always con¬ 
sidered well nigh impossible 
and altogether unlikely, have 
come to pass. We have always 
“done as we pleased/’ and 
now we’re learning what we 
may and what we may not 
do. The government regu¬ 
lates our food consumption 
and we strive to obey orders 
and frown upon him who 
does not. The government 
has taken control of our rail¬ 
roads and we get busy arranging our shipping 
and travel to fit the new schedules. We are be- 
seiged with income and excess profit taxes, and 
we sit up nights over records and figures, doing 
our best to pay Uncle Sam his just demands of 
us. These are only a few new conditions to 
which we are adapting ourselves, but more 
may come and more are coming. 

The American citizen has talked much about 
“personal liberty,” with the air of the prover¬ 
bial hog on ice. We have practiced a great deal 
of “Every man for himself and the devil take 
the hindmost,” and called that “personal 
liberty.” That isn’t liberty; that’s a brand of 
kaiser bill’s hellishness—“might makes right.” 
But we are learning a real lesson in service 
these days, service that makes me my brother’s 
keeper; that in peace or in war. We’re never 
going to win this conflict until we all get to¬ 
gether. We as individuals don’t belong to our¬ 
selves, let’s get that clearly. We must have the 
spirit of the man of long ago who said, “Here 
am I, use me.” Now, “use me” for what? 


We can’t all fight in the trenches in Prance, 
and it isn’t necessary; some millions of us must 
do that, and leave it to those who go “over 
there” to render a creditable account of them¬ 
selves. We can’t all sew and knit for the Red 
Cross, or go as nurses; but some must and will, 
and we’re proud of them. We can’t all be 
Y. M. C. A. secretaries, great as that calling 
is; but many of our choicest business and pro¬ 
fessional men are going that way, and many 
more will go, God bless them. We can’t all be 
farmers, although the prod¬ 
ucts of the farm are more 
necessary now than ever be¬ 
fore. The big bulk of us must 
remain in the ordinary pur¬ 
suits of life, but in an ex¬ 
traordinary capacity. One 
of the truest forms of patri¬ 
otism is to keep the wheels of 
commerce revolving; to keep 
the fires burning under fac¬ 
tory boilers; to buy and sell, 
loan and borrow, and in every 
other legitimate way keep 
money and materials in cir¬ 
culation. 

“War-time Conservation of 
Business,”—why “conserva¬ 
tion?” For answer let us look 
at the definition of the word. 
Conserve means to “keep in 
a safe or sound state; to pre¬ 
serve from change or destruc¬ 
tion.” A man in the employ 
of the government at the present time is respon¬ 
sible for the statement that 50% of the busi¬ 
ness establishments in this country will fail as 
a result of this war. Isn’t it well for us to “ take 
heed lest we fall” and to preserve our business 
against change or destruction? Surely, this is 
an opportune time to study conservation as ap¬ 
plied to business, if we have never studied along 
that line before. 

What Is Business Economy? 

One of the biggest cries is “economy.” What 
is economy ? Some people seem to think it means 
penuriousness, retrenchment, hoarding, miserli¬ 
ness, sacrifice, and a hundred other things. The 
word economy comes from the Greek root mean¬ 
ing “orderly, methodical.” Webster’s definition 
of economy is “orderly arrangement and man¬ 
agement of the affairs of an establishmtnt di¬ 
rectly concerned with its maintenance and pro¬ 
ductiveness. Management without loss or 
waste.” Conservation and economy in business 
are timely in these days of uncertainty and 
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rapid changes,but let us not be misguided by the 
lack of understanding. 

We are called upon to give millions to Red 
Cross and Y. M. C. A. enterprises. We are 
urged to invest billions in Liberty Bonds. Is 
it good business economy to do these things? 
How about buying bonds? Let us see. Uncle 
Sam doesn’t lock up a single dollar you lend 
him. He doesn’t want your money to keep; he 
wants it to spend. And when he spends he 
spends lavishly. The money returns almost im¬ 
mediately in exchange for goods and services. 
Hoarding has ever been bad, but money in circu¬ 
lation means prosperity. 

Let Us Be Optimistic 

We can never use all our resources. We 
have subscribed 12 billion bonds so far. Our 
total product last year approximated 60 billions. 
If the war should cost us that (and all the allies 
haven’t spent that much yet) it would be just 
one year’s crop! And who wouldn’t give a 
year’s crop to knock out the fiendish Hun? 

Some one may say, “A few fellows in war 
factories are going to get rich with my money.” 
For about a minute, they are, and then along 
comes income and excess profit taxes, and we 
have the second verse of the same song. An¬ 
other says, “Much of this money will be sent 
to the allies in Europe.” That’s true, but for 
the particular purpose of being spent in good 
old U. S. A. because we are practically the sole 
world market for supplies. 

If German propagandists could frighten our 
people into hoarding their money and keep us 
from buying liberty bonds or subscribing to the 
Red Cross, they would do more for the cause 
of the Hun than they will ever be able to do 
by facing our soldiers in the trenches. Close 
our stores, stop our factories, paralyze industry 
and tie the hands of our government, and how 
could we finance the war? 

Business men and women, business IS NOT 
as usual! Away with such ideas. As one man 
has put it, we have just one big thing to do 
right now, and that is to kill Germans. To 
best do that we business people must get in 
step at home. 

Business was never better, and we must 
make it even more so. Advertise and sell; 
people are learning to spend as never before, 
and spending means war finances, which are 
absolutely necessary. Buy bonds and subscribe 
to the Red Cross and Y. M. C. A. Don’t be 
misguided by any German propoganda of timid¬ 
ity because such misguidance is fatal, not only 
to each one individually, but to the whole 
nation. 

The second reason why so many business 
men fail, is inefficiency, past and present. We 
are facing the problem of increased business 
with fewer people in our organization. You 
retailers, your experienced help is going every 
day to help Uncle Sam. You must supply with 


someone else, and this is what you get. You 
get careless people; these need correction. You 
get those that are indifferent; these need am¬ 
bition. Many are over-zealous, arguing pat¬ 
rons into unhappy choices; these need common 
sense. There are those who are entirely in¬ 
competent but who only need training to make 
them valuable. 

These four classes of undesirables are found 
in nearly all business concerns, especially retail 
stores. Many business men don’t know they 
have them; they know something is wrong, but 
what they can’t tell. Take the matter of sales, 
for example. Are all your salespeople earning 
their wage? The average selling costs today 
run something like the following: 


Groceries. 8% to 8M>% of sales 

Dry Goods. 9^2% to 10% of sales 

Shoes .10y 2 %to 11% of sales 

Hardware . 10% to 11% of sales 


Drug and Jewelry.. 11% to 12% of sales 

That means that a grocery clerk at $20.00 a 
week must sell $235.00 worth of goods every 
week for you as his employer to come out; and 
the other lines in proportion. 

Suppose the clerk sells $300.00 a week, what 
then? Do you pay him accordingly? You will 
fire a clerk who doesn’t earn his salary—and 
you should. Your salespeople will fire you 
through carelessness and indifference if you 
don’t pay them what they are worth, and that 
serves you right. Insist on fairness from both 
ends. If I were a salesman I’d keep track of 
my sales in order that I might become so val¬ 
uable to my employer that a bonus would be 
forthcoming periodically. 

Carelessness, indifference, over-zealousness, 
incompetence; they are all children of igno¬ 
rance. It is significant and strange to say that 
one must pay for an education whether he 
gets it or not. Opportunities are seen, not made. 
One sees in a thing what he knows about it. 
If we are going to weather the present gigan¬ 
tic storm, we must know our charts and be 
able to read the signs aright. Captain and crew 
must work together. Let us not be misguided, 
but courageous and optimistic. Let us not be 
inefficient, but train ourselves wherever and 
whenever possible. Let us give a place to edu¬ 
cation in our regular business program. Then, 
and only then, will we really conserve our busi¬ 
ness, not only for ourselves, but for our nation 
and for all humanity. 


None are so fond of secrets as those who do 
not intend to keep them. 


You can’t help liking a man who gets 
knocked out and then comes back. 


If we eliminate conscience from our make-up 
we have nothing to brag of any more than a 
rabbit. 
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A New Zealand "Indent” 

If You Don’t Enow About An 11 Indent” Your Education Has Been Neglected 


I F YOU are so fortunate as to have presented 
to you a card bearing the name of 


E. W. BULLS S CO., Ltd. 

Hardware Merchants 

Arthur D. Kerr 

Manager Indent Dept. Wellington, N. Z. 


you will look into the face of a good looking, 
pleasant voiced, young hardware man of modest 
demeanor. 

It will be worth while talking to Mr. Kerr, 
for he is none other than the general buyer of 
this enterprising New Zealand hardware job¬ 
bing house and he is on a buying tour through¬ 
out the United States. 

He has been a reader of the Hardware 
World for many years, he tells us, in fact due 
to the advertising and articles appearing in its 
pages he has taken on the agencies for a number 
of lines of American manufacture. 

It only needed a suggestion from W. D. Col¬ 
lins, Western representative of S. L. Allen & 
Co., Philadelphia, to call, and we thank Mr. 
Collins for his thoughtfulness. 

Mr. Collins himself makes annual visits to 
Australia and New Zealand, and E. W. Mills & 
Co., are one of their valued connections. 

We would like to show our readers a photo 
of this handsome New Zealand hardware man 
and although we have his photo on our desk 
as we dictate this item, we cannot violate Mr. 
Kerr’s confidence in requesting we do not use 
it. Nevertheless it adorns the walls of our office 
along with those of many other prominent hard¬ 
ware men. 

This is Mr. Kerr’s first visit to the United 
States, and naturally we are interested in his 
views of us. It is a good thing “to see ourselves 
as others see us,” as Bobby Burns reminded us. 

You know we Americans or Yankees, have a 
very exalted opinion of our own importance. 
We have been told so often, and so long, by self 
seeking politicians that we are such wonderful 
people—but thank God, we don’t believe it in 
the same way the Germans do. 

We are perfectly willing to admit that there 
are good people in other countries, but we need 
to have some of the conceit taken out of us 
occasionally, and to look at ourselves through 
other people’s glasses. 

Now, Mr. Kerr is the last man in the world 
to presume to advise, or to suggest, much less 
criticize, and he wasn’t talking for publication 
when he told us some things in response to our 


inquiries. Nevertheless, it won’t do harm and 
it may do us much good, to get his viewpoint. 

One of the first things that struck Mr. Kerr 
when he came to this country was the glaring 
headlines of our daily newspapers. It is dis¬ 
gusting we admit, sensational newspapers think 
black letters several inches high is a good way 
of selling their newspapers. Put it down as an 
accepted fact the larger the letters, and the 
blacker or redder the type appears, the more 
sensational and untrustworthy the papers. We 
agree with Mr. Kerr. 

Another thing that impressed him as unusual 
is that all newspapers and magazines are so 
highly illustrated. He said English and Aus¬ 
tralian papers have very few illustrations. 

In this regard, Mr. Kerr will pardon us if 
we tell him we think here is something perhaps 
some of their newspapers and magazines could 
pattern after, for the people like to see 
‘ ‘ pictures. ’ ’ They want to have brought before 
their vision what a man is talking about in his 
article, or see how a man looks. 


This is the space we would have used 
for the photograph of Mr. Kerr, and al¬ 
though we have this photo we promised 
him we would not violate his confidence 
and use it. 

We have always considered the con¬ 
fidence and good wiU of our friends one 
of the biggest as s et s in our business. 

Some day when we do have his per¬ 
mission we will show you just what a 
handsome fellow he is. Possibly we may 
have to write to Mrs. Kerr to obtain it. 



But we are not under the same re¬ 
strictions in showing the photo of Mr. 
Collins, which we do in miniature, and 
you will see it was taken 4 ‘after dark.” 


Generally people will stop to read an article 
quicker if there is a photograph or illustration 
accompanying it. We believe American news¬ 
papers and magazines are to be commended for 
their enterprise in this regard. 

He tells us that Australian hardware mer¬ 
chants purchase 65% to 70% of their goods of 
British manufacturers, and 30% to 35% from 
American manufacturers. 
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British enamelware is far more popular in 
Australia, chiefly because it was the first to be 
marketed there, and then their size and shapes 
seemed to appeal to the Australian people more 
than do American designs. There is a differ¬ 
ence it is well for American manufacturers to 
consider. 

In the line of ice cream freezers, refrigerat¬ 
ors, tools, etc., American manufactured goods 
are sold to a large extent. 

American Manufacturers Must Look Out After 
The War 

One thing he did say we are going to pass 
along and that is after the war American man- 



in the last ten years to find out just what their 
plans were. 

He had many other interesting things to say, 
things we ourselves know to be true but he was 
not talking for publication and so we do not 
feel free to quote him for as we have said 
he is the last man who would presume to advise 
or criticise. 

It is not surprising the Australian and New 
Zealand people feel as they do. If the position 
were reversed, we will venture to say we would 
feel as strongly. 

Mr. Kerr is proud of the fact that he repre¬ 
sents the largest jobbing house in New Zealand, 
an institution that was established in 1854. It 
has ten traveling salesmen, selling their regular 
line and one special machinery salesman, one 
sporting goods salesman and one paint sales¬ 
man. 

He has been connected with them for many 
years. 



Here are shown two of the large buildings occupied by E. W. Mills Company, Ltd., one of the most enter¬ 
prising jobbing institutions in the South Seas, an Institution that ranks with the largest and most enterprising 
in the world. 


ufacturers must look well to their laurels if 
they are to hold their trade in Australia and 
New Zealand. 

It is a fact, and you can’t blame them for 
it, that the Australian and New Zealand people 
feel they should be loyal to British manufact¬ 
urers and to British goods. We all know our 
government was so unpardonably slow to realize 
what Belgium, England and France were fight¬ 
ing for. and American manufacturers will have 
to suffer for the foreign policies of their govern¬ 
ment, although they were not in the least to 
blame. You cannot blame their merchants for 
England was giving her life blood for the pro¬ 
tection of the world. 

If it hadn’t been for England’s Army and 
fleet there is no question but what America 
would have been invaded just as soon as Ger¬ 
many could get to us. You may call it idle 
talk. You may say it is ridiculous, nevertheless 
we have only to examine the published books 
and articles that emanated from Germany with- 


John F. Mills, the head of the firm, is the 
sole surviving son of the founder, E. W. Mills, 
and is its general manager. Mr. Mills the pres¬ 
ent head is a native of New Zealand, his father 
coming direct from England. 

Australian and New Zealand merchants 
have been greatly affected by the lack of ships 
to import goods, as well as to export their sup¬ 
plies. 

Smaller merchants particularly, have been 
very seriously handicapped. Loyally respond¬ 
ing to the call of the Allies the people of New- 
Zealand and Australia accumulated vast quan¬ 
tities of food supplies, running into tens of thou¬ 
sands of tons, butter, cheese, frozen meat, etc. 
For miles warehouses were erected along the 
water fronts and wharves in order to accommo¬ 
date these stores. The heat and other conditions 
caused a great deal of it to be spoiled and 
totally lost. 

Fourteen years after the first settlers land¬ 
ed in Wellington, New Zealand, to be more ex- 
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act, in 1854, the late E. W. Mills founded the 
establishment of E. W. Mills & Co., which has 
continued until the present day, making it one 
of the oldest hardware concerns in the world. 

E. W. Mills & Co., were among the first im¬ 
porters of American hardware, and we believe 
today it still continues to rank as one of the 
largest. 

The firm deals extensively in every class of 
hardware, house furnishing and sporting goods, 
and also has special departments and staffs for 
machinery and ship chandlery. 

One of the employees of E. W. Mills & Co., 
E. W. Gibbs, has been connected with them for 
fifty-four years, and on the anniversary of this 
fiftieth year was given a holiday of six months 
and a trip to England. Another employee, John 
Elliott, has been with the firm for forty-five 
years. 

This fact itself is evidence of the position 
they occupy and of the high standing and char¬ 
acter of the men who have been instrumental 
in making it the success that it is. 

The large premises are centrally located, 
close to the wharves, and the operations of the 
company extend over the whole country. 

We are showing a photo of two of the 
buildings occupied by E. W. Mills & Co., which 
will indicate something as to the size of the 
institution. 

If you will get out your map and look at the 
island southeast of Australia, perhaps you will 
get a correct idea as to the size of this country, 
its possibilities for trade and what it can pro¬ 
duce. It doesn’t look as if Australia was 1500 
miles away from New Zealand. Wellington, the 
capital is an interprising city of some 85,000 
people. 

E. W. Mills Co. Ltd., are firm believers in 
advertising, but they believe in advertising one 
article at a time. 


TRADE NOT HURT BY ECONOMY 

Mr. Babson tells us that trade is not hurt by 
economy. “This talk of saving is just a ques¬ 
tion of spending, an option of whether you 
spend for temporary or permanent account. The 
public calls it saving when a dollar is put into 
the bank, but the money is almost immediately 
loaned out and spent for machinery, improved 
roads, or other permanent goods. The less there 
is spent for transitory merchandise, such as 
food and clothing, the more will be spent for 
factories and farm implements. This keeps up 
the total volume of trade, regardless of thrift, 
or extravagance.” 

Mr. Babson tells us that he has received 
practically as many reports of increased as 
decreased sales. In fact, the most serious diffi¬ 
culties reported are not traceable to economy 
or lack of demand, but lack of supplies. 

Mr. Babson reports that sales are 15 per cent 
above sales of a year ago. This, of course, rep¬ 


resents business in terms of money and takes 
no account of the great increase in prices 
Allowing for this price advance of about 37 
per cent, Mr. Babson estimates that the actual 
amount of business in terms of tons or other 
units is below that of a year ago by about 14 
per cent. 


THE SUGGESTIN’ CLERK 

Beats all what a suggestin’ clerk 
They have in that hardware store; 

I never can buy all I need 

With him a-suggestin’ more! 

I buy a hoe; he smiles, and says, 

“Now don’t you need a rake?” 

If I buy nails: “Need any screws?” 

Some such remark he will make! 

Somehow, when he suggests the things, 

I always think I need ’em— 

Believe he helps create my wants 
That he may help to feed ’em! 

I 

He looked at me so shrewd one day— 

It put me on my mettle! 

Because I purchased then of him 
A pan and granite kettle. 

“Now don’t you need a wife,” said he, 

To keep the pot a-boiling, 

And make the household wheels go ’round 
When everything needs oiling?” 

Alas! alack! Suggestin ’ clerk! 

I’ve been and popped the question! 

He’ll sell me lots of ware, because 
I heeded his suggestion. 


A serious man is generally considered a joke 
by his wife’s relatives. 


There are times when it is better to have a 
poor opinion than none at all. 


The following curious maxims were pla¬ 
carded on the walls of the elder Baron Roth- 
child ’s bank: 

“Carefully examine every detail of your 
business. Be prompt in everything. Take time 
to consider and then decide quickly. Dare to 
go forward. Bear troubles patiently. Be brave 
in the struggle of life. Maintain your integrity 
as a sacred thing. Never tell business lies. Make 
no useless acquaintances. Never to appear some¬ 
thing more than you are. Pay your debts 
promptly. Learn to risk your money at the 
right moment. Shun strong liquor. Employ 
your time well. Do not reckon upon chance. 
Be polite to everybody. Never be discouraged. 
Then work hard and you will succeed.” 
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IS IT COMING TO THIS? 

A soldier or a sailor works for $30 to $35 
per month to protect the lives of our citizens 
in the United States—working long hours day 
and night, under the most inconvenient and try¬ 
ing circumstances, risking his life every mo¬ 
ment—when he stops work or deserts he is 
treated as a traitor, and you know how severely 
he is dealt with. If he escapes with his life 
he is given a sentence ranging from five to fifty 
years at hard work. 

The military authorities well realize the seri¬ 
ousness of his offense, even though there may 
be mitigating circumstances due to the nature 
of his work and the risk he is taking. 

But men working in the munition or ship¬ 
building plants, who construct ships to carry 
food and ammunition to men who are risking 
their lives every moment—your boys and mine 
in the trenches—at a time when each day’s de¬ 
lay may mean the sacrifice of thousands of 
lives—these men are not obtaining merely $30 
per month, but many times that amount—when 
such men engaged in this work in this country, 
under the most pleasant circumstances stop 
work, what is it that occurs? 

Ninety-nine times out of a hundred, even if 
it is not the hundredth, he is given an increase 
in wages, politely asked if he will consent to put 
in time and sign the weekly pay roll, well un¬ 
derstanding he can stop work again in a few 
weeks or months at most and still continue to 
strike again and again. 

Is it coming to this, that because of the 
organization of these men who boast of the 
votes they control, the million or more who 
are already across the seas, fighting for the lives 
and liberty of such as are supposed to be mak¬ 
ing munitions and constructing ships, are we to 
continue to be ruled by such traitors no matter 
under what guise or organization they operate? 

We conscript men to fight, we conscript 
railways, telegraphs, telephones, manufacturing 
industries, but we permit these daily occur¬ 
rences. 

What is needed ? Are we to become another 
Russia? 


WAR SUBSTITUTES 

Economy for Waste. 

Co-operation for Criticism. 

Knowledge of Prices for Gossip about Profits. 
Cornmeal and Oatmeal for Wheat Flour. 

Fish for Beef and Bacon. 

Vegetable Oils for Animal Fats. 

The Garden Hoe for the Golf Stick. 
Performance for Argument. 

Service for Sneers. 

Patriotic Push for Peevish Puerilities. 
Perishable for Preservable Foods. 
Conservation for Conversation. 

Common Sense for Common Gossip. 

Marketing for Telephoning. 


EX-GOVERNOR HUGHES’ OPINION ON 
ZONE LAW 

We want you to read the open letter publish¬ 
ed from Ex-Governor Charles E. Hughes, one 
of the ablest men in the country, who has never 
been a politician seeking to catch votes, but 
whose well known methods of giving careful 
study to any question which is presented to 
him, and whose national reputation as an in¬ 
vestigator has been responsible for some of the 
most advanced legislation in the country. 

Ex-Governor Hughes is a forward acting 
man, rather than a mere forward looking one. 
for as he says he does not believe in “looking 
backward, or walking backward.” 

The Zone system that was slipped through 
Congress by self seeking politicians was gotten 
through by a ruse, attached as a rider to an 
appropriation bill without any investigation or 
discussion whatever. No one had the oppor¬ 
tunity of presenting any facts. The methods 
used were similar to that of other laws that 
have been rushed through Congress for political 
purposes. 

It is far worse than the Zone system which 
was abolished by President Lincoln in 1863. 

Charles E. Hughes has nothing to gain or 
lose by urging that Congress should repeal such 
an iniquitous law. 

It is a serious matter, not only for the pub¬ 
lishers, as well as subscribers, whose rates will 
be raised, but it encourages the sectionalism 
and sectional feeling, something we have been 
trying ever since the Civil War to get rid of. 
Read the article on another page, and please 
write to your Senator and Congressman asking 
its repeal. 


WATCH YOURSELF GO BY 
Just stand aside and watch yourself go by: 
Think of yourself as “he” instead of “I,” 
Pick flaws; find fault; forget the man is you 
And strive to make your estimate ring true. 
The faults of others then will dwarf and shrink, 
Love’s chain grows stronger by one mighty link. 
When you with “he” as substitute for “I” 
Have stood aside and watched yourself go by. 


A. H. DESSAU SHOWS RIGHT SPIRIT 
A. H. Dessau, advertising manager of the 
Stanley Works, New Britain, Conn., although a 
married man and exempt from military service, 
could no longer repress the patriotic spirit and 
has joined the training camp for officers at 
Camp Devens, Massachusetts. 


“What are we fighting for, you ask? 

What are our terms of peace? 

Let him who turned the land to waste; 
Let him, who turned the seas to blood; 

Let him, who turned kind hearts to hate— 
Ask them—upon his knees!” 

—James Weber Lina. 
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GETTING RID OP TROUBLE BY BUYING 
DELIVERED INSTEAD OP P. O. B. 

(Copyright, by Elton J. Buckley) 

I have the following letter from a retail mer¬ 
chant on a very important and timely subject: 

We have suffered considerable loss and annoyance 
through the loss of goods in transit from manufac¬ 
turers and jobbers to us, and while we are willing to 
admit it is not altogether the shippers’ fault, it seems 
to us that in most cases they are in a better position 
to obtain redress than we are. In most cases tne ship¬ 
per refuses to enter any claim for the loss and insists 
that his responsibility ceases when he delivers the 
goods to the carrier. 

We should like to know if by printing our order 
forms in the following manner the shipper would auto* 
matically assume the responsibility. At present we 
simply state “Ship to us by express (or rail, as the 
case may be) the following goods.” 

Instead of this we propose to use the introduction: 

” Please deliver to us at.by.” 

Can you tell us if this stipulation will throw the re¬ 
sponsibility of getting the goods to us in perfect condi¬ 
tion on to the shipper as we desire it should bef 

Let me explain the legal principle on which 
goods are sold, and this correspondent, together 
with the readers hereof generally, will more 
clearly understand my answer to the question. 

Goods can be sold two ways: First, f. o. b. 
the seller’s station (or f. o. b. the seller’s ware¬ 
house), or, second, delivered to the buyer’s sta¬ 
tion or store, etc. The seller invariably prefers 
the first way, and with few exceptions all sales 
of merchandise are made that way today. The 
buyer should prefer the second, although he 
n£ver contends very strongly for it, merely 
accepting in the average case the seller’s way 
of doing it. Why the preferences are as they 
are I will explain. 

When goods are sold f. o. b. the shipper’s 
station, the seller’s duty is done when he deliv¬ 
ers the goods, in good condition, to the railroad 
company. When he does that his claim for the 
price of those goods is complete, and if they 
never reach the buyer, or reach him damaged, 
he, the seller, can still collect from the buyer 
the full purchase price. The foundation prin¬ 
ciple here is that when sales are made f. o. b. 
the seller’s station, the railroad company to 
which they are delivered is regarded as the 
agent of the buyer, not of the seller, and deliv¬ 
ery to the company is the same as delivery to 
the buyer himself. 

Therefore title passes to the buyer at the 
instant of delivery to the railroad; the goods are 
his from then on, and if anything happens to 
them it is up to him. HE must make claim on 
the railroad for any damages which may arise, 
and he cannot refuse to pay the seller until 
the railroad has paid him. This is the reason 
why the seller always prefers this method of 
selling. 

Where goods are sold delivered or f. o. b. 
the BUYER’S station the seller’s obligation of 
course goes further. The goods are then his 
until they are delivered, and he cannot collect 
for them until delivery in good condition. If 


they are lost, or damaged in transit, the job 
is his to claim on the railroad. Naturally he 
avoids this method of selling whenever he can. 

Now as to whether the plan suggested by 
the correspondent would change this situation. 
It would have to change it if it is going to suc¬ 
ceed; in other words, it would have to go 
further than a mere clause in an order blank— 
it would have to change the entire method of 
selling and sell delivered instead of f. o. b. If 
this plan will do that, it will accomplish the 
corresondent’s purpose, but I question 
whether it would do it. You can’t overturn the 
established custom of years by introducing a 
new clause in an order blank, certainly not 
unless you give the seller specific notice of it 
and its object is clearly understood. In a nut¬ 
shell, a buyer can rid himself of all the nui¬ 
sance of paying for goods that are damaged 
when they reach him, or that don’t reach him 
at all, and then making claim on the railroad, 
by buying delivered instead of f. o. b. the sel¬ 
ler’s station. That puts the whole thing up 
to the seller. 

But you couldn’t accomplish this except by 
making the contract clearly and plainly a deliv¬ 
ered contract, and that you would have great 
difficulty in doing, because every manufacturer 
and jobber from whom you buy will be against 
you as soon as he understands what you are 
trying to do. Nevertheless, if you can get your 
manufacturer or your jobber to agree to sell you 
delivered, your troubles will be over. But the 
contract should be open and plain and state 
all of its phases, such as responsibility for 
freight charges, etc. You could not do it by sud¬ 
denly and without warning slipping something 
in the order blank. 


The hardware dealers of Lewis county, 
Idaho, have perfected a local retail hardware 
organization, by electing Charles Giles of Ilo, 
president; J. B. Henry, of Nez Perce, secretary; 
and Charles Giles, F. S. Erb, and J. L. Demp¬ 
sey, directors. This is in line with the action 
of enterprising merchants everywhere in form¬ 
ing local organizations, and one that should 
be of benefit to merchants in every section. 


J. Klenert, formerly buyer for L. Bamberger 
& Co., Newark, N. J., is now connected with the 
Marlin Hardware Co., 110 Fulton street, New 
York. They will be glad to send catalogs and 
discount sheets to any of our readers in that 
section who are interested. This is a new enter¬ 
prise handling hardware, auto accessories and 
supplies. 


What’s the use of running when we are not 
on the right road? 


To produce a work of art you must first 
master the art of work. 
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EFFECTIVE ADVERTISING. 

The question of the most effective advertis¬ 
ing for retail merchants is always uppermost, 
especially with every ambitious merchant. 

In previous issues, we have referred to vari¬ 
ous methods which have proven good in the 
instances cited. 



H. SUMNER GEER 

Some merchants use cartoons in their win¬ 
dows, illustrating current or up-to-date events. 

Others issue a store paper, or house organ, 
still others send out blotters, calendars, to 
say nothing of using the publicity aids by man¬ 
ufacturers, coupled with advertising in the lo¬ 
cal or home paper. 


Freezers that will make ice cream, 
Heaters when you have no steam; 
Paints in forty different shades, 
Rakes and hoes and garden spades. 
DOUGLAS BROTHERS. 
Hardware Store on 
Jerome Avenue. 


Still, it is always well to consider other 
means of publicity, and to be willing to try it 
out. What appeals to a portion of the people 
in your community would have no effect on 
o thers. _, 

We are really not to blame 
When the streets are wet with rain, 

And your nerves are on the rack, 

Wishing for a nail or tack, 

Do not worry, wail or moan, 

Order on the telephone.—Tre. 3062. 

DOUGLAS BROTHERS. 

Hardware Store on 
Jerome Avenue. 


Many successful men believe that to give 
their store news in a pleasant way, leaves a 
“pleasant taste in the mouth. ,, Some have 
caused their stores to be remembered in some 
verse or rhyme. 


Help Yourself. 

Plant! Plant!! Plant!!! The boys are coming— 
Cheer up Farmers and be gay— 

With a Spade, a Hoe and Rake 
They are ready now to take— 

Garden land for Seeds and not for them to play. 
(Sing it). —Bronx Nut. 


But H. Sumner Geer is more than a 
“rhymester.” He is a successful hardware man 
who makes his abode at 1904 Jerome Avenue, 
Bronx Borough, New York. Aside from sell¬ 
ing hardware and house furnishings, he like¬ 
wise furnishes rhyming verses to hardware 
merchants throughout the country, and those 
who have tried them think them good, and con¬ 
tinue. Manufacturers also have him make 
verses for their products. 


Fishing poles, with line and reel, 
Hooks to catch a fish or eel. 
Busse chair seats, any size, 

Buy them now, before they rise. 
We now hope you have no reason 
Not to call on us—this season. 
DOUGLAS BROTHERS. 
Hardware Store on 
Jerome Avenue. 


Years ago there was a man who made a 
good sum for simply writing business or trade 
slogans. He charged a good round sum for it. 
The price which Mr. Geer charges, however, 
is within the reach of every merchant, large 
or small. He doesn’t seem to have any diffi- 


A Hardware Dealer once did say, 

To customers who could not pay, 

Please come around some other day— 

And then of course they went away. 

But if he said I cannot trust, 

I must have cash or I will bust, 

I do not want my goods to rust. 

His patrons thought it was but just. 

—Bronx Nut. 


culty in having the spirit or muse move him. 
We are showing some of Mr. Geer’s verses 
in this issue. He will be glad to hear from any 
of our readers, and assist them in preparing 
any booklets or cards with appropriate verses, 
or to get up a series for them, which they can 
use in their home papers, or store paper. The 
expense, at any event, is so little, that it would 
be well worth while for merchants to write 
to him. 


Bread and Cake Pans on the list. 
Pie Plates never should be missed; 
Fixtures for the bathroom, many, 
Lamp wicks selling for a penny. 
DOUGLAS BROTHERS 
Hardware Store on 
Jerome Avenue 
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A Lesson From Mail Order Methods 

Ton Know This Is True. What Have Ton Done to Help Tonrself? 

(Copyrighted; all rights reserved) 


T HE mail order houses are selling to your 
customers more of some kinds of goods 
than you are selling and they are doing 
it by taking advantage of the opportunity the 
catalog offers them. 

As a rule it is easier to see what a thing is 
like if it lies before us than if we have only a 
picture of it. We have thought so long in 
terms of this rule that we have forgotten to 
look for the exception to it. 

The rule applies more particularly to things 
people know something about, or to things the 
use and quality of which are obvious almost at 
a glance. Things which people cannot identi¬ 
fy at sight, things they know little or nothing 
about they view merely with curiosity when 
they see them on the counter, and that curiosity 
rarely leads them to seek for complete infor¬ 
mation. 

Where the mail order catalog puts it over 
our stores along this line is in the matter of 
explanation. 

Some new item of stock lies on the counter 
where people can see it, but they do not know 
what it is unless it is labeled with a card, and 
even then they get only the bare name and 
a hint of its possible usefulness. Of course the 
complete story of its uses might be printed on 
the card, but it never is, and anyway people 
will not often stop to read a long story on a 
show card. The salesperson in charge could 
keep watch and when anyone looked at the ar¬ 
ticle, step up and explain its use, but salesper¬ 
sons do not often do that—even when they are 
not so occupied that they cannot. 

To sum it up, explanation is possible when 
goods are shown where people may see them, 
but it is not probable. Many things operate to 
make it more than likely that the observer will 
not find out all he or she might like to know 
about the particular item in question. 

People Like to Be Told 

On the other hand everything favors full 
explanation in the catalog. The catalog can¬ 
not show more than a picture of the goods and 
it must therefore give a complete description. 
This description must detail the uses and the 
advantages of the item in question. 

The writer in the mail order catalog has 
plenty of time to figure out all the advantages 
of the goods and to detail them for the benefit 
of the reader. While a clerk may be short of 
time or short of inclination to give customers 
all the information desirable, the catalog 
maker’s business is to go as far into details as 
is profitable. He has the time, too, to put his 
description into the most effective language. 


In getting influential description into the 
catalog, the buyer or the manager need go to 
the writer of the description just once and im¬ 
press upon him the necessity for doing the 
thing properly. He does it but once himself. 
The printing presses do the rest. In the case 
of the store salesperson, that person must not 
only be informed about the goods, but there 
must be constant pressure to keep him inter¬ 
ested in giving visitors the desired description. 

Our Stores Are Full of Goods 

That comparatively few people buy because 
only a few people become interested in them. 
More people would buy these items if they knew 
all about them, but they do not. The casual 
newspaper advertising the items get is not suf¬ 
ficient to explain all their advantages. The oc¬ 
casional effort of a salesperson does not reach 
many possible purchasers. So the catalog houses 
are selling some goods in larger quantities than 
the retail stores. 

When a possible customer sits down with a 
catalog, she has time to study it with some care. 
She will read fully the description and find out 
more right then and there about some article 
than she would have learned in seeing it in 
the store a dozen times. 

Here is an instance that shows the actual 
working out of the idea. 

“How do you sell so many of our No. 1090 
baby strap?” wrote a manufacturer to a mail 
order house. “Marshall Field, Gimbel and 
Wanamaker and a number of the big stores have 
sold this strap for years, but your sales since 
the first of the year have run beyond their ag¬ 
gregate sales. How do you do it?” 

The answer was simple. “We have a chance 
to EXPLAIN your baby strap in our catalog 
and to show a picture of it attached to a 
high chair.” 

The rather confusing bunch of leather lying 
on a counter or showcase, even i 2 it had a 
showcard over it, did not suggest the strap’s 
possibilities to the shopper. It required explana¬ 
tion to develop interest and make sales. 

So it is true that in every store there are 
goods that would sell better if explanations ac¬ 
companied displays, if the casual observer 
could see what, why and wherefore about them. 
If the retailer is to hold his own in selling these 
goods, if he is to get his share of the business 
on them, he will have to arrange for explaining 
to the public all about them. 

Sometimes the best help in explanation will 
be an illustration of the article in use, with a 
brief line of description. Sometimes a few 
clear cut sentences on ft car( j w j]j eX pi a j n 


Digitized by v^ooQle 


HARDWARE WORLD 


87 


Sometimes the article itself may be shown in 
use instead of rolled up or folded in a box. 

If it is so easy to sell certain goods that a 
mail order catalog can sell them on a printed 
explanation of their use with only a picture to 
help, it certainly ought not to be difficult for 
stores to sell the same things when the goods 
themselves may be shown and the explanation 
given where the customer has a chance to ask 
further questions. 

Success in working out this greater expla¬ 
nation plan must naturally depend to a large 
extent upon the salespeople being well informed 
about the goods, and on this account and on 
all accounts, the merchant should see to it that 
information about all his goods is available 
for the clerks, and more than that, that it is 
absorbed by them. 

If you want to know more about how the 
catalog house puts such business across, get the 
catalogs and look up the descriptions that are 
selling goods faster than display is selling them 
in your store. You ought to have all the mail 
order catalogs constantly on hand anyway. 
They are full of ideas for you. 


THE SAME TODAY, TOMORROW, 
FOREVER 

The following statement was expressed by 
John Stuart Mill more than half a 
century ago: 

War is an ugly thing, but not the ugliest of 
things. A decayed and degraded state of 
moral and patriotic feeling which thinks 
nothing worth a war is worse. 

When a people are used as mere human 
instruments for firing cannon or thrusting 
bayonets simply to serve the selfish purposes 
of a master, such warfare degrades a people. 

On the other hand, war to protect other 
human beings against tyrannical injustice; a 
war which is their own war for the upbuilding 
of righteousness and freedom, such wars are 
often a means of a nation’s regeneration. 

A man who has nothing which he is willing 
to fight for, nothing which he cares about 
more than his own personal safety, is a mis¬ 
erable creature with no chance for freedom 
unless gained for him by better men than 
himself. 

So long as justice and injustice have not 
terminated their ever - renewing fight for 
ascendency in the affairs of mankind, human 
beings must be willing when need be to do bat¬ 
tle for one against the other. 

The most afflicted part of a house is the 
window. It is full of panes, and who has not 
seen more than one window blind? 


The true man is the one who realizes that 
his greatest development comes from overcom¬ 
ing resistance and triumphing over obstacles. 


THOSE CLERKS OF SMITH’S 

Good-natured bunch! they smile on you, 

Say “Howdy!” and smile again! 

Your heartstrings loosen, and your purse— 
Well, it opens wide to them! 

They take some human interest 
In the common folk—like you! 

A homey sort o’ halo seems 

To shine around what they do. 

They ask about the wife and kids, 

And crops, and talk of weather; 

Somehow, you just enjoy the time 
You’re spending there together! 

You know that clerk is surely not 
Machine to get your money; 

But only man who works with you 
To get from life its honey. 

They work for you, you work for them 
With human interest, till 

The trade—well, trade just flows to Smith’s 
As water flows downhill. 


HAVING CONFIDENCE IN YOUR 
BUSINESS. 

We laugh when we think of the story told 
about the man who decided he would go into 
the banking business; and renting a building, 
placed a sign with the word “BANK” in big 
letters across the window. The first day a man 
came in and deposited $50.00. The next day 
another man came in and deposited $50.00, an¬ 
other left $75.00, and another $40.00. By this 
time the banker began to gain confidence in his 
bank and deposited $100.00 himself. 

Such a condition and situation seems ri¬ 
diculous; but don’t you know, Mr. Merchant, 
that some dealers appear just as absurd and 
ridiculous to the public when they urge every¬ 
body to buy at home—and then go to some dis¬ 
tant city to buy their clothing, their groceries 
and other things they want. 

Every time a merchant urges the people of 
his town to buy goods at home, patronize home 
industries, keep money at home, and all these 
things, and then fails to do these things him¬ 
self, he places himself in about the same light 
in the eyes of the people of his community as 
the banker that the story is told about, that is, 
he causes people to feel that he lacks confi¬ 
dence in his own teaching and that he lacks 
confidence in his fellow business men. 


To make good should be the chief concern 
of every man. Honesty, loyal, conscientious 
endeavor will help us to accomplish that for 
which we aim. 
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Chas. E. Hughes Condemns Postal Zone Law 


N O MAN in the country stands higher than 
Ex-Governor Charles E. Hughes. He is 
one of the most able men in the country. 
When Governor of New York, he was re¬ 
sponsible for the enactment of much construct¬ 
ive legislation. It was due to his investigation 
that corruption in the life insurance companies 
a number of years ago was exposed and cleaned 
up. He is known as the man who stopped the 
gambling and race track demoralizing influence. 

He is one of the few men who ran for office 
where the office sought the man and not the 
man the office. Even those who differ with 
him politically admit that he is a man of fixed 
and inviolable principles, one who has never 
kept his ear to the ground to first see which 
side would be popular or control the most votes 
on any issue. 

Such a thing as considering party welfare 
in order to obtain votes or secure office cannot 
be said against a man like he. Be believes in 
the upholding of the constitution, the main¬ 
tenance of law and order, the enforcement of law 
equally to all alike. He plays no favorites. 

In 1911 he was on the committee to investi¬ 
gate second class mail matter and gave consid¬ 
eration to the Zone System, which by the’way 
had been abolished by. President Lincoln in 
1863. 

He was recently asked by the Publishers’ 
Advisory Board to act for them because they 
knew he had made a study of and was familiar 
with the details in the Post Office department. 
He gladly consented to act, but would not accept 
any pay therefor. The letter following is typi¬ 
cal of the man and speaks for itself. 

You can do a favor to yourselves as well as 
to the publishers to write to your Congressmen 
and Senators asking for the repeal of this law 
which was put on the statute books by politi¬ 
cians in Congress without any investigation 
whatever. 

It was done by the methods of a few wilful 
Congressmen who happen to be in position by 
reason of their chairmanship in certain com¬ 
mittees to slip it through Congress as a rider at¬ 
tached to another bill without the matter being 
given any attention or discussion. 

Bead his letter and do as he suggests and 
write to your Congressmen and Senators. 

1262 New Hampshire Ave., 
Washington, D. C. 
June 17, 1918. 

Mr. Allen H. Richardson, 

Publishers’ Advisory Board, 

200 Fifth Ave., New York. 

Dear Sir— 

In answer to your letter, I beg to say: 

I prefer not to accept a retainer to appear 
before legislative committees upon matters of 


general policy, as in such matters, if I have 
anything to say, I desire to speak only as a 
citizen. 

I have no hesitation in saying that I regard 
the zone system of postal rates for newspapers 
and periodicals, coming under the definition of 
second-class mail matter, as ill advised. The 
Commission on Second-class Mail Matter (ap¬ 
pointed in 1911), of which I was a member, con¬ 
sidered this question and reported unan¬ 
imously against the zone system. We said in 
that report: 

“The policy of zone rates was pursued in 
the earlier history of our post office and has 
been given up in favor of a uniform rate in view 
of the larger interest of the Nation as a whole. 
It would seem to the Commission to be entirely 
impracticable to attempt to establish a system 
of zone rates for second-class matter. • • • 

“Progress in the post office, with respect, 
both to economy in administration and to public 
convenience, leads away from a variety of dif¬ 
ferential charges to uniform rates and broad 
classifications.” 

In my judgment the zone system for second- 
class mail matter is unjust to the publisher and 
unjust to the public. It not only imposes upon 
the publishers the additional rates upon a sec¬ 
tional basis, but it makes necessary the added 
expense for the necessary zone classifications 
at a time when every economy in production 
and distribution is most important. It intro¬ 
duces a complicated postal system to the incon¬ 
venience of the publisher and public when there 
should be a constant effort towards greater 
simplicity. There is no more reason for a zone 
system of rates for newspapers and magazines 
than for letters. 

Newspapers and magazines are admitted to 
the second-class postal rates on the well estab¬ 
lished policy of encouraging the dissemination 
of intelligence, but a zone system is a barrier 
to this dissemination. If it is important that 
newspapers and magazines should be circulated, 
it is equally important that there should not be 
sectional divisions to impede their general cir¬ 
culation through the entire country. 

We are proud at this moment of our united 
purpose, but if we are to continue as a people 
to cherish united purposes and to maintain our 
essential unity as a nation, we must foster the 
influences that promote unity. The greatest of 
these influences perhaps, is the spread of in¬ 
telligence diffused by newspapers and period¬ 
ical literature. Abuses in connection with 
second-class mail matter will not be cured by a 
zone system of rates. That will hurt the good 
no less than the bad, and perhaps some of the 
best sort of periodical literature will be hit the 
hardest. 
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We do not wish to promote sectionalism, and 
“one country” means that our correspondence 
and in the diffusion of necessary intelligence we 
should have a uniform postal rate for the entire 
country. The widest and freest interchange is 
the soundest public policy. 

I hope that Congress will repeal the pro¬ 
vision for the zone system which is decidedly a 
looking-backward and walking-backward meas¬ 
ure, Very sincerely yours, 

(Signed) CHARLES E. HUGHES. 


ARE YOU GOING OR COMING? 

(By William Hart) 

What is your business going to be after the 
war—an institution or a memory? Are you 
grooming yourself for second place—for obliv¬ 
ion or for leadership? You may have anything 
you want—but you must decide now. 

You cannot eat your cake and have it, too. 
You cannot hide your head in the sand until 
the storm is over and then make the public 
believe that you are one of the country’s big, 
bold captains of industry. 

This country isn’t going out of business! 

J. Pierpont Morgan, the elder, made his 
money “by always being a bull on the United 
States!” No matter what went up or down, 
he always played the United States for a rise. 

Have you a better system to suggest? Are 
you playing it? And is it working? And does 
your pessimism make you happy? Or are you 
a little more nervous, a little less confident 
each day? And has your state of mind any¬ 
thing to do with your fitness to hold a big busi¬ 
ness together and to maintain its momentum? 

This war period is the acid test! It’s going 
to spotlight the big men in American business— 
the creators, the men of imagination, foresight 
and staying-power—the men who were “always 
bulls on the United States.” 

If your business is built on publicity—on the 
public’s knowledge of you and its good-will 
toward you—are you going to keep that knowl¬ 
edge alive and that good-will active—or not? 

Suppose you can’t fill your orders now— 
suppose your facilities are all taken up with 
war work—or you can’t get enough cars to 
ship in—or the public isn’t buying your goods 
just now—or any one of a thousand things— 
are you going to invite the public to forget you? 

Suppose the war lasts five years and you 
can’t make a dollar during that period and 
your normal profits are a million dollars a 
year, is it worth anything to you to keep your 
good-will active and growing—and to position 
yourself for a profit of one or two millions a 
year after the war? 

How much is your good-will worth—isn’t it 
easily worth ten times your annual earning ca¬ 
pacity? Do you want to forfeit an asset like 
that just because you can’t cash in on it for a 


year or two, or maybe five? How long has it 
taken you to build it—and how much has it 
cost you? Do you want to buy it all over 
again? Do you think you can buy it any more 
quickly or cheaply the next time? 

And how long do you think it will be good 
for in these times, when the public has more to 
think about besides you, than it ever had be¬ 
fore ? The public has a short memory. Are you 
willing to risk its forgetfulness—even to invite 
it? Figure it out in dollars and cents. Can 
you afford it? 


THE PRICE-CUTTER 

Cutthroats! The price-cutter in business is 
the cutthroat who drives the small concern to 
the wall. He is, therefore, as obnoxious as the 
merchant who raises the price and increases the 
cost of living. The price-cutter hides behind 
a misnomer. He may cut the price on some 
article whose popularity has been secured by 
extensive advertising, but he invariably in¬ 
creases his profits on other lines of goods that 
he may foist upon the unsuspecting customer. 

Curiously enough, the Sherman Law did not 
have for its sole purpose a reduction in the cost 
of living, for in two instances, at least, action 
was brought by the Government against cor¬ 
porations on the ground that they had violated 
the Sherman Law by reducing the prices of 
their commodities to a level that endangered 
competition. 

The Ward Baking Company was accused, for 
instance, of giving away bread to induce cus¬ 
tom, and the Corn Products Refining Company 
was accused of selling its corn syrup at a lower 
price than its competitors could offer with a 
profit, though its competitors were constantly 
increasing their output while its percentage of 
the entire trade was decreasing. 

The Sherman Law was intended properly to 
restrain great corporations from devouring 
their small competitors, but the Department of 
Justice, in its eagerness to curry public favor, 
has gone far beyond the original purpose of the 
statute. One of its farthest departures is in its 
action against Colgate & Company, brought 
on the preposterous ground that it refused to 
sell its products to dealers who had failed to 
maintain the advertised retail sales prices. 
Every workman has a right to work or refuse 
to work for any employer. Every customer has 
a right to make his choice of articles and trade 
at any store he desires. 

The right that the buyer enjoys should by 
every rule of reason and equity belong also to 
the seller. It seems preposterous that the ques¬ 
tion of the seller’s right should be raised in 
these strenuous times by an over-burdened De¬ 
partment of Justice. But it has been raised, and 
we are glad to know that the issue is to be met 
in open court, as it ought to be. — Leslie’s 
Weekly. 
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APPLY YOUR THOUGHTS 

To a man marooned on a desert island, a 
safety pin might mean more than a million 
dollars. Money is useless if it can’t be ex¬ 
changed for something you need or want. 

Thought is more powerful than money, be¬ 
cause it not only mothers the making thereof, 
but determines the spending. 

Yet unapplied thoughts are as worthless as 
dollars that cannot be used, says Leigh Mitchell 
Hodges in Dupont Magazine. 

On the walls of one of the world’s biggest 
factories are scores of placards bearing in giant 
letters the one word 4 ‘THINK.” The founder 
and owner of this business says it is the one 
form of service he has had the hardest time 
getting, though willing to pay more for it than 
for any other. 

Even those who think often waste thoughts 
through not applying them. Others never try 
cross-application—testing in some new field 
thoughts which already have proved profitable. 

In a great industrial plant a certain man 
directs the manufacture of a standard product. 
Lately, new uses were sought for this. At one 
suggestion this man suddenly remembered he 
long ago had tried that same plan and found 
it practical. 

Failure to apply his thought in the larger 
field had cost him self-advancement and sales 
profits 

“If twenty pairs of men’s trousers can be 
cut out at one operation, why not apply the 
same cost-reducing plan to automobile parts?” 
was the thought-urge back of the biggest motor 
car business on earth. 

It was simply cross-fertilization of brain 
power! 

“If steam lifts a kettle lid, why won’t it 
push a piston head?” was the mothering 
thought-force of every engine and dynamo 
today doing the world’s work. 

THINK—but don’t stop there! 

Don’t rest with one successful application 
of your thought. 

There may be two or ten Cinderellas whose 
feet will fit your glass slipper! 


THINK—for thought is the ancestor of 
every action. But one thought may have many 
children of achievement. 

Apply your thought in varying fields, and 
thus multiply your own profits and those of 
others. 

And never let any thought pass untried—for 
this is one sure road to the sea of remorse, where 
dreams and hopes are drowned in the black 
waters of “It might have been!” 


REAPING THE WHIRLWIND 

Several years ago when four men represent¬ 
ing a minority of railway employees held up 
Congress and the Administration and demand¬ 
ed an increase in wages, we know how quickly 
it was conceded to them by the government 
without any investigation as to the justice of 
their action. 

This came about in less than 48 hours. 

At that time the country was astounded, and 
it was stated we were establishing a precedent, 
that it was the beginning of trouble sure to en¬ 
sue, and we would reap a whirlwind as the 
result. 

Read the daily record of the numerous 
strikes holding up war preparations, the num¬ 
erous demands for shorter hours, for increase in 
wages, and see how readily they are acceded by 
those in authority. 

The same men continue to strike again and 
again, knowing how easy it is to obtain what 
they desire. 

Do they constitute a majority of the people? 

By no means, but they are members of organ¬ 
izations whose leaders virtually say “We con¬ 
trol so many thousand votes. We will tie up 
every industry with which we are connected. 
We will defeat your candidate at the polls.” 

Is it right these things should continue? Can 
you reconcile such a condition of things when 
in the life and death struggle for our very ex¬ 
istence we allow these strikes to occur, this 
jeopardizing the lives of our million or more 
men who are in France, at a time when we 
should be working day and night attempting 
to make up for loss of time and for our neglect 
of past years? 
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You read about the Goodness of 
diamonds on your Speedometer 


T70U can sell Diamond Tires readily and back them confidently. 
*** They stand on their own big mileage performance, and we stand 
back of you. 

Your customers don’t need to read the magazines to learn how good 
Diamonds are— 


The speedometer tells the story! 

It is a matter of common knowledge in well informed 
tire circles that Diamonds give 

**Better Than Average Mileage 
at Less Than Average Cost” 

Ehe .Diamond Rubber Co. 

(Incorporated) 

AKRON OHIO 

Also Makers of Diamond Mechanical Goods 


s. s. 


A War Saving 
Stamp is a 
Star in your 
Service Flag. 
On sale at all 
Diamond 
District Offices 
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FACTS ABOUT FIRST MOTOR CARS 

As is usual with an innovation radically dif¬ 
ferent, the automobile was at first regarded 
as rather an uncertainty. Its possibilities were 
not appreciated. But this was not for long. As 
it was gradually improved upon, its utility feat¬ 
ures were recognized more and more, until 
today the modern motor car is regarded of 
vital necessity as a means of speedy, economi¬ 
cal, and dependable transportation. In every 
line of business and profession it is effecting 
economies, in time, money, and energy saved, 
undreamed of a few short years ago. 

Many alive today who ridiculed the first 
weak efforts of the 4 ‘horseless carriage ,, have 
lived to become absolutely dependent, directly 
or indirectly, upon the automobile for the posi¬ 
tion they hold, the food they eat, and the house 
they live in. 


In the early nineties an automobile manu¬ 
facturer advertised that he was building a 
motor vehicle which “can be operated in all 
seasons.' 1 


Seven automobiles were exhibited at the 
first automobile show. 


The Signal Corps was the first branch of the 
United States Army to utilize the automobile 
in any capacity. This was in 1899. 


In January, 1900, there were eleven gaso¬ 
line automobiles in Cleveland. 


Seven and one-half miles an hour was the 
dizzy speed attained by the winning machine in 
the first automobile race. 


An early motor enthusiast went on record 
with the statement that he would buy a motor 
carriage immediately if he were not afraid of 
frightening horses and incurring the risk of 
a damage suit. 


In the early days spark plugs were called 
“sparking points." 


“Autocar," “automotor," and “petrocar" 
were the names applied to the first motor 
vehicles in England, while in the United States 
“motorcycle," “autocycle," “horseless car¬ 
riage," and “motor wagon" were the terms 
commonly used to designate the atuomobile, 
a name which came into use at a later date. 


In the infancy of automobiles a windshield 
was called a wind screen. 


A motorist in 1899 said: “My seven days' 
traveling, however, was not done on consecutive 
days, as the motor always had to rest from one 
to three days after a few miles' run, before 
it could be persuaded to operate again." 


NEW MEMBERS ASSOCIATIONACCESSORY 
JOBBERS 

Editor Hardware World : 

I beg to inform you that at the recent Hot 
Springs Convention the following concerns 
were elected to membership in the Association. 

Jobbers 

Archer and Wiggins Company, Portland, 
Oregon. 

Child, Day & Churchill, Inc., Spokane. 
Washington. 

L. Frank Saddlery Company, San Antonio, 
Texas. 

Hans Johnsen, Dallas, Texas. 

McCauley - Ward Motor Supply Company, 
Wasco, Texas. 

Motor Accessory & Tire Company, Pueblo, 
Colorado. 

James S. Remick Company, Inc., Sacramento, 
California. 

Salt Lake Hardware Company, Salt Lake 
City, Utah. 

S. Smith & Sons, Ltd., London, England. 

(Attention of Mr. J. H. Rose, 154 Nassau St., 
New York City.) Whiton Hardware Company, 
Seattle, Washington. 

Manufacturers 

Bonney Vise & Tool Works, Inc., Allentown, 
Pennsylvania. 

The Dayton Wire Wheel Company, Dayton. 
Ohio. 

Edison Lamp Works of General Electric Co., 
Harrison, New Jersey. 

Howe Manufacturing Company. Chicago. 
Illinois. 

Kelsey Wheel Co. Ltd., Windsor, Ontario. 
Canada. 

Krom-Nik Gear Company, Chicago, Illinois. 

Lane Brothers Company, Poughkeepsie. New 
York. 

Liberty Accessories Corporation. St. Louis, 
Missouri 

Luthy Hydrometer Company, Detroit. Michi¬ 
gan. 

Motor Products Corporation, Ltd., Walker- 
ville, Ont., Canada. 

Mutual Wheel Company, Moline, Illinois. 

National Spring Company, Newcastle Indi¬ 
ana. 

Osgood Lens & Supply Company, Chicago, 
Illinois. 

Pyrene Manufacturing Company, New York. 
New York. 

Racine Rubber Company, Racine, Wisconsin. 

Russell Manufacturing Company, Middleton, 
Connecticut. 

S. & M. Lamp Company, Los Angeles, Cali¬ 
fornia. 

U. S. Auto Bumper Company, Chicago, Illi¬ 
nois. 

Wire W T heel Corporation of America, New 
York, New York. 

Yours very truly. 

WM. M. WEBSTER, Commissioner. 
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Nowhere in the wire 
wheel industry is there a 
product that can surpass 
the PASCO combina¬ 
tion of Strength, Elastic¬ 
ity, Reliability, Economy 
and Beauty. : PASCO 
wire wheels are really 
distinctive. 


Wire Wheel Resiliency 

makes traveling on the old-style wooden wheels suffer in comparison. If while riding in a wire- 
wheel-equipped car, you have had your eyes and ears open, you doubtless will have noticed a 
springy, velvety sensation that seemed a very luxury, compared to the bouncing, jarring motion 
produced by solid wooden wheels. 

PASCO Wire Wheels have the staunchness, and yet the springiness, so necessary to riding- 
comfort. 

Without undue boasting, PASCO'S distinctive features have made the PASCO wheel a standard 
of comparison—not only for pleasure and delivery cars, but for aeroplanes as well. 

It will pay you to learn the facts about PASCO Wire Wheels. 

Dealers: Write for interesting sales information. Western Representatives: bailey, drake company 

OFFICES: San Francisco, 149 Now Montgomery Si. 

National Wire Wheel Works, Inc. iunii'RuiloBuSdm, 

n „ .. „ . Minneapolis, Minn., 317 Plymouth Bldg. 

Dept H, Geneva, New York Chicago, 111., 1118 So. Michigan Ave. 

Service Stations in Principal Cities 
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Frugality Is False War Finance Policy 

No Shortage in Labor or Materials in America, Pelletier Tells Business Men. Detroit Auto Man 

Sees Needless Commerce Pessimism. 


E LeROY PELLETIER, Detroit automobile 
man and publicity specialist, who has been 
° telling audiences that it is false economy 
to finance the war by frugality, has elaborated 
on his arguments, further supported his doc¬ 
trine that increased production and increased 
wealth will win the war by declaring that there 
is neither a shortage of labor nor material to 
carry out the program he advocates. 

“There is no shortage of anything in this 
country but ships/’ he said. “A reliable statis¬ 
tical expert says that are 8,000,000 men in the 
country who are either idle or working only 
part time. We have not yet conscripted our 
tramp labor. 

“What we face is merely a shortage in the 
distribution of labor. We have not yet learned 
that the work to be done should be taken to 
the worker. We still believe we should draft 
workers in one section of the country and move 
them to another. Furthermore, it is not the 
skilled machinists that are needed as much as 
the machines to do the work. Machines can be 
devised that will*multiply the expert productive 
ability of one man many thousands of times. 
We have got to come to quantity production 
in the United States—and get away from the 
idea that work is to be done by hand and 
in small quantities. The possibilities in quan¬ 
tity production are unlimited.” 

Mr. Pelletier also contended there is no 
shortage of materials, and illustrated the point 
by saying that he, himself, sold hides recently 
at prices lower than those before the war. 

Believes It a Wrong Policy 

“Mr. Vanderlip contends that the child who 
has 25 cents should not spend it for ice cream 
cones but should invest it in a thrift stamp. I 
say ‘Mr. Vanderlip, you are wrong, the pur¬ 
chase of those ice cream cones will keep the 
dealer in business, will help him pay the rent, 
will help the ice cream manufacturers buy their 
homes, will help pay an income to the farmer 
who owns the cow, to the boy who milks the 
cow, and wealth will be created all down the 
line’. 

“And I want to tell you, Mr. Vanderlip, that 
in the state of New York they are slaughtering 
cattle just because there is no market for the 
milk. I claim that is economically unsound. 

“If we urge people to live comfortably and 
spend lots of money for meat, the meat pro¬ 
duction in this country will be increased to a 
point that almost seems an impossibility. The 
demand will cause the stock men to let their 
cattle, now slaughtered young, grow full sized. 
The increase in production will be tremendous.’’ 


Mr. Pelletier said the wealth which can be 
produced in America in the factories alone in 
one year can be increased from $12,000,000,000 
to $15,000,000,000 with scarcely any effort. 

“Let us finance the war by this increase in 
production which increases wealth,” he con¬ 
tinued. “They say that frugality makes 
wealth. They point out that England is worth 
$150,000,000,000 and that the United States is 
worth $260,000,000,000, and try to account for 
the difference in the fact that the United 
States has more resources. 

“Is that so?” Mr. Pelletier challenged. 
“How about China—how about Russia with 
their vast resources? They have no wealth be¬ 
cause they haven’t changed the style of their 
clothes in a century. The change of the style 
of clothes creates a new demand, and creates 
more wealth than any other agency. 

“You don’t know how many grocery stores 
you’ll close if the government stops the auto¬ 
mobile business in Detroit. The fabric of in¬ 
dustry is so interwoven that to close one line 
of industry you will disrupt innumerable 
others.” 

To prove that Secretary McAdoo is pursuing 
a policy of pessimism, Mr. Pelletier pointed out 
that the actual amount raised from day to day 
during the Liberty Loan was withheld from the 
public. 

“That is not what the American people 
want,” he said. “The government should say 
to the people, “Here, we’ve raised $3,000,000,- 
000 today. We need $2,000,000,000 more. Will 
you give it? And the answer will be, ‘yes.’ ” 


AUSTRALIAN TARIFF EXPLAINED 

A complete report on the Australian cus¬ 
toms tariff as it stands today has just been 
m!ade public by the Bureau of Foreign and 
Domestic Commerce, Department of Commerce. 
The purpose of the report is to post American 
manufacturers and exporters on points in the 
new tariff that are not generally understood 
in this country. The preferential provisions, 
by which goods made in England and South 
Africa enjoy advantages over all others, are 
treated in great detail. 

The bulletin is entitled “Customs Tariff of 
Australia,” Tariff Series No. 37, and is the work 
of Louis Domeratzky, tariff expert of the Bu¬ 
reau. Copies can be obtained at the nominal 
price of ten cents from the Superintendent of 
Documents, Government Printing Office, Wash¬ 
ington, D. C., or from any of the district or 
co-operative offices of the Bureau of Foreign 
and Domestic Commerce. 
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WHERE CRUDE RUBBER COMES PROM. 

In spite of the fact that the rubber industry 
has deveolped so remarkably that today it not 
only ranks as one of the most important indus¬ 
tries in the world, as essential factor in the 
winning of the war, and an indispensable ele¬ 
ment in every household, there is declared to 
exist an amazing lack of knowledge on the part 
of the general public concerning its source and 
supply. 

The last few weeks have seen hundreds of 
columns of newspaper and magazine space used 
to record the action of the government in 
restricting the importation of crude rubber. In 
some cases, this has led to an erroneous belief 
that the government’s action was due to a 
threatened scarcity of the raw product. Others 
have been led to believe that the Federal action 
will necessarily result in a serious shortage of 
crude rubber. As a matter of fact, each opinion 
is evidently far from correct inasmuch as it has 
been stated positively by some of those high 
in authority that the restriction on importation 
is simply another means of obtaining more 
ships for transportation of munitions and men 
to war-ridden Prance. 

The Miller Rubber Company, of Akron, Ohio, 
for 27 years an important manufacturer of rub¬ 
ber products, is doing its utmost to enlighten the 
general public concerning the rubber situation 
as it really exists. 

“There is no imminent danger of a rub¬ 
ber shortage, either in the countries where it 
is grown or as a result of the government’s 
restriction on importation,” reads a statement 
just issued by the Miller Company. 

“In these hot, rainy climates of dense humid¬ 
ity, where rubber trees thrive, there seems no 
end to the source of supply. The same situa¬ 
tion exists in practically all of the rubber pro¬ 
ducing countries — South America, Central 
America, Mexico, Africa and the Indo Malay 
regions. 

“The varieties of trees, shrubs, plants and 
vines which discharge the rubber sap are num¬ 
bered in the hundreds. One of the smallest and 
most common is the pasture milkweed, and the 
greatest, the mammoth Hevea Braziliensis tree. 
Not infrequently the latter attains a height of 
* 120 feet and from this huge specimen we get 
‘Latex’ or coagulents of Pine Para. 

“The words ‘India Rubber’ were first ap¬ 
plied to that substance by the Indians of the 
Amazon valley called ‘Cahuchu’. Obviously, 
our name ‘Caoutchous’ is derived from the na¬ 
tive tongue, and in many localities it has come 
to be looked upon as denoting the pure uncom¬ 
mercialized product. 

“Another erroneous impression exists that 
‘Wild’ rubber is superior to ‘Plantation’ or cul¬ 
tivated rubber. At this time, approximately 75 
per cent of the rubber imported into the United 
States and 79 per cent of the world’s produc¬ 


tion is obtained from well kept, cultivated trees. 

“Wild rubber is often too dirty and varies 
greatly in quality and shrinkage, while planta¬ 
tion rubbers are generally clean, of uniform 
quality and consequently of little or no shrink¬ 
age. 

“In this connection it is interesting to note 
that it is highly probable that were the United 
States for any reason to be cut off from its sup¬ 
plies of crude rubber, the product could be 
obtained locally. There are plants in Califor¬ 
nia containing 2, 3, 7 and 10 per cent of rub¬ 
ber, and this means millions of pounds. The 
California Council of Defense is already inves¬ 
tigating the situation exhaustively and their 
final report will interest the whole world. 

“The rubber supply of the world has 
scarcely been touched. As soon as Uncle Sam 
has returned our ships to us, when the war is 
over, it appears to be quite within the bounds 
of reason to expect that we will be developing 
rubber from the sap right in these United States 
and that at the same time bringing it from over¬ 
seas in larger quantities than ever before.” 


SIGNIFICANCE OF THE NUMBER SEVEN. 

At all times, in all places, a mystical signifi¬ 
cance has attached to the number seven. 

Ask a man to name a number between one 
and ten, and nearly always he will answer 
“seven.” Do you know why? It is a well 
known fact that in all religions seven has been 
the favorite number. 

Greece had her Seven Sages. 

There were Seven Sleepers of Ephesus and 
Seven Wonders of the Old World. 

The Bible teems with sevens. The seven 
branched candlestick, the seven seals, the seven 
stars, the seven lamps, etc. 

The span of life is 70 years, and the first 
artificial division of time was the week—seven 
days. And the Master multiplied seven loaves 
and fed the multitude and there were left seven 
baskets. And he told us to forgive our enemies 
seven times, aye and until seventy times seven. 
And the church was built on the seven hills of 
the Eternal City. You know there are seven 
mortal sins, and seven virtues, and seven sacra¬ 
ments, and seven sorrows. 

And Shakespeare’s seven ages of man and 
seven degrees of a lie. And there are seven 
notes in music and seven colors in the spectrum. 

And the superstition about the seventh son 
of a seventh son is found among all peoples. 
Seven is formed by the addition of three, the 
Pythagorean number of perfect harmony, and 
four, which represents the four elements. 


If our foresight was one-hundredth as good 
as our hindsight, perhaps the war would be at 
its closing period. 
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Century- Plainfield 


TIRES 


Century-Plainfield 

6,000 zJWiles 


Highest quality 
rubber plus highest 
quality fabric in 
good hands pro¬ 
duce tires of merit. 

Century-Plainfield 

Tires 

Are merit tires because 
everything good is built 
into them by honest hands 
for an honest purpose. 



Extra Size—Hand Made 


Good treatment to users by the factory is yet thrown in 

Be a Century-Plainfield User 
Be a Century-Plainfield Dealer 

Some Good Territory Open Write for Dealers* Proposition 

TERRITORIAL DISTRIBUTORS 
BAKER, HAMILTON A PACIFIC 00. J. B. WOOD TIRE CO. 

SAN FRANCISCO 927 SO. HILL ST., LOS ANGELES 

R. M WADE A 00. 

PORTLAND AND SPOKANE 


OXTT 8BBVI0B 8TOBS 

HOELLE-RUBBER SALES CO 

Branch and Warehouse 

430 Golden Gate Avenue 

SAN FRANCISCO 


l&enttiru M 

'PLAINFIELD jKfCGOL 

“A subsidiary of the Rubber Insulated Metals Corporation, 
exclusive manufacturers of the RIMCO Rubber products by the 
ELCHEMO process.” FACTORIES, PLAINFIELD, N. .1. 
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Don’t Fiddle With Details 

Letter Written by Col. A. D. Kniskem to His Son 


VO MAN can be a success as an executive 
fvl in a large business who allows his time 
to be absorbed to any degree in matters 
of detail pertaining to the routine work of the 
business. The most successful executive is he 
who can develop the best policies and at the 
same time delegate to the men under him the 
necessary authority to enable them to handle, 
without interference, every detail which come 
within the sphere of their responsibility. 

“Any man who has not the courage and the 
strength to give to his assistants full author¬ 
ity is necessarily a weak executive and, what 
is still more important, will, with equal neces¬ 
sity, develop a weak corps of assistants. 

“An executive should never be afraid that 
the men to whom he delegates authority will 
make mistakes. If the executive will give the 
matter a moment’s thought he will realize that 
he himself will make mistakes. 

“It should, therefore, be expected by him 
that his subordinates will make mistakes, and 
he should be glad of occasional mistakes, be¬ 
cause it is proof that the subordinates are 
actively engaged in handling the business 
assigned them. Let the source of those mis¬ 
takes be with your subordinates where you 
can more readily detect them. 

“I make it an invariable rule when my sub¬ 
ordinates come to me for advice to ascertain 
first what they think should be done, and if it 
be possible, I always assent to their plan of 
action, although there are times when I believe 
some other plan would get better results. 

“The object attained here, namely, inspir¬ 
ing the man to have confidence in himself and 
so materially increasing his mental growth, is 
so very important that the results that would 
be attained by turning him down would not 
warrant the depressing effect that it will have 
on the man. 

“I assume from what you have said that you 
have at the head of these various departments 
or divisions a man of your own or some other’s 
selection. If this be true, and you are not 
requiring the men of these departments to 
attend to every detail pertaining to their depart¬ 
ments, you are failing in your duty as an exec¬ 
utive. 

“You should not touch a thing that you can 
turn over to one or more of the heads of these 
departments. 

“In making the transfer of details there is 
another error that an executive is likely to fall 
into, and that is requiring such a multiplicity 
of reports from his subordinates that he ab¬ 
sorbs time that should otherwise be applied to 
the actual work of his department. 


“The executive should be careful to absorb 
the minimum amount of time belonging to sub¬ 
ordinates, limiting himself solely to such knowl¬ 
edge as has to do with results. 

“I recommend to you most strongly that you 
absolutely forget the matter of details pertain¬ 
ing to the various departments. Don’t bother 
with them. It is much better to err in the other 
direction. 

“If your mind is filled with details which 
ought to be attended to by your subordinates 
you have absolutely no time for consideration 
of the general policies and general problems, 
unless you work overtime—and a man who 
continues to work overtime day in and day out 
will sooner or later arrive at a mental condition 
when his powers will begin to fail and from 
that time on he becomes more and more addicted 
to the habit of looking after details. 

“You have most wonderful powers of con¬ 
centration. This is, however, in your case, a 
source of weakness, because of the fact that 
you are unable, or at least find it difficult, to 
spread your thoughts over a number of sub¬ 
jects. 

“You must let, or rather require, the men of 
your departments to solve their own problems. 
But remember, that the human mind is so con¬ 
structed that in the solution of problems it 
requires practice, and the more practice it has 
the more easily and quickly it solves problems 
and the more often it secures the correct results. 

“So a subordinate who may at first be slow, 
inaccurate, and perhaps ineffective in the solu¬ 
tion of problems, will, by the very force of na¬ 
ture itself, gradually improve if he be required 
to exercise those powers that are essential in 
getting results. ’ ’ 


WHAT WE HAVE MISSED 

Gypsy Smith says: 

“You have never seen the havoc, witnessed 
the slaughter, suffered the agony, felt the heart¬ 
break that have come to the allies of Europe 
at the hands of those people who are not fit 
to be named in a civilized community. And all 
this to satisfy the diabolical ambition of the 
butcher of Berlin.” 

Well, there is only way for us to stop this, 
and that is by getting back of our government 
with every power at our command. And we 
can begin by pledging ourselves to save to the 
utmost of our ability and to buy War Savings 
Stamps that there may be more money, labor 
and materials for the government with which to 
fight the war. 


You’ll never regret being frank, honest and 
straightforward. 
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The time was big with portentous 
events. Wonderful Ideas of the rights 
of men were causing young and old 
alike to join the colors and fight for 
liberty. At the enlisting booth, and 
directly behind a youth of sixteen! 
stood Dr. Jeremny Stiles, a practi¬ 
tioner of 80 years, who drove all the 
way to Boston to offer his services 
PAUL REVERE. 


The strength and vitality of 
youth 


EVERE means all this and 


The dealer who thinks offers 


customers absolute satisfaction by 
carrying REVERE TIRES. 


REVERE RUBBER CO 


Granite 


The experience and knowledge 
of age— 

All were offered in the hour of 
need to render help and devotion 
to home and country. 

The watchword of seventy-six 
was unfailing, undivided service. 

The motorist of today assures 
himself the maximum of satisfac¬ 
tion and safety by choosing tires 
from the well-known Revere line. 

The name REVERE is sym¬ 
bolic of the same attributes that 
it was of old, in colonial days. 

—unrivaled service. 

—indomitable staying power, 
—utmost strength in build and 
reputation. 


1790 BROADWAY 
NEW YORK 


[!!i n < Rubber Co., Albany, N. Y. 

>ng Rubber Co.. Hartford, Conn. 
i? t0 ,. 8 l*PPly Co., Wilmington, N. C. 
minefield Hdwe. Co., Bluefield, W.V. 
amgham & Co., Cleveland, Ohio 
)uni eron r, A Barclay, Charleston, S. 0. 
)«,'*■? S dwe ' Co - Macon, Ga. 
jetroit Rubber Products, Detroit 

'Uimona-Hawkins Hdwe. Co., 
w - Va. 

i* nS* c Appliance Co., Chicago, Ill. 
Sl 11 ^ & C°. t W. J., Indianapolis 
Co - Boston, Mass. 

Tenn* 1 * A Sup. ^°-* Bristol, 

j. B ‘ hlmann Hdwe. Co., Cin- 
onnati, Ohio 

Hdw. Co., Pittsburg, Pa. 
*°»»man-Yarnelle Co., Port Wayne 


Distributors 

Moore-Handley Hdwe. Co., Birmin 
ham, Alabama 

Odell Hdwe. Co., Greensboro, N. C. 
J. Plant Rubber Co., Milwaukee, Wis 
a Pritzlaff Hdw. Co., Milwaukee, Wii 
J. Rewerdink & Son, Rochester, N. "i 
Richards & Conover Hdwe. Co., 
Kansas City. Mo. 

Oklahoma City, Oklahoma 
Sells Co., J. H. & P. A., Columbus, C 
Simmons Hdwe. Co., St. Louis, Mo 
Philadelphia, Pa.; Sioux City, la 
Wichita, Kansas; New York, N.Y 
1, Toledo, Ohio; Minneapolis, Minn. 

Strickland Tillman Hdwe. Co., Va 
i- dosta, Ga. 

Tennent Supply Co., Augusta, Ga. 
i. Waite Auto Sup. Co., Providence, R. 
Watkins Cottrell Co., Richmond Vi 
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WILLIAM H. EANKIN. 


Wm. H. Rankin, chairman of the Newspaper 
Division of the American Association of Adver¬ 
tising Agencies, and president of the Wm. H. 
Rankin Company, New York, Washington and 
Chicago, has written a series of War Thrift 
articles for the New York Commercial: Keep 
Busy, The Motor Car Owner's Thrift, The 
Workingman’s Thrift, The Employer’s Thrift, 
The Employe’s Thrift, The Salesman’s Thrift, 
The Advertiser’s Thrift. 

These articles have caused considerable 
favorable comment in Washington and in busi¬ 
ness circles nationally. The “ Salesman’s 
Thrift” reads as follows: 

Keep busy! 

That’s the power behind every success. 

Let’s make more calls a day. Let’s write 
more sales a day. Let’s put more honest effort 
into every call and every sale. 

Then we’ll sell in one day what we used to 
sell in two. 

That is thrift. 

Thrift of time—the salesman’s thrift. 

Time is all valuable, the most precious thing 
we have. We have abundant time, but only if 
we conserve it. Spend it carefully. Make each 
hour, each minute, count. Make it count for 
ourselves, for our employers, and for our 
country. 

If we conserve time, we shall be helping 
ourselves and our families; we shall be helping 
business; we shall be helping to win the war, 
and preserve humanity. 

So work! And keep on working. Work 
moves mountains. Work makes the impossible 
possible. 

Work with your customers. This is team 
work. Help them breathe your spirit of work 
into their organizations. Help them make their 


workers time-thrifty. Show them by example 
the benefits of constructive, not destructive, 
work. 

Therefore don’t knock anybody. And don’t 
let others knock. Don’t criticise till you have 
a tried-out remedy. A knocker is a time spend¬ 
thrift. He squanders the time of himself and 
his listener. 

Knocking has no part in a salesman’s creed. 

Boost! 

Scatter optimism broadcast. You can’t 
squander it. 

Be time-thrifty for your employer, for busi¬ 
ness, and your country, and you can’t help 
being thrifty for yourself. 

Then you will lift yourself by your own 
bootstraps; you will lengthen your height and 
vision to reach whatever you work to get. 

To be thrifty you must be creative. To be 
creative you must work—to do in one hour the 
work that we formerly did in two. 

There has been such a demand for a com¬ 
plete set of these thrirt articles that Mr. R. R. 
Whitman, publisher of the Commercial, New 
York, has printed them on cards and in a book¬ 
let. A letter on your business stationery will 
bring a set to you. 

Many manufacturers are ordering reprints 
of these to go in the pay envelopes of their 
salesmen and employes; and the cards are being 
used in offices and factories. 


WHAT HAPPENS WHEN WE TRY IT! 

Oh, say, can you sing from the start to the end, 

What so proudly you stand for when orchestras 
play it; 

When the whole congregation, in voices that 
blend, 

Strike up the grand hymn and then torture 
and slay it? 

How they bellow and shout when they’re first 
starting out, 

But the “dawn’s early light” finds them 
floundering about. 

’Tis “The Star Spangled Banner” they’re try¬ 
ing to sing. 

But they don’t know the words of the precious 
old thing. 

Hark! The “twilight’s last gleaming” has 
some of them stopped 

But the valiant survivors press forward 
serenely 

To “the ramparts we watched” where some 
others are dropped 

And the loss of the leader is manifest keenly. 

Then the “rocket’s red glare” gives the 
bravest a scare, 

And there’s few left to face “the bombs burst¬ 
ing in air.” 

’Tis a thin line of heroes that manage to save 

The last of the verse and “the home of the 
brave.” — John Rodemeyer. 
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Where a slip 
means death 
too much at¬ 
tention .can¬ 
not be given 
to the brakes 



The Only Brake Lining 
for Mountain Motoring” 


O UT in the Glacier National Park in 
Montana they have been up against 
the brake lining problem. Thirty 
“White” busses, weighing 3 y 2 tons are 
used to carry passengers up and down the 
mountains over grades that average 15% 
for 55 miles. 

# The Glacier Park Transporta- jjoa 
tion Company appreciated the 

_J v__ i: •___ 


need of good brake lining, where 300 ft 
a single slip might mean death. 

80 they experimented with vari¬ 
ous kinds. 

Finally they standardized on ? °° C 

Thermoid Brake Lining and wrote 
us “that it is the <yily lining to 
use for mountain motoring.’ 7 100ft 

The brake lining that makes 
good on mountain roads and in Jr f( 

every emergency will make good 
for your customers. m.p.h. 


“ Why Thermoid Makes Good 

* Brake Lining will g)ve your customers 

y long, certain service for three rewions: cu#lomers 

e mMCi ls 2 v t r more material and 60% 

e bl5oc°e nJring. Thermoid than in any woven 

o nroces« h ^hio>i d ,8 i 4 Gr *Pnal!aed by an exclusive 
process which resists moisture, oil and gasoline. 

3 Thermoid is hydraulic compressed under 2000 
lbs. of pressure per square inch. 
This makes Thermoid uniformity 
hard all the way through. 

Send today for information 
about Thermoid Hydraulic Com¬ 
pressed Brake Lining and how 
we help you build a profitable 
re-lining business. 

And remember that every time 
you put Thermoid on a brake band 
you are protected by Our Guaran¬ 
tees Thermoid win make good 

) 25 30 35 4045 5053 60 —Of WE WILL. 



termoid Rubber Compam 


Factory and Main Office: Trenton, N. J. 

Branchme Canadian Distributors 

Hew York Chicago San rmneiaoo Indianapolis Detroit Lot Angola* The Canadian Fmirhamk*-Mor$C Company. Limited, Montreal 

Philadelphia Pittabnrgh ikwton London Parle Turin Branch** im ail principal Canadian cities 
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Plumbers Safety Chain 
To Ships’Anchor Chain 






The Complete Chain Line 

W eldless, Electric W elded, Fire W elded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 

BRIDGEPORT, CONN., U. S. A. 

Chicago Office: San Francisco Office: 

529 West 12th Street 714 St. Clair Building 

DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


Boston Office: 

107 Massachusetts Ave. 


In Canada 
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Pneumatic Tires r Motor Truck Tires 1 1nner Tubes 



Business Holders 


D EALERS know that it's the quality built 
in a tire that bring9 the customer back 
for more. But what is quality in a tire? It 
is not a particular fabric or material or any 
special process of manufacture. It is such a 
perfect combination of high grade material, 
manufacturing efficiency, workmanship and 
inspection, that enduring, uniform service 
results—at the lowest cost. 


These elements enter into every McGraw 
made tire. That is why McGraw Products 
interest the dealer as well as serve the con¬ 
sumer. They hold trade . 

The McGraw proposition for wholesale 
distributors i9 attractive and will interest 
you. Write today. 


THE 

McGRAW TIRE & RUBBER CO. 


East Palestine, Ohio 


Distributing Warehouses 

New York - Boston - Atlanta - St, Louis - San Francisco 
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“Most Ford owners 
will renew the trans¬ 
mission linings them¬ 
selves. This package 
is just what they 
need.” 


Universal Transmission 
Lining for Ford Gars 

That DoUar Package contains the three 
proper lengths, in exactly the right width and 
thickness for the Ford Transmission—and all 
rivets required, ready for use. 


i 

i 


Show it to most any Ford owner whose 
transmission needs replacing and he Ml quickly 
see the advantage of doing this easy job 
himself—instead of paying high rates per hour. 

The quality of Universal Lining is univers¬ 
ally admitted. Made by the makers of the 
celebrated 4 1 S-M-C ’ ’ Asbestos Brake Lining— 
is compactly woven— grips like a bull-dog. 
Treated with the improved Universal com¬ 
pound which makes it more water-proof, more 
oil-proof and more slip-proof than any other 
cotton lining. Absolutely chatterless, as 
quick as it is quiet-—dependable always. 

As easy to sell as a package of 
tacks—-and far more profitable. 


Write today for our quantity prices to the 
Hardware Trade on Universal Sets and on 
brake and transmission linings in rolls. 


STAYBESTOS MFG. GO. 



The "Modern” Factory, 
equipped to make all 
types of brake lining 
and all widths up 
to six inches. 

5547 5«na St., 
Philadelphia, 

Pa. 


THREE VIEWS OF OPPORTUNITY 

Master of human destinies am I! 

Fame, love and fortune on my footsteps wait. 
Cities and fields I walk; penetrate 
Deserts and seas remote, and passing by 
Hovel and mart and palace—soon or late 
I knock unbidden once at every gate. 

If sleeping, wake—if feasting, rise before 
I turn away. It is the hour of fate, 

And they, who follow me, reach every state 
Mortals desire, and conquer every foe 
Save death; but those who doubt or hesitate, 
Condemned to failure, penury and woe, 

Seek me, in vain and uselessly implore; 

I answer not, and I return no more.” 

—JOHN INGALLS. 

Opportunity 

They do me wrong who say I come no more, 
When once I knock and fail to find you in; 
For every day I stand outside your door, 
And bid you wake and rise to fight and win. 

Wail not for precious chances passed away; 

Weep not for golden ages on the wane; 
Each night I burn the records of the day; 

At sunrise every soul is born again. 

Laugh like a boy at splendors that have sped; 
To vanished joys be blind, and deaf and 
dumb, 

My judgments seal the dead past with its dead, 
But never bind a moment yet to come. 

—JUDGE WALTER MALONE. 

Opportunity 

This I beheld, or dreamed it in a dream; 

There spread a cloud of dust along a plain; 

And underneath the cloud, or in it, raged 
A furious battle, and men yelled, and swords 
Shocked upon swords and shields. A prince's 
banner 

Wavered, then staggered backward, hemmed by 
foes. 

A craven hung along the battle’s edge, 

And thought, “Had I a sword of keener steel— 
That blue blade that the king’s son bears—but 
this, 

Blunt thing!” he snapt and flung it from his 
hand, 

And lowering crept away and left the field. 
Then came the king’s son, wounded, sore, 
bestead, 

And weaponless, and saw the broken sword, 
Hilt buried in the dry and trodden sand, 

And ran and snatched it, and with battle shont 
Lifted afresh he hewed his enemy down, 

And saved a great cause that heroic day. 

—EDWARD ROWLAND SILL. 


Never mind about being better than others; 
try to be better than you yourself were yes¬ 
terday. 
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HOW FAB BEHIND THE BOYS ABE YOU? 

One of Pershing’s men, returned from 
France, was speaking: 

“When I left for home,” he said, “the boys 
over there were feeling pretty blue, because 
they thought that you here in America were 
not backing them up as you ought. We had a 
pretty bitter winter over there. The weather 
was the coldest France has known in years. 
Many of us were without proper food and cloth¬ 
ing. Some were even without shoes. None of 
us .were complaining, though, but the feeling 
that when we were doing so much for you, you 
were not doing everything in your power to 
back us up sometimes bit in pretty hard. 

“We felt like the little Irishman felt in a 
Y. M. C. A. hut one evening. A bunch of us 
had gathered there to listen to a speaker from 
America. During the course of his lecture he 
said: 

“ ‘We in America are behind you boys to a 
man.’ 

“Then my little Irish friend got up. ‘Yes,’ 

he said, ‘you’re all behind us, all right, a h- 

of a ways behind—4,000 miles. ’ ’ ’ 

Are you that far behind ‘ ‘ the boys ? ” If you 
are, move up closer. Put all your energy into 
this War Savings Campaign. Save to the utmost 
of your ability and put your savings into 
W. S. S., and get everyone else to do the same. 
Make “the boys” in France realize that while 
the mileage may be great, it is easily spanned 
by your willingness to help. 


CUBING SQUEAKY SPBINGS 

One of the most annoying things about an 
automobile is a squeaky spring. When a 
motorist complains about it to his garage man 
or dealer who sold him the car, it is evident 
that he has not been using the right kind of 
lubricant. Plain oils and greases squeeze out 
and permit friction between the bare metal and 
leaves. The proper lubricant is one that will 
form a tough, enduring film between the leaves, 
preventing metal to metal contact. 

We give this advice about lubricating 
springs: Jack up the car so that all the weight 
is off the springs and spread the leaves apart 
with a screw-driver or instrument provided for 
that purpose. Then smear a creamy mixture of 
kerosene and motor graphite between the 
leaves. 

Springs thus treated will ride much easier 
and will be entirely free from squeak. If the 
graphite is of pure flake variety, it will adhere 
to the surface, filling up and smoothing over 
the minute irregularities and will not squeeze 
out. 


The Emil Grossman Mfg. Co., advise us that after 
due consideration the post office department in Wash¬ 
ington, D. C., has awarded them a contract for Bed 
Head Vitristone Plugs. 



Why the Corbin-Brown 
Centrifugal Principle is Best 

M OST MOTORISTS know that the 
Corbin-Brown speedometer operates 
on the centrifugal principle, but 
not all of them stop to consider the great 
importance of that principle in giving per¬ 
fect accuracy. 

Science has proven that a mechanism 
built on the centrifugal principle is not af¬ 
fected by changes in temperature or by 
electrical influence. That is why you have 
a sure guarantee of lasting reliability 
in the 

■^ §5^ Brown 

Speedometer 

No matter how high or how low the tem¬ 
perature may be, your Corbin-Brown gives 
you the usual flawless record. Although 
your automobile will probably be equipped 
with an electric lighting system and electric 
self-starter, your Corbin - Brown will not 
feel the increased electrical influence. 

This assurance of perfect accuracy 
which is given by the instrument itself is 
carried through all other features of the 
mechanism. Every part is made by experts 
from the highest grade materials, carefully 
inspected and tested and finally covered by 
the Corbin guarantee of quality. 

Investigate the Corbin-Brown Maximum 
Speed Hand. This extra feature indicates 
your highest speed and remains at that 
point until reset to zero, which can be 
done in an instant at any time. It is a 
great convenience to know that the record 
of speed will remain until you are ready to 
inspect it at leisure. 

Write For Catalog 

Corbin Screw Corporation 

American Hardware Corporation, 
Successor 

New Britain, Conn. 

Branches: New York, Chicago, Philadelphia 
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War Editorials From Trenches 

Thi* editorial appeared in The Spiker, a paper published by the American soldiers in France, and the HARD¬ 
WARE WORLD suggests that merchants give it to their home papers to publish. 


To the Folks at Home 

AMUEL J. KIRKWOOD, Secretary of the 
Interior in the cabinets of Presidents Gar¬ 
field and Arthur, while war governor of 
Iowa, in the year 1861, made a speech from the 
steps of the old capitol building in which he said 
in substance: 

“ These are troublesome times and there are 
traitors and spies in our midst who would de¬ 
stroy this Union. If any man in this state is a 
traitor to the cause or insults the flag, shoot 
him in the act, or in the uttering of the word. 
I am the governor; your pardon awaits you.” 

What the United States needs at the present 
time is forty-eight war governors like Samuel 
J. Kirkwood. 

As a people we have too much ego in our 
Cosmos. We do a big thing in a big way, but 
frequently neglect the details, Just now we 
are on the biggest job the world has ever known, 
and it is up to us to get down to the material¬ 
istic and utilitarian. 

We who are in Prance and those who are to 
follow have no fear for the months of toil and 
battle that lie before us, but we do want to 
know that the spies and traitors who are seeking 
to block our avenues of supplies and munitions 
shall not succeed. 

Patrol Is Vigilant 

Alien enemies should be watched and ac¬ 
counted for. For three nights the writer was 
with a French patrol in one of the largest cities 
in France, that made the rounds from 10:30 
p. m. to 2 a. m. Different patrols started in 
different directions from a central base and 
literally fine combed the city. Sleepers in the 
parks were routed out, hotels and lodging 
houses were invaded, pedestrians were held up 
and each was made, civilian and soldier alike, 
to show his credentials. In centers of popula¬ 
tion this is the rule in France. France is origi¬ 
nal and efficient in her methods. 

For years Germany has permeated the earth 
with her spies—both military and commercial— 
who preached German efficiency, and took 
observations on the side. 

German pioneers in nothing but robbery, 
murder, rape, arson and kultur. 

Calls German Bluff 

France gave the world a Pasteur who laid 
the foundation for modern medicine, and ever 
since Germany has been giving the bugs a merry 
chase—and calling it German efficiency. 

Italy gave the world the wireless and from 
the day the first word jarred the virgin eons 
of the atmosphere, Germany has been setting up 


great wireless stations on alien shores for the 
avowed purpose of destroying democracy. 

The United States gave the world an Edison 
—a wizard of a thousand wonders, a Holland 
with the first submarine (which Germany re¬ 
fused to buy but stole outright), the Wright 
brothers, the first pioneers of the air. Germany 
took up the wonderous deeds of these and other 
great men, dressed them in German clothes, and 
said to the world: “Behold! we are efficient/’ 
—and said it so often the world came to believe 
it. She hired our newspapers to propogate her 
kultur and pave the way for what has hap¬ 
pened. 

And, Folks at Home, keep your eyes ever and 
anon on the newspapers and men who before 
the war favored the German cause. 

The jingle of the dollar helps the hurt that 
honor feels—“The voice was the voice of Jacob, 
but the hand was the hand of Esau.” 

Read This, “Objectors” 

A mother in Belgium saw a German ap¬ 
proaching her home. She hid her children. 
The German demanded supper, lodging and 
breakfast. His wants were satisfied. In the 
morning, to the surprise of the good woman, he 
paid her. She said: “How strange— I thought 
all Germans were bad. I am pleased to know 
that you are a gentleman. Do you know that 
when I first saw you I hid my children?” 

“So?” replied the German. “I too have 
children. Let me see yours.” 

Whereupon the fond mother called up the 
treasures of her heart from the cellar, only to 
see them both shot dead at her feet. 

In the hiatus of her grief she told the story 
to her neighbors—but now she tells it to the 
bars of her window in a madhouse. 

This number of The Spiker will go to many 
of you, “Folks at Home.” Take it to the local 
paper of your town and ask to have this article 
reprinted together with the name of the man 
who sent it to you. 

Folks at Home, we send you greeting! Our 
fiber is good, and it is your fiber. We will each 
and every one do his best and do you the same. 
And when we return we won’t be afraid to 
look you in the eye, take you by the hand and 
say “Howdy.” 

Leonard Freer, one of the enterprising west¬ 
ern representatives of the Veedol Co., tells us 
they are having great success with their lubri¬ 
cating oil in the blazing sun of Arizona and 
New Mexico. Veedol has proven that it is a 
lubricant that resists heat, and their business 
for the first five months of this year is as large 
as the entire volume for 1917, and 1917 was 
100% increase over 1916. 
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Selling Mileage 
—Not a Guarantee 

The car-owner who gets a ‘ 4 bargain * 9 in tires—low cost and big guarantee—is apt 
to find out that the tire doesn’t stand up. It was built for price —not mileage. 

He is dissatisfied, critical, and he soon forgets all about the money he thought he 
saved. 

And how about the dealer? He spends valuable time making adjustments and try¬ 
ing to make the sale “stay put.” He finds his profit melting away and—he has 
probably lost a customer. 

Now consider the other side. 

STAR Made TIRES 


are built for mileage and mileage 
only. They are fairly priced and 
the liberal guarantee is merely in¬ 
cidental. Star Tires are built to 
exceed their guarantee—to make 
friends for themselves and the 
dealers who sell them. And that 
means business building. 

Star Hand Made Tires yield you 
a wide margin of profit—which is 
net. It is not lessened by adjust¬ 
ments, dissatisfaction and loss of 
business. 

Star Tires are hand-made with 
extra quantities of the highest 
grade materials—to build in the 
extra mileage your customers gee 
out. 

Do you want to recommend a 
tire that makes friends for itself 
and for you because they give your 
customers more mileage than they 
expect to get? Write us today for 
details on exclusive representation. 


The Star Rubber Co. 

1064 Crozier Street 
Akron, Ohio 
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GETTING ENOUGH GOODS AND GETTING 
THEM THROUGH 

(Copyright, by Elton J. Buckley) 

During the past week I have had four in¬ 
quiries from widely separated sections of the 
country (Kentucky, Wisconsin and Massachu¬ 
setts) which touch different phases of a sub¬ 
ject now uppermost in the mind of every busi¬ 
ness man (I don't except any), viz.: getting 
enough goods to supply your wants, and get¬ 
ting them through in time. I shall not repro¬ 
duce all the inquiries, but the substance of 
them is this: 

1 — When an order for goods is accepted and long 
delay ensues in shipping it, must the buyer wait until 
it comes, or has he the right to cancel the order and 
get the goods somewhere else! 

2 — If a seller of goods, after accepting the order, 
delays shipment so long that the buyer has to buy else¬ 
where, must the seller pay damages! 

3 — If the goods are shipped in good time, but long 
delay ensues while they are en route, how long must 
the buyer wait for them before he can go out and 
buy more! 

4 — If the railroad delays delivery so long that the 
goods are useless, because the buyer has bought some 
elsewhere, must the railroad pay damages! 

In many lines these questions don't often 
arise, because goods are so scarce that a buyer 
will take them when they come, no matter how 
much delay there has been. But in other lines 
they are arising every day. A case comes to 
my mind in which orders placed last January 
have not been filled yet. I know of another 
case in which a buyer has just received a car 
of merchandise which was shipped with fair 
promptness, but was on the road ten times as 
long as usual. These are two out of a million 
cases, I suppose, therefore a discussion of the 
above questions may do some good. 

In some of these cases the goods bought are 
staple goods which can be bought anywhere. 
In other cases they are patented, or special in 
some way, and can only be bought of the par¬ 
ticular seller. This makes a difference, but 
chiefly in the amount of damages which can 
be claimed in case of delay or non-delivery. 

Let me take up these questions in their 
order: 

A seller may accept an order for shipment 
within a certain time, or he may accept it with 
no date of shipment named, or, as many are 
doing now, for shipment “as sqon as possible." 
When goods are sold for shipment by a certain 
time, they must be shipped by that time or the 
buyer can cancel the order, go out in the mar¬ 
ket and buy to fill their place, and collect the 
difference in price, if he has to pay more than 
the contract price, from the seller. In this 
kind of sale, he is not obligated to wait beyond 
the date of shipment. 

If goods are sold with no date of shipment 
mentioned, the law says delivery must be made 
within a reasonable time, which differs accord¬ 
ing to circumstances. A reasonable time would 
be longer now than in ordinary times. In this 


kind of a sale the buyer can cancel after wait¬ 
ing for shipment a reasonable time. He must 
use his own judgment as to what a reasonable 
time is. The above rule as to damages applies 
here also. 

Where goods are sold for shipment “as soon 
as possible," the buyer will have to wait longer 
before he can cancel his contract, for “as soon 
as possible" is a very indefinite and elastic 
term. He is not, however, obliged to wait for¬ 
ever, and I should consider that after he has 
waited for two months for goods that are ordi¬ 
narily obtainable in a few days, he could then 
cancel, but he should always give the seller 
advance notice of his intention. 

What I have said about the question of 
damages covers cases where the goods are 
staple and purchasable anywhere. Whefre the 
goods cannot be bought except from this one 
seller, and the latter's failure to deliver in time 
means that the buyer must go without, the 
measure of damages would be different. It 
would then be what the buyer could prove he 
had directly suffered by the failure to deliver, 
perhaps including profits lost on the resale 
which he wasn't able to make. 

So much for cases where the delay lies with 
the seller. Consider now cases where the ship¬ 
per has made shipment within the proper time, 
but the railroad delays delivery long beyond the 
proper date. 

The buyer'8 course here depends on the way 
the goods were sold. If they were sold f. o. b. 
the seller's station, title passed to the buyer 
Upon delivery to the railroad and the goods are 
after that the buyer's. If the railroad delayed 
delivery the buyer would still have to pay the 
seller, because die latter had complied with his 
contract. He would then have his money tied 
up in them, and if they were still merchantable 
would probably conclude to take them in when 
they came in. If they were worth less than 
the price he had paid, he could sue the railroad 
for the difference. It might be that they were 
worth more when delivered than the price he 
had paid—I have known this to happen many 
times—in which case he is in pocket by the de¬ 
lay. It might also be that when the goods arrived, 
after long delay on the road, they were worth 
nothing to the buyer, not because they were 
unmerchantable, but because the need had 
passed, or something like that. In that case he 
could reject the shipment, and sue the railroad 
for the full value. 

Where goods are sold delivered, it is up to 
the seller to get them to their destination within 
a reasonable time, and if he doesn't do it, 
whether the delay is his or the railroad's, the 
buyer, after waiting a reasonable time, can 
cancel and buy elsewhere. 

In case of the railroad's delay, you can some¬ 
times—even though you take the goods in—col¬ 
lect more damages than the simple difference 
between the price you paid and the value when 
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ATTENTION—MR. JOBBER 

WE SELL TO JOBBERS EXCLUSIVELY 


PROTEX LINE PROTECTS YOU ALWAYS 


The completeness of the Protex Products have been 
adopted by America’s wholesale hardware jobbers as 
the biggest profit builder ever produced in motor 


Manufacturers of the famous Protex Automobile 
Bumpers which fit 95% of cars now on the market. 

Other Protex Products 


Tire Removers 
Tire Gauges 
Tire Holders 
Fire Extinguishers 
Oil and Grease Guns 
Triple Socket Wrenches 


Connecting Rod Wrenches 
Double End Spark Plug 
Wrenches 

Piston Ring Compressors 
Breather and Oil Fillers 
Tire Pumps 


Combination Wrenches 

Send for Our Catalog THE LIFE SAVING LINE 

Protex Manufacturing Co. 

13-15-17 N. Jefferson Street ... Chicago, Illinois 



Lane’s “Unique” Ratchet Wrench Sets 

The Original Wrench of This Type 



No experiment—No imitation. 

No stamped parts—No castings. 
All parts machine-made from high- 
grade steel and case-hardened. 

The Ford Bet Contains: 

1 handle 7 in. in length. 

1 Screw-driver bits. 

1 Extension bar 7 in. in length. 

Six sockets to fit all nuts and bolt heada on Ford car, 
including the cylinder head. 


Standard Bet 

Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Eoery part fully warranted. 

Standard Bet Contains 

1 Handle 7 in. in length. 

2 Screw-driver bits. 

7 Sockets to fit semi-finished hexagon nuts as follows: 
U. S. Standard Nuts from % to % in. 

A. L. A. M. Standard from 6-16 in. to 11-16 In. 

Cap screw heads from 6-16 to % in. 


u T!VZti WILL B. LANE 

180 NORTH DEARBORN STREET 


CHICAGO, U. S. A. 
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delivered. There may be incidental damages, 
such as lost profits, etc., which you can collect 
if you can show that they were the kind of dam¬ 
ages that flowed directly from the railroad’s 
delay, and that the railroad should have known 
that you would sustain that kind of damages 
if delay occurred. In order to put you where 
you can collect all the damages you sustain in 
such a case, both direct and indirect, it is a 
good plan to make a personal explanation to the 
railroad agent when goods are shipped, or have 
the shipper make it for you: “I’m sending 
such and such goods by your line today to so 
and so, and it’s highly necessary that they be 
delivered promptly. If delay occurs, this is 
what I will lose: (then enumerate precisely what 
your loss will be).” After the railroad is told 
that you will sustain certain damages from 
delay, it must pay those damages in case of 
delay. 


The Bond Dillon Co., Albuquerque, New 
Mexico, have recently taken the agency for 
the Veedol line of lubricants in carload lots. 

They are wholesale general merchants, 
operating many branches in New Mexico, 
besides having a very large business in wool, 
having general connections throughout the 
state. 


A stubborn desire to get even has brought 
about many a man’s downfall. 


An All-Year Seller 



8 Arms, 30 Inches Long 

Sells the year ’round because it is used the year 
’round. It'is very practical and useful in laun¬ 
dries of private dwellings, especially in wet 
weather. 

Apartment house dwellers find it necessary 
every wash day. 

Substantially built of hard wood and cold 
rolled steel. Easily raised and lowered. 

And very easily sold if properly displayed. 

Write for our catalog. We make many more 
styles of Clothes Dryers, also Towel Racks, Mop 
Sticks, Sleeve Boards, Hat Racks, etc., etc. 

The Penn Mfg. Co. 

P. O. BOX 500 NORTH GIRARD, PA. 


MBI'iiMC l 



AN EFFICIENT GUM AND FABRIC RACK. 

Here is a gum and fabric rack which vulcan- 
izers are finding convenient and practicable. It 
keeps the repair stock clean and permits several 
men to work at the same table without inter¬ 
fering with each other. It is a wooden frame, 
made to hold several rolls of gum and fabric, 
revolving on a stand fastened to the table. It 
can be turned in any direction to accommodate 
workmen at the opposite ends of the table. 

The frame is of two by four lumber, with 
holes bored through the sides to hold the rolls. 
The rack revolves on a piece of half inch pipe, 
threaded on one end to fit a wide collar, which 
is screwed to the center of the table. On the 
bottom of the rack is screwed a piece of two 
inch flat iron, into which a hole a trifle larger 
than the pipe support, is bored. This hole ex¬ 
tends into the wood an inch to act as a recess 
for the pipe support, and increase its rigidity. 
Then another collar is screwed to the iron to 
hold the pipe in place. 

On the end uprights of the rack may be 
hung knives, rollers, stitchers, scissors, etc., thus 
keeping the table clear of working tools and al¬ 
lowing more table space for the repair. The 
entire contrivance is so simple that any vulcan- 
izer can construct one very easily. This type 
of rack is used in the Goodyear School of Tire 
Repairing, Arkon, 0., and is recommended to 
all tire repairmen. 


The semi annual convention of the Pacific North¬ 
west Hardware & Implement Association was held at 
Seattle, Washington, last month. There was a good 
attendance of dealers from Western Washington. Ad¬ 
dresses were made by C. E. Bell, A. M. Bryant, E. N- 
Heberlein, J. W. Kinleyside, S. C. Scott, W. B. Davis, 
Sam Barthelemy, A. P. Manion, C. S. Robertson, W. A. 
Doollee, John Rayner, F. A. Ernst, Ross W. Tulloch, 
Sam Cavanaugh, and others. 

The dealers were entertained by the jobbers and 
manufacturers of Seattle. W. L. Bilger, sales manager 
of the Seattle Hardware Co., served as toastmaster at 
a banquet. Interesting addresses were made by a num¬ 
ber connected with the trade. It was an interesting 
and helpful convention in every way. 


Digitized by 


Google 



HARDWARE WORLD 


111 


AUTOMOBILE 

ACCESSORIES 

If you handle Auto Accesso¬ 
ries, Motorcycle and Bicycle 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. Ton should have 
our catalog as a reference. 
Write for it. It will mean 
big business to you. Our 
mo tto — “If it’s kin to an 
auto it’s related to us.” 

MOTOR OAR SUPPLY GO. 
1451-53-55 Michigan Ave., 
Chicago 


Are You Selling King Padlocks? 

They are excellent sellers offer¬ 
ing attractive profits for you. 

Exceptionally attractive and 
strongly built, being made from a 
solid bronze casting bored out to 
receive mechanism. 

17 to 31 tumblers form the lock¬ 
ing hold. All tumblers are con¬ 
trolled by one spring, making the 
mechanism most simple. 

THE KING LOCK works under 
the most rigid tests. 

If you want to add a padlock to your line which 
needs no apology but which will sell readily and net 
you a nice profit, THE KING PADLOCK MERITS 
CONSIDERATION. 


KING LOCK COMPANY, 319 W. Ohio St, Chicago 






Service— 

that is what the user re¬ 
quires of an ignition 
battery — not only long 
service but the right 
kind of service. High 
amperage is an important 
item of service — so is 
rapid recuperation after 
use and very slow de¬ 
terioration when idle. 

THAT 18 WHAT YOU 
GET FROM THE 

Red Seal 
Dry Battery 

“THE GUARANTEE PROTEC TS Y OU” 
AGAINST YOUR NOT GETTING SERVICE 

Ask Your Dealer 

Manhattan Electrical Sapply Co., lac. 



604 Mission St. San Francisco 
Factories: Jersey City, N. J.; Bavena, Ohio; 
St. Louis, Mo. 
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AUTO ACCESSORIES DAILY BECOMING 
LARGER FACTOR 

There is no denying the fact that the hard¬ 
ware merchants throughout the entire country 
are giving far more attention to the sale of 
automobile accessories. In fact with many 
merchants it has become the major portion of 
their business. 

Automobiles for us are a daily necessity. 
They are a vital factor in economy in business, 
transportation, delivery and travel, and it is 
but natural that there should be a constant 
increasing demand for tires, lubricating oils, all 
accessories in fact. 

Handled rightly, and with ordinary atten¬ 
tion to business, they are most important part 
of a retail merchant's stock. It is worth your 
while to give more attention to them. 


DO YOU DRINK? 

Some drink, others enjoy cocktails, the rest 
don't touch liquor. 

This is no prohibition argument, but we 
would like to ask every man, as he buys a drink 
for himself or his friends, to avoid this thought 
as he buys his liquor— 

“My friends, boys I know and love, are in 
France, enduring hardships without number, 
that our country may be kept safe. Every cent 
I spend needlessly (and my drinking is need¬ 
less) keeps those boys over there that much 
longer, wounds and kills just so many more. 
Shall I put my money in liquor that keeps the 
boys in the trenches, or in Liberty Bonds and 
Thrift Stamps to bring them home?" 


A CHARACTERISTIC LETTER 
Editor Hardware World : 

Honestly man I haven't time to look after 
my own business of selling hardware let alone 
write a letter. 1917 was our big year, 1918 so 
far has won every heat. Short of help to say 
nothing of salesmen. 

Impossible to keep up with prices but do 
the best we can. Giving over half my time 
to war and other public matters, besides raising 
wheat, barley, oats, corn, potatoes, hogs, sheep 
and calves. Generally manage to get to that 
farm every day, sometimes 4 A. M. or again 
9 P. M. Us fellows at home have got to make 
good. 

W. N. SWEET. 

Boise, Idaho, 

Biggest and best little 
City in the world. Come and 
see it. Free Auto tourist 
camping park. 


The office boy says those people who 
break their necks to get away from the office 
promptly at five are those who come in ten 
or fifteen minutes late in the morning. 


THE HOURS WE WORK AND THE WORK 
WE DO. 

STOP and THINK! 

Uncle Sam works, worries, and taxes for 
millions to dig a passageway through a shift, 
mg, swampy, narrow neck of tropical land 
which he calls a canal. 

A railroad spends millions to cut a shorter 
roadway through mountainous country. 

A city drills through rock below its big 
buildings, streets and rivers to install a quicker 
transportation system. 

Thus money and effort are spent to gain a 
few minutes on the hour or day, and many who 
should benefit by these sacrifices squander the 
time thus gained—squander it during our work¬ 
ing hours. 

We are all familiar with the man who hes¬ 
itates, and “h’mns” and “haws” away the 
hours. We are acquainted too with his co¬ 
worker who clearly and easily accomplishes re- 
sults m a few minutes. The latter wastes no 
effort—he knows. 

Knowledge is always a conservator of time. 

The man who can meet ap emergency, fill a 
demand, solve a problem, or conquer opposition 
on the spot is the man the retail building ma¬ 
terial industry needs today. 

STUDY—LEARN and KNOW. 

As you read the pages in each issue of the 
Hardware World, you accumulate a mental in¬ 
ventory of what you can get, what it costs, and 
from what point you can get it with the least 
delay; how best to conduct your business; what 
others are doing and thinking; what is going 
on m our industry, etc., all of which tends to 
economize times and enables the accomplish¬ 
ment of more valuable work with less effort 
and more earned profit. 


iJNOK&AbL OF OVER 100% IN SALES 

We have received a letter from Kilmer and Sons 
Co Spokane, Washington, in which they state their 
sales of Dixon s Graphite Automobile Lubricants have 
been increased over 100 per cent last year, 
pr attribute to the high quality of the 

Below are two paragraphs from their letter that 
please us to reproduce here. 

‘‘During the past year we have increased our sales 
on Dixon s Graphite Automobile Lubricants over one 
hundred per cent. We attribute our success with this 
* 1De << .q uallt 7 Dixon *s products. 

~ taat once a customer uses Dixon’s 

Graphite Lubricants, he invariably comes back with 
repeat orders. We have yet to receive a complaint on 
your lubricants.’’ v 

Other dealers have written us along similar lines 
stating what they think of Dixon’s Graphite Automo¬ 
bile Lubricants and these letters have been compiled 
into a new booklet entitled “Evidence.” A copy will 
be sent to those so requesting Joseph Dixon Crucible 

“E'vidence.” ’ 867 CU7 ’ N ' and askin g foT 

This booklet will show you why Dixon’s Graphite 
Automobile Lubricants are sold by nearly all progres¬ 
sive dealers throughout the country. 
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GILLETTE 
Sa fety Tires 

Each Tire Its Own 
Salesman 

Salability is the proof of tire quality. 

All the talk in the world—all the mile¬ 
age records and economy claims—mean 
nothing if the motoring public doesn’t ask 
for your product by name and insist upon 
getting it. 

Bight there is the proof of Gillette su¬ 
periority with, of course, the accompany¬ 
ing profits for Gillette dealers. 

Motorists are demanding Gillette Safety 
Tires because they know that only in these 
tires can they enjoy the wonderful advan¬ 
tages of the Chilled Rubber Process of 
manufacture. 

Now, when we tell you, as a dealer, that 
to this tremendous existing demand and to 
the supreme benefits of the Chilled Rubber 
Process, we add a plan of dealer co-opera¬ 
tion so extensive, so aggressive, so power¬ 
ful that its influence is felt at once, we 
know you will want to represent us in your 
territory. 

But we tell you frankly that the demand 
is growing so fast we are finding it in¬ 
creasingly difficult to keep pace with it 
and we will take on no more dealers than 
we can fully and satisfactorily take care 
of. Therefore, to secure a Gillette agency 
you have to act immediately. 

Write or wire ns today. 

The 

Gillette Rubber Company 

GENERAL SALES OFFICES 
1834 Broadway, New York 

CHICAGO OFFICE FACTORIES 

122 S. MICHIGAN AVENUE BAU CLAIRE. W18. 
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“THRIFT” MUST BE THE MOTTO OF 
EVERY AMERICAN PATRIOT 

All the dollars in the world cannot buy 
victory, because victory is not purchasable— 
we must work for it and, if need be, die for it. 
Dollars can work for victory only insofar as 
they are converted into labor and materials. 
A dollar hoarded is a slacker; a dollar wasted 
is a traitor; a dollar saved is a patriot. A hoard¬ 
ed dollar represents idle power; a wasted dollar 
represents wasted power; a dollar invested in 
United States government securities represents 
power saved, labor saved, material saved—it 
represents power, labor and materials in action, 
on the firing line—“over the top.” And more 
—it represents reserve power, energy stored, 
purchasing power conserved for its owner to use 
later on. 

Throughout the land business men are help¬ 
ing in the great campaign for “thrift”; they are 
setting an example for their employes by prac¬ 
ticing the helpful habit of thrift, and by putting 
a share of their savings in war savings stamps. 


DAY AND NIGHT. 

A motorist, touring in a Western state, got 
stalled in a tenacious mudhole. I 

While making a vain attempt to escape, a i 
boy appeared with a team of horses. 

“Haul you out, mister!” 

“How much do you want!” 

After a long and fruitless argument the 
motorist was pulled to dry land. 

After handing over the money the tourist | 
said: I 

“Do you haul many cars out in a day!” | 
“I have pulled out twelve today.’’ 1 

“Do you work nights, too!” 

“Yes, at night I haul water for the mud- 
hole.” 


“I’m sorry to have to do this,” said Johnny, 
as he spread the jam on the cat’s face, “but I 

can’t have suspicion pointing its finger 
at me.” 
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Double-Triple and 
Compound Tire Pumps 
are Out-of-Date 

Nobody will use one after trying 
THE ROSE. “It’s the Patent Valve.” 
DEALERS! Most jobbers handle Rose 
Pumps and Grease Guns. If you do not, 
write for samples. 

J. H. HANEY & CO., HASTINGS, NEBR. 

Manufacturers 

Rose Tire Pumps Rose Grease Guns 


THE OLD 

BACKBREAKING 
WAV 


THE ROSE WAV 
LEA5Y FOR A CHILD., 
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MOUND 


TOOLS 


FOR THE AUTOMOBILE 


STANDARD FOR 20 YEARS 
Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Send for Catalog Offset Screw Drivers 

Pacific Coast Representative 
Mayrant Connor, 60S Mission Street, San Francisco, OaL 


THE MOUND TOOL CO., Dept D, 7th and Hickory Sts., St. Louis, Mo., U. S. A. 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 

mw a I stria a 



List Price 
$ 3.00 


List Price 

$1.00 


This Valve Is a guaranteed devloe and has no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
slse tubing, and oomes equipped with the famous 
Romort Pump Connection Rubber. 


The Style B Automatic Air Valve Is recom¬ 
mended to free a ir stations requiring a small 
and Inexpensive air device Stem Is made to 
fit any slse tubing, and Is automatic in opening 
and closing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or publlo garages, vuleanlsers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A GARAGE NECESSITY 


Stylo A 


For Style B 



List Price, $1.50 



The Romort Tire Tester Attachment is a device for attaching your gauge to either Style A or 
Style B Air Valves, and gives the servioe station a permanent holder for its gauge, ready for Instant 
use by the public. Simply screw your gauge Into the holder and you have a tire tester and tire lnflator 
combined in one, and the old trouble or losing gauge is forever over. We sell only the holder attach¬ 
ment. Every garage with free air should be equipped with the Romort Tire Tester Attachment. 

Caution—When ordering, state whether for Style A or Style B Valve. 


Manufacturers, 

BOMOBT MANUFACTURING 00. 


OAXTIELD, WIS. 


FOB SALE BY ALL JOBBERS 

Sales Dept. 

BRING 00. THE agrex company 


CHICAGO, U. S. A. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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RETRY 

CUT-OUT 


Sizes — 1% 
to 3 Vi" 
Price $4 to $6 


Dealers Write or Wire 

N. A. PETRY COMPANY. Inc. 


Omm expelled to the rear through pat¬ 
ented flared opening, prevents all 
back pressure. Lever has seven 
adjustments which make easy in¬ 
stallation. Spring is away from the 
body of Cut-Out, does 
not absorb heat, has a 
simple ten- 
s i o n ad¬ 
justment 
and easy 
action, no 
strain on 
the ex¬ 
haust pipe. 
Ends ac¬ 
curately 
for pipe size, 
and fitted with set screw 
which insures a perma¬ 
nently rigid installation. 
1306 Race Street. Philadelphia 


Distributors: Gray-Heath Co.. Chicago. Ill.; Norman 
Cowan Co., San Francisco, Cal. 



For "Extra Service” 


T HIS Double-Cable-Base con¬ 
struction is one of the chief 
reasons for the remarkable mile¬ 
age delivered by 

Federal? 

DouiU f Hi IB § 

Other feature* have helped win Fader- 
sis their name of “Extra Service** Tires* 
There is more stock in them—side- 
walls are thicker—fabric and robber are 
combined by a special Federal proceee. 
Ask us to demonstrate these facts* 

W. E. & W. H. JACKSON 
Wholesale Distributors 
786-787 Mission St. 

SAN FRANCISCO, CAL. 



These are the days when it takes stout 
hearts and courage to bear the troubles that 
harass us, or those things that threaten the 
moral stamina of our people. 

When American soldiers are yielding up 
their lives daily, when merchant vessels are 
being sunk, when traitors, under the guise of 
Socialists, I. W. W.s, Non-Partisans, and too 
often under union labor, advocates of “free 
speech’’ and what not, and when inefficiency 
seems to thrive in place of efficiency, don’t 
get discouraged. Do your part to correct such 
evils. Don’t wait, thinking some one else will 
attend to what is as much your duty as that 
of any one else, remember our government 
still lives, and then read this poem of Kipling’s, 
and make a new resolve to brace and “carry 
on” your part. 

IP 

If you can keep your head when all about you 
Are loosing theirs and blaming it on you; 

If you can trust yourself when all men doubt 
you, 

But make allowance for their doubting too: 
If you can wait and not be tired by waiting, 

Or being lied about, don’t deal in lies, 

Or being hated don’t give way to hating, 

And yet don’t look too good, nor talk too 
wise; 

If you can dream—and not make dreams your 
master; 

If you can think—and not make thoughts 
your aim, 

If you can meet with Triumph and Disaster 
And treat those two imposters just the same; 
If you can bear to hear the truth you’ve spoken 
Twisted by knaves to make a trap for fools. 
Or watch the things you gave your life to, 
broken, 

And stoop and build ’em up with worn-out 
tools; 

If you can make one heap of all your winnings 
And risk it on one turn of pitch-and-toss. 
And lose, and start again at your beginnings 
And never breathe a word about your loss: 
If you can force your heart and nerve and sinew 
To serve your turn long after they are gone, 
And so hold on when there is nothing in you 
Except the Will which says to them: “Hold 
on!” 

If you talk with crowds and keep your virtue, 
Or walk with Kings—nor lose the common 
touch, 

If neither foes nor loving friends can hurt you. 
If all men count with you, but none too 
much: 

If you fill the unforgiving minute 

With sixty minutes’ worth of distance run. 
Yours is the Earth and everything that’s in it. 
And—which is more—you’ll be a Man, my 
son! 

—Kipling. 
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A GOOD CORD PATCH. 

A big stride in the development of repair 
methods, as applied to cord tires, is found in 
the new cord patch. It is one of the simplest as 
well as the most satisfactory means of repairing 
cord tires, in case of inside breaks of all kinds 
and injuries received from stone bruises. It 
can be used to reinforce, permanently, any 
weak spot in a tire, resulting from any kind of 
injury. Properly used it adds many miles to 
injured and partly worn-out casings and enables 
the owner to obtain the tire’s full quota of 
service. 

It is built of several layers of cords—the 
same as are used in the construction of cord 
tires. Its construction is similar to that of the 
tire itself, with a heavy friction of gum between 
each layer of cords. The edges are tapered to 
prevent tube chafing. Its application to the 
inside of the tire is similar to that of a regular 
patch, and is so simple that any one may make 
the repair for himself. 

In actual operation it adds many miles of 
service to tires that otherwise would be dis¬ 
carded. It is made to fit all sizes of cord tires. 
No. 1 is for use in 3", 3 V 2 " and 4" tires; No 2 
in 4and 5" tires and No. 3 in 6", 7" and 
8" tires. 


The Lakin Hardware Co., Prineville, Oregon, have 
announced that they have purchased the hardware 
and machinery stock of the O. C. Claypool Co., and are 
in position to supply everything in tne hardware and 
implement line. 


In a fire which occurred at Cle Elum, Wash., recent- 
lv Haines & Spratt, hardware dealers, sustained a loss 
of $15,000, the Werlich Furniture & Hardware Co., loss 
was estimated at $14,000. 




“OIL RUINS TIRES” 

Motorists realise what a great mextaoe oil 
is to inner tubes and, therefore, look for 
the place where they can fill their tiree with 

CURTIS AIR— FRU 
PROM OIL 

Five different sises of com¬ 
pressor. IS 6 different com¬ 
binations of outfita. In 
stock at most jobbers. Pries 
is right. A result of 15 
years experience in com¬ 
pressor manufacturing. Send 
or Bulletin 0-5. 

taftb Psaa. Mcky. Co. 

1512 Etonian At., 8%. Louis 
580*>L Hudson Term., V. T. 


!, 



Twenty-Six Thousand 

MELLIN’S 
ADJUSTABLE 
GEAR SHIFT 
EXTENSIONS 

have been bought this year by 
motorists, through exclusive 
accessory dealers. 

It’s a ready seller — takes 
small shelf room—doesn ’t call 
for installation — gives good 
profit. 



WHY NOT STOCK IT? 

Brings the gear shift lever to just the convenient 
position for each driver. 

For Dodge. Nash and Overland, Models 
75-90. List $1.25. Buick, Oakland and all 
ears with removable ball on shift-lever. List 
$1.50. Hudson, Overlsnd 85, and all cars with 
solid ball top. List $2.00. 


At Your JOBBERS or Write 

M & H NOVELTY CO. 

857 E. 24TH ST. LOS ANGELES 
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“DOWN BY THE RIO GRANDE” 

Drivers delivering new trucks under their 
own power usually have trouble enough in coax¬ 
ing their charges to destination, especially in 
regions where roads exist more in name than 
in fact, and in long trips over country with 
which they are unacquainted, but it is doubt¬ 
ful if any other driver has ever experienced the 
thrills and dangers reported by Lawrence 
Broyles, a truck dealer of El Paso, in an 
attempted delivery from that city to Marfa, 
Texas. 

Broyles recently left El Paso in a truck, which 
he intended to drive to Marfa, about 150 miles 
distant. After having covered 125 lonely miles 
he was suddenly set upon by a band of four 
masked bandits who searched him thoroughly, 
but returned a roll of money to him when 
satisfied that he was unarmed. They compelled 
him to alter his course and head toward the 
Rio Grande, the object of the bandits evidently 
being to take over the truck at some convenient 
point. 

Prom their conversation among themselves, 
Broyles was convinced that they wished to use 
his truck in smuggling ammunition across the 
river. They were lavishly supplied with money 
and offered $4,000 for the truck, with a liberal 
sum for his services as its driver temptingly 
shaking the money before his eyes, but Broyles, 
fearing foul play when once across the river, 
rejected their offers. 

After driving about forty miles he made the 
decision that if he was living his last day he 
would end it in the good old United States and 
determined to ditch the truck at the first 
opportunity. This soon came, and seeing an 
arroya, or depression, ahead, with a pit of sand 
at its bottom, he plunged the truck into it, the 
impact deeply imbedding it in the sand. 

The bandits, in a rage at being outwitted by 
the driver beat and kicked him so unmercifully 
that he begged them to shoot him and end his 
misery. “We have no bullet to waste on 
Gringos,” was the taunting reply. They com¬ 
pelled him to walk a mile to a wind mill and 
climb to the top of a large galvanized water 
tank about twenty feet high. When he reached 
the top, one of the bandits, who had followed 
him up the ladder, pushed him headlong into 
the tank with the derisive remark, “that will 
settle you, I guess.” 

Then began a battle in ten feet of water to 
reach a feed pipe about five feet above the 
water. After several futile attempts to grasp 
it, during which his strength was fast ebbing 
away, the last hurtle of which he felt himself 
capable, resulted in victory. After dragging 
himself up to a horizontal section of the pipe 
he was able to peer out over the top, and sat¬ 
isfying himself that his assailants had retreated, 
climbed down over the brim, and headed for the 
north. 


After several days of wandering, during 
which he several times fell unconscious, with 
the blazing sun beating down on his bruised 
body, he came to a railroad. Fortunately a 
station was not far away and the first train 
was boarded for El Paso. 

A few days later he left for the scene of his 
harrowing experience and found that the 
bandits had been unable to extricate the truck 
from its bed of sand. Broyles, however, with 
the several men whom he took with him, 
salvaged it and completed its delivery as origin¬ 
ally planned. 


Facts are to the mind the same as food to 
the body. On the due digestion of facts depends 
the strength and the wisdom of the one, just 
as vigor and health depend on the other. The 
wisest in council, the ablest in debate, and the 
most agreeable in the commerce of life, is that 
man who has assimilated to his understanding 
the greatest number of facts.—Burke. 


The Holiday Hardware Co. ; 934 State street, Santa 
Barbara, Cal., report that business has increased quite 
steadily since their establishment. They are doing a 
good business in hardware, paints, housefurnishing, and 
report an optimistic outlook. 


The Ducommun Hardware Co., Los Angeles, Cal., 
advise us that they are building a warehouse at Seventh 
and Townsend streets, San Francisco, where they in¬ 
tend to carry stocks of brass, copper, steel, etc., for 
taking care of their trade in Northern California. 


AUTOMOBILE INSTRUMENTS 

New models of Eveready automobile measuring in¬ 
struments are now being delivered by American Ever 
Ready Works, Long Island City, N. Y. This company 
is now concentrating its entire automobile instrument 
production efforts on the dashboard instruments, styles 
1012 and 1013. 

In these latest models, simple strong construction 
has been well carried out to insure dependable accuracy. 
** Dead beat” movement of the pointer is obtained 
through the use of an aluminum vane, supported on 
hardened steel pivots, which moves in a partially closed 
air chamber. Thus the pointer is governed by the 
smallest change of current flow. 

Vibration of the car will not affect reading as 
the torque produced by the magnetic field is very high. 
Both models are dust and water proof. 

The regular finish of the instruments is dull black 
enamel; with black dial; or they can be obtained in 
polished nickel finish with silver finish dial without 
extra charge. 

Model 1012, Flush type has a flange of 2% inches. 
Both types have a case diameter of 2% inches, and 
standard ranges are 15-0-15., 20-0-20 and 30-0-30. Ship¬ 
ments can be made promptly. 
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UNIQUE JOBBERS SERVICE 

In many of onr large cities jobbers are removed 
from the congested district, their warehouses and 
establishments being convenient to railways and on 
the outskirts of the city, where it is not convenient 
for retail merchants from the interior and country 
towns to reach them promptly. 

Recognizing this fact, and typical of a service which 
many jobbers believe is appreciated by their customers, 
Baker, Hamilton & Pacific Co., San Francisco, have 
inaugurated an autobus service, which leaves the center 
of the city, in this particular instance the Argonaut 
Hotel, 4th and Market St., every thirty minutes 
throughout the day, beginning at 8:00 A. M. and con¬ 
tinuing uninterruptedly throughout the morning until 
11:30, and then beginning again at 1:00 P. M. in the 
afternoon, and continuing until 4:30. 

They do not restrict their customers, however, to 
simply visiting their own establishment, but a number 
of other jobbers are located near them, and they extend 
the privilege to the country merchants and customers 
to visit any of the other jobbing establishments, fre¬ 
quently going out of the way to take the customer 
to some other institution. 

The busses leave their establishment on the quarter 
hour, that is, fifteen minutes after the hour and fifteen 
minutes of, beginning at 7:45 A. M., continuing until 
noon, then again commencing at 1:15, continuing until 
five. 

This service is greatly appreciated by their cus¬ 
tomers, and is one that could doubtless be patterned 
after by other institutions. 


4 'THE PROPER CARE OF BELTS” 

is the title of a new booklet gotten out by the 
Joseph Dixon Crucible Company. We suggest that 
engineers obtain a copy for their files. 

As long as the original condition of life and 
pliabilitv of a belt is preserved it is worth its cost 
price. To neglect belts will result in a two-fold loss, 
a waste of power due to the inefficiency of the belts; 
and increased cost due to frequent belt renewals. Just 
now as never before it is essential that belting be 
given careful attention. The booklet contains helpful 
suggestions for getting maximum results from belts 
and in addition has several pages devoted to useful 
information of a general character. 

Those interested should write to the Joseph Dixon 
Crucible Company, Jersey City, N. J., for sample of 
Dixon f B Solid Belt Dressing. 


The Western Hardware & Metal Co., Seattle, of 
which George Boole is the head, announce that the 
business of the firm hereafter will be conducted under 
the name of A. M. Castle Co., as they have consolidated 
with A. M. Castle & Co., of Chicago. 

The capitalization will be $1,500,000.00 and the 
entire organization and ware house facilities of the 
Western Hardware & Metal Co., were taken over by the 
new concern on July 1st. 

The officers will be George Boole, Seattle, chair¬ 
man of the board of directors; W. B. Simpson, Chicago, 
president; L. M. Henoch, Chicago, secretary; II. 
Erskine Campbell, Seattle, treasurer, and George War¬ 
ren Boole, Seattle, Frank J. Speckert, Seattle, and 
Roy L. Sanford, San Francisco, vice presidents. 

The new company will specialize on plates, black and 
galvanized sheet steel, structural shapes, iron and steel 
bars, rivets, bolts, pipe, hoops and bands etc. 


The Robinson Hardware Co., Gilroy, Cal., ^re in¬ 
stalling an irrigation pipe factory at Oakland, Cal., 
where a desirable site has been secured on the corner 
of Twelfth street and Twenty-fifth avenue. They re¬ 
cently purchased the business of the American Corru¬ 
gated Culvert Co., as well as their plant at South San 
Francisco. The construction of a new building which 
will cover a floor space of 150x175 feet, exclusive of 
galvanizing plant and garage, will begin at once and 
will be ready for occupancy by October 1. 

At the present time the Robinson Hardware Co. 
employs fifteen men in their factory, but are planning 
to materially increase their facilities in their new plant 
in Oakland. However, they will continue their hard¬ 
ware business at Gilroy, Cal., which will be their 
headquarters. 


Fred Johnson, a salesman of the Honevman Hard¬ 
ware Co., Portland, Oregon, recently had a narrow 
escape from death in an automobile accident, when the 
car which he was driving plunged down a 170-foot 
embankment on Roberts Mountain in Southern Oregon. 

Mr. Johnson, with his wife and two men, were driv¬ 
ing over the mountain when, in trying to avoid a col¬ 
lision with some tourists on a sharp hairpin curve, the 
machine went over the grade head foremost, a large 
tree stopping its progress. 


The Escondido Hardware Co., Escondido, Cal., has 
purchased the hardware stock of M. V. Wisdom. 
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AUTO-BIOGRAPHY OP AUTO WITH 
CHURCH HABIT 

No, I’m not a Ford. I’m a big, red auto, 
and if I had my way, every car would be red. 
It is such an inviting color, and, when I speed 
up, and go through the country like a streak, 
there is nothing sombre about me. An auto 
should suggest the power and joyous abandon 
of life, anyway. I’m a high-powered car, of 
classy model, and paid for without a mortgage, 
and what’s more, I go to church regularly, as 
every decent, self-respecting car should. 

I didn’t always go, but I’ve reformed. 

When my owner first got me, he could 
hardly wait until Sunday came. He was up at 
six, tuning me up and getting ready for a run 
in the country, for fishing, golf or a picnic. He 
generally invited some other church members, 
and I’m not saying it did them much harm; yet 
the day’s pleasure always ended with a question 
mark—was that really the best use to which I 
could be put on the best day of the week ? 

Coming home one Sunday from a trip, I was 
caught in a rainstorm, without chains. I skid¬ 
ded on the country road (I didn’t mean to), and 
slipped over a bank and pitched the whole party 
out. Fortunately, none were hurt, but my 
owner was badly shaken. He was quite sober, 
and his only remark on the way home was, 
“thankful I didn’t break my fool neck.” 

Next Sunday he surprised me by going to 
church. The service must have gripped him, for 
I heard him say to the Missus, “We’ve missed 
a whole lot recently, haven’t we?” 

Now, every Sunday I go to church loaded, 
picking up tired women and children, taking 
old people home from service, and shut-ins out 
for a ride in the afternoon, if the weather is 
pleasant. 

I’id having the time of my life, and have 
begun to believe that even an auto can have 4 4 a 
conscience void of offense toward God and 
men! ” 


CALIFORNIA HARDWARE ASSOCIATION 
HOLDS QUARTERLY MEETING 

The California Retail Hardware Associa¬ 
tion held their quarterly meeting at Fresno, 
Cal., recently, which was well attended by 
dealers in that section. 

One of the chief subjects discussed was the 
implement situation, and the dealers in the in¬ 
terior and country towns are realizing that im¬ 
plements and tractor tools are playing an im¬ 
portant part in the trade. 

The association is awakening to the inter¬ 
est and vast amount of trade that has devel¬ 
oped, and will endeavor to interest the imple¬ 
ment retailers and tractor agents to become af¬ 
filiated with the association. 


The hardware store of J. S. Werlich & Son, Cle 
Elum, Wash., was recently destroyed by fire. 


LUBRICATION OF AIR-COMPRESSOR 
CYLINDERS 

* ‘ Becent disastrous explosions in air - compressor 
systems present striking examples of the danger exist¬ 
ing from the use of ordinary oil in the air cylinders 
of air-compressors. Only a pure mineral oil, with a 
flash point as high as good lubricating qualities will 
permit, should be used. As little as possible of even the 
best oil should be used. 

“ Numerous cylinder oils are compounded, and such 
oils are likely to produce a carbon that will stick the 
valves and collect on valve faces and other parts of the 
cylinder and valve chambers, resulting in a dangerous 
condition. 

“Air receivers are liable to explosion from accumu¬ 
lated oil deposits. Every receiver should be equipped 
with a pressure gauge, a safety valve, and proper 
drains, and all reservoirs and likely places of deposit 
in the air line should be thoroughly and frequently 
drained and cleaned. It is bad practice to have the 
inlet of an air compressor take from a hot or dnsty 
room—the air should be cool and as clean as possible. 

“The practice of throwing kerosene oil into the 
inlet of an air compressor to clean it is an extremely 
dangerous one, and the cause of an explosion under 
such circumstances is not difficult to understand. Lubri¬ 
cation of the air cylinder with soapsuds (preferably 
made of soft soap, about one part soap to fifteen parts 
water) for a few hours each week (or less frequently 
if the load is light), instead of oil, will help materially 
in keeping the cylinders clean. The only danger from 
the use of soapsuds is rust, and this should be over¬ 
come by being careful to discard the soap and feed 
the cylinder with oil an hour or so before shutting down. 
The receiver blow-off should then be opened and the 
accumulation of oil and water drained off. 

“An air compressor engine should not be controlled 
by the air pressure alone, as many are ; but should be 
fitted with an auxiliary governor which will act as 
soon as the speed rises above certain predetermined 
limit. This will prevent the engine from “racing ’ 9 in 
case an accident to the tanks or piping causes a sud¬ 
den lowering of the pressure. It is not necessary for 
an explosion to take place to produce a lowering of 
the pressure, as the giving way of a pipe, valve or 
tank from any cause will have the same effect . 1 9 —(The 
National Safety Council)—Power. 

The above article states our opinion in the words, 
“As little as possible of even the best oil should be 
used.” We have said so for years. The logical lubri¬ 
cant for compressors is Dixon’s Flake Graphite. A 
Graphite lubricator that automatically supplies flake 
graphite to compressor cylinders provides not only the 
safest but the most dependable lubrication possible. 
If you are interested in better service ask for a book¬ 
let on the subject. 


ENCOURAGES TEAM-WORK AMONG 
EMPLOYEES 

The Columbian Rope Company, in line with 
their progressive policy, has recently estab¬ 
lished an employee’s family newspaper—that 
is a publication which circulates among all the 
employees of their plant. It is edited along the 
lines of a big country newspaper and is prov¬ 
ing quite successful in increasing the good will 
of their employes. While this publication is 
intended primarily for circulation among their 
own employes, a letter addressed to the Adver¬ 
tising Department of the Columbian Rope Com¬ 
pany will result in their sending a copy to any 
manufacturer who might be interested. 
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MURRAY SARGENT BECOMES CHIEF OF 
HARDWARE AND HAND TOOLS SECTION 

Reference was made in our issue a few 
months ago to the fact that Murray Sargent 
was selected as executive manager of the Hard¬ 
ware Manufacturers’ Organization for War 
Service, with headquarters at 1218 New York 
avenue, Washington, D. C. 

Secretary Mitchell, of the Hardware Manu¬ 
facturers’ Association, advises us that Mr. Sar¬ 
gent, who has so ably served them as executive 
manager of the organization at Washington, has 
been asked to serve the government direct as 
chief of the Hardware and Hand Tools Section 
of the War Industries Board, and in view of the 
fact that such service to the government is 
highly essential at this time, the committee feel 
it their duty to accept Mr. Sargent’s resigna¬ 
tion so he may serve in this wider and more 
useful sphere. 

The work of the organization, however, will 
be continued. The following resolutions were 
passed by the association: 

Whereas, Mr. Murray Sargent, executive manager 
of this organization, has been called upon to perform 
official duty for the government in the War Industries 
Board, and in consequence finds it necessary to tender 
his resignation as executive manager becoming effec¬ 
tive July 1, 1918; 

Be it therefore resolved, That the executive com¬ 
mittee now records its high appreciation of the serv- 
ives thus far rendered to this organization, and even 
in higher degree the service Mr. Sargent has ren¬ 
dered to the government in this critical period. Also 
its recognition of the higher and more important ser tr¬ 
ice which Mr. Sargent is now called upon to give; 

Be it further resolved. That the resignation be ac¬ 
cepted with an expression of keenest regret because of 
the loss to the organization but with satisfaction in the 
thought that his services to the government will be of 
such direct and large value to the general war 
program. 


Sheers Hardware Co., El Paso, Texas, advise us 
that the firm of Sheers Lazenby Co., have changed 
their name to the Sheers Hardware Co. Mr. Lazenby 
having sold his interest to Mr. J. S. Gething, who 
assumes the office of vice president, and Mr. J. M. 
Sheers will remain president. 


Jones & Gurney, Sonora, Cal., was recently destroyed 
by fire, caused by a gasoline torch which was being 
used in repairing wirei exploded, and many other mer¬ 
chants also suffered a complete loss of their business. 


GENUINE 

HUNTER’S 

The Standard tor a 
Qnarter-Oantnry 

Bastion*! Vlow Order from your jobber. 

Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always poealbla Made In one 
pfteee of extra heavy tin plate, nlekel trimmings. 
Handle swedged to body. So soldered joints to 
come loose. Easy to remove all pans for cleans- 

*“*' THE FEED J. MEYBBS MFG. 00. 
■OlB ItTMt IlMltlW, OMi 





Wilson Headquarters 

T ILE above illustration shows the ex¬ 
terior view of the big new head¬ 
quarters of Thos. E. Wilson & Com¬ 
pany. This entire building is given over 
to the general offices of the company 
and to the storage of stock. 

It is the central link of a long chain 
of factories devoted to the production 
of the quality line of sporting goods— 
The Wilson Line. The superiority of 
this line is an assured fact and begins 
with the expert selection of raw mate¬ 
rials that go into the manufacture of 
Wilson’s Sporting Goods. 

From Wilson & Company, the Chi¬ 
cago packers, who are our parent con¬ 
cern, it is possible to secure the pick of 
many of the raw materials used in the 
manufacture of sporting goods. 

Throughout the manufacturing, de¬ 
signing and finishing in our factory the 
work is supervised by experts of na¬ 
tional reputation. 

This expert supervision and careful 
selection means a great deal to the 
Sporting Goods Dealer. It is his assur¬ 
ance that the goods bearing the Wil¬ 
son trademark are exactly as they 
should be. 

If you are not handling the Wilson 
Sporting Goods at the present time, a 
line from you will bring full informa¬ 
tion and sales possibilities. Write us 
today for our new 1918 catalog. 

w /a n 


Thos.E.Wilson & Co. 


\y w — 

701-703 North Sangamon Street - Chicago 
No. I of a Seri*• 
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QUALITY OP PAINT REQUIRED. 

To determine the quantity of paint required 
to cover a given area, measure the length and 
width of the building and obtain the perimenter 
or number of feet around the building. Multi¬ 
ply this by the average height and the product 
will be the number of square feet to be painted. 

A good paint should cover three hundred 
square feet of surface, two coats, per gallon of 
paint. Divide the number of square feet to be 
painted by 300 and the result will be the num¬ 
ber of gallons that will be necessary to cover 
the ordinary surface. A very porous, rough or 
scaly surface will naturally take up more paint 
If three coat work is desired, half again as 
much paint will be needed. 

Things To TeU Your Customers 

Don’t forget to employ a good painter. Any 
paint must be well brushed out and a lazy 
workman will spoil an otherwise perfect job by 
neglecting to spread the paint properly. 

Don’t overlook the necessity of shellacing 
all knots, sappy or pitchy spots before apply¬ 
ing the first coat. 

Don’t paint a damp or green surface as no 
paint will adhere properly under such circum- 
stanes. 

Don’t forget that yellow pine is very hard 
to paint and must be well seasoned if success 
would attend your efforts. 


Don’t use ochres of any description for 
priming. Use the same paint that is to be used 
for finishing coats, thinning it, however, accord¬ 
ing to the directions accompanyng each can. 

Don’t try to paint over a surface which has 
scaled or blistered without wire brushing or 
burning off the old paint. 

Don’t forget that the better the paint the 
better the job, and the more satisfaction and 
service will be produced. That’s what you are 
looking for. 


C. N. Hawkins for many years manager of the 
Granger’s Union announces that he will retire from 
business. The hardware department of their business 
will be taken over by L. E. Ladd of Frank Ladd & Co. 
The Granger’s Union has been an important factor in 
the trade in their locality for many years. 


The O. S. Stapley Hardware Co. are remodeling 
their store and otherwise improving its appearance, 
which will give them increased facilities for fall trade. 
Business with them has been all that could be desired, 
and the outlook is most excellent. 


WOULDN’T STOP EVEN IF HE SHOULD QUIT 
BUSINESS 

I would not be without the Hardware World 
for many times the cost even were I to retire from 
the business. I would continue my subscription just 
for the good reading and helpful articles it contains 
aside from that pertaining to the hardware busi¬ 
ness. F. H. TURNER. 


SATISFACTORY and PROFITABLE 



Wator Tight 


Good Painters use Cal-Pa-Co Pure Paint when 
they have a particular customer to please 

CALIFORNIA PAINT CO. 

OAKLAND, CALIFORNIA 


J0BBBB8 

Hammond Lumber Oo„ 

Los Angeles 

Btayner A Daly, Balt Lake 
Kelly, Tborsen A Co., Portland 




CAL-PA 


FOB BOTH 

CONSUMER 

AND 

DEALER 

No other manufacturer uses 
greater care in making 
100% Pure Paint. 

Cal-Pa-Co products combine 
only the best ingredients 
under the direction of the 
most skilled paint chemists. 

The California Paint Com¬ 
pany — manufacturing Cal- 
Pa-Co paints, varnishes and 
enamels for over 50 years 
—took five first awards at 
the Panama - Pacific Inter¬ 
national Exposition. 

It will pay you to writs 
for dealers’ special Agency 
terms. 


Digitized by v^.ooQle 



HARDWARE WORLD 


123 


It has been announced that George MacGillivray, 
a well known hardware dealer, has purchased an inter 
est in the Riverside Hardware Co., Riverside, Cal. 
Mr. MacGillivray was formerly in business at Corona, 
Cal. 

Esles Smith for many years engaged in the plumb¬ 
ing business at Azusa, Cal., has sold his business to 
Walter Johnson of Baldwin Park. 


The Brawley Hardware Co. will continue the busi¬ 
ness of the Taylor Hardware Co., Brawley, Cal. The 
officers of the new corporation are: A. J. Kalin, 
president, H. S. Gipe, secretary-treasurer, F. H. Girvin, 
manager. 






PIN YOUR FAITH ON DIXON’S 


DI-MEL*INE 


PAINTS ♦ STAI 


The complete, compact, distinctive line In handy 
ho usehold c ans—full-sise, full-measure. BlTULl 
15 OBITS —no larger sixes. Big Value for user; 
Big Profit for Too. A popular seller with Hard¬ 
ware trade. Assortments contain all 29 colors; 
Display matter Included. 

Dealer's Assortment (30 Dos.).$39.00 

Jobber's Assortment (12 Dos.). 16.00 

Open Stock, all colors, per gross. 16.60 

2 % Freight allowance, F. O. B. N. Y. # 2% Cash 
Writ* for Color Card , Circular and Booklet 


169-173 Second Are., BBOOKLYV—VBW TOBX 

Townley Metal A Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware A Paper Co., Oakland, Cal. 


The lubricants that have proved their superi¬ 
ority in actual use and scientific demonstration. 
Don’t be content with a camouflage coating that 
squeezes out quickly and leaves bearing surfaces 
at friction’s mercy. Rely on 

plXOtyV 

GRAPHITE W 

Automobile 

LUBRICANTS 

They stay put—save wear, time and money. 

Write for Dixon's Dealer's Deal 
No. 230X1 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Company 

gggg Established 1827 


IlsSRI ~ 







FREE—A Generous Sample Can of 


I I F — aplastic 
r Fi brous Cement f ^ 

REQUEST, we will send any Hardware Dealer a six ounce can of 
Noahs Pitch free. 

Use it for any leak, no matter if it be in a roof, barn, silo, boat, or greenhouse. 
Use it without heating. Don’t bother whether the surface is wet or dry. Merely 
open the big-mouthed can and daub the compound over the leak with an 
ordinary trowel or table-knife. 

Put the sample to every test you can conceive. It will do its work 
so well, you will want your customers to know how good it is 


THE PHILIP CAREY CO., 232 WAYNE AVE., 


LOCKLAND, CINCINNATI, 0. 
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A GOOD PAINT TALK TO GIVE YOUR 
CUSTOMERS IP YOU HANDLE 
GOOD PAINT 

A thing worth having is worth waiting for. 
If your house is worth painting it is worth 
painting right. Never under any circumstances 
use a second quality paint on your house. If 
at the time it needs painting and you cannot 
afford the best paint made—wait until you can. 

The theory that a paint costing one dollar 
a gallon, which will last three years, is just as 
good as a paint costing two dollars a gallon 
and lasting six years is all wrong. 

In the first place the cost of application 
must be added to the paint in each instance, 
and in case of the cheaper paint it will have 
to be added twice. In the second place a paint 
that has to be renewed in three years cannot 
possibly have the material in it that a paint 
will have that lasts six years. The six year 
paint contains the best ingredients, known as 
pigments, and the pigments are really the life 
of the paint. They are the part of the finished 
paint that protects your building and battles 
against time. 

A six year paint will be found, at the end of 
that time, to retain its adhesiveness to the 
building on which it was placed and an addi¬ 
tional coating but doubles the thickness of pig¬ 
ment. A paint that needs renewing after three 
years cannot help but contain chalky pigments 
as substitutes for the better grades. As such 
lose much of their protecting properties and 
gradually wear off, so by the time the build¬ 
ing needs repainting there is not much of the 
original coating of pigment left. 

Paint of the highest quality, combined with 
the most extreme care and standardized beyond 
all chance of guesswork results, should be used 
in preference to those that are cheaper. Infe¬ 
rior material being used in the composition of 
cheap liquid paints will not show up until long 
after the painter has gone, but in a year or two 
the cheaper paint will be an endless source of 
dissatisfaction. 


BIGGER SALES FOR YOU 



This is the year of all years to sell “XXth 
Century” Bottle Coolers. They are not only 
the most sanitary water coolers on the market 
and the cooler chosen by the U. S. Government, 
but they use one-third 
less ice than other cool¬ 
ers. Make a big point 
of this fact and you can 
sell a lot of these cool¬ 
ers, for ice is very high 
in price. 


“XXth Century” 
Bottle Coolers 


This cooler has two con¬ 
tainers, one for ice and 
another for water, so 
that dirty and disease- 
laden ice can never come 
in contact with the water 
and contaminate it. 


It is economical, because its 
ict* container is made of 
“Fibrotta,” a non-conductor 
of heat or cold, which shuts 
the heat out and keeps the 
cold in. The “XXth Cen¬ 
tury” Bottle Cooler will pay 
for itself within a short 
time in ice savings alone. 
Write for our catalog. 


CORDLEY & HAYES 

COOLER HEADQUARTERS 

40 Leonard Street. New York City 








“ANSONIA” NAIL CLIP 15 CENTS 



H. C. COOK CO. 


Made by the mak¬ 
ers of the “Gem" 
Nall Clipper. 
Twelve In a box or 
12 on a display 
Fast ten- 
cent sales. 

Big Profit 
Write 

ANSONIA. CONNECTICUT 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubes, Punches and Dies. All kinds 
and sises made to order. Write jobber. 
Booklets free. Established 1858. 

40 Lincoln Street 
BOSTON MASS. 


“Our Standard” 



A Perfect Paint for Outside 
Painting. In different shades. 
Most Lasting. 


R. N. NASON & CO. 

San Francisco, U. S. A. 

MATTERS 

Paints, Colors, Varnishes, Lubricating: 
Oils and Greases 

JOBBERS 

Brushes for Painting, Glass Mirrors, Etc. 

FOSBIGN PACKING OF SHIPMENTS A SPECIALTY 

WRITE FOE LITERATURE, CATALOGUES AND FRIGES 
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THE COST 

No matter what it costs in money, we shall 
find it cheaper to win than lose the war. 

The Germans are the most ruthless tax col¬ 
lectors on earth. They expect America to pay 
for the war. Their newspapers talk of an in¬ 
demnity of $25,000,000,000. When they have 
the power the Prussian autocrats have no diffi¬ 
culty in collecting. 

Brussels, after many fines and taxes, was 
punished by a fine of 5,000,000 francs “on ac¬ 
count of the attack made upon a German sol¬ 
dier by Ryckere, one of its police officials.” 

Luneville was fined 650,000 francs because 
of an alleged attack by some inhabitants. 

Cardinal Merrier complains that 500,000,000 
francs were imposed on impoverished Belgium 
by December of the first year. In November, 
1915, the Prussians decreed that the contribu¬ 
tion be increased to 40,000,000 francs a month 
from bled-white Belgium. Later it was raised 
to 50,000,000 francs. 

These instances may be increased indefi¬ 
nitely. At last the Belgian men were carried 
away into slavery. Later this was done in 
Poland. 

It will be far cheaper to pay now than when 
Germany sets the price. 


PAINT PORTFOLIO 

The “Harrison Works” of Philadelphia, 
manufacturers of Town and Country Paints, 
owned and operated by the E. I. du Pont de 
Nemours & Co., have just issued one of the 
most attractive pieces of advertising literature 
seen in some time. 

It is in the form of a portfolio, containing 
eight color plates each of which is a master¬ 
piece of the lithographers art. 

The plates show the combinations of colors 
of the Town & Country paints used for decorat¬ 
ive as well as protective painting of the various 
style residences, from the small bungalow to 
the abode of many rooms. Accompanying the 
portfolio is a two page folder descriptive of the 
contents. 

Copies of these beautiful specimen plates 


may be had by addressing the Harrison Works, 
Philadelphia, Pennsylvania. . 


Mr. William Henry, Manager of the Roof¬ 
ing Department of Pioneer Paper Company, 
Los Angeles, Cal., is enjoying an extended vaca¬ 
tion in the Sierras with his family. 

For a long time past Mr. Henry has been 
working very hard—not only for his own firm, 
but also for the International Sales Managers 
Association, of which he was recently elected 
President. 

It is largely due to his efforts that Pioneer 
Roofing has secured so strong a hold amongst 
hardware dealers—becoming one of the most 
rapid selling and satisfactory items in the deal¬ 
ers' stock. 

Mr. Henry's countless friends hope he will 
come back greatly benefited in health as a re¬ 
sult of his trip. 


For Better Bookkeeping' 



ASK YOUR STATIONER 


Retail, for 
$ 1.00 
•OLD BY 
Hardware Stor m 
Paint Stores 
Department Storm 
Decorating EttabUsh- 
mente 

Write for free deeerip- 
tire cirouler aad p ri me 
to the trsde. 

Tin "lU-SIU” Cmpnj 

I6S-L W. BeUaaa Bid*, bo* Aafaiaa, OaL 

(Factor y; Baa Fr&ncUoo) 



PAINT 


WRITE FOR ATTRACTIVE 
DEALER PROPOSITION 


’^-S'xnce 1694 


ME BRININST00L CO. 

Manufacture A Complete Standardized I AC ANfiFITC 
Line of Mirth Grade Paint Products LwJ /AIlVliaLLiJ. 
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RECOMMENDED GAME AND TRAP LOADS 
FOR SHOTGUN SHOOTERS 

Carrying out a similar idea to that employed by the 
manufacturers of automobile oils in providing charts 
showing the grades of oil best suited for every standard 
make of car, the Remington Arms Union Metallic 
Cartridge Company, Inc., has issued a very handsome 
and useful chart of Recommended Game and Trap Loads 
for shotgun shooters, distribution of which to all Rem¬ 
ington UMC dealers begins June 15. 

The chart is in the form of an art hanger, the full 
color illustrations for which are from the crush of 
that highly gifted bird artist, Lynn Bogue Hunt, and 
reproduced by lithography. Dimensions of the hanger 
are 20x26 inches, and the illustrations, of which there 
are nine panels, depict thirty different species of lead¬ 
ing American game birds and three game animals. 
Better natural history studies of any of the game il¬ 
lustrated have not been published, and their grouping 
on this artistic, yet practical, hanger is a credit not 
only to the artist but as well to the Remington UMC 
Company. Judged for its educational value, it sets a 
high mark indeed, and beyond doubt it will long be 
used as a handy standard reference, not only in sport¬ 
ing goods stores but wherever sportsmen congregate. 

A total of 78 standard loads are given, but of course 
there are numerous duplications. It is not attempted 
to recommend a particular load for any one kind of 
game in all localities. However, it is to be expected 
that those given will give best results under general 
conditions, and there is no question of the decided value 
to the dealer the chart will be in influencing shooters 
who do not know what they want, to choose a practical 
load. Too much emphasis cannot be laid upon this 
point. Every hunter will recognize that in supplying 
shotshells for so many years, in such large quantities 
and for use all over the world, the Remington Arms 
Union Metallic Cartridge Company, Inc., has acquired 
a vast amount of knowledge of the actual requirements 
of shooters. And every wide-awake dealer knows that 
the more shooters who will exercise the good judgment 
to let somebody who really knows what is best guide 
them in their selection of their loads, the better it 
will be for all concerned. 


The distribution of these hangers will be commenced 
with Alaska, and will end with Louisiana, the last 
supply going out September 20. In practical service 
to tne dealer, it will be one not soon to be forgotten. 



UTENSILS THAT SAVE FUEL 

Winning the war in the kitchen has become a na¬ 
tional campaign marked by various methods of attack. 

Not only are the housewives of the land substi¬ 
tuting rye, barley and corn meal for white flour in 
order that our soldiers and their allies may have the 
nourishing food that they require, but they observed 
the meatless days of the past most religiously and are 
continually practicing other worth-while economies in 
the home. 

There are the thousands of women, for example, that 
use cooking utensils of aluminum. They are helping to 
save fuel in addition to enjoying the economy that 
results from the use of aluminum goods, which sure 
much more serviceable and enduring than pots and 
pans of tin and enamelware. 

* * Aluminum cooking utensils are savers of gas and 
coal,” said George Vits. president of the Aluminum 
Goods Manufacturing Company of Manitowoc, Wis., 
which last year introduced the very successful Mirro 
line on the market. “The reason is obvious to every 
housewife, who knows that the aluminum coffee pot, 
tea kettle and double boiler heats quicker and holds 
the heat longer than do utensils of other metals and 
compositions.” 

An appreciated feature of the Mirro tea kettle and 
double boiler, in fact, is the unusually wide heading 
base that is both an aid in the speedy preparatioa of 
foods and also a conservator of fuel. 

According to the manufacturers of aluminum goods 
and the dealers that handle their product, the demand 
for aluminum cooking utensils has increased tre¬ 
mendously since the outbreak of the European war. 
This can be explained by the fact that housewives have 
learned the superiorities of aluminum and are making 
their kitchens more efficient and refined, and also 
because many patriotic women are averse to purchas¬ 
ing articles that are made in a country hostile to the 
United States and her allies. 


P. Nolser of Perris, Cal., is the new owner of the 
Skrable & Stroud Hardware store at Pomona, Cal. He 
will be assisted by his son in the business. 
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Legend of 

Patent Safety Too! Lock 

fig./. Hand/e Construction 
fig2 Hand/e fitted to Toot 
Fig3 Perspective Itiewofmssemdedlock 
fig4. Perspective Itie* of Lock sepmrmteet 
fig.5. Cross-Section ofasoemded Lock 
fig 6 Cross-Sect/on thro'center of7odA Look 


A NEW IDEA IN TOOL CONSTRUCTION 

A brand new idea in tool construction embodied in 
one system, which the inventors claim to be: 

Safety first. 

Standardization of output. 

Economy of time, labor and material 

Maximum efficiency of all working parts. 

A better profit for producer and consumer, 
is found in an article which has recently been patented, 
and is adapted for the manufacture or axes, hatchets, 
hammer, picks, sledges etc. 

This patent safety tool locking device which pre¬ 
vents the accidental flying off of ax heads, or any 
other tool or article from its handle, will enable a 
manufacturer to standardize his products, and offer to 
his customers an article which has merit and talking 
points not found in any other method of handling 
tools. 

According to the accident commission of one state 
alone, that of California, the total number of accidents 
for 1914 were 62,241. Due to defective tools and their 
handling, 5,731, and a large per cent of the accidents 
due to the misuse of tools is caused by handles fly¬ 
ing off or by defective handles, or defective adjust¬ 
ments between tools and handles. 

In other words over 14 per cent of the accidents 
were directly traceable to the faulty system of ad¬ 
justment of tools as now used. 

It is claimed for the patent tool locking device that 
it is constructed in strict accordance with correct me¬ 
chanical principles, using a male and female wedge, 


just as a bolt and nut are used in assembling objects in 
rigid emplacement. 

It is simply constructed and leaves all working 
parts unimpaired, and in their natural strength. In 
fact it is claimed that it actually reinforces them. 

The handles will not only last longer, but the time 
and effort used to remove and replace the handles is so 
much reduced that all large industrial plants will un¬ 
doubtedly find it to their advantage to adopt this sys¬ 
tem as it is brought to their attention. 

The handles of all tools are enabled to be securely 
looked with this patent arrangement, hence a laborer 
or mechanic will use his tools with (treater confidence, 
having no fear of them becoming loosened from the 
handle. 

This patent arrangement has been found extremely 
useful in railroad and surface picks. Some of the 
large railway construction companies have enthusiastic¬ 
ally commended this patent device. 

At the present time each manufacturer generally use 
their own standard of tool eye, hence there is a diffi¬ 
culty in replacing broken parts, entailing loss of time 
and employment of skilled labor to overcome this lack 
of system. 

Moreover it is claimed that if a breakage of a 
nandle occurs it is a matter of annoyance to remove 
the broken parts from the tool, compelling either a 
process of drilling or burning out with consequent injury 
to the tool. 

With this new device, weakening the handle along 
the line of greatest strain by slotting, splitting its grain 
and making a perfect adjustment or contact between 
surfaces is impossible. 

In this invention the vital parts of the tool and the 
handle are left intact. The locking between them 
occurs in a place where there is the least strain or 
wear. The wedge principle is applied in such a way 
that the attachment between tool and handle increases 
in the same measure as the parts tend to separate. 

A number of Compensation Service Bureaus have 
also examined the device and have pronounced it 
thoroughly practical and advisable to use. 

We are showing herewith the detail of the con¬ 
struction of this patent. 

To remove the handle all that is necessary to do 
is to insert a key in a slot provided in top of handle, 
pushing it in as far as it wifi go. Take a nail set ana 
drive out the wedges which project from side to side 
of the tool. Removing the key from the slot, with a 
wooden stake drive out the handle from the upper end 
of the tool and with one or two blows the handle will 
separate from the tool. 

The inventor, H. A. Zeckendorf, 911 Claus Spreckles 
Building, San Francisco, will be glad to hear from any 
of our readers, who are interested in articles of this 
nature, and also from manufacturers of axes, hatchets, 
hammers, drift picks, sledges ; etc., with a view to in¬ 
corporating its manufacture into their products. 

He will be glad to give full information to any 
of our readers upon request. 

SQUARE BACK-BROAD BEVELED EDGE 
DRAWER PULLS 

The Shelby Spring 
Hinge Co., 8helby, 
Ohio, recently added 
to their line of hard- 
w a r e specialties a 
Square Back Broad 
Beveled Drawer Pull. The broad beveled edges give 
this pull a very striking appearance. 

It is made of wrought steel, bronze or brass 
metal, finished in various finishes. 

Prices quoted upon request. 



The Attaway-Latham Hardware Co.. Mesa, Arizona, 
report a very satisfactory season thus far, and a 
spdendid outlook for the balance of the year. 
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VAWTER’S FLY REMOVER 

While the weather conditions during the 
past thirty days in most parts of the country 
have been anything but conducive to suggest 
“fly” time, yet it will not be very long before 
the “swat the fly” movement will be at its 
height. 

There will be a constantly increasing de¬ 
mand for an efficient fly remover. 

J. H. Vawter, former president of the Illi¬ 
nois Retail Hardware Association, who disposed 
of his hardware business some time ago to de¬ 
vote all his time to the manufacture and sale 
of fly remover or fly spray, reports an increas¬ 
ing demand for his products. 

This fly remover is stocked by many of the 
leading hardware and saddlery jobbers, among 
whom are the Simmons Hardware Co., in their 
various houses, in St. Louis, Toledo, Sioux City, 
Minneapolis, Wichita, Philadelphia; Boetticher 
& Kellogg Co., Evansville, Indiana; Beck-Cor- 
bitt Iron Co., St. Louis; P. Burns Saddlery Co., 
St. Louis, as well as a number of other wholesale 
hardware, harness and grocery houses. 

Vawter *s Fly Remover is not to be confused 
with the ordinary fly repeller, for it is a splen¬ 
did disinfectant, and can be profitably used in 
chicken yards and all outbuildings. It will not 
only keep the flies away, but will prevent dis¬ 
agreeable odors. 

Anyone who owns stock of any kind is a 
sure purchaser. Besides the inconvenience and 
loss of feed which it prevents, it will actually 
save from five to six dollars on each cow by 
keeping up the flow of milk during the hot 
months. Cows are bound to fail in their milk 
if they have to fight the flies all day long. 

Any of the jobbing connections or Mr. J. H. 
Vawter of Salem, Illinois, will be glad to give 
full information to any of our readers upon re¬ 
quest. 


A. J. Hill has sold his interest in the hardware 
firm of Hill & Co., at Harrisburg, Ore., and he will 
engage in the hardware and auto accessory business, 
as well, at Shedd, Oregon, under the firm name of Hill 
& Sons. 


The Hoover Hardware Co., Long Beach, Cal., have 
filed articles of incorporation with an authorized cap¬ 
ital stock of $10,000. The incorporators are C. L. 
Hoover, Esther Hoover and L. N. Whealton. 


WISE PRECAUTION 

Employes of the Simonds Manufacturing Company 
of Fitchburg, Mass., will be able to keep their homes 
warm during the next winter and workers will have 
but little worry over the fuel situation if they take 
advantage of the offer which the company has made. 
It has been announced that in view of the threatened 
coal shortage and the inability of many to secure their 
coal supply at once, due to the cash with order policy, 
that the Simonds Manufacturing Company would ar¬ 
range for the immediate delivery of fuel to any of its 
employes from the local coal dealers. The Simonds 
Company has arranged matters so the necessary cash 
payments will be made to the dealers and the em 
ployes given an opportunity of paying their accounts 
to the company in sums, or at intervals, as is convenient 
to them. 

The plan is not only intended to help the employes, 
but it is adopted as a measure to assist in relieving the 
coal shortage and possible congestion of orders later 
through the early summer deliveries. 


WAR GARDENS ENCOURAGED 

More than 50 employes of the Simonds Manufac¬ 
turing Company of Fitchburg, Mass., are enthusiastic 
war gardeners, who are doing their bit to produce food 
and help win the war. Through the assistance of the 
Simonds Company over half a hundred of its employes 
have secured garden spots which they are now work¬ 
ing. A tract of land owned by Gifford E. Simonds 
has been set aside for use by the men, while another 
tract owned by the city has also been secured for use 
by the factory employes. 

Under the direction of James Dinnihan, all of the 
garden tracts have been plowed, harrowed and placed 
in condition for planting at no expense to the em¬ 
ployes. Practically all of the gardens have now been 
planted and the men are earnestly engaged in inten¬ 
sive farming. Every Simonds gardener is putting in a 
generous section of spuds and the general run of 
garden truck. The company is doing everything pos¬ 
sible to encourage the men and besides donating the 
land and having it prepared, fertilizer has been supplied 
at cost and delivered at the gardens. Other employes 
who have gardens at their homes have also been fur¬ 
nished fertilizer. The gardens will be inspected from 
time to time by a representative of the company in 
order that the best results may be obtained. 


MANUFACTURERS SECURE DESIRABLE 
WESTERN SALES CONNECTIONS 

B. F. Gladding Co. Inc., manufacturers of fishing 
lines at South Otselick, New York, have appointed 
McDonald & Linforth of San Francisco as tneir far 
western selling agents. 

This is the first time anyone outside of the immedi¬ 
ate organization has acted as selling agent for the 
roducts of the B. F. Gladding Co., who by the way, 
ave been in business for over a hundred years, and 
whose products are highly regarded by the trade 
throughout the entire country. It is a deserved tribute 
to this enterprising sales organization. 

McDonald & Linforth also represent sueh well 
known manufacturers as the Hunter Arms Co., Fulton, 
New York, J. K. Rush Co., Syracuse, New York, and 
the Canton Cutlery Co., Canton, Ohio. 

It is their policy to sell only to the 
and they are having an excellent busi 
their lines. 


jobbing trade, 
less on all oi 


E. M. Adams, formerly of Bellingham, Wash., has 
purchased the Zimmer Hardware & Furniture Store at 
Kelso; Washington. Mr. Adams has had considerable 
experience in this line. We understand E. R. Zimmer 
has purchased a hardware business at Hoquiam, Wash¬ 
ington. 
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Business Opportunities 


WANTED 

A live and experienced hardware man, not subject 
to draft. Meyer Bros., Gooding, Idaho. 

FOB BALE. 

Clean stock of general shelf and builders’ hard¬ 
ware in live Eastern Illinois city. Well equipped tin 
shop. 

Address “Hardware,” care Hardware Would. 

We can sell your business for cash no matter where 
located. No publicity; describe fully in first letter. 
All correspondence confidential. Herbert, Webster 
Building, Chicago, Illinois. 

FOB BALE. 

Clean hardware stock in the best terminal port cit> 
in Southern California. 

Will invoice $15,000.00 in merchantable hardware. 

For particulars write. 

Address: Habdwabe Wobld. 

FOB BADE. 

Hardware store 2 with plumbing shop, in one of the 
best grain and fruit growing sections in California. 

Old established business. Only $5,000.00 cash capital 
required, and satisfactory terms for balance. 

Address, B. P. Burr, P. O. Box 596, Sacramento, Cal. 

FOB BALE. 

Good paying hardware business in the best city in 
Idaho, doing a good business. 10-year lease, brick 
building 140x30 feet, with large basement. A-l loca¬ 
tion. Stock and fixtures about $40,000.00. Beason for 
selling, owner wants to retire from business. Address 
C. P. I., care Habdwabe World. 

GOOD, SELLABLE HABDWABE MAH WANTED 

We want a good reliable hardware man, capable of 
taking charge of the buying as well as the selling end. 
We should like him to have some knowledge of imple¬ 
ments. Salary $125 per month. Give full particulars, 
such information as you would want were the position 
reversed. Address G. F. Company, care Hardware 
World. 

HABDWABE SALESMAN WANTED. 

Must have not less than five years 1 experience, and 
must be competent stockkeeper. 

This store carries a $50,000 stock of hardware and 
implements in a thriving Southern Idaho town. 

A good opportunity for a hustler who is willing to 
work for advancement. 

Address M. H. Company, care Hardware World. 

FOB SALE. 

Clean, well balanced stock of hardware and imple¬ 
ments in Idaho town. Center of sheep and mining 
country. Bichest county in state and growing rapidly. 
Will invoice about $17,000 and $60,000 business last 
year. Good reasons for selling and terms to right per¬ 
son. Unusual opportunity. No agents. “S. I.,” care 
Hardware World. 

AN A1 OPPORTUNITY 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock will invoice about $8000. Owing to death 
of senior member of firm, outBide interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell A Son, Colusa, California. 


FOB BALE. 

A good paying hardware business, will sell at in¬ 
voice priee. which will be about $12,000. Beason for 
selling, want to retire from business. Seasonable rent, 
or wifi sell building. 8. F. W., care Hardware World. 

POSITION WANTED. 

By experienced hardware man with a progressive 
and growing firm. Have had eight years jobbing and 
retail experience. Now employed. Exempt from mili¬ 
tary duty. First-class references. Prefer being located 
in intermountain region or Northwest. Address “E. 
C.,’’ care Hardware World. 

MANAGER RETAIL HABDWABE STORE WANTED. 

We want a live, up-to-date, thoroughly capable man¬ 
ager for a retail hardware store in a city of 250,000 
people. 

Daily cash sales will average over $500.00. Man 
must be thoroughly competent, and experienced. 

Give full particulars, age, experience, references, 
salary wanted, personal habits; in other words, such 
information as you would want were the position re¬ 
versed. 

Applications treated Confidential. 

Address “RETAIL,’’ care HARDWARE WORLD. 

FOR BALE. 

Hardware and implements, located fifty miles from 
San Francisco, in a live little city, being a county seat, 
with rich farming country and many substantial fac¬ 
tories that have a steady payroll all year. 

Sales last year $75,000, and expect to do better this 
year. 

Business is largely cash and back accounts are short 
terms. 

A modern store, clean, up-to-date stock. It takes 
from $16,000 to $20,000 to handle the business. A paying 
business that will stand inspection. 

Will give part terms. 

Above in a good, desirable town and a fine climate. 

J. X., care Hardware World. 

SPLENDID OPPORTUNITY 

An opportunity for securing a well established im- 
lement business, established for many years, can be 
ad by simply purchasing the stock. 

It is a splendid location, in one of the best cities 
in central California, and a large business has been 
developed. A favorable lease ana terms can be made. 
This is an opportunity that is to be found once in a 
life time, as the owner has other interests thate are 
requiring his attention. Opportunity, care Habdwabe 
Wobld. 

Don’t Fly Off the Handle! 

Mr. Edge Tool Manufacturer, Attention! 

A brand new idea in tool construction embodying 
in one system the thought of— 

1. Safety first. 

2. Standardization of output. 

3. Economy, of time, labor and material. 

4. VnTiwinm efficiency of all working parts. 

5. A better profit for producer and commuter. 

U. S. patent just granted. Nothing like it in 
existence. 

Endorsed by the foremost engineer of the Pacific 
Coast. 

Correspondence with manufacturers of highclass 
axes, hatchets, hammers, drift picks, sledges etc., 
solicited. 

Address H. A. Zeckendorf, 911 Claus Spreckels 
Building, San Francisco, Cal. _ 
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THE HUSTLER IN BUSINESS. 

The past severe winter and shortage of fuel 
revealed many weaknesses in heating plants 
throughout the United States. Incidently— 
thrpugh freeze ups—it showed up much de¬ 
fective plumbing. 

Now these defective jobs of both plumbing 
and heating are a fertile field for our master 
fitters and plumbers. We know of one shop 
employing about twenty-five men that contem¬ 
plated employing only two men this summer. 
Before this practically closing down, this 
“Boss’’ decided to make a thorough canvass of 
the city and as a result on this defective work 
and other jobs that resulted, the shop is now 
employing thirty-five fitters and plumbers, or 
ten more than the usual number of men. 

This result was not due to “luck” or “pull”, 
but simply a huge effort to land business. The 
“Boss” himself went out after the jobs—and 
got them. Go after the “prospects” who are 
they?—Well, we would say first— 

Any man, woman or firm for whom the shop 
ever did work. 

Personal calls are always best. If you 
haven’t time yourself send the most business 
like employee you have. His efforts will most 
handsomely repay the time he spends at the 
work. 

If you can’t do this why then a short busi¬ 
ness-like letter will bring results. For the past 
few years there has been made many improve¬ 
ments in both the plumbing and heating line. 
Get in the swim. Don’t stick to any old line 
when it has been proven that there are better 
goods to be obtained. Get a line of goods that 
have many good selling points—That does not 
mean, of necessity, the most expensive line but 
it does mean reputable goods, first, last and 
forever. 

Speaking regarding boilers for house heat¬ 
ing purposes, we would suggest a moderate 
priced boiler that would burn a good many dif¬ 
ferent kinds of fuel, if necessary. In regard 
to present high prices it is quite doubtful if iron 
drops to the price of five years ago, for many 
moons to come. So if your customer holds off 
expecting a drop in prices, the chances are he 
will die before they come. 


Show the customer how much money he can 
save on an up-to-date installation and then put 
on the extra dope when you talk of convenience. 
When you present your figures be eternally 
sure that you know all about the job. If you 
can give any suggestions for its betterment, do 
so in a kindly way. Don’t get “hot” if the 
customer comes to you for information after 
the job is installed. In lots of businesses they 
give “jobs and jobs” of service entirely free, 
look at the Automobile tire business as an in¬ 
stance. Yet these people find it a paying prop¬ 
osition merely from an advertising standpoint. 
There are many other points that will suggest 
themselves to the reader. The plumbing and 
heating man who gets out and goes after busi¬ 
ness along some such lines as have been sug¬ 
gested is the man who will sure get the busi¬ 
ness this year. 


There may be people who are innocently 
misled by Socialistic talk, there may be people 
who believe it would remedy imaginary or ex¬ 
isting evils—we say there may be a very few, 
but we believe by far the vast majority of them 
—Pro-German, I. W. W., Non-Partisans are 
Bolsheviki, and will stop at nothing to further 
their end. They would sacrifice the lives of 
everyone who does not believe as they do, they 
would destroy our very government. 

It is time that each one of us should take 
account of himself and what he is ready and 
willing to do to stop the growth of Socialism, 
I. W. W.’ism and Bolshevikism. 

If we don’t, then we may expect the case of 
another Russia on this continent. Consider how 
far we have drifted. Consider these things and 
ask yourself where you stand, and what are you 
willing to do. It is time for sober, serious 
thought. _ 

All some people care for is appearance. They 
are all front door; open the door, and you are 
in the backyard. 


A really good husband is almost unknown. 
What women mistake for a good one is usually 
only a careful one. 


Don’t argue, it’s fatiguing and does not buy 
anything. 
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“SERVICE” 

is the big factor in modern business. With 
us it has been put to the test and found not 
wanting. It measures up to the recognized 
QUALITY of 

OUR “FAULTLESS” 

PLUMBING and HEATING FIXTURES 

It is a prompt, accurate and dependable 
service. 


. L. KLINE 


30Ynar«* Wholesaling Plumbing & Heating Supplies in Portland 
»♦. 86. 87.89 FRONT STRBBT PORTLAND. ORB. 


Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat orders for you. 



Sizes Vfe" to 2%" inclusive. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 



‘Tm Nye 
the Die Man” 


Save a Penny a Minute 
And Your Immortal Soul! 

They Cut Without Cuss Words 



Made in All Sizes to Fit All Standard Makes 
of Pipe Cutters 

THE NYE TOOL & MACHINE WORKS 

108*128 N. Jefferson Street, Chicago. Illinois 
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Putting the "Fish” in Efficiency 

(By Harry Gale Nye) 


T HEBE was an old col¬ 
ored man in the South 
who was very fond of 
fishing, according to a pop¬ 
ular yarn. He would fish on 
the slightest provocation. 

One night a downpour of 
rain occurred, and in the 
morning a deep pool of 
water stood in front of the 
negro's cabin. A passerby 
found the colored man sit¬ 
ting on his cabin doorstep, fishpole in hand and 
with his fishline dangling in the newly formed 
pool of rain water. 

“My goodness, Sam,” said the passer, “don't 
you know there aren't any fish in that puddle? 
what are you fishing there for?” 

“I know dey ain't,” answered Sam, “but it 
is so handy!” 

There are a lot of fellows whose philosophy 
of business is just as logical as Sam's philoso¬ 
phy of fishing They are always doing the 
handiest thing, without giving much considera¬ 
tion to how many fish there are in it The 
puddle is more important to them than the 
fish 

They are fishing in the handy little puddle 
of precedence, and their fishline is the line of 
least resistance. They are doing things some 
particular way because that way will do in¬ 
stead of hiking it up some new stream where 
the going may be harder but where the fish 
may not be so worm-shy. 

It probably would be a good thing for a 
man if once in a while he would sit down and 
figure out whether he is just fishing or is really 
after fish, whether he is in business or after 
business. Of course, if it is sufficient pleasure 
to him to sit all day with a pole in his hand 
and never have a strike, or to sit all day at a 
desk and never land anything bigger than a 
minnow, there is nothing to do but to leave 
him to his dreams. But if he is really after 
fish, then he better hump up stream, even if he 
does have to do a little wading and climbing. 

I know of a case where a new manager fired 
an assistant who had been with the institution 
eleven years for the simple reason that the as¬ 
sistant knew how everything ought to be done. 
No matter what it was, the assistant knew the 
way it had always been done in the past; he 
could no more be persuaded how to figure out 
some new way to do it than a horse could be 
driven past its old stall to one farther up the 
stable that had more bedding and hay in it. 


All his life he had been watching for the 
handiest way, and then picking it out as his 
way of doing that particular thing now and 
forever, one and inseparable. So the manage! 
let him out to make room for a new man who 
didn’t know quite so much about the past and 
was figuring out the road by means of a search¬ 
light instead of his tail-lights. 

Yet a man can hardly make a trip through 
his shop without seeing something that could 
be done better. Even a doctor experiments 
now and then; and, while a patient may be on 
the road to recovery one day and on the road 
to Woodlawn the next as a result of that ex¬ 
perimentation, in the long run the patient as a 
class benefits because the doctor hasn't done 
the handiest thing but has followed some new 
inspiration. 

What Efficiency Really Is. 

The word “efficiency” is probably used as 
much in manufacturing and selling as “col¬ 
lateral” is in banking. But efficiency isn’t to 
find the most efficient way to do something 
today, and then assume that that is going to be 
the most efficient way to do it a year from 
next Tuesday. Efficiency is to be on the trig¬ 
ger all the time, looking for a way to do some¬ 
thing that may be a little more trouble now and 
save a lot of trouble then. 

The handiest way to move a tram car used 
to be a horse; then somebody thought up a 
steam engine. The handiest way to move a 
wagon used to be on an ordinary axle; and 
then somebody thought up ball bearings. The 
handiest way to get rid of your wife's rela¬ 
tions used to be with a club ;*and then some¬ 
body thought up a shotgun. And the handiest 
way to get out of jail used to be a crowbar; 
and then some lawyer thought up a plea of 
emotional insanity. 

Efficiency isn’t to find some way to do 
some thing forever, but maintaining the effi¬ 
ciency of your thinking apparatus, in my 
opinion, so that the present way will never 
seem quite good enough. It is picking out the 
big thing ahead, instead of doing the little 
thing that is handy. It is making the fish more 
important than the fishing, the result more im¬ 
portant than the method. It is not only main¬ 
taining the speed and output of a machine, but 
also the speed and output of your noddle, so 
that no opportunity to improve that output 
and increase that speed may be overlooked. 
That, to my mind, is what really put the fish 
in efficiency. 
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C^es<?ent Tool (90. 

Jamestown. N. Y. 


To Every Tool Dealer: 

Our Government needs large quantities 
of Cfesoent Wrenches and pliers* 

You know, and we know 9 that winning 
this war must oome ahead of every other 
consideration* 

At the present time there Is not enough 
steel for both government and commercial requirements, 
bo we have temporarily discontinued the sale of 
Cresoent tools to the commercial trade. 

We have no means of knowing just how 
long the present shortage of steel will last, but, 
as soon as the supply is sufficient to allow us to 
do so 9 we will resume commercial business, subject 
always, of oourse 9 to Government requirements* 

There are millions of crescent tools in 
the hand8 of owners, and it is our duty and yours 
to keep these tools working* Therefore, if you do 
not have new Crescent tools to sell, you will be 
doing a patriotic duty In supplying parts for your 
trade for their old tools* 

Practically all the jobbers stock parts, 
but, if you should have any trouble in securing 
them, order direct and we will supply you* 

Very truly yours. 


CRESCENT TOOL COMPANY. 
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Putting Things Off 

(By Harry Gale Nye) 


T HIS article should 
have been written 
some time ago, but I 
put it o£f; I am glad I 
did, for it has taught me 
never to do it again. I 
could have written it in 
a couple of hours. Instead 
I lugged it around in my 
bosom for a couple of 
months, with the result 
that my bosom is covered 



with corns; and my conscience is rubbed raw, 


and my mind is nagging at the comers—and all 
because I put something off instead of putting 


it over. 


Some one asked a soldier the other day how 
much the outfit he carried on a hike really 
weighs. 4 ‘Forty-five pounds when you start,'' 
said the rooky, 4 4 but a hundred and forty-five 
before night." 

It is that way with a whole lot of us with 
a whole lot of things. The longer you carry a 
job around with you instead of doing it, and 
getting rid of it, the heavier it gets. The forty- 
five pound job that you could lift easily in the 
morning will be dragging at your heels at night 
like a ball and chain, and it will take on weight 
like a fat woman trying to reduce at a health 
resort. About half our jobs, anyway, are forty- 
five pounds work and a hundred pounds worry. 

The letter that you could dictate right off 
the reel if you would do it when you had it to 
do, becomes a fifty-thousand word novel of a 
job after you have let it go a few days. When 
the subject is fresh in your mind, whether it 
is writing a word of commendation to a friend 
or a word of condemnation to an enemy, you 
could reel it off like a book agent reciting a 
prospectus. But put it off and put it aside, 
and it grows like the celebrated cloud that was 
no larger than a man's hand but grew until it 
moved a whole voting precinct from Kansas to 
Missouri. 


The plan you were going to work out to do 
this or to do that around the shop you could 
have worked out without an effort if you had 
done it when the spirit moved you. But the 
longer you put it off the more your enthusiasm 
will ooze and the harder it will get to do. 

The things that are put off are not only hard 
to do, but they are seldom done well. The 
thing you fail to do, you hate to do. You lay 
it aside, you fall over it, it gets in your way, it 
turns up when you are busiest, and it yelps at 
your heels like a yellow pup. You sit down to 
work at something else, and there is that 
neglected task sitting on its hind legs. You 


lock yourself up to do a little quiet thinking, 
and that little job comes whining at the door. 
If you sneak off to play golf or pool or some¬ 
thing, it gets in your way and musses up your 
shots. Whatever you do, it comes around 
and says “Why don't you do met" 

It gets on your nerves. It wasn't much of 
a job to begin with, but it has the habits of & 
snowball. Every time you kick it aside or roll 
it out of your way it picks up a little more 
snow. You wake up in the middle of the night, 
and what is the first thing you think of, some 
pleasant little incident of the day? No, that 
confounded job of tomorrow. Tomorrow you 
say, you will get it out of the way. But, it has 
been so easy to put off before, tomorrow you 
will put it off again. 

I know a man who had a 4 ‘Do It Now" sign 
over his desk, hung up so high that he and 
everybody else could see it. One day, when I 
dropped in, I said, “That slogan looks a little 
dusty. “Yes," he said, “some day I am going 
to get up and dust it off." What do you know 
about that?—putting off dusting off a 44 Do 
It Now" sign. The last time I was in I looked 
at the sign. You could hardly see it for dust 

If dust is going to render you more or less 
invisible, let it be the dust you kick up behind, 
not the dust you collect. There are just two 
things you can do with dust in this world—make 
it, or take it. There is a lot of dust floating 
around, and it is mostly on the men who put 
things off. 

Did you ever watch one of these put-offers 
in a shop? They are always picking things up 
and putting them down. The tool that needs 
sharpening or tuning up they put aside for 
future sharpening or tuning. They are always 
finding that it won't do and putting it aside 
until some time when they can put it into shape. 
But, somehow, they never do it. Their benches 
are covered with things that they have to paw 
over because they have never put anything 
away. They have a place for everything and 
everything else in its place. They have to pick 
up ten things to find one. Their tool-chests look 
like button boxes; and whatever they want is 
on the bottom every time. They work harder 
than any other men in the shop, and do less 
work. 

The things we put off are the little things, 
but by putting off they become the big things. 
If a war garden would grow like a neglected 
task we would have fresh vegetables the year 
around. Many a man who thinks he is busy is 
only behind. If he would rid himself of the 
little things be postpones maybe he wouldn't 
have to postpone so many big ones. 

Don't put things off—put them over! 
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You Can Get More Plumbing 

Business by Advertising 

We have prepared newspaper electros, theatre slides, ani¬ 
mated cartoons, window cards and all the helps that you will need 
to put on an aggressive advertising campaign. 

We will furnish you all of these without any charge. Now is 
the time to go after the remodeling business. 

Write our Advertising Department for complete information. 


Main Office end Show Room 
67 New Montgomery Street 
Sen Francieeo, Cel. 


PACIFIC 

PLUMBING FIXTURES 


FOR SALE BY ALL JOBBERS 



Paetories 
Richmond end 
Sen Pahlo, Cat 


GAS or OIL or 

WATER or STEAM ^TO 

is absolutely safe where 

Rhode Island 

UNIONS «e in me 

The Rhode Island Union is made of the beet grade malleable iron with a 
specially constructed bronse seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. “ 

Approved by the Underwriters Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story Is told in our booklet. Send for It. 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode Island 


W/. 
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OREGON MASTER PLUMBERS ELECT 
OFFICERS 

At the annual convention of the State As¬ 
sociation of Master Plumbers of Oregon, which 
was held recently, the following officers were 
elected: Charles F. Fullman, Portland, presi¬ 
dent; C. E. Shumay, Eugene, vice-president; 
W. N. Smith, Astoria, second vice-president; 
A. L. Frazier, Salem, third vice-president; T. J. 
Rowe, Portland, secretary; Eugene Ruedy, 
Portland, treasurer. 

W. F. Eckert, Northwest director of the Na¬ 
tional Master Plumbers 1 Association, made an 
address on the work of the National Associa¬ 
tion. 

The slogan was “Back Uncle Sam to the last 
member and the last dollar. 1 ’ 


COURSE OF ELEMENTARY AND 

ADVANCED SHEET METAL WORK 
AND PATTERN DRAFTING 

We are pleased to announce to our readers 
the publishing of a new voluume of much inter¬ 
est. The author is J. S. Daugherty, instructor 
in Sheet Metal Work in the School of Applied 
Industries, Carnegie Institute of Technology, 
Pittsburgh. 

Its title is “Essentials of Sheet Metal Work 
and Pattern Drafting/ 1 and it contains sketches 
drawn to scale, and very complete descriptions 
of tools, machines and practices for the making 
of various articles in the schools. 

It is especially written for teachers and stu¬ 
dents, who for some time have greatly needed 
such a complete work. In a sense it is the reply 
of the pioneer manufacturer in the sheet metal 
machine and tool industry, to numerous requests 
for information regarding classroom work suit¬ 
able for grade and high schools. It is purely 
an educational, not an advertising work. The 
Peck, Stow & Wilcox Co. has turned publisher 
in this case, with the sole idea of broadening 
the scope of sheet metal instruction in schools 
everywhere. It is such a complete work that 
no school need longer hold off installing a sheet 
metal course because of the absence of an illus¬ 
trated text and guide. 

Machinery and tool dealers will also find 
this book of practical value to them. Its price 
is $1.50 net, postage paid, handsomely bound 
in cloth. Remittances should be sent withorders 
to the Peck, Stow & Wilcox Co., Southington, 
Conn. Special discounts can be arranged by 
teachers, publishers, machinery and supply 
houses by corresponding with Peck, Stow & 
Wilcox Co., Southington, Conn. 


The Sohultheiss Mfg. Co., San Diego, have moved 
to Los Angeles. This company are engaging more ex¬ 
tensively in the manufacture of plumbers ’ supplies. 


Carlson, Goff & Cocking are engaged in the 
•imbing and tinning business at Santa Ana. 


THE GERMAN DANGER 

(By Bart Kennedy) 

“I was born in England, but my father 
came from Thurles, Tipperary, and my mother 
from Nenagh. I lost my only son, a lad of nine¬ 
teen, in this terrible war. It may be, sir, that 
you will let me say a few words to men of my 
own race. This war was brought about by 
Germany for the purpose of subjugating and 
exploiting the whole of Europe and, eventually, 
the world. This fact cannot be disputed. It is 
as clear as the light of the sun at midday. And, 
moreover, the evidence that convicts the Ger¬ 
mans of this awful crime need not come from 
any outside source. It is supplied by themselves 
in a manner that is overwhelming. It is even 
admitted by their own ambassador. 

A Warning of Danger 

“Twelve years ago I was in Germany and 
saw what was afoot. Seeing it I wrote ‘The 
German Danger.’ The Germans have carried 
on this war in a manner that is foul, infamous 
and horrible. They have stopped at nothing. 
They have subjected innocent men, women and 
children to shameful indignity and death. They 
have been traitors to humanity, civilization, art, 
and God. They have slaughtered brave and 
noble priests who were carrying out the duties 
of their sacred office. They have committed 
abominations not to be named. 

“The murdering of the noncombatants on 
the Lusitania was received throughout Ger¬ 
many with acclamation. The fact that the Ger¬ 
mans are acting in a generally atrocious way 
stands, as far as the evidence is concerned, in 
the same category as the initial category of the 
deliberate bringing about of this war. It is in 
no way necessary to quote the findings of non- 
German tribunals concerning what they have 
done, for they have boasted about it themselves. 
Germany has committed the greatest and most 
dreadful crime the world has ever known. 

A Plea to FeUow-Oountrymen 

“She has broken her pact with humanity. 
She lived in the house, she broke bread in the 
house and then betrayed it. She has stolen a 
march on the world, so as to dishonor and en¬ 
slave it. She threatens not only the existence 
of liberty, but threatens even the very existence 
of civilization. She will stand in the dock to 
answer for her black crime against the human 
race. Centuries will come, and centuries will 
go, and through them she will live a pariah and. 
an outcast, a thing of dishonor.” 


If you expect to succeed in business quickly, 
you are doomed to disappointment. Quick suc¬ 
cess is something that cannot be produced by 
honest methods. 
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Dependable Tanks 


If you desire the best, choose our 

*‘Copper Brazed” Construction 

Positively hold sir without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS GO. 
Pittsburgh, Pa. 

Factory, Oakmont, Pa. 


SNOW WHITE PYRALIN 

White Pyralin Bath Room Fixtures bring uni- Church quality. It pays you. Whenever genuine 
versal satisfaction from customer and plumber. Pyralin Bath Room Fixtures are installed it 
The spotless, snow-white appearance of Pyra- means repeat orders, more business, greater 
lin products pleases customers, draws trade and profits. 

holds it. Satisfaction in a superior product brings Investigate for yourself. Find how universally 
the buyer back again and again. Pyralin goods are desired and sought—the line 

Jobbers, plumbers and merchants cannot afford that is durable, sanitary and pleasing to the eye. 
to handle inferior goods, even if they cost a Pyralin Fixtures are non-porous, and guaranteed 
little less. But Pyralin products cost no more not to chip, flake or crack; they are not affected 
than the inferior, so insist upon the best—the by heat or cold. 

C. F. CHURCH MFG. CO., HOLYOKE, MASS. 

These goods can be obtained from the leading jobbing houses in the West. Insist on them. If you cannot get them, 
address for information, W. E. Gilchrist, Pacific Coast Represent stive. Monadnock Building, San Francisco, Oal. These 
goods are sold by Holbrook, Merrill A Stetson, Orane Co., A. II. Busch Co., and all the leading jobbing and supply houses. 


irs THE QUALITY 


of t h e "AL- 
1 WAYS RELI- 

( q. ABLE” torch* 

Q Amsy -auBSi es and fur* 

•j ^ ilee jl mrw^""'^" IM lT naces which 

makes me* 

equals when 

you of its su* 

rAiiiWiMJ penonty over 

No. 57 l*Quart No. 58 1-Pint all other 

makes. You 

cannot go wrong because each article is carefully tested 
before shipment is made, therefore, is guaranteed to 

give perfect results. 

Place a trial order with your jobber 
today. If your jobber does not stock our 
goods, write us. 

Otto Bernz, Newark, N. J. 
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FAILED TO RAISE STEAM IN BOILER 

Editor Questions and Answers—For some 
time at the close of the heating season it was 
not possible for us to get enough steam from 
our heating boiler to fill the radiators. We 
thoroughly cleaned the smoke pipe and chim¬ 
ney, but without much better results. Would 
like to read suggestions from you. 

T. J. SUMMERS 

There might, possibly, be a leak somewhere 
in the system that would effect matters to the 
extent you state. If you failed to thoroughly 
clear out the boiler, at the time you cleaned the 
pipe and chimney we are inclined to think that 
that would be the source of the difficulty and 
all the more so if you had burned any quantity 
of wood or soft coal. Speaking generally any 
house heating plant should be cleaned out at 
least once a month during the heating season. 
At the time of so cleaning it would be well to 
blow off the boiler and fill it with fresh water. 
Have a regular day each month for doing this 
job and we feel sure that the time and effort 
will be more than repaid by the increased ef¬ 
ficiency of the apparatus. 


DO SOILS AFFECT GALVANIZED WATER 
PIPES. 

Editor Questions and Answers—Can you tell 
whether or not the soil (earth) ever eats up 
galvanized iron water pipe? If so, what is the 
remedy. E. A. PIMM. 

It certainly does and to such an extent that 
in certain parts of the country no galvanized 
iron water pipe is run through the soil. Where 
such is the case, the water service from the 
water main into the house is run with lead pipe. 
In some instances the action of the water is 
detrimental to galvanized pipe and in such cases 
the remedy is the same—viz: run lead pipe. 


SAVING ADJUSTABE DIES. 

Editor Question and Answers—Can you tell 
me about how long a set of adjustable dies 
should last that cut 1", l^", 1 and 2" pipe 
for steam heating and plumbing jobs? 

C. H. BEEKMAN. 

The length of time such a set of dies lasts 
depends upon so many different factors that 
it would be impossible for us to set same defi¬ 
nitely. 

First, of two similar sets, used the same, one 
set may outlast the other several months, due 


to a difference in the material. Second, no two 
workmen use the dies in the same manner. 
Third, there is a vast difference in the material 
upon which the dies are used. 

We would suggest that you learn to sharpen 
the dies and in this way you will extend their 
usefulness several fold. Take a new set that has 
never been used and notice how they are 
ground. Then take an old set and attempt—on a 
good grindstone or emery wheel—to duplicate 
the grinding. You will soon learn to grind and 
keep your dies in shape. 


PREVENTING RUST IN HEATING BOILER 
Editor Questions and Answers—I was advised 
by some bum mechanic to paint up my heating 
boiler with kerosene this spring. The other day 
I looked it over and it rusted up worse than 
ever. What can I do. JOHN KERRIGAN. 

Rub down the iron with a brick or piece of 
sandpaper. Then build a fire and heat it up. 
Now after the boiler has gotten cold paint it 
over with some good lard oil and it will not 
rust. Kerosene oil is about the worst thing you 
could have used to attempt to prevent the rust 
We have known of many instances very similar 
to yours. 


TOO MUCH LIME IN WATER 

Editor Questions and Answers—The water 
backs, water fronts and coils in our vicinity all 
seem to stop up with lime in a few months time 
and it is a difficult matter to clean them out 
What can we do to prevent same? Would 
copper heating coils do it? A. J. Graham. 

Copper coils would stop up about as quickly 
as the coils of water backs you are using. The 
thing to do is to use some sort of preventative 
in the water. There are certain kinds of ap¬ 
paratus on the market that are claimed to do 
this and if you are interested enough to write 
us we will furnish you with the names of the 
manufacturers to whom you can explain your 
difficulty and obtain their suggestions as to 
how to avoid future trouble. 


LAVATORY EMPTIES TOO SLOWLY. 

Editor Questions and Answers—Have just 
had my lavatory in our bath room repaired. It 
was stopped up and now, while it does empty, 
it runs out very slowly. Can you suggest the 
reason? B. R. BENNAGE. 

Look and ascertain whether or not the trap 
under the lavatory is re-vented. If it is, pos- 
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la R.adll; 
Removed 


YOU GOT THB SIMPLEST AND BEST 
COCK BVBR MADB wkm YOU 8PBG1FY 


B. B. HIGH PRESSURE BALL COCK 


has umy une 
Packing Which 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-lneh 
carried in stock. 

No Special Packing Required. Ground 
Joint coupling, which Is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing Lever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon end Plimpton Bt* Waltham, Mass. 


No. 10—Stool—% in, to 4 in. 


Why Experiment 

with untrademarked floor and ceiling platea that 
are offered as equal or superior to our famous 
“B. A 0.” brand! 

Our No. 10, illustrated, ia one of many styles, 
and carried by the leading supply houses. We are 
the old original company. Look for our trademark 
on the labels, the B. A 0. circle of red. 

Catalog on inquest 

The Beaton A Corbin Mfg. Co. 

Southington, Oonn. 

Largest and oldest plate company In the world 

Pacific Oosat Representative 
W. ERWIN GILCHRIST 

681 Market S t ree t San Francisco, California 


The Banner of 
Merit 


SHOWING 


The Official Award 
Ribbon 


of the 


Medal pi Honor 

AWARDED 

Trimo Tools 


AT THE 

Panama* Pacific 
International Exposition 

SEND FOR CATALOGUE NO. 777 


3ftcdal 

"tffonor 

HIGHEST AWAPD 

PIPE FITTING 
TOOLS 

m p pie 

5AN FffANCISCO 
ISIS 


* Honor Awarded Means Merit Rewarded” 
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sibly the re-venting pipe has become stopped 
up. If the trap is not re-vented we should be in¬ 
clined to think that was the reason. If it is all 
lead work, the plumber may have melted the 
lead and gotten the pipe nearly full of wiping 
solder. Such instances ofter happen with care¬ 
less or indifferent workmen. 


A NEW AND COMPREHENSIVE BOOK FOR 
SHEET METAL INDUSTRY 

Nearly everyone connected with the sheet metal in¬ 
dustry has long felt the need of a manual broad and 
complete enough to serve as an all around reference 
book. 

Now comes * * Sheet Metal Workers’ Manual,” by L. 
Broemel, for many years active with the Peck, Stow 
& Wilcox Company, Southington, Conn., manufacturers 
of sheet metal working machines and tools, and Pro¬ 
fessor J. S. Daugherty, Instructor in Sheet Metal Work 
in the School of Applied Industries, Carnegie Institute 
of Technology, Pittsburgh, Pa. 

The value of this new volume is apparent the minute 
you peruse its contents. Fifteen chapters chock full 
of authentic information for all classes of the trade— 
sheet metal workers, apprentices, manufacturers, pur¬ 
chasing agents, trade school instructors, students—and 
illustrated with more than four hundred pen drawings, 
as well as other illustrations. 

Pattern drafting is a big feature of this book, but 
more important, the pattern secured, it shows how to 
develop the work with modern machines and tools, and 
other mechanical appliances in modern use. How to 
perfect all manner of seams and joints in sheet metal 
work is fully illustrated. If the job calls for soldering, 
brazing, oxv-acetylene welding, electric welding or hand 
forging and welding, a thorough course on all processes 
is given, fully illustrated. 

Crimping, beading, edging, folding, turning, wiring; 
straight, circular and irregular cutting; all operations 
that enter into sheet metal working instruction are 
described fully and illustrated in order. 

A chapter is given to the importance of the sheet 
metal industry and to sheet metal working machine and 
tool construction, stating in order all the facts concern¬ 
ing machine application and uses, describing and illus¬ 
trating their adjusting features, all parts being marked 
in “ trade” terms. Valuable information, indeed, for 
buyer as well as operator. Whether the metal is iron, 
brass, steel, copper or aluminum, what their metals are, 
how to use them, and their effect on machinery is de¬ 
scribed. 

Fifteen chapters of the most vital inforamtion for 
everybody interested in the sheet metal industry. An 
educational, not an advertising, work. Even the illus¬ 
trations of machines, tools and other equipment are 
reproduced with omissions of special marks or ref¬ 
erence to manufacturers. 

A glance at the ”contents” of the “Sheet Metal 
Workers’ Manual” lists the chapters as follows: Sheet 


Metal Industry; Sheet Metal Working Machinery; 
Sheet Metal Working Tools; Sheet Metal Working 
School Shop Equipment; Course for Elementary, and 
Advanced Sheet Metal Work and Pattern Drafting, 
with pen sketches drawn to scale; Outline Course of 
Sheet Metal Work—Emergency War Training; Oxy- 
acetylene Welding and Cutting: Electric Welding; 
Hand Forging and Welding; Outline Course of Hand 
Forging and Welding-Emergency War Training; Braz¬ 
ing; Pipe Bending; Properties of Metal and Their 
Alloys; Practical Geometry and Mensuration: Useful 
Tables. 

For the first limited edition of this book, the price 
is $2.00 net, postage paid. All books are sold on a 
guarantee of money refunded if not satisfactory. Read¬ 
ers should send order with remittance to Peck, Stow & 
Wilcox Company at Southington, Conn. Special price 
to dealers and schools on request. 

A WORD FROM HOME 
There ’s a fellow needs a letter, 

Will you write him just a line? 

It will make him feel much better 
To receive this friendly sign, 

That we march in love beside him 
Wheresoever he may roam, 

Share his life whatever betides him, 

As we think of him at home. 

He has borne his country’s burden, 

Sailed away to face the fight; 

Will you cheer him with this guerdon— 
You are with him day and night? 

Just sit down and write a letter, 

Full of vim, and news, and cheer, 

It will make him feel much better 
For your thinking of him here. 

There are days when he feels badly 
In his dugout far away, 

Send him, comrades! freely, gladly, 

Tidings from the U. S. A. 

Stand beside him thigh and shoulder. 

Send your spirit, with a might, 

It will make him fight the bolder 
Just to read the lines you write. 

Just sit down and write a letter 
Full of happiness and mirth, 

It will make some boy feel better 
As he burrows in the earth; 

Make his dugout one fine mansion, 

Make his night-watch bright as day. 

Sit right down and send good tidings 
To the boys who went away! 

—W. T. H. Salter, of Trimont Mfg. Co. 



“The Heater That Delivers the Heat.' 


A PERFECTION IN SCIENTIFIC GAS HEATING 

THE GLEEWOOD FLOOR FURNACE 

Health—Comfort—Convenience—Economy 

These points win instant favor and continued popu¬ 
larity. 

Stock this new, valuable line. 

Cash in on its large profits. 

Write us for special dealer’s propositions. 

FOSS & JONES, 28 East Union St., Pasadena, CaL 
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In writing the 
company addreat 
Department HW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Send for our catalog of Gan * 
a in# Armstrong Stocks and 
Dias, Water, Gas andStaam 
Fittars* Tools and Ftps 
Threading Machines. 

THE ARMSTRONG 
MFG. CO. 

276 Knowlton St 
Bridgeport, Conn. 


Frill 



.wlON 8, L Ah, 
MR#.CO. 

, No. 10-^ 

Detroit, micm. 


No. 1 Fir# Pot. List Price Each $27.20. 

Aak for Discount 

It Pays to Buy the Best 

Fire Pots and Torches—C. & L.—are the ac¬ 
knowledged best. They have stood the test for 
thirty years, and while we have spent thousands 
of dollars in perfecting our line, we have never 
experimented at the expense of the user. Ask 
any mechanic and he will tell you he could not 
afford to use any other at half the price—in fact, 
the user will soon save his cost in the saving of 
fuel alone. All leading jobbers will supply at 
factory price. Send for catalogue; it's free. 

CLAYTON & LAMBERT MFC. CO. 
Detroit, Mich,, U. S. A. 



The Favorite for 
Pipe 

Threading 

P LUMBERS and other 
users like the TRIO 
DIE STOCK. It cuts 
smooth, clean threads. 
Three dies in one stock, 
always ready, always 
right. The Trio is light 
and compact and packs 
well in a kit. It’s adjust¬ 
able. 

Send for folder. 


Greenfield Tap and Die 
Corporation 

Greenfield, Mass., U. S. A. 

New York, 28 Warren Street 
Chicago, 13 South Clinton Street 
Canadian Plant: Wells Brothers Company of 
Canada, Limited, Galt, Ontario 
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OUR FRIENDS—AND OUR ENEMY 

Teutonic propaganda in its constant effort 
to embroil us with our allies in the Far East 
and with our neighbors to north and south, 
has failed to achieve its aim. Even Prussian 
intrigue could not hide forever the truth that 
our enemy was not Britain, not Japan, but Ger¬ 
many herself. 

It was the Prussian spirit of arrogance, em¬ 
bodied in a pig-headed German king, who spoke 
English only brokenly, against which we fought 
for freedom in 1776. Pitt and Fox and all the 
leaders of liberal England were opposed to the 
senseless war. Their opposition carried such 
weight that the King had to hire Germans to 
fight the Americans because enough British 
could not be got to enlist. 

For a hundred years the long 4,000-mile 
border has stretched between us and Canada, 
undefended by a gun, a fort, a ship of war. 
If Canada had been a colony of the Kaiser, 
would we have slept so peacefully with no 
thought of danger? Or would the border have 
bristled with cannon? Would we not, against 
our will, have been forced to become a militar¬ 
istic nation ? 

Our navy knew long before the European 
war broke out that the British fleet was a de¬ 
fense to us, the German one a menace. If the 
Geramns had possessed the greatest navy on 
earth is it supposable that the commerce of the 
open ports would have continued, the policy of a 
fair field to all? In such a case would the Prus¬ 
sian power have lined up side by side with ours 
to maintain the Monroe Doctrine, or would it 
have been the greatest danger to that policy? 
The German navy, ever since it became a pon¬ 
derable power, has been a threat to the United 
States. It has been arrogant and bullying to us. 
The incidents at Samoa, at Haiti, at Venezuela, 
and at Manila Bay are guideposts to warn us 
against the sea domination of the Teuton. 

During a long record of dealings with Japan 
and China the United States has shown no dis¬ 
position whatever to despoil these countries or 
rob them of their rights. On the other hand, 
Germany has been the most ruthless menace to 
the 4 ‘open door” in China, the one country most 
eager for a partition of China by means of 
“spheres of influence.” 

When we look at the map of North America 
and read the story it tells us, we know how 
absurd it is for us to be duped by German 
propaganda about the designs of England upon 
us. When we look at the present map of Europe 
we know how foolish it would be to neglect 
the lesson it teaches. At last we have found 
out who are our friends—and who is our enemy. 

Another important thing to bear in mind 
that the one man, in this country, who has done 
more to create suspicion of our allies, who has 
tried by threats and cajolery, and by praise of 
the administration to plunge us into trouble 


with Japan and Mexico, is a New York pub¬ 
lisher with a string of dailies and magazines. 

In this country we are now awakening to the 
fact that whatever he advocates, to examine 
it twice or three times before lending an ear 
or assistance to any movement he endeavors to 
foster. 


GET OUT OF YOUR CAGE 

An old eagle that was kept in a cage sat day 
by day dully looking out at the people who 
stared at it. It made no friends, it had no 
interest in anything, it was just existing. People 
came every day and looked at that sleepy bird, 
and it batted its old eyes back at them. Noth¬ 
ing in life interested that old eagle. The sun, 
the breezes, the sky meant nothing. 

One day somebody left the cage-door open. 
That drowsy old bird had for years been say¬ 
ing, “My day is past. I shall never fly again.” 
But out of the corner of his eyes that day he 
saw the cage-door open. He saw thru it the 
new old world beckoning. He opened his eyes 
wider. He gripped his perch with a new grip. 
The tips of his wings began to tingle. The old 
call of the heavens warmed his heart. He 
stretched a wing, and it was all there. Then 
he stuck his head out of the cage-door. Those 
rusty old wings spread once more. 

R-r-r-r-r-r-t! 

With a glad scream he shot upward toward 
the sun. He became a speck in the sky. He 
was an eagle again. 

The cage-door is open for every one of us. 
And we are eagles. It will do you good to get 
out and take a look around. 

Let us begin our resurrection this side of 
the grave. 


Pat, whose regiment was in action, became 
quite overcome by fright and started on a run 
for the rear. An officer called on him to stop, 
shouting, “Stop, or I’ll fire at you!” 

Pat increased his speed. “Foire away!” he 
yelled. “Phwat’s wan bullet to a bushel av 
’em?” 


No. 204 Turner Torch 

A strictly high grade torch sold 
under the maker’s guarantee. If 
you want the beet torches on the 
market for your work use the 
Turner. 

No. 204, Quart Size, Each, $7.60 List 
Ask for Catalog Ko. 4. 

THE TURNER BRASS WORKS, Sption, HI., U. S. A. 
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•‘SWAN’S NEOK’* 

Y AT IfiPI T JSU 

JUNE 18, 1018 


The Savill Swan Neck Faucet 

Tho Original Qvlck Opening Perfect Sink FanoU 
ONLY faucet with all operating parts within basin. 

If hands are soiled or holding something, faucet can be 
opened or closed just as easily with a finger, the wrist or aim. 
Opens to full stream and shuts off in fraction of a minute. 
' 'BAVILL* * Faucets are a profitable and most satisfactory 
line. Investigate now. 

Send for Booklet 

lf»d. la 8. 0. T. 8m A.-6 OmUlog. 

THDS. SAVILL’S SONS »n-i4 wim a miaMpMa 

HOLBROOK, MERRILL 4k STETSON, 

San Francisco, OaL. and Loo Angeles, OaL 


HANG ON 

The man who sticks has this lesson learned: 
Success doesn’t come by chance—it’s earned 
By pounding away; for good hard knocks 
Will make stepping stones of the stumbling 
blocks. 

He knows in his heart that he cannot fail; 

That no ill fortune can make him quail 
While his will is strong and his courage high, 
For he’s always good for another try. 

He doesn’t expect by a single stride 
To jump to the front; he is satisfied 
To do every day his level best, 

And let the future take care of the rest. 

He doesn’t believe he’s held down by the boss— 
It’s work and not favor, that “get’s across.” 
So his motto is this: “What another man 
Has been able to handle, I surely can.” 

For the man who sticks has the sense to see 
He can make himself what he wants to be, 

If he’ll off with his coat and pitch right in— 
Why, the man who sticks can’t help but win! 


“I dreamed last night that I proposed to a 
beautiful girl,” he confided. 

“And what did I say?” she queried breath¬ 
lessly. 



WATER SYSTEMS 



FULLER 

AND 

JOHNSON 

ENGINES 

STAR 

WINDMILLS 

AND 

H00SIER 

PUMPS 


PACIFIC PUMP A SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 


- “WE KNOW THE STOVE REPAIR BUSINESS’ - 

WE m WE 

Stove and Furnace Repairs anWy ™ nc 

U1#P B^ B^ fl I B^ 11 TE know your want • and can fill mail or- 

mYER S. RUbcNS W 

STOVE AND FURNACE REPAIR WORKS different Stooct, Rang** and Furnace* bom Spo¬ 
kane. IS year* experience fiUing mail order* for 
We FumUh DUPLICATE ORDER BOOKS Free on Requett Stove Repair* in Spokane. 

“W* Know the Stove Repair Butin*** 99 — 

MYER S. RUBENS 1009 W. First Ave., Spokane, Wash. 
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ANNUAL OUTING OP TACOMA MASTERS 
PLUMBERS’ ASSOCIATION 


PLUMBING AND HEATING SUPPLY 
CATALOGUE 


A- M. Goddard, secretary of the Master 
Plumbers Association of Washington, has issued 
an invitation to the annual outing of the Tacoma 
Master Plumbers Association to be held August 
9th, 10th and 11th in the heart of the Cascade 
Range. 

The invitations we received are addressed to 
Mr. and Mrs. Hardware & Plumbing World in 
Goddard’s most unique and fetching way. 


You will make a reputation not by single 
great actions, but by a long succession of little 
useful ones. 


The Wise Mechanic 

will now look well to his stock of 
C. & L. high-grade Fire Pots and 
Torches, and be ready to take care 
of all rush orders. In these stren¬ 
uous days, there are many emer¬ 
gency orders for work that must 
be done quickly, and by using C. 
& L. Fire Pots and Torches you 
can do your work quicker and bet- 
No. 32 Torch ter with a great big saving in 
list Prloo fuel expense. All leading jobbers 
Ask^for *Dis- *^1 supply at factory price. Send 
count tor catalog—it's free. 

CLAYTON A LAMBERT MFC. CO., Detroit, Midi U. S. A. 



STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Can Get It at the 

Largest Stove Re¬ 
pair House in the 
Northwest 


THE SPOKANE STOVE & FURNACE 
REPAIR WORKS. Inc. 

912-14 First Avenue Phone Main 1790 

SPOKANE, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 


The Van Camp Hardware & Iron Co. of In¬ 
dianapolis, Ind., have issued a most attractive 
catalogue showing a complete line of plumbing 
and heating supplies, the catalogue consisting 
of almost 300 pages, every page of which is 
attractively printed in colors and giving valu¬ 
able information. 

The catalogue was issued under the direction 
of C. R. Swain, head of the advertising depart¬ 
ment, and is a tribute not only to Mr. Swain’s 
ability, but to the institution with which he is 
identified. 

It is a catalogue which should be in the 
hands of every merchant, dealer and plumber, 
and undoubtedly will be kept for reference by 
those who receive it. 


We believe in the utmost conservation of 
food and fuel, in everything that contributes 
to the winning of the war. Our soldiers in 
Prance must not be deprived of the most nutri¬ 
tious food that can be served to them. 

But while we are asking for the conserva¬ 
tion of fuel and food, which we believe to be 
necessary, why is it that our government con¬ 
tinues to overlook the vast amount of grain 
and sugar that is necessary to produce beer, as 
well as the coal that is necessary to keep these 
breweries going, and the men who are working 
in them ? 

How long will we continue to waste these 
things so vital and necessary to us and our 
Allies 1 


Your wife and you are equal partners. Di¬ 
vide fair with her. 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants In smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION— 


Blank Rim Fire— 

Black 

Smkls. 

22 Short . 

$ .15 

$ 

82 Short . 

.85 


82 S. & W.. 

.65 


88 B. AW . 

.70 


38 Long Oolt. 

44 W. C. F. 

1.20 


1.60 

... 

8hot Rim Fire— 

22 Long . 

. .55 

.60 

32 Long . 

. 1.05 

... 

8hot Center Fire— 

82 S. is W. 

. .05 


32 W. C. F. 

. 1.30 


88 8. A W ............ 

. 1.15 


88 W. 0. F.......... . 

. 1.50 


44 W. C. F. 

. 1.50 

1.75 

44 X. L.. 

. 1.60 

1.80 

44 Game Getter. 

. 1.50 

1.60 

Rim Fire. Ball— 

BB Cape. 

. .35 

.85 

CB Caps . 

. .45 

.45 

22 Short . 

. ,25 

.80 

22 Short H. P. 

. .35 

.85 

22 Long . 

. .35 

.40 

22 Long H.P. 

. .40 

.45 

22 Long Rifle. 

. .40 

.45 

22 Long Rifle H. P.. .. 

. .45 

.45 

22 W. R. F._...... 

. .50 

.55 

22 W. R. F., H. P. 

. .55 

.60 

22 Win. Auto. 


.55 

22 Win. Auto, H. P.... 


.60 

25 Short Stevens. 

. io 


25 Stevens . 

. .80 

... 

82 Short. 

. ,60 

... 

82 Long . 

. .70 

.. . 

88 Short. 

. 1.00 


38 Long . 

. 1.00 

•. . 

41 Short. 

. 1.05 

... 

Center Fire Pistol- 
22 Win. SS. 

. 1.30 

1.50 

25 Colts Auto. 

. ,. , 

1.85 

25-20 Single Shot. 

. 1.55 

1.75 

25-20 Win. 

. 1.35 

1.60 

25-20 Win HV. 

... 

1.75 

7.63 MM-Mauser . 


2.15 

7.65 MM-Mauser . 

. ... 

2.15 

9 MM-Luger. 

. 

2.80 

32 Colts Auto. 

. .. . 

1.86 

82 Colts Short. 

. 1.00 

1.10 

82 Colts Long. 

. 1.15 

1.25 

82 Colts Police Positive 

. 1.15 

1.25 

82 S. A W . 

. 1.00 

1.10 

82 8. A W. Long. 

. 1.15 

1.25 

82-20 Marlin. 

. 1.40 

1.80 

82 Winchester . 

. 1.40 

1.80 

82-20 Win HV. 

• ... 

1.80 

85 S. A W. Ante. 

. ... 

1.65 

88 Colts Auto. 

• ... 

2.20 

88 Colts Short. 

. 1.25 

1.85 


38 Colts Long . 

1.80 

1.50 

88 Colts Police Positive. 

1.25 

1.85 

38 S. A W. ......... .. 

1.20 

1.80 

88 8. A W. Special. 

1.45 

1.55 

38 Winchester . 

1.65 

2.05 

41 Colts Short DA. 

1.80 

1.50 

41 Colts Long DA. 

1.60 

1.75 

44 Bull Dog. 

1.85 

.. . 

44 S. A W. Amer. 

1.75 

1.96 

44 S. A W. Rus.. 

1.75 

1.95 

44 S. A W. Special . 

1.00 

2.10 

44 Webley . 

1.50 

... 

44 Winchester . 

1.65 

2.05 

45 Colts . 

1.95 

2.10 

45 Colts Auto . 


2.50 

Center Fire Military 



and Sporting — 



22 Savage . 


1.40 

250-3000 Savage . 


1.95 

25-21 Stevens . 

1.90 

2.55 

25-25 Stevens . 

1.90 

2.55 

25-35 Winchester . 


1.20 

25-35 Short Range . 


1.20 

25-36 Marlin . 


1.20 

25 Remington Rimless.. 


1.20 

3 MM U. S. N . 


1.85 

7 MM Special Mauser. . 


1.85 

7.65 MM Bel Mauser. . 


1.85 

8 MM Mauser . 


1.85 

9 MM Mauser . 


2.05 

30-30 Winchester . 


1.85 

30 Remington Rimless.. 


1.85 

30 Government Rimless. 


2.05 

308 Ssvsge . 


1.85 

32 Remington Rimless.. 


1.85 

32-40 Winchester . 

L05 

1.20 

32-40 Winchester HV. .. 


1.85 

32 Winchester Sif. Ldg.. 


2.45 

32 Winchester Special. . 


1.86 

33 Winchester . 


1.80 

35 Remington Rimless.. 


1.55 

35 Winchester . 


1.95 

35 Winchester 81f. Ldg.. 


2.55 

351 Winchester Slf. Ldg. 


2.85 

38-55 Winchester Lead.. 

i!so 

1.55 

38-55 Winchester HV. .. 


1.65 

38-56 Winchester . 

L80 

1.65 

40-60 Marlin . 

1.35 


40-60 Winchester . 

1.85 

1.56 

40-65 Winchester . 

1.86 

1.65 

40-70 Winchester . 

1.40 

1.85 

40*72 Winchester . 

1.40 

1.86 

40-82 Winchester. 

1.40 

1.65 

401 Winehestsr Auto... 

• • • 

1.55 

405 Winchester . 


2.20 

45-60 Winchester. 

1.40 

• • • 

45-70-405 Government.. 

1.40 

1.60 

45-75 Winchester. 

1.40 

e • • 

45-00 Winchester. 

1.60 

1.65 


SHELLS, LOADED— 

Winchester Repeater or Remington 
U. M. O. Nitro Club— 

15 3 dm z 1 os., 24 grs. x 1 

os., drop shot .$1.16 

8 drs. x 1% os., 24 grs. 1ft 

os., drop shot . 1.16 

8V4 drs. x 1H os., 26 grs. x 

1% os., drop shot. 1.16 

3V4 drs. x 1H os., BB shot, 

drop shot. 1.20 

3 V4 drs. x Busk shot, drop shot 1.20 

16 2% drs. x % os., 22 grs. x 

% oz., drop shot. 1.05 

2 % drs. x % os., BB Shot 

drop shot. 1.10 

20 2 *4 drs. x % os., 18 grs. x 

% os., drop shot. 1.06 

Winchester Leader or Remington U. 
M. C. Arrow— 

12 8 Vi drs. x 1V6 os., 26 grs. x 

1% os., chilled shot.$1.25 

3V4 drs. z m os., 28 grs. x 

1*4 oz., chilled shot . 1.80 

16 2% drs. x % oz., 22 grs. x 

% oz., chilled shot. 1.16 

20 2 Vi drs. x % oz., chilled shot 1.16 
2V4 drs. x % os., chilled shot 1.20 
Trap Loads— 

12 8 drs. x 1* os., 7V4 Chilled.$1.26 
8V4 drs. x 114 oz., 7% Chilled 1.25 
Black Powder Loads— 

12 814 dm x 1V4 oz., drop shot 95e 
Caps and Primers— 

Percussion .20 

Mnsket Caps.25 

Primers, 100 in box.85 

Primers, 250 in box.80 

Empty Paper Shells—Black Pow.— 

12, 16. 20 Oa. per 100 ... 1.60 

10 Ga. per 100. 1.66 

For Smokeless Powder, Repeater or 
Nitro Club- 
12, 16, 20, 28 Ga. per 

100 . 1.80 

10 Ga. per 100..... 2.10 

Leader or Arrow— 

12, 16, 20, 28 Ga.. 2.80 

10 Ga. per 100. 2.40 

Empty Brass 8helle— 


Best Qual. 12, 16, 20, 

28, Box 25 . 2.76 

2nd Qual. 12, 16, 20, 

28, box 25 . 2.10 

Wade- 

Cardboard, box 260.. ... .20 

Black Edge, Reg., box 

250 .50 

Black Edge. V4 in., 125 

in box . .40 

Black Edge, % in., 250 

la box. .80 


ADZES (UNHANDLED)—Carpenters, No. 80. 4 White, $8.25 
each; No. 80, 4% White, $8.25 each; No. 281, 8ft Sierra, 
$2.75 ea.; No. 281, 4 Sierra, $2.75 •*: No. 231, 4% Sierra, 
$2.75 each. Railroad, No. 80 B, 5 White, $8.50 each: No. 
80 B, 5% White. $8.60 each; Ne. 288, 5 Sierra, $8.00 
each; No. 288, 5% Sierra, $8.00 each. Ship, No. 44, 4 
White, $3.85 each; No. 44, 4V4 White, $8.$5 each; No. 44; 
4ft 'tfhite, $4.00 each: No. 45, 4£ White, $4.50 each; No. 
46, 5 White, $4.60 each; No. 285, 4 Sierra, $8.60 each; No. 
285, 4% Sierra, $8.60 each. 

ANCHORS—Screws per 100, 8-16, $4.15; V4. $$.25. 
ANVILS—Vulcan—No. 2, 20-lb. t $6.50; No. 8, 80-lb.. $7.50; 
No. 4, 40*lb., $8.75: No. 5, 50-lb.. $10; No. $, 60-lb., $11: 
No. 7, 70-lb., $12; No. 8, 80-lb., $18. Trenton—80 to 425 
lb., 22V4c lb.; 70 to 70 lb., 28c lb.; 60 to 60 lb., 28%o 
lb.; 50 to 50 lb., 24fto lb. With Clip Horn, 2c per lb. 
extra. Columbia. All Steel—60 Iba. and ever, 20fte lb. 
ANTIMONY—Slab, 45e lb. 

APRONS—Carpenters—California Log, $1.50; No. 12 Imng 
Brown, $1.25; No. 2 Short Brown, $$o. 

ASBESTOS— 

Mill Board, 85e lb.; Cat, 40o lb, 

Paper, 85c lb.; Out, 40c lb. 

Wlckiag, ft-lb. balls. 80c each, 
vuuu, 1-lb. teat. $1.50. 

teaml, per seek ..e. $•$$ 


AUGERS—Greenlee Oarpenters Nut, No. 67. 


Size . H % % % 1 1V4 

Each.$1.00 $1.00 $1.15 $1.25 $1.85 $1.65 

Size . 1% 1 % 2 2% 8 

Each .$2.00 $2.86 $2.65 $4.00 $8.0$ 

Greenlee Ship. 

16ths .8-10 11-12 18 14 15 16 

60 each .$1.60 $1.75 $1.75 $1.85 $1.05 $2.00 

62 each . 1.05 2.00 2.00 2.15 2.20 2.25 

16ths . 17 18 10 20 21 22 

60 eaoh .$2.15 $2.25 $2.80 $2.40 $2.50 $2.50 

62 each . 2.50 2.65 2.60 2.80 8.15 8.15 

16 the . 28 24 25 20 27 28 

60 each .$2.85 $8.00 $8.80 $8.45 $8.75 $4.10 

62 each . 8.50 8.60 8.65 8.75 4.10 A40 

16the . 20 80 81 82 

60 each .$4.40 $4.70 $5.00 $5.85 

62 each . 4.70 5.85 5.05 0.25 


AXES—Boys* Handled, Blue Wing, $2.00 each; Pacemaker, 
$1.90. Hunters, 670, $1.50 each; 671. $1.50 each; 678, 
$1.65 each. Boy Scout, 655 S, $1.85 each: 655, 81.60 each; 
50 S (Sheathe), 60s each. Double Bit Unhandled, Dread- 
naught, 8-4, $2.75 each; Dreadnaught, 8V4-4V4, $2.76 each: 
Dreadnaught, 4-5, $2.75 each. Double Bit Handled, Tuff 
Temper, 8-4, $3.25 each; Tuff Temper, 8V6-4V4, $8.26 each; 
(Continued on Page 168) 
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HARDWARE WORLD 

RETAIL SELLING} PRI0B8—OontlQiied. 


L. A Q. KNAMBLXD WARS— 


Oral Tool Baths. 

f , T _ T 11 IK 

ISO . JO 

Drinking Cans. 

08 ..8.15 

220 . 2.00 

Oorered Bake Pans. 

1 .$ .66 

250 -t» . - 1 , 66 

222 . 2.60 

1 .1.40 

860 . . T _ T T .66 

09 .16 

2121 . 1.20 

Bound Bake Pane. 

a .i ts 

460 t - t t.$0 

010 . 20 

2141 . 1.45 

1 . T 2 00 

AKA 1 AA 

8 . r IS 

2161 . 1.75 

20 .$ .40 

4, . T T 2 60 

ft ft A 1 2ft 

0 . . T . r _ . r .20 

2181 . 2.00 

80 .46 

Coffee Biggins. 

0 .TT.$ AO 

4 ARA 4 SA 

tO -1 ■ 20 

2201 . 2.26 

40 .50 

1260 . 1.76 

11 .26 

2221 . 2.75 

Milk Kettles. 

70 .$ .40 

71 .60 

60 . .65 

60 . 00 

Bed or Douehe Pans. 

2 ..$ 2.00 

Bed Pans. 

% .. T _ T .. t $8 Of 

01 .05 

1601 .60 

Pieced Chpe. 

80 .$ .15 

00 .Off 

250i .70 

nin i nit 

ftRAl ftA 

AM 1 «A 


25 . .80 

080 . 1.80 

Oorered Buckets. 
6601 .$1.05 

40 .80 

72 . 66 

040 . 1.46 

OffO . 1.60 

Coffee Bo liars 

60 .$ 1.10 

Straight OBps. 

0 ..\V$ SO 

6 .25 

78 ...76 

74 .00 

Bread Pans. 

8 .$ .$6 

8501 . 1.40 

76 . 1.05 

1AKA1 4 7ft 


12RA1 2 AA 

120 .40 


11 .$5 

70 .1.25 

Bd. Dinner Buckets. 
080 .$1.16 

Miners’ Oops. 

60 .$ .40 


12 . .46 

80 .1.60 


18 . SB 

00 .1.80 


Oblong Pane. 

08 .$ SB 

100 .8.60 

040 . 1.86 

Measuring Cops. 

10 . 7$ SO 

ftl Aft 

601 . 1.85 

501 .1.15 


04 .40 

701 . 1.40 

608 . 1.86 

After Dinner Cups A 
Saucers. 

10 * $86 

ftft 1 Aft 

01 .80 

801 . 1.66 

508 . 1.60 


02 . 86 

001 . 8.10 

Miners’ Dinner 
Buckets. 

10 .81.60 

66 . 1.66 

Sponge Cake Pans. 
20 6 *.$ J 86 

Oblong Store Pans. 

100 .$ .46 

1001 .8.75 

FUh Boilers. 

818 .$4.00 

Cups A Saucers. 

100 _ T . . t ft |S 

Lipped Referring 
Kettles. 

14 ft ftA 

Acme Dinner Buckets 
140 .$1.76 

80 . 86 

880 . 4.60 

400 .40 

1A .85 

200 .60 

888 . 6.00 

240 . 8.00 

Cuspidors. 

10 . .ft ,45 

18 .40 

800 . 66 


840 . 1.60 

20 .50 

825 .75 

IlOl ..•••••• 4.70 

8401 . 1.66 

20 _ f . T .66 

22 .55 

860 . SB 

•111 •••••... 0.00 
Ham Boilers. 

170 .$8.75 

175 .8.00 

Milk or Rioe Boilers 

14 ft $ 05 

Orel Dinner Buckets. 

14 21 ftA 

80 . 66 

24 .60 

400 .96 

Flaring Coeoa Shaped 
Dippers. 

26 .65 

426 . 1.00 

81 .1.60 

41 . 1.80 

28 .80 

80 .90 

450 . 1.05 

475 . 1.15 

500 . 1.25 

Oblong Dinner 
Buckets. 


82 . 1.05 

Genuine Coeoa 
Shaped Dippers. 

55 .$ .60 

84 .1.15 

560 . 1.45 

Square Store Pans. 

110 ..$ .66 

111 .70 

16 . 1.00 

86 . 1.86 

18 . 1.16 

an 126 

Ill . 1.75 

40 .2.00 

50 .8.00 

88 . 1.60 


Cup Dippers. 

9 .85 

T*» JCattlM. 

SO .« .16 

112 .75 

il T . _ T 1 76 

Aurora Dinner 
Buckets. 

775 .$1.66 

118 . 86 


10 .80 

114 . 1.00 

os o an 

li . As 

80 .80 

115 . T 1.15 


Flaring Dippers. 

010 .$ .25 

Oil .80 

012 . 86 

Windsor Dippers. 

100 .$ .80 

110 .80 

40 .00 

11 A 1 2 s 

141 . 1.00 

161 . 1.10 

181 . 1.85 

801 . 1.40 

881 . 1.66 

841 .1.00 

776 . 1.00 

875 . 1.00 

876 . 2.16 

Chambers. 

1 .$ .60 

1 % .65 

50 . 1.00 

60 . 1.15 

70 . 1.25 

80 . 1.60 

90 . 1.76 

070 . 2.00 

080 . 2.25 

090 . 2.50 

118 . 1.40 

8 quare Jelly Cake 
Pane. 

99 . $ SO 

100 . 86 

90 .85 

281 .2.76 

2 .. .75 

8 .85 

112 . 86 

Jelly Cake Pane. 

8 .$ .25 

114 .40 

160 . 1.25 

861 .8.60 

62 . 1.05 

UM . 1.16 

68 . 1.20 

Chamber Ootcts. 

1 .$ .85 

1 % .80 

2 .85 

Oblong Soap Dishes. 

50 .$ .80 

Wall Soap Dishes. 

60 .$ .80 

060 . 20 

Sink Drainers. 

7 .$ .50 

170 . 1.45 

9 .25 

180 . 1.66 

100 . 2.00 

10 .80 

68 .26 

Deep Ledles. 

On t on 

RO ftA 

58% . 1.86 

54 .1.60 

56 2.00 

8 .40 

70 . .80 

Colanders. 

1 .$ .60 

•0 . *6 

100 .25 

Mountain Cake Pans. 
78 .$ .80 

an 2 60 

110 .25 

set i t k 

2 .60 

120 . . T T f $0 

70 .so 

KOI 11 1 4R 

8 .76 

40 .40 

01 _ T .. 25 

AO ... T .$5 

Ml 1 fR 

104 .50 

Coffee Flasks. 

10 .$ .60 

101 .25 

Oral Dish Pans. 

1 ft ftl KA 

521% .. 1 60 

205 .60 

111 .60 

541 . 1 AS 

806 .70 

Bound Coffee Flasks. 

11 A ft ^tft 

121 . .65 

1ft 1 <TR 

561 .2.15 

407 . 86 

Soup Ladles. 

Oft ft ftA 

ss 2 00 

681 .2.75 

Child's Commodes. 

1 .$ .46 

Oorered Commodec. 

6 .$1.50 

210 .75 

Dish Pans. 

80 .$ .95 

Smls. Bowie. 

0-10 .$ .80 

Pieeed Funnels. 

01 .. T T T ... 1 so 

80.25 

88 . T . 20 

100 . 1.00 

12*14.25 

02 T t 80 

Graduated Measures. 

it . $ 6 o 

140 . 1.16 

16.80 

Odorless Commodes. 

A . $1 AS 

08 ... t . 86 

170 . 1.85 

18 .85 

04 ... .40 

(No Lip.) 

t S 4k 

210 . 1.55 

20 .40 

Oombinets. 

40 .$8.85 

Pot Corers. 

4 2 1ft 

06 .56 

800 . 2.85 

22 .45 

OA . 69 

Standard Measures. 

01 .$ .25 

400 . 8.50 

24 .50 

Fruit Jar Fillers. 

20 .$ .25 

101 .05 

26 .60 

141 - - r 1 Off 

2A 70 

02 .80 

1^1 1 26 

80 .85 

414 15 

Berlin Kettles. 

08 .$ .65 

08 .40 

Binsing Pans. 

Soup Bowls. 

126 ..$ .25 

5 .. ttT -16 

04 .60 

S* .15 

6 .15 

08 . 66 

06 .65 

010 .05 

04 .75 

06 .95 

Wash Bowls. 

26 .$ .86 

012 . 1.00 

«% . 20 

7 .20 

06 .90 

08 . 1.15 

010 . 1.86 

012 . 1.65 

Jelly Moulds. 

080 .$ .25 

014 .1.05 

017 . 1.26 

28 .40 

80 .45 

82 .50 

7% .25 

8 .25 

ft 14 eft 

Children’s Mugs. 

8 . $ .20 

6 . 26 

Chamber Pails. 

1 .$1.40 

Upped Fry Pans. 

80 . $ .80 

84 . 60 

86 . 70 

9 . 80 

A14 *A 

021 . 65 

081 . 75 

81 . SB 

82 . 40 

Oorered Buckets. 

40 A ftft 

1 A ft ft 

041 . 90 

88 . 46 

1 n % f ft 

051 . 1.00 

2 . 1.50 

84 . 60 

41 Aft 

11 ps 

061 . 1.15 

8 . 1.75 

85 . 60 

04 11 4ft 

11 14 eft 

081 . 1.40 

4 . 2.00 

86 . 65 

20 60 

12 4A 

0101 .. 1.65 

26 . 2.15 

National Fry Pans. 
40. $ .so 

on 60 

1214 45 

0121 . 1.85 

80 . 2.85 

24 . 70 

18 . 50 

Oonrex Kettles. 

212 . $1.05 

Water Pails. 

110 . $1.15 

60 . 85 

26 .. .85 

18% . 60 

51 . 45 

28 . 1.00 

14 . 75 

214 . 1.25 

112 . 1.85 

52 . 50 

80 . 1.25 

14% . 86 

216 . 1.50 

114 . 1.60 

58 .55 

88 . 1.60 

15 . 1.00 

218 . 1.75 

116 . 1.86 

54 .65 
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65 .70 

66 .75 

RETAIL 

Lipped Sauce Pane. 

9 ...a .15 

Muffin Pant. 

406 . 2 .46 

408 .66 

409 .65 

10 . JO 

18 .60 

14 . J5 

16 . J6 

18 40 

418 .76 

Com Oaks Pant. 

vna ... i ks 

20 .45 

28 .55 

24 .60 

708 , t 65 

86 .65 

709 . T t T T 76 

28 .id 

719 96 

80 .96 

Milk Pant. 

00 .2 .20 

0 fn 

Straight Sauce Pant. 

850 .2 .55 

850 .65 

1i 9a 

460 .80 

,K fT 9 a 

650 . 1.00 

80 . JO 

80 . J5 

40 .40 

Shallow Stew Pant. 

8 .2J0 

A as 

50 .60 

a in 

60 .66 

80 .65 

6 .50 


RETAIL SELUNQ PRICES—Continued 


100 

120 


.70 

.25 


Pudding Pant. 

50 .2 .25 

100 .25 

150 .20 

200 .20 

200 . J 6 

400 .40 

500 .50 

600 .55 

800 .65 

1000 .70 


Put Pant. 


2 .50 


2 . 

.56 

8 . 


80 . 


Berlin Sanoe Pant. 

02 . 


08 ..... 


04 . 

.75 

05 . 


06 ..... 


08 ..... 


010 . .. 


012 .... 


021 .... 


081 .... 


041 .... 


051 .... 


061 .... 

.1.16 

081 .... 


0101 ... 


0121 ... 


Oomb. Dbl Sauce 

Pans. 

1 . 


11 . 

.1.75 

Oomb. Triple Sauce 

Pans. 

10 . 


101 .... 



Sanea Pant. 

162 . $ .66 

168 .60 

164 .70 


Daap Stew Pant. 

14 .2 .25 

16 .85 

18 .40 

20 .45 

22 .50 

Molataaa Pitchers. 

601 .2 .55 

Conran Water 
Pitchers. 

401 .2 .60 

402 .65 

408 .75 

404 .85 

405 .20 

406 . 1.00 

. Watar Pitahara. 

5 .2100 

10 .1.15 

20 . 1.25 

0 .70 

1 .80 

2 . 20 

8 .1.05 

4 . 1.20 

6 . 2.00 

Pitahara ft Bowla. 

100 .21.65 

200 . 1.75 

Dinner Platen. 

12 .2 25 

20 .80 

21 .85 

Pie Platan. 

27 .2 .20 

28 . 20 

22 .25 

80 .80 

81 .85 

82 .25 

40 .80 

41 .85 

Lebanon Pie Plates. 

47 .2 .25 

48 .25 

42 .80 

60 .80 


Bonp Plates. 

68 . 2 J 6 

52 . JO 

60 .85 

Gotten Pott. 

2 % . 2 M 

8 .60 

5 .65 

16 .65 

25 .75 

65 .85 

46 .20 

55 .1.05 

21* .55 

81 .60 

51 .65 

151 .75 

251 .85 

851 . 20 

451 .1.00 

651 .1.16 

06 . 20 

016 . 1.00 

025 . 1.15 

085 . 1.20 

045 . 1.86 

056 . 1.60 

051 . 1.00 

0161 .1.06 

0251 . 1.16 

0861 . 1.60 

0461 . 1.40 

0661 . 1.56 


Tea Pott. 


00 . 
01 . 
0 .. 
10 . 
20 . 
80 . 
40 . 
60 . 
001 
Oil 
01 * 
101 
201 
801 
401 
601 
1000 
1010 
1020 
1080 
1040 
1050 
2000 
2010 
2020 
2080 
2040 
2050 


2 .50 
.66 
.66 
.70 
.80 
.86 
.26 
1.05 
.60 
.65 
.70 
.80 
.85 
.26 
1.06 
1.15 
.25 
1.00 
1.15 
1.25 
1.40 
1.55 
1.00 
1.10 
1.20 
1.85 
1.45 
1.65 


Pirelatt Cooker Pott 

420 . 2 .86 

«20 .1.15 

820 . 1.40 

1420 . 1.25 

1620 . 1.60 

1820 . 1.20 

450 . 1.16 

650 . 1.65 

850 . 1.85 


1460 

1650 

1650 


1.60 

1.20 

2J6 


(Continued from Page 161) 

Tuff Temper, 4*5, 28.50 eseh. Single Bit Handled, Blue Wing. 
8-4, 23.00 each; Blue Wing, 8**4*, 23.00 each; Blue 
Wing, 4-5, 28.00 each; Dreadnought, 8-4, 82.75 each; Dread- 
naught, 8*-4*, 22.75 each• Dreadnought, 4-5, 22.75 each; 
Bluebird, 8-4, 82.75 each; Bluebird, 3*-4*, 22.75 each; 
Bluebird, 4-5, 82.75 each; Pacemaker, 3-4, 22.75 each; Pace¬ 
maker, 8*-4*, 22.75 each; Pacemaker, 4-5, 22.75 each; 
Tuff Temper. 3-4, 82.75 each; Tuff Temper, 8*-4*, 22.75 
each; Tuff Temper, 4-5, 22.75 each; Quaker City, 3-4, 22.75 
each; Quaker City, 3**4*, 82.75 each; Quaker City, 4-5, 
22.75 each; Old Forge, 3-4, $2.50 each; Old Forge, 8*-4*. 

82.50 each; Old Forge, 4-5, 22.50 each; Freighters, 3-F, 

22.50 each. 

BABBITT—Frictionless, 35c lb.; Magnolia, 45c lb.; No. 4, 25c 
lb.; No. 1, 30c lb.; No. A, 21.30 lb.; Challenge, $1.25 lb.; 
Special Motor, 2110 lb.; Excelsior, 80c lb.; Acme, 65c lb.; 
XXXX Nickeled, 21.40 lb. 

BARS—Crow, Pinch Point No. 10, 16c lb.: Wedge No. 15, 
15c lb.; Lining No. 80, 15c lb.; Digging No. 680, 25o lb.; 
Tamping No. 26, 16c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Gooee Neck No. 8657—% x 18, 60c each; Goose 
Neck No. 8659—% x 24, 75c each; Goose Neck No. 3662— 
* x 24, 90c each. 

BATTERIES DRY CELL—Columbia, No. 6, 45c each; No. 6-8, 
45c each; No. 16, 81-40 each. Red Devil or Red Label, No. 

6-D, 45c each. Hot Shot Multiple, No. 1562,23.00 each; 
No. 1662, 23.85 each. Ever Ready same price as Columbia. 


Berlin Sane# Pete. 

08 .2 *85 

08 .65 

04 .76 

05 .85 

06 .80 

08 .1.15 

010 .1.40 

012 . 1.65 

021 .65 

081 .75 

041 .90 

051 . ... 1.00 

061 .1.15 

081 . 1.85 

0101 .1.65 

0121 . 1.85 

Convex Sauce Pott. 

212 .21.06 

214 .1.26 

216 . 1.60 

218 .1.76 

220 . 2.00 

222 . 2.60 

2121 . 1.20 

2141 . 1.40 

2161 . 1.75 

2181 . 2.00 

2201 . 2.26 

2221 . 2.76 

Oval Sauce Pott. 

2 . 22.00 

8 .2.26 

4 .2.50 

20 .2.25 

80 .2.60 

40 .2.76 

Straight Sanaa Pots. 

014 . 2-50 

016 . 66 

018 .70 

020 .85 

022 . 1,00 

024 . 1.25 

026 . 1.60 

028 . 2.00 

080 . 2.26 

082 . 2.50 

80 . 1.25 

100 . 1.50 

120 . 1.76 

160 .2.25 

200 . 2.75 

801 1.40 

1001 . 1.75 

1201 . 2.00 

1601 .2.50 

2001 . 6.00 

Covered Stove Pott. 

706 .21.26 

707 . 1.50 

708 . 2.00 

709 . 2.60 

7061 . 1.50 

7071 . 1.75 

7081 . 2.25 

7091 . 2.75 

Soup Stock Pott. 
612 .24.60 


216 . 6.00 

224 . 7.50 

286 . 8.00 

812 .9.00 

818 . 12.00 

824 .16.00 

886 .16.00 

Bread Baiters. 

10 .21.75 

14 .2.00 

17 .2.86 

21 .2.75 

101 . 2.00 

141 .2.25 

171 .2.76 

211 .8.26 

Nesco Perfect 
Roasters. 

150 .22.50 

180 .8.25 

200 . 4.20 

Grocers* Scoops. 

2 . 2 .40 

8 .50 

4 .55 

5 .65 

20 .55 

80 .65 

40 .85 

60 . 1.00 

Plat Skimmers. 

9 . 2 .20 

10 . 20 

11 .26 

12 .26 

Spittoons. 

200 .2 .85 

800 . 1.10 

Club Spittoons. 

100 .2126 

Hotel Spittoons. 

150 .22.50 

Basting Spoons. 

.2 .15 

12 . 20 

14 . 20 

10 . 20 

18 .25 

Steamers. 

1 .21.15 

8 . 1.85 

8 . 1.50 

Tea Steepen. 

* .2 .50 

8 . 66 

Handy Strainers. 

140 .2 .15 

Gravy Strainors. 

2 .2 .85 

Jelly Strainers. 

20 . 2 .80 

Oaks Turners. 

18 .2 .15 

14 . JO 

Female Urinals. 

1 . 22.00 

Malo Urinals. 

2 . 21.66 


BIBBS—Compression— 

1112—*-inch Rough, 81.00 each; %-inch, $1.25 each; 
%-inch, 2165 each; 1-inch, 23.25 each. 

11?—-*-inch Finished. 2126 each; %-inch, 21.50 each; %- 
inch, 22.00 each; l inch. 23,65 each. 

0112— %-inch Nickel-plated, 81.40. each; %-inch, 81.05 
each; %-inch, 22.25 each; 1-incn, 24.00 each.- 
Hose U13—*.inch Roush, 21.10 each; %-inch. 61.40 each; 
%-inch, 81.75 each; 1-inch, 23.00 each; 1 %-inch, 80.00 
each, 1 %-inch, 28.00 each. 

118—*-inch Finished, 2185 each; %-inch, 81.05 each; 
% -inch, 22.25 each; 1-inch, 24.00 each. 

0113—%-inch Nickel-pl -- .... 

%-inch, 22.50 each. 

BITS—Auger 
Size 16tns. 8 
81—List. 

Dos.... 6.00 
81—SelL 
Each... .45 

100—List. 

Dos.. .. 6.00 

100— Sell. 

Each... .45 

101— List. 

Dos. 

101—SelL 
Each. 


4-8 

9-10 

10-12 

18-14 

6.00 

6.00 

7.00 

8.26 

.40 

.45 

.50 

.76 

6.00 

6.00 

7.00 

8.25 

.40 

.45 

.50 

.75 

6.00 

6.00 

7.00 

8.25 

.40 

.45 

.60 

.75 


1 -inch, 

21.85 

each; 

14-16 

18 

20 

9.50 

12.00 

14.00 

.90 

1.10 

1.20 

9.50 

12.00 

14.00 

.90 

1.10 

1.20 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued 


4-6 


8 


Six* 16th». 

85—List. 

Dos_ 4.60 4.00 4.50 6.00 6.50 

85—Sell 

Each... .80 .25 .80 .85 .40 

Size 16tha.15*16 17*18 

85—List. 


85—8ell. 
Each.... 
Size 16ths. 
47—List. 

Doz.... ! 
47—8ell. 
Each... 
Size 16ths.. 
47—List. 


4*6 


.75 

9 


.70 

10 


.65 


.75 .90 .96 


47—Sell. 


5-8 


10 


11 


12 


10 

11-12 

18-14 

6.00 

7.00 

8.00 

.45 

.50 

.60 

20 

22 

24 

12.00 

18.50 

15.60 

.85 

.95 

1.00 

11 

12 

18 

15.00 

16.25 

17.50 

1.00 

1.10 

1.15 

14 

16 

16 

19.00 

20.50 

22.00 

1.20 

1.80 

1.40 

13 

14 

15 

17.50 

19.00 

20.50 

1.95 

2.85 

2.45 


18: ( 

6-in.. 75c 8-in., 

90e; 

10-in., 

60c; 8 

-in., 65c 

; 10-in. 

. 60s; 

12-in., 

Com. 

Com. 

Pat. 

Pat. 

Pat. 

Dbl. 

Triple 

Sngl. 

Dbl. 

Trpl. 

$1.45 

$1.90 

$1.20 

$2.20 

$8.20 

1.75 

2.85 

1.30 

2.50 

8.60 

1.90 

2.50 

1.40 

2.80 

8.85 

2.20 

8.20 

1.65 

3.15 

4.85 

2.65 

8.86 

1.65 

8.65 

5.50 

8.10 

4.65 

2.50 

4.50 

6.60 

4.90 

6.85 

8.85 

6.60 

9.35 

8.26 

11.70 

5.80 

10.00 

14.50 


Single 


Denble 

$1.50 

1.85 

2.00 

2.25 

8.25 
5.00 


Size 16ths. 

58—List. 

Doz. ...11.25 12.50 18.75 15.60 16.25 
53—Sell. 

Each... 1.85 1.50 1.65 1.80 1.90 

Solid Center, in Sets—111%, $1.60 set; 15, $8.55 set; 26, 
$5.40 set; 85, $7.90 set; 85 0. $5.00 set. 

Irwin, in Sets—53, $4.00 set; 55, $4.75 set; 55 C, $6.00 set. 
Russell Jennings, in Sets—4520 %, $4.90 set; 4582%, 

4532% C, $8.25 set; 4720%, $5.10 set. 

BELLS—Kentucky Cow—No. 0, $1.00 each; No. 1, 85c each; 
No. 2, 75c each; No. 8, 55c each; No. 4, 45c each; No. 5, 
85c each; No. 6, 80c each; No. 7, 25c each. 

BELLS—2%-inch, Nonpareil, 60c each; 8-inch, Nonpareil, 70e 
each. 

BEVELS—Sliding T—No. 

$1.00. No. 25: 6-in.. 

65c; 14-in., 75c. 

BLOCKS—Wood Tackle. 

Com. 

Snel. 

8-inch .. .$ .80 

4- inch.95 

5- inch . 1.00 

6- inch . 1.20 

7- inch . 1.45 

8- inch . 1.80 

10-inch . 8.00 

12-inch . 4.85 

BLOCKS—Steel Tackle 
Size 

8-inch .t *5© 

4- inch . 1.00 

5- inch . 110 

6- inch . 1.25 

8-inch . 1§5 

10-inch . 8.00 

BLOCKS—Wood Snatch. 

6-inch .18.00 

8-inch . J*J5 

10-inch . « 85 

12 -inc h . 7.50 

BLOWERS—No. 400 Champion, $85.00; No. 40 Lancaster, 
$20.00; Royal. $30.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.00 each; No. 14, Holdfast, 
$2.00 each; No. 10, Springer, 60x15 in. sleer'e board. 
$3.00 each; No. 20, Springer, 54x13 in. sleere board, 
$2.75 each; No. 80, Springer, 54x13 in., no sleere board, 
$2.25 each; No. 40, Springer, 50x12 in., no sleere board, 
$2.00 each. 

Without Table (Skirt Boards)—4 foot, 75c each; 5 feet, 
$1.00 each; 5% foot, $1.26 each; 6 foot, $1.60 each. 
BOARDS, STOVE— 

Paper Lined—No. 45—18x18. 80o eaeh; 24x24, 90c each; 
26x26, $1.00 each; 28x28, $1.16 eaeh; 80x30, $1.86 eaeh; 
82x82, $1.75 eaeh; 86x36, $2.00 eaeh. No. 125—24x26, 
$1.50 eaeh; 26x80, $1.60 eaeh; 28x84, $1.75 eaeh; 80x86, 
$2.00 eaeh; 32x42, $2.50 eaeh. No. 200—18x18, 86c 
eaeh; 24x24, $1.00 eaeh; 26x26, $1.16 eaeh; 28x28, 
$1.25 eaeh; 80x30, $1.50 eaeh; 82x32, $1.75 eaeh; 
86x86, $2.25 each. 

Wood Lined—No. 80—24x24, $1.50 eaeh; 26x26, $1.75 
eaeh; 28x28, $2.00 eaeh; 80x80, $2.40 eaeh; 88x88, $3.06 
eaeh; 36x86, $8.50 each. No. 90—24x86, $2.00 eaeh; 
26x82, $2.00 each; 28x84, $2.50 each; 30x38, $8.00 
eaeh; 82x42. $8.50 each. 

For future dellrery, D%% from abore prices. 

BOARDS, WASH—Toy No. 815, 25c each; Single Zinc No. 820, 
45c each; 980, 55e each; 983, 45c each; Double Zinc No. 
934, 80e each; Brass No. 801, 95c eaeh; Blue Enamel, No. 
964, 75e each; Glass No. 962, 70o each. 

BOLTS— 

Carriage— Contractors. 

Small .Pins 10% 

Large .Pins 25% 

Machine- 

Small .Pins 19% 

Large .Pins 25% 

Store Bolts, 80% off List. 

Stud .Pina 80% 


Retail, by doz. 
Plus 50% 

Pins »•% 

Plus 60% 
Plus 56% 

Plus 6#% 


BOLTS— 


Common Carriage—8-16 A %-in. 6-16-in. %-in. %-in. 





Dos. 

100 

Dos. 

100 

Dos. 

100 Dos. 

100 

11% 



.20 

1.00 

.25 

1.40 

.80 

1.90 

.55 

8.72 

2 



.20 

1.10 

.25 

1.52 

.80 

2.06 

.55 

8.72 

2% 



.20 

1.20 

.80 

1.64 

.85 

2.22 

.60 

8.87 

8 



.20 

1.80 

.80 

1.76 

.35 

2.38 

.60 

4.02 

8% 



.25 

1.40 

.80 

1.88 

.40 

2.54 

.65 

4.85 

4 



.26 

1.50 

.80 

2.00 

.40 

2.70 

.70 

4.67 

4% 



.25 

1.60 

.85 

2.12 

.45 

2.86 

.75 

5.00 

5 



.25 

1.70 

.85 

2.24 

.45 

3.02 .80 

5.80 

5% 



.80 

1.80 

.40 

2.86 

.50 

8.18 

.85 

5.62 

6 



.30 

1.90 

.40 

2.48 

.50 

8.84 

.85 

5.94 

6% 



.85 

2.15 

.45 

2.80 

.55 

8.72 

.90 

6.26 

7 



.85 

2.40 

.45 

8.11 

.60 

4.10 

.95 

6.59 

7% 



.40 

2.75 

.50 

3.24 

.65 

4.82 1.00 

6.90 

8 



.40 

3.05 

.50 

8.87 

.65 

4.54 1.05 

7.20 

8% 



.. 

.. 

.55 

3.51 

.70 

4.72 1.10 

7.87 

9 



,, 


.55 

8.65 

.75 

4.90 1.15 

7.54 

9% 



t # 

,, 

.60 

8.79 

.80 

5.08 1.20 

8.02 

10 




.. 

.60 

8.92 

.80 

5.27 1.25 

8.50 


BOLTS— 

Machine Square Head and Nut— 



%-in. 

5-16-in. 

%-in. 

7-16-in. 


Dos. 100 

Dos. 100 

Dos. 100 

Dos. 100 

1-1%. 

.25 1.76 

.30 2.00 

.35 2.40 

.40 2.86 


%-in. 

%-in. 

%-in. 



.60 3.68 

.80 5.36 

1.20 7.85 


% -in. 

5-16-in. 

%-in. 

7-16-in. 

2. 

.25 1.78 

.30 2.12 

.35 2.56 

.45 8.06 



%-in. 

%-in. 

%-in. 



.65 3.73 

.85 5.69 

1.30 8.42 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

2% . .. 

.30 1.86 

.35 2.24 

.40 2.72 

.50 3.27 


%-in 

%-in. 

%-in. 



.70 4.10 

.90 5.89 

1.40 8.99 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

8. 

.80 1.94 

.35 2.36 

.40 2.88 

.55 3.47 



%-in. 

%-in. 

%-ln. 



.70 4.47 

.95 8.08 

1.45 9.55 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

8%.. . 

.80 2.02 

.40 2.48 

.45 8.04 

.55 8.67 


%-in. 

%-in. 

%-in. 



.75 4,73 

1.05 6.66 

1.55 10.10 


%-in. 

5-16-in. 

%-in. 

7 -16 in. 

4.- 

.30 2.10 

.40 2.60 

.45 8.20 

.60 8.88 



%-in. 

%-in. 

%-in. 



.80 5.00 

1.10 7.24 

1.60 10.66 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

4%.. . 

.35 2.20 

.45 2.75 

.50 3.40 

.65 4.08 


%-in. 

%-in. 

%-in. 



.85 5.26 

1.15 7.62 

1.70 11.22 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

5. 

.35 2.80 

.45 2.90 

.50 3.59 

.70 .428 



%-in. 

%-in. 

%-in. 



.85 5.58 

1.20 8.01 

1.80 11.78 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

5%... 

.40 2.89 

.50 8.02 

.55 3.75 

.70 4.49 


%-in. 

%-in. 

%-in. 



.90 5.80 

1.25 8.40 

1.90 12.84 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

6. 

. .40 2.47 

.50 8.14 

.60 8.91 

.75 4.70 



%-in. 

%-in. 

%-in. 



.95 6.06 

1.80 8.79 

1.95 12.90 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

6%.... 

. 

.55 8.27 

.65 4.07 

.80 4.90 


%-in. 

%-in. 

%-in. 



1.00 6.88 

1.40 9.17 

2.10 18.46 


%-in. 

5-16-in. 

%*in. 

7-16-in. 

7. 


.55 8.89 

.65 4.94 

.85 5.10 



%-in. 

%-in. 

%-in. 



1.00 6.59 

1.45 9.56 

2.20 14.03 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

8. 

. 

.60 8.68 

.70 4.5$ 

.90 5.51 



%-in. 

%-ln. 

%-in. 



1.10 7.12 

1.60 10.84 

2.85 15.15 


%-in. 

5-16-in. 

%-in- 

7-16-in. 

9. 



.75 4.90 

e • • • • • • 



** %-in.* ’ 

%-in. 

%-in. 



1.15 7.65 

1.75 11.12 

2.50 16.27 


%-in. 

5-16-in. 

%-ln. 

7-16-in. 

10. 


. 

.60 5.22 

. .... 




%-in. 

%-ln. 



1.90 6.18 

1.85 11.8$ 

2.65 17.40 


%-in. 

5-16-in. 

%-ln. 

7-16-in. 

11. 

• • • • • 

.85 5.55 

. 


' ‘%-in. 

%-ln. 

%-ln. 



1.80 8.71 

1.95 12.67 

2.80 18.51 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

12. 



.90 5.87 

... .... 


' ’% -»». 

%-ln. 

%-in. 



1.40 9.24 

2.65 16.44 

8.00 19.68 

18 .... 


.1.50 9.77 

9.90 14.22 

6.90 20.75 

14 .... 


.1.60 10.80 

9.60 15.90 

8.40 21.88 

15 .... 


.1.70 10.88 

2.40 15.77 

2.60 98.09 

16 .... 


,LM an 

Ul MJ4 

8.60 24.1* 
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HARDWARE WORLD 

EBTAIL gEUUNG PBIOBS—Continued. 


Ilicraoi. 
.$1.76 
. t.76 
. i .00 
. 8.26 
. 115 
. 8.60 
. 8.76 
. 8.00 
. 4.50 
. 8.86 
. 6.00 


BOTTLBS—Vacuum. 

10. 

lOq. 

11. 

ii a . 

in.*::::::::::::::::::::::::: 

15. 

15q. 

6 ..... 

oq. 

Fillers—Thermos snd Universal. 

H Pint. 

1 Pint. 

1 Quart. 

Lunch Kits— Thermos. 

801 A 805.$8.00 

808 A 800. 8.86 

808 A 807. 8.60 

804 A 808. 4.86 

BRAOKET8—Shelf— 

Japanned— Pair 

8x 4.$ .80 

4z 6.85 

5x7 ;.80 

Ox 8.40 

7x 0.46 

8x10.50 

10x18.05 

18x14. 1.00 

10x18.8.85 


Universal. 
01 $1.76 

08 8.75 


81 

88 

71 

78 

01 

08 

81 

88 


8.00 

8.86 

8.85 

8.50 

8.00 

4.60 

8.85 

6.00 


.$1.85 

.1.50 

.8.50 

Universal. 
810 $8.86 
410 8.60 

610 8.75 


B. P.— 

8x 4. 

4x 5. 

5x 7. 

Ox 8. 

7x9. 

8x10. 

10x18 . 

18x14 . 

N.P. A 0.0. sam< 


Pair 

.$ .85 

• • •. • .40 

. * • • • .50 

...... .75 

.80 

. •... 1.00 

.1.85 

ie as B.P. 


Oil 


8.00 8.50 

8.85 8.00 

8.76 8.86 


BRACES— 811 

6 . $8.85 $8.85 

8 .$8.85 8.85 8.85 

10 . 8.50 

18 . 8.75 

14 .4.85 

10 . 4.50 

008 081 

. 8.00 8.00 

. 4.15 8.85 

. 8.50 

8008 8010 
P8AW.$3.00 $8.85 

BOXES—Mitre— 

Goodell— Each 

885 .$17.25 

805 . 17.75 

800 . 80.00 


•88 046 951 


8 

10 

18 


$1.75 

8.00 


066 

*1.60 

1.65 

8018 

$8.50 


$ .85 

1.00 


Stanley— 


Lanfdon— 

72 .$17.75 

78 . 18.50 

74 . 20.50 

75 .21.00 


StL 

40 .$ 3.25 

41 . 8.75 

Steam’s Perfection— 

80 .$ 8.25 


J4 A % 
% to 1} 
lS to 2 


BRADS—Wire. Bulk per lb. -lb. pkgs. % -lb. pkgs. 

inch.$ .80 $ .15 $ .10 

1V4 ineh.20 .15 .10 

1 inch.16 .15 .10 

BRASS—Sheet—Soft, per lb., OOe; Half Hard, 85c; Sign, 80e; 
Spring, $1.10. 

BREAD AND CAKE MAKERS—Universal—No. 1, $8.75 each; 
No. 4, $3.75 each; No. 8, $4.50 each; No. 44, $8.25 each. 

BRIGHT WIRE GOODS— 

Gate Hooks and Eyes— 

1% 2 2Vk 8 3% 4 

40_Doz. .20 .25 .30 .40 .45 .55 

1040_Doz. .85 1.10 1.25 1.65 2.00 2.25 

BROOMS— Household 


6 

.85 

8.50 


No. or Brand 

0 Toy . 

00 Toy . 

Each 

.1.00 

No. or Brand 

Pima .. 

Navajo. 

Warehouse. 

Each 

_$1.50 

.... 1.80 
.... 1.85 


.1.10 

10 . 

_1.20 

Wmr&m . 

.1.26 

229 . 

.65 


.1.16 

280 . 

.90 

Apache. 

114 1 r . 

.1.85 

Push or 

. 1.25 

Street 

252 .. 

. 1.85 

116 B . 


253 . 

. 1.50 

120 . 

.90 

254 . 

. 1.75 

121 . 

. 1 00 

256 . 

.85 

122 . 

. 1.20 

258 . 

. 1.40 

]23 . 

_ 1 85 

260 . 

. 1.60 

RUSHES— 

Casting 


No. or Brand 

Each 

No. or Brand 

Each 

2 . 


7 . 

.$ .55 

a . 

.50 

10 . 

.80 

5^4 . 

.50 

15 . .. 

.55 

IK . 

Counter or Dusting 

.. 20 _.. 

. .90 

17 . 

.80 

7 .- 

- t.55 


12 . 
14 . 
16 . 
112 . 
114 . 
116 . 
214 . 
216 . 
218 . 

Daisy 


Floor or Garage 
.85 220 


1.10 

1.85 

1.40 

1.65 

1.80 

1.20 

1.65 

1.00 


224 

812 

814 

816 

614 

616 

618 


2.15 

8.70 

1.20 

1.40 

1.66 

8.75 

4.50 

6.85 


Collie .85 

Hound.50 

Mastiff .60 

Pointer .40 

Spaniel .85 

St. Bernard. 1.00 


Hand or Nail 

.05 Windsor .If 

Horse 


Shoo Fly.40 

Wolf ..60 

72 .80 

78 .50 

78 P.46 

800 .60 


240 


Kalaomine 
4.75 810 

Marking 
.10 4 . 

.10 5 . 

.10 6 ., 


1.50 


151. 2tt .25 

151, 8 86 

151, 8K .45 

151, 4 60 

156, 8 .40 

155, 3K .60 

155, 4 80 

155, 4% .00 

150, 2% .50 

150, 8 60 


Paint 


.15 

.15 

.15 


}50, 8% . . 

150, 4 1.00 

165, 3 95 

165, 4 1.60 

165, 4* . 2 00 

228, 3% . 1.60 

228, 4 1*85 

228, 4% . 2.60 


401 


Roofing 
1.25 404 

Sash 


8014 

$8.76 

20, 8 . 

.15 

20, 6. 

80, 4. 

.15 

20. A_ 

Alligator . 

Scrub 

.S5 . 

Bird. 

.10 

M mi , 

Boston. 

.25 

Rat. * * 

Cat . 


501 . 

Each 

Cruiser . 


610 . Tr _ 

.$ 8.50 

Duck . 


512 . 

. 18.00 

Gem. 


601 . 

. 20.00 

Goose . 

.25 

604 . 

. 25.00 

Hub . 




00 

2 

14 

21 


Shoe 

.80 22 

.20 38 

.40 214 

.25 608 


1.60 

.20 

.86 


.20 

.20 

.25 

.20 

.25 

.50 


.85 

.35 

.75 

.50 


Sink 

Magic .15 1 Pot (0).05 

Owl .15 01 Wire.15 

Shaving 

.85 
.35 
.90 
1.00 
.85 
.95 
1.25 
.45 


124 . 


349 

125 . 


350 

126 . 


357 

221 . 


871 

222 . 


491 

250 . 

.40 

492 

252 . 

.2.75 

493 

260 . 


500 

275 . 


2731 

810 . 


6870 


408, 

408, 

00 . 
8 
7 


.75 
.60 

_ .85 

1510, Squeegee.80 

BUCKETS— 

Common Galv. Bach 

8.*$ .40 

10.60 

12.60 

14.65 

16.75 

Garbage Galv. Bach 

00 .$1.60 

08 . 1.85 

03 .2.25 


Stencil 

.20 408, 8 .40 

.25 408, 10 .. .50 

Window 


1612, Squeegee.85 

1514, Squeegee.40 

1516, Squeegee.76 


Stock— Bach 

14.$ ,m 

16 . 1.00 

18. l.lf 

80 . 1.25 

Well Galv. Bach 

10 Qt..$ .85 

18 at. . i.oo 

Wood— Bach 

Short ear.$ .86 

Strap ear.00 

CANS—Garbage—15, $3.50; 16, $4.00; 18, $4.50; 20, $5.00. 
Oil, Galv., size 1 Gal., each, 50c; sise 2 Gal., 8Se; 5 OsL 
with faucet, $1.50; 5 Gal. with spout, $1.25. 
CANTHOOKS—Maple Handle 2%x4H. each. $2.85. 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 
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HARDWARE WORLD 


RETAIL SBLLOra PRICES—Continued. 


CATCHES— 

No. or Brand 

024 .$ .10 

829, R. BA, E.10 

4002, IL EA. HA.10 

4002, SR, SHA, KF, E .10 
4112, RTbaThA.10 


Cupboard 

Bach No. or Brand 


.10 4112, SR* SHA, KF, E 
.10 8002, EA, SHA, E... 

.10 9400, R, EA. 

.10 9400, SHA, E. 

.10 

Elbow 

.05 15 . 

.10 18 . 


Forga 

85 F .05 12 F.20 

11 F .10 

French Window 

2108 .10 4102, SR* SHA, KF, E .16 

4102, R, EA, HA.15 

Friction Cabinet 

01826%, ®A.15 01820%, SHA, E.20 

Soreen 

21 .20 R 25 .80 

J 25 .26 B 25 .80 

Show Caae 

1 .25 24 .45 

Tranaom 

8278% 66 4442%, 8H, KF, E... .80 


8278% 66 

4438, R, EA. KF.25 

4438, SHA, E.80 

4488%, R, EA. KF... .26 

4488%, SHA, E.30 

4488%, kEA.25 

4438%, 8HA, KF.80 

4442, R, EA.25 

4442, SHA, KF, E.80 

4442%, R, EA.26 

CHAINS— Tire— 

Size Pair 

2%x28 .$8.50 

2%x30 . 8.75 

8 x28 4.00 

8 x30 4.50 

8 x82 5.00 

8 x34 5.50 

8 x86 8.00 

8%x28 . 4.50 

8%x30 . 5.00 

8 %x82 . 5.50 

8%x84 . 6.00 

8%x36 . 6.50 

4 x80 5.50 

4 x81 6.00 

4 x32 6.00 

4 x88 6.50 

4 x34 7.00 

4 x85 7.50 

4 x86 7.50 

4 x87 8.00 


4638, R, BA.50 

4638, SHA. KF, E.60 

8433, EA.70 


8488%, EA.70 

8433%, SHA. E.76 

8442%, EA.60 

8442%, SHA, E.65 


x40 .10.00 


Weeds' 

Size Pair 

4%x80 . 6.50 

4%x82 . 7.00 

4%x38 . 7.50 

4%x84 . 7.50 

4%x35 . 8.00 

4%x36 . 8.50 

4%x37 . 8.75 

4%x88 . 9.50 

4%x40 .11.00 

5 x34 8.50 

6 x85 9.00 

5 x36 9.00 

5 x87 9.75 

5 x88 10.50 

5 x39 11.25 

5 x40 12.00 

5%x86 .12.00 

5%x37 18.00 

5%x38 .14.00 

6 x88 14.00 

6 x40 15.00 


$2.50 each; 1-ineh, $2.75 each; 1%-inoh, $8.00 eaoh. 

P. 8. and W., Firmer, No. 100 Plain, %. %-inch, 60c each; 
%-inch, 65c each: %-inch, 70c each; %-inch, 75c each; 1- 
inch, 80c each; 1 %-inch, 85c each; 1%-Inch, 95c each; 1%- 
inch’ $1.05 each; 2-inch, $1.15 each. 

15 Beveled, %, %-inch, 75c each; %-inch, 85c each; %• 
inch, 90c each: %-inch, 95c each; 1-inch, $1.00 each; 1%- 
inch, $1.05 each; 1 %-inch, $1.15 eaoh; 1 %-inch, $1.20 each; 
2-inch, $1.35 each. 

P. 8. and W., Firmer (aeta)—No. 116, 6, % to 2 Plain, 
$5.50 set: 112, 12, % to 2 Plain, $10.50 set; 106, 6, % to 
2 Bevel, $8.50 set; 182, 12, % to 2 Bevel, $18.00 aet. 

P. S. and W., Framing—No. 30, %, %-inch, 85c each; %- 
inch, 90c each; %-inch, $1.00 each; %-inch, $1.05 each; 
1-inch, $1.15 each; 1 %-inch, $1.25 each; 1%-inch, $1.35 
each; 1%-inch. $1.50 each; 2-inch, $1.65 each. 

P. 8. and W., Pocket—No. 91, %. %-inch, 75c each: %-inch, 
80c each: %-inch, 85c each; %-inch, 90c each; 1-inch, 95c 
each; 1%-inch. $1.00 eaoh; 1%-inch, $1.95 each; 1%-inch, 
$1.15 each; 2-inch, $1.25 each. 

P. S. and W., Slicks—No. 175, 2%-inch, $3.85 each; 3- 
inch, $3.75 each; 8%-inch, $4.25 each; 4-inch, $5.00 each. 
CHOPPERS—Meat and Food- 

Universal— Enterprise— 


CHAIN—German Straight Link (coil)— 

6-0, 15c ft.; 5-0, 12%c ft.; 4-0, 11c ft.; 8-0, 8%c ft.; 2-0, 
8c ft.; 0, 7%c ft.; 1, 6%c, ft.; 2, 6c ft. 

Passing Link (coil)—4-0, 18c ft.; 3-0, 12c ft.; 2-0, 11c ft. 
Proof Straight Link (coil)— 3-16 Black, 32c ft.; %, 27c ft.; 

5-16, 24c ft.; %, 22c ft.; 7-16, 20c ft.; %, 18c ft.; %, 

18c ft.; %, 18c ft. 

Proof Twisted Link (coil)—3-16 Black, 33c ft.; %, 28c ft.; 

5-16, 24c ft.; %, 23c ft.; 7-16, 22c ft. 

B.B. Proof Straight Link (coil)—5-16, 26c ft.; %, 24c ft.; 

%, 22c ft.; %, 21c ft.; %, 20c ft. 

Twisted Machine Coppered (coil)—4-0, 18c ft.; 3-0, 17c ft.; 
2-0, 16c ft.; 0, 15c ft. 

Jack—20 Iron, 10c yd.; 18 Iron, lOe yd.; 16 Iron, lOe 

yd.; 14 Iron, 10c vd.; 12 Iron, 10c yd.; 10 Iron, 12*c 

yd.; 8 Iron, 15c yo.; 120 brass, 10c yd.; 118 brass, 15c 
yd.; 116 brass, 15c yd.; 114 brass, 20c yd.; 118 brass, 

25c yd.; 112 brass, 80c yd.; 110 brass, 45c yd. 

Safety Brass and Nickel Plated—00 * NOO, 20c yd.; 0-N0, 
26c yd.; 1-N1, 80c yd.; 2-N2, 36c yd; 8, 40c yd. 

Sash—01 Oopper Plated, 4c ft.; 02 Copper Plated. 8c ft.; 

XXXX Oopper Plated, 25c ft.: 02P Steel Plain, $%c ft.; 
10 Cable. 25c ft.; 66 Universal. '7c ft. 

Sash Chain Fasteners—12, Bet U„ 15c set; 100, Set GB, 
25c set. 

CHALK—Carpenters, per pieoe, 2%e. School Crayon, per 
gross 50c; 6 for 6c. 

CHALK LINE—Tellow, per 100 ft. hank, 15c. Braided 
White, 20*ft. hanks, sise 120, each 5c; sise 220, 5c: else 
820, 5c. 60-ft. bar , sise 150, each 10c; else 250, each 

10c; sise $60, each lOe. 

CHECKS—Door—All Makes, Liquid Checks—A-11, $4.26; 
B-12, $5.50; 018. $6.80; D-14, $7.86; E-15, $10.50. For 
hold open arm, add 75o each. 

CHISELS (CARPENTERS) —P. 8. and W., Butt, No. 170, %• 
inoh, 75c each: 1-inch. 85c each; 1 %-inch, 95c each; 1%- 
inch, $1.00 each; 1%-inch, $1.10 each; 2-inch, $1.25 each. 
P.IBL and W., Corner, No. 165, %-inch, $2.85 each; %-inch. 


Universal— Enterprise— 

0.$1.85 5.$2.50 

1 . 2.25 10. 4.25 

2 . 2.75 501.. .. 1.25 

8 . 8.50 602. 1.50 

CHURNS—Barrel, No. 0, $6.00 each; 1, $7.00 each; 2, $7.75 
each; 3. $8.50 each; 4, $11.00 each; 5, $12.50 each. Dash- 
Glass, Dazcy (Churns), No. 10, $1.50; 20, $2.00; 80, $2.85; 
40, $8.20. Glass, Dasey (Jars), No. 10, 45c; 20, 80c; 80, 
$1.05; 40, $1.80. 

Tin, without Dasher, 1%-gallon, $1.60 each; 2-gallon, fl.55 
each: 8-gallon, $1.60 each; 4-gallon, $1.76 each; 5-gallon, 
$1.90 each. 

Dashers only, No. 40, 20c each. 

CLAMPS—Carriage Makers, No. 12 (plain), 45o each; 18. 50c 
each; 14, 50c each; 16, 76c each; 16, 95c each; 17, $1.80 
each; 18, $1.55 each; 20, $2.10 each: 22, $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.65 each; 68, $2.00 
each; 64, $2.65 each; 65, $8.50 each. 

Quilt Frame, No. 1, 10c each; 8, 16e each; 82, lOe each; 
38, 15c each. 

CLEANERS—Window- 

Rubber— Wood Floor- ■ ■ 

10-inoh ...$ .25 16-inch ...$ .40 14-Inch .. .$ .40 

12-inch ... .30 18-inch ... .45 16-ineh ... .60 

14-inch ... .85 

CLEVISES—Malleable, 15c lb. 

CLIPS—Wire Rope "Bulldog"—8-16 to % Inc., each 16c; 

%, 15c; %, 20c; %, 80c; %, 85c; 1-In* 45c. 
CLIPPERS—Bolt- 

New Easy— Extra Gutters 

No. 0 .$8.50 No. 0.$2.00 

No. 1 . 4.50 No. 1.2.25 

No. 2 . 6.25 No. 2.6.00 

No. 8 .8.00 No. 8.8.75 

O. K.— 


Wood Floor— 
14-in eh .. .$ .40 
16-ineh ... .50 


—8-16 to % Inc., each 15c; 
%, 85c; 1-in., 45c. 

Extra Gutters 

No. 0.$2.00 

No. 1.2.25 

No. 2.6.00 

No. 8.8.75 


10-inch .1.50 

14-inch . 1.75 

CLOCKS (ALARM)—Ace, $8.00 each; America, $1.35; Auto¬ 
matic, $4.25; Bingo. $3.00; Brownie, $3.00; Circle, $2.65; 
Columbia, $3.00; Ideal, $2.65; Indian, $1.40; Iron Clad, 
$2.25; Lookout. $1.75; Prompter, $2.75* Simplex, $4.00; 
Sleepmeter 2, $1.85; Sleepmeter 3, $2.60; Startle, $2.25; 
Tattoo, Jr., $2.50; Tattoo Int., $2.65. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; No. 8, 16c, 
2 for 26c. Carborundum or Aloxite—Nos. FF-90, 10c 
straight. 

CLOTH WIRE— 8creen. 12 M. black, 4c sq. ft: 14 M. black, 
4%c sq. ft.; 16 M, black, 5%c sq. ft.; 14 M, bronze, 15c 
sq. ft.; 14 M, galvanized, 5c sq. ft.; 16 M, galvanized, 5%c 
sq. ft.; 14 M, opal, 5c sq. ft.; 16 M, opal, 5%c sq. ft. 
GOAL—Blacksmith— 

Catch weight sacks, per 100 Ibe. .$1.86 

Per 125-lb. sack.2.25 


GOAL CHUTES—Hercules— 

No. 1, 16x18.$18.00 

No. 2, 18x20. 15.00 

No. 8, 20x24. 20.00 

No. 4, 16x18. 11.00 

COLORS—Dry— Lb. 

Lamp Black ..$ .25 

Ivory Drop Black ... .26 

Prussian Blue.85 

Ultra Blue.50 

Umber Raw.16 

Umber Burnt.15 

Sienna Raw.16 

Sienna Burnt.16 

Van Dyke .18 

Chrome Green.$ .25 

Ukraine Tellow.25 

Ochre Golden.10 

Ochre Tellow.04 

Venetian.04 

Indian Red.15 


No. 6, 20x24.$17.50 

No. 6, 16x18. 14.50 

No. 7, 20x24. 17.50 

No. 8, 18x24. 28.00 

COLORS—In Oil- 

Black—Eng Coach lb.$ .50 

Ivory Drop, lb.40 

Lamp, lb.45 

Blue—Prussian % lb. .40 

% lb.65 

1 lb. 1.26 

Ultrum % lb. .20 

% lb. .85 

rib. .60 

Cobalt 1 lb. .80 

Brown—RAB Sienna 1 .40 

Umber 1 lb.40 

Van Dyke 1 lb. .50 

O re en - ' Chrome 1 lb.. .40 

Red—Amer Verm. lb. .60 
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RETAIL RELUCT} P8X0B8—OontinMd. 


Eng. Verm. 

%-lb.. 

. 1.40 

Dutch Pink. 

.76 


Eng. Verm. 

1-lb... 

. 2.80 

Carmine . 

1.40 

0 

Tuscan ... 


. .46 

Turkey . 

1.70 

M 

Indian .. 


. .80 

Para . 

1.30 


Venetian . 


. .25 

Yellow*—Chrome lb., 

.50 

Q 

Rose Pink. 


. .60 

Ochre—Golden lb... 

.85 


Rose Lake 


. 1.05 

Yellow, 1 lb.. 

.25 



COPPER—Sheet, 76e lb. 

CORD (8ASII— Samson Spot (Hanks), No. 6 S, $1.80 hank; 
7 S, $2.85 hank: 8 S, 8SC, $2.90 hank; 10 S, 10SC, $4.65 
hank; 12S, 12SC. $6.50 hank; WP 12 SC, $1.20 lb. 
Pkoantx (<•«*iIs only)—No. 6 C, 90 lb.; 7 C, 90c lb.; 8 0 
90c lb.; 10 C, 90 lb.; 12 C, 90c lb.; 14 C, 160, WP 8 C, 
90c lb. 

Union (hanks)—No. 6, $1.35 hank; 7, $1.65 hank; 8, $2.25 
hank; 10, $3.25; 12, $4.25. 

COTTERS—Hammer Lock or Regular Spring. 


0 114, M 109 or M 


Length— 

100 

1000 

100 " 

1000 

100 

1000 

1*16 .. 


Vi-inch. 

. . $ .20 

$1.25 

$ .30 

$2.00 

$ .35 

$2.40 

8-82 .. 


94 -inch. 

.25 

1.40 

.30 

2.00 

.40 

8.00 

% ... 


1 -inch. 

.25 

1.65 

.35 

2.25 

.45 

8.25 

5-82 .. 


1 94-inch. 

.25 

1.80 

.40 

2.55 

.50 

8 50 

8-16 .. 


1 %-inch. 

.30 

2.05 

.45 

2.85 

.60 

4.00 

7-82 .. 


2 -inch. 

.35 

2.50 

.50 

3.40 

.70 

4.76 

% ... 



3-16 in. 

V4 in. 

5-16 in. 

9-32 .. 


%-inch. 

. . $ .50 

$3.75 





5-16 .. 


1 -inch. 

.60 

4.25 

$1.00 

$6.75 

$1.75 

$11.00 

11-32 . 


1 %-inch. 

.70 

5.00 

1.10 

8.00 

2.00 

14.60 

% ... 


1 %-inch. 

.80 

5.50 

1.25 

9.00 

2.00 

14.50 

13-82 . 


1 %-inch. 

.90 

6.00 

1.50 

10.00 

2.25 

16.00 

7-16 .. 


2 -inch. 

. . 1.00 

6.75 

1.75 

11.50 

2.50 

17.50 


Straij 

2 %-inch. 

.. 1.10 

7.75 

2.00 

14.00 

3.00 

20.00 

0 108, M 

105 or M 


Taper Shank 


Open 

M 802 .. 

Open 

Open 

S 104 . 

Open 

od ('Syracuse Pattern) 

C 114 A. 8 109 A— 


.25 

12 .. 

.60 

.25 

13 . 

.69 

.25 

14 . 

.66 

.25 

15 . 

.66 

.30 

16 . 

.66 

.80 

17 . 

.70 

.85 

18 . 

.76 

.45 

19 . 

.80 

.45 

20 . 

.86 

.50 

24 . 

1.16 

Bit 

Stock 

0 114, M 109 or M 
890, and S 108— 


.20 

15-82 . 

.80 

.20 

% . 

.00 

.25 

17-82 . 

1.10 

.80 

9*16 . 

1.20 

.85 

19-32 . 

1.25 

.86 

% . 

1.85 

.40 

1116 . 

1.40 

.60 

18-16 . 

1.80 

.60 

% . 

1.85 

.60 

% . 

1.85 

.70 

15-16 . 

2.25 

.80 

.75 

1 . 

2.46 


CRAYON—Lumber, 10c; Soapstone, 5c. 

CUTTERS—Pipe—Barnes. No. 1, $2.95 each; No. 2, $8.90; 
No. 3. $6.50; No. 4, $13.00; No. 5, $19.50; No. 6, $26.00. 
Saunders—No. 1, $2.25; No. 2, $3.25; No. 8, $8.00; No. 4, 
$12.60. 

DAMPERS—StoTe Pipe—8, 15c; 4, 20c; 5, 20c; 6, 25©; 7, 
80c; 8, 40c; 9, 50c; 10, 60c. 

DIVIDERS—Wing, No. 35, 6-inch, 85c pair; 8-lnch, 85c pair; 
10-inch. 50c pair; 12-inch, 75c pair. 

Wing Extension, No. 9, 6-inch, 90c pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 

DOLLIES—Timber- 

No. 649, 6-inch .$7.50 No. 650, 8-inch ... .$10.50 

DOORS—Screen. 

Common, %-inch, 2-6x6-6 . $2.15 

Common, %-inch. 2-8x6-8 . 2.85 

Common, 1 %-inch, 2-6x6-6 . 2.50 

Common, 1%-ineh, 2-8x6-8 . 2.65 

Common, 1 %-inch, 2-10x6-10 .2.85 

Common. 1 %-inch, 3x7 . 8.25 

DOORS—Ash Pit. 12x15 . 8.50 

8x8, each. $1.40 Ash Traps— 

8x10 .1.50 7x9 .65 

10x12 . 1.80 

DRILLS— Millers Falls (Breast) 


880, 8 105— 


Straight Shank Jobbers 
ir M 0 108, M 105 or M 

880, 8 105— 


10 .$ 7.25 029 . 6.25 

11 . 7.00 87 . 11.50 

12 6.50 97 12.00 

13 7.50 118 7.25 

Yankee 

555 8.00 5555 . 

Millers Falls (Hand) 

1 3.25 5 . 

2 4.75 981 . 

4 1.15 

Millers Falls Drill Points, 1 to 8, set 50c. 

Yankee 

1580 . 4.00 1545 . 

Yankee Automatic 

41 2.25 44 . 

42 1.75 50 . 

Yankee Chucks and Drill Points 
No. Set. No. 

300 .85 305 . 

301 .85 

Yankee Drill Points 
No. Each. No. 

810 75 320 . 

Bell Hangers' or Electricians 
O 114 E, S 109 B. .. Open C 114 F (Fish Wire) 

Bit Stock 


O 114 . M 390 . 

M 109 . S 108 . 

Blacksmiths' Round Shank 

C 116 . Open O 120 Open 

M 110. Open M 112. Open 

M 418. Open M 412 Open 

s 119 . Open S 111 Open 

Square Ratchet Shank 

cm . Open M 400 . Open 

M 109 E. Open S 194 A. Open 

Straight Shank 

C 108 . 0 109 Open 

M 105 . M 106. Open 

M 330 . M 332 Open 

8 105 . 8 106 Open 

C 108 A. 0 110 Open 

M 107 . M 104. Open 

M 340 . M 314. Open 

S 107 . 8 104 B. Open 


1-32 . 

.16 

7-32 . 

.26 

3-64 . 

.15 

15-64 . 

.26 

1-16 . 

.15 

% . 

.26 

6*64 . 

.15 

9-32 . 

.80 

8-82 . 

.15 

5-16 . 

.86 

7-64 . 

.15 

11-82 . 

.40 

% . 

.15 

% . 

.45 

9-64 . 

.15 

18-32 . 

.60 

5-82 . 

.15 

7-16 . 

.65 

11-64 . 

.20 

15-82 . 

.75 

8-16 . 

.20 

% . 

.86 

3-64 . 

.20 



Straight Shank, Wire Gauge 


0 108 A, M 107 er 


0 108 A, M 107 or 


M 840, 8 107— 


M 340, S 107— 


1 to 5. 

.25 

86 to 40. 

.16 

6 to 10. 

.25 

41 to 45. 

.16 

11 to 15. 

.20 

46 to 50. 

.15 

16 to 20. 

.20 

51 to 65. 

.15 

21 to 25. 

.15 

56 to 60. 

.16 

26 to 30_..... 

.15 

61 to 80. 

.16 

81 to 85. 

.16 



ELBOWS —Conductor— 




PL Rd. 

So 

. Oor. Rd. 

Adi. 

2-inch.$ .85 

24 

Lxl% 1%-ineh... 

.$ .26 

8-inch.50 

84 

[x9% 2-Inch . 

. .20 

4-inch.60 


8-inch. 

. .26 

Corrugated—Conductor 


Shoes 


2-inch.$ 

.96 

9-inch . 

.$ MS 

8-lnch. 

.80 

8-ineh . 

. .60 

4- inch . 

.46 

4-ineh . 

. .46 

5-inch. 

.00 

5-inch . 

. .20 


ELBOWS—No. 8 Oorg., 20© eaeh; 4, 25©; 6, 25©; 6, 80©; 7, 
40©. No. 8 Adj. 4 r©., 25© each-; 4, 80©; 5, 80c; 6, 86o. 
8-inch Adj. Galrd., 85© each: 4-inch Galrd., 45© eaeh. No. 
8 Oorg. Jap., 85© eaeh; 4, Oorg. Jap., 45e. 

EMERY—Grain- 


No. 60, per lb.$ .26 

No. 70, per lb.25 

No. 80, per lb. .26 

No. 90, per lb. .26 

No. 100, per lb.25 

No. 120, per lb. .25 


Flour Emery-— 

Per lb.96 

Stones—(See Stones) 

Cloth—(See Cloth) 

Wheels—(See Wheels) 


FASTENERS (BRONZE)—No. 582. EA. 46© eaeh: SHA, 8HB, 
E, 50c; 815, EA, 80©; 8HA, E, 85©; 1881%, EA, 8HA, 
E, 80c. 

Cast Iron and Steel—No. 824, 10© each; 824, R, EA, 15c; 
E, 15c; 500, R, EA, 15c; KF, E, 15c; 542. R, EA, 10c; 
SR, 8HA, KF, k, 10c: 8HB, lOo; 800, R, EA, 10c; SHA, 
KF. E, 10c; 1831%, F, 50c; 83181, R, EA, 15© ; KF, SHA, 
E, 20c. 

FAUCETS— Cork Lined— 8-ineh eaeh.$ .20 

7-ineh ceoh.$ .16 9*ineh eaeh.95 

FELT—Deadening, Site Roll, %*lb„ $8.00; 1-lb., $4.00; 1%- 
lb., $6.00. Tarred, 950-ft. roll, $1.86 eaeh; 600-ft. roll. 
$2.60 eaeh. 



Figure# 

Set 

Each 


Letters 

8H 

Each 

% 

ineh 


$ *16 

% inch 


$ .16 

8*10 

inch 


.16 

8*16 ineh 


.16 

% 

inch 


.16 

% lack 

. 8.26 

.16 

6-16 

inch 


.86 

6-10 inch 


.85 

% 

ineh 

.9.60 

.46 

% ineh, 


.45 

1 

inch, 

inch, 

ineh, 

.... 4.26 

.78 

1.66 

9.60 

% Ineh 


.66 
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8BTA1L SEXX1NO PBICES—Continued. 


FILES—Band Saw, 4 inches long, 15c each; 6, 30c; 8, 85c; 
10, 45c. Knife. 8-3)6, 80c; 4, 80c; 5, 86e; 6, 40c; 8, 50c; 
10, 60c. Regular Taper, 8-8)6, 15c: 4, 15c, 4)6, 15c; 5, 
15c; 5)6, 20c: 6, 20o; 8, 80c; 10, 50c. Slim Taper, 8-8)6, 
15c; 4, 16c 4)6, 15c; 6, 15c: 5)6, 20c; 6, 20c; 8, 80c; 10, 
40e. Warding, 8-8)6, 25c: 4, 25c; 5, 25c; 6, 80c; 8, 40c. 
Flat Bastard, 8-4, 20c: 5, 20c; 6, 25c; 8, 80c: 10, 40c; 12, 
60c; 14, 75c; 16, $1.20. Half Round BastanL 8-4, 25c; 5, 
25c; 6, 80c: 8, 85c: 10, 50c; 12, 75c; 14, 85c; 16, $1.15. 
Mill Bastard, 8-4, 15c; 6. 15c; 6, 20c: 8, 25c: 10, 80c; 12, 
85c; 14, 60c; 16, 80c. Round Bastard, 8-4, 15c; 6, 15c; 6, 
20c; 8. 25c; 10, 35c; 12, 40c; 14, 60c; 16, 80c. Square 

Bastard, 8-4, 20c; 5, 25c; 6, 25c; 8, 80c; 10, 45c; 12, 60c; 

14, 80e; 16, $1.00. 

Rasps—Flat Wood, 8 inches long. 50c each; 10, 75c; 12, 
00c; 14, 81.80; 16, $1.75. Half Round Wood, 10, 75c; 12, 

05c; 14, $1.85; 16, $1.80. Half Round Cabinet, 8, 75c; 10, 

00c; 12, $1.25; 14, $1.60, 16, $2.00. 

FIXTURES-—Grindstone—Auto: 01, $1.50; 02, $2.50. Com¬ 
mon: 16, 75c; 17, 85c; 10, $1.00; 21, $1.35. Am. 

Heavy: 17, $1.00. Extra 8hafta, 15-lach, 26e; 17-tech 
85o. Extra Oranks, 25c. 


FLASHLIGHTS— Ever-ready—Complete 

No. 6061 each.$ .75 No. 2610 each. 

No. $062 each.1.00 No. 2616 each. 

No. 1001 each. 1.36 No. 2680 each. 

No. 2604 eaoh.1.20 No. 2688 each. 

No. 2681 each.1.50 No. 2684 each. 

No. 3682 eaoh.1.75 No. 3650 each. 

Kwik-lite Flashlights, Complete with Batteir— 


6241 Reg. 2-cell_ 

6848 Reg. 8-cell. 

6240 Miners' 2-cell.. 
6861 Miners' 8-oell. 

Metal Vest Pocket 
8475 2-eell (Veet) ... 
8577 8-oell (Vest)... 
8570 8-eell (Chat)... 


Fibre TubuAaors 

No. 

5220 Baby 2-cell... .$1.00 

5221 Beg. 8-eell.1.20 

5828 Reg. 8-oell.140 

5220 Miners' 2-esll.. 1.50 
5881 Miners’ 8-eell.. 1.76 

Metal Tubulars 
6240 Baby 2-eell.... 1.25 
Kwik-lite Seamless Cell Flashlight Batterb 

No. 1208 2-cell Baby Tubular. 

No. 1202 2-cell Reg. Tubular. 

No. 1801 8-cell Reg. Tubular. 

No. 1204 2-eell Penlite. 

No. 1206 2-eell Vest Pocket. 

No. 1207 2-cell Vest Pocket. 

No. 1808 8-eell Vest Pooket. 

No. 1800 8-cell Coat Pocket. 


1.70 

1.50 

1.35 

2.40 
2.00 
6.00 

1.50 

1.75 

2.00 

3.40 

1.00 

1.20 

1.70 


.$ .80 
. .80 
. .40 

. .25 

. .80 
. .80 
. .85 

. .85 


FLATTERS—Blacksmith—2-in., $1.25; 2)8 -in., $1.65; 8-in., 
$2.00; 8)4-in., $8.00. 


FORGES—No. 150 Chicago, $11.25; No. 161 Chicago, $12.75. 
FREEZERS— Arctio 


No. 


Each 

Ne. 

Each 

1 ... 


.$2.85 

6 .. 

.$5.00 

2 . ., 


. 2.75 

8 . 

. 6.60 

3 ... 



80 (Toy) .. 

. 1.95 

4 .. 


.4.08 




White Mountain 


10 



18 . 

. 7.80 

12 ... 


. 8.50 

20 . 

. 10.25 

18 



22 . 

.18.00 

14 



24 . 

. 15.00 

16 . . 



26 . 

.20.00 

FROES—Special— 

Each, 12-in. t 

$1.65; 14-iiL, $1.76; 

, $1.2&; 14-in., $1.85; 

16-im^ 

$2.00. 

Common 

—Each, 12-in. 

16-in., 

$1.50. 




Pails, Stock— 

12 8 . 

14 8 . 

16 8 . 


18 8 . 

20 S . 

Pails, Water— 

8 . 

10 . 

12 . 

14 . 

16 . 

820 . 

Pans, Refrigerator- 

1 . 

2 . 


Pots, Watering, or 
Sprinklers— 

514 . 

516 . 


1.00 

1.10 

1.25 

1.40 

1.55 

.55 

.65 

.75 

.85 

.05 

1.00 

.75 

.85 

1.00 


1.05 

1.25 


518 . 

520 . 

522 . 

526 . 

Tubs, Foot— 

50 . 

51 . 

52 . 

58 . 

54. 

Tubs Wash— 

0 . 

1 . 

2 . 

3 . 

10 . 

20. 

80 . 

410 S.2.00 

420 S.2.40 

480 8 . 2.60 


1.50 
L75 
2.00 

2.25 

.85 

1.10 

1.25 

1.40 
1.60 

1.65 

1.90 

2.25 

2.50 

2.00 

2.40 
2.60 


GARBAGE CANS—(See Cans) 


GATES—Molasses— 

2 . 

8 . 


Stebbins 

..$ .46 
.. .50 

% 

1 

Perf. 

$ .90 

1.00 

1.IS 

1.40 

1.85 

.. US 

4. 


.. .60 

1% 

5. 


.. .$5 

1H 

6. 


.. .76 

9 ' 

GAUGE8 -- Butt— 

No. 98. 

• .$1.15 

No. 95. 


Ne. 94. 

• • '1.86 

No. 95)4 ... 


.. LOO 

Marking 

Ne. $1. 


No. 90.7... 


.. .50 

JL5 

No. 91...., 


.. M 

No. 64. 

.85 

No. 92.. , 


.. 1.50 

No. 65. 

.. .75 

No. #7..... 


.. .75 

No. 77. 

.. 1.20 

Ne. 92..... 


.. 1.00 

No. 71. 

.. .66 




GLASSES— 

Ground Level— 
1%. 

.$ .50 

Proved Level— 

. 

.$. 10 

2. 

. .60 

2.. 


. .10 

2)4. 

8. 

. .65 

. .70 



. .15 

• .15 

3)4. 

. .75 

8)4.. 


• .20 

Gauge Glasses 40% 

off list. 





GLOBES, LANTERN—Cold Blast—No. Gem. 20e __ 
30c; 2 Plain, 25c; 2 Bullseye, 35c; 2 Ruby, 40e. 


Pony, 


ar, 15 each* 89 Green or Red, 80c. 
Tubular—Cadet, 10c each; Fig. Plain, 30c; 8-0 Ruby, 40c; 


Railroad—No. 39 Clear, 

Tubular—Cadet, 10c eacn; jng. natn, nv»; « 
4-0 Bullseye, 85c; 5-0 Wizard, 25c; 6-0, 20c 


GLUE—Dry—AAA, 60c lb.; B, 55c lb.; 
35c lb.; GX, 60c lb.; LXX, 45c lb. 

Liquid 

Imperial— 

List_ 


Le Pages 

List. . 


OX, 45e lb.; D, 



1 oz. 

)4 pt. 

)4 pt. 

)4 pt. 

1 pt. 

lqt. - 

)4 gal 

Doz. 

1.06 

1.80 

2.80 

4.50 

7.00 

11.25 

21.00 

.Each 

.10 

.20 

.25 

.40 

.65 

1.00 

1.75 


1 oz. 

2 oz. 

)4 pt. 

)4 pt. 

)4 Pt. 

1 pt. 

lot. 

Dos. 

1.60 

1.65 

1.80 

2.80 

4.50 

7.00 

11.25 

.Eaeh 

.15 

.15 

.20 

.25 

.40 

.65 

1.00 


GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Carborundum, No. A, $2.85 each; B, $8.50; C, 
$5.25; D, $5.75; 1, $3.75; 2, $5.00; 8, $7.00; 4, $9.50; 10, 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 68, $14.75. 


GALVANIZED WARE— 


Boilera, Coffee— 


No. 

Each 

801* . 

.$ .90 

802 . 

. 1.00 

803 . 

. 1.65 

804 . 

. 1.85 

806 . 

.$2.00 

808 . 

. 2.25 

810 . 

. 2.75 

812 . 

. *.25 

Boilers, Wash— 


407 A. 

. 2.50 

408 A. 

. 2.65 

409 A. 

. 2.85 

Bowls, Wash— 


70 . 

. .30 

80 . 

. .40 

Buckets, Fire— 


112 . 

. 1.00 

114 . 

. 1.10 

314 . 

. 1.25 

Buckets. Well— 


101 . 

. .80 

121 . 

. .90 

141 . 

. 1.10 

Cans, Ash— 


2)4 . 

. 3.75 

8 . 

. 4.50 

4 . 

. 5 50 

5 . 

. 6.75 

Cans, Garbage— 


16 . 

. 5.75 

200 . 

. 1.15 

300 . 

. 1.35 

400 . 

. 1.65 


No. Each 


500 . 

. 2.60 

600 . 

. 2.46 

700 . 

. 2.75 

800 . 

. 6.00 

900 . 

. 7.00 

Cans, Gasoline— 

1 P A B. 

. 8.35 

110 . 

. .75 

255 . 

. 1.85 

605 . 

. 1.85 

Cans. Oil— 

01 . 

. .60 

02 . 

. .85 

25 . 

. 2.00 

105 . 

. 1.50 

205 . 

. 1.75 

Dippers— 

210 . 

. .85 

Hods, Coal— 

616 . 

. 1.10 

617 . 

. 1.25 

Kettles, Camp— 

1 Gallon. 

. .50 

1 Vi Gallon. 

. .70 

2 Gallon. 

. .85 

3 Gallon. 

. 1.00 

4 Gallon. 

. 1.15 

Pails, Cement— 

140 . 

. 2.00 

1140 . 

. 2.50 

Pails. Chamber— 

410 . 

. 1.15 

412 . 

. 1.35 


GRINDSTONES—Family, No. 020 7-inch, $2.25 each; 8-inch, 
82.75; 10-inch, $3.25; 12-inch, $3.75. Loose, 15 to 40 lbs., 
$6.00 cwt.; 40 to 200 lbs., $5.o0; over 200, $6.00. Mounted, 
No. 710, 1-inch, $8.50 each; 2, $9.50; 8, $10.00; 04, $10.50; 
05, $9.00; 015, $16.50; 025, $11.50. Fixtures, 15-inch, 
$1.10 set; 17, $1.40; 19, $1.65. 

HACKSAWS—Hand, Star—Length 8-in„ 10c each: 75c do*.; 
9-in., 10c each, 85c doz.; 10-in., 10c each, $1.00 dox.; 
11-in., 15c each; $1.15 doz.; 12-in., 15e each, $1.20 doz. 

Hand, Victor. All regular hand (including rail) blades—8-in., 
10c each, 85 doz.; 9-in., lOo each, $1.00 doz.; 10-in„ 10c 
each, $1.15 doz.; 12-in., 15c each; $1.35 doz. 


HAMMERS—Maydole Carpenters Nail, No. 1, $1.20 each; 
1%, $1.20: 2, $1.00; 8, $1.00; 11, $1.20; 11)4, $1.15; 12, 
$1.00, 12)4, $1.00; 13, 90c; 14, 85c; 200, $1.50; 611)4, 
$1.60; 710, $1.40: 711, $1.20; 711)4, $1.15; 712, $1.00; 
811)4, $1.25. Maydole Chipping, No. 100. $1.75 each; 
101, $1.60; 102, $1.40* 103, $1.25. Maydole Machinist 
Ball Pein, No. 375, $1.75 each; 876, $1.65; 377, $1.60; 
878, $1.50; 8t9, $1.40; 770, $1.75; 770)4, $1.40; 771, 
$1.30; 772. $1.20; 773, $1.10; 774, $1.00; 775, 90c; 776, 
85c; 777, 80c; 778, 75c. 


HANDLES—Adze, No. 820, House, 70c each; 821, Ship, 70e 
each. 

Auger—No. 1, 75c each; 2, 75c each; 8, $1.00 each; 4, $3.50 
each; 5, $2.75 each. 

Axe, Broad, No. 315, 70e each. 

Axe, Double Bit, No. 312, 70c each. 

Axe, Single Bit, No. 101, 85c each; 102, 85c each; 108, 75c 
each; 201, 60c each; 302, 70c each; 401, 50c each; 502, 
60c each; 602, 45c each; 505, Freighters, 65c each; 506, 
Boys, 40c each; 507, Boy Scout, 20c each; 00, Hunters, 15c 
each; 1, Hunters, 20c each. 
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Chisel, No. 22, lOe each; 98, 25o eseh; 95, 15e each; 608, 
15c each; 616, 15o each; 617, 15c each; 620, 10c each; 621, 
lOo each. 

Drawer, No. 2, all finishes, 60c each; 2%, 55c each; 7, 
80c each; 11, 25c each; 01000, 25c each; 01007, 80c each; 
01013. 80c each; 9854, 30c each. 

File, No. 40 (Regular), 5c each; 41 (Large), 5c each; 55 
(5), 15c each. 

Adze Eye No. 11, 25c each; 13, 25c each; 15, 20c each; 19, 
20c each; 111L, 15c each; 115L, 15c each; 124L, 15c each. 
Farriers No. 23, 20c each. 

Machinist No. 25, 14-inch, 20c; 16-inch, 20c; 18-inch, 25c; 
20-inch, 25c. Machinist No. 29, 16-inch, 20c; 18-inch, 25c. 
Machinist No. 33, 18-inch, 25c. Machinist No. 125, 14-inch. 
15c; 16-inch, 15c; 18-inch, 15c. Rireting No. 21, 12 ana 
13 inch, 20c each. 

Hatchet, Box No. 43, 13%-inch, 20c each; Broad No. 39. 
16-inch, 25c each; Broad No. 39, 18-inch, 30c each; Broad 
No. 40, 16-inch, 20c each; Broad No. 40, 18-inch, 25c each; 
Claw No. 37, 14-inch, 20c each; Claw No. 137L, 14-inch, 20c 
each; Derrick No. 47, 18-inch, 25c each; Lath No. 45, 18- 
inch, 20c each; Shingling No. 35, 14-inch, 25c each. 

Hoe, OXR, 4%, 35c each; XR, 4%, 35c each; XRM, 5%, 
55c each; XRM, 6, 70c each; XRMC, 6, 70c each; XG, 4%, 
55c each; XMH, 4%. 55c each; XMH, 5, 60c each; XP, 51%, 
50c each; XP, 52, 60c each; XP, 52%, 60o each; XP, 52%, 
70c each. 

Maul, No. 335, 55c each; 336, 50c each. 

Pick, No. 327, Drifting, 75c each; 427, Drifting, 40c each; 
527, Drifting, 45c each; 627, Drifting, 40c each; 325, Sur¬ 
face, 75c each; 425, Surface, 40c each; 525, Surface, 60c 
each; 625, Surface, 40c each. 

Rake, XR, 5%, 50c each; XR, 6, 60c each. 

HATCHETS—Box, No. USD 2, Underhill’s, $2.15 each; 3010, 
Plumb’s, $2.15; 3011, Plumb’s, $2.50. 

Broad, No. TB 1, Plumb's, $2.00 each; TB 2, Plumb’s, 
$2.10; TB 3, Plumb’s, $2.25; TB 4, Plumb’s, $2.35; TB 5, 
Plumb’s, $2.65; PTB 1, Philadelphia, $1.45; PTB 2, Phila¬ 
delphia, $1.50; PTB 3, Philadelphia, $1.60; PTB 4, Phila¬ 
delphia, $1.90; PTB 5, Philadelphia, $2.00; 640, Plumb's, 
$1.75; 641, Plumb’s, $2.00; 642, Plumb’s, $2.15; 643, 
Plumb’s, $2.35; 644, Plumb’s. $2.75; 2991, Plumb’s, $1.65; 
2992, Plumb’s, $1.75; 2993, Plumb’s, $2.00; 2994, Plumb’s, 
$2.25; 2995, Plumb’s, $2.50; 2996, Plumb’s, $2.85. 

Claw, No. TO 1, Plumb’s, $1.75 each; TO 2. Plumb’s, $2.00; 
TC 3, Plumb’s, $2.10; PTC 1, Philadelphia, $1.15; PTC, 
Philadelphia, $1.25; PTC 3. Philadelphia, $1.45; 93, All Steel 
75c; 610, Plumb’s. $1.25; 611, Plumb’s. $1.25; 612, 

Plumb’s, $1.50; 2971, Plumb’s, $1.15; 2972, Plumb’s, 

$1.25; 2973, Plumb’s, $1.50. 

Derrick—No. 582, Plumb’s, $2.00 each. 

Flooring (Plumb’s), No. 2985, $2.15 each; 2986, $2.25; 
2987 $2 50 

Half’(Plumb’s), No. TH 1, $1.75 each; TH 2, $2.00; TH 3, 
$2.00; 600, $1.50; 601, $1.50; 602, $1.65; 2961, $1.50; 
2962, $1.50; 2963, $1.50. 

Lathing. No. TL 1, Plumb’s, $1.75 each; TL 2, Plumb’s, 
$1.75; 100, Underhill’s. $2.15; 110, Underhill’s, $2.35; 545, 
Plumb's, $2.15; 620, Plumb’s, $1.50; 621, Plumb’s, $1.50; 
1960, Plumb's. $2.15; 1961, Plumb's, $2.25; 1962. Plumb’s, 
$2.25; 2980, Plumb’s, $1.50; 2981, Plumb’s, $1.50; 2982, 
Plumb's, $1.50. 

Shingling, No. PST 1. Philadelphia, $1.10 each; PTS 2, 
Philadelphia. $1.15; PTS 3. Philadelphia, $1.25; TS 1, 
Plumb's, $1.75; TS 2, Plumb's, $1.85; TS 3, Plumb's, 
$1.85: 90. All Steel. 50c; 565, Plumb's, $2.40; 591, 

Plumb’s, $1.50; 592, Plumb's. $1.50; 598, Plumb’s. $1.50; 
2951, Plumb’s, $1.25; 2952, Plumb’s, $1.50; 2953, Plumb's. 
$1.50. 

Warehouse, No. 650 W, Plumb's, $2.00 each. 

HEADS (MOP)—Cotton, No. 9, 45c each; 12, 60c; 15, 75e; 
18, 85c. 

Linen. No. 012, 55c each; 015, 65c; 018, 85c; 020, $1.00. 
HINGES A BUTTS (Screws la dude*)— 


No. 000 LI. Strap Hinges. 

Pr. Da. Ft. 
8-inch _$ .20 $ 1.75 

4- inch.25 1.10 

5- inch.80 1.15 

8-inoh.85 2.00 


No. 985 

Oar. Strap Hrs. 

i-inoh .. 


Pr. 

Da. Pr. 

1% Inch 

4-inch . 

...$ .25 

$ 2.40 

1%-inch 

6-inch . 

f . . ,iti|S 

8.75 

1%-inch 

6-inch . 

... .40 

4.00 

2-inch .. 

8* inch . 

... .60 

6.60 

9%-lnch 

10-iach . 

... .90 

9.50 

2%-inch 

12-inch . 

... 1.65 

18.00 

2 2-inch 

No. 964 

Li. Tea Hinges. 

Pr. Da. Pr. 

9-inch .. 
8%-inch 

8-inch .. 

...$ .15 

$ 1.75 


4-inch .. 

... .20 

1.90 



5- lnch.20 

6- lneh.15 

No. 087 Oar. Tta 

Pr. 

4-inch .$ .85 

6-lnch.40 

6-inch.$0 


8-imoh.75 

10-inoh .1.10 

12-inch .1.75 

No. 888 Natl 

Pr. 

%-lnch.$ .10 


Hinges. 

Da/Pr. 


No. 840. 
Pr. 

1%-imoh ....$ .15 

1%-inch.15 

9-inch.15 

2 34-lack.20 

9%-inch.20 

2%-lnch ... .20 

8-tnch.25 


No. 781%. 
Coal. 

2%x2%-la. ..$ .40 

8x8-in.40 

8%x8%-in. .. .40 

4x4-ia..50 

4%x4%-ia. .. .75 

5x5-in.05 

5%x5%-in. .. 1.25 

8%-in.60 

4-in..70 


«7a-ui.w 

No. 166 FAD2 

i.VU 


Oont. 

Rat. 

1%-in. ... 

..$ .85 

$ -40 

2-in. . 

.. .4© 

.45 

2%-in. ... 

.. .45 

.50 

8-in. 

.. .55 

.65 

8%-in. ... 

.. .66 

.75 


.. .80 

.95 

4%-in. ... 

.. 1.20 

1.85 

No. 165NASF2 



Oont. 

Rat. 

1%-in. .... 

..$ .40 

$ .45 

2-in. . 

.. .45 

.50 

2%-in. .. 

,. .60 

.55 

8-in.. 

.. .60 

.70 

8%-in. ... 

.. .70 

.80 

4- in. 

.. .80 

.90 

4%-in. 

.. 1.20 

1.80 

No. 295 FAD2. 


Pr. 

Ds. Pr. 

1%-in. 

. .$ .25 

$2.90 

2-in. 

. . .80 

2.W0 

2%-in. 

.. .80 

8.85 

8-in. 

. . .40 

4.00 

No. 295 8F2. 



Pr. 

Ds. Pr. 

1%-in. .... 

..$ .80 

$8.20 

2-in. 

. . .35 

1,70 

2%-in. 

. . .85 

4.00 

8-in. 

. . .40 

4.60 

No. 

295 N. 



Pr. 

Da. Pr. 

1%-in. 

..$ .85 

$8.80 

2-in. ...... 

.. .40 

4.20 

2%-in. .... 

.. .45 

4.60 

8-in. . 

.. .50 

5.85 

No 

788. 


2%x2%-in. 

..$ .40 

$ .45 

8x8-in. 

.. .40 

.45 

8 >4x8 54-in. 

., ,m 

.45 

4x4-in. .... 

. * .50 

.55 

4 % x4 % -in. 

.. .75 

.85 

5x5-in. 

.. 1.00 

1.10 

5%x5%-in. 

.. 1.25 

1.85 

6x6-in. _ 

.. 1.40 

1.50 

No. 241 FAD2 


2 % x2 % -in. 

..$ .40 

$ -45 

8x3-in. 

.. .40 

.45 

3%x8%-in. 

.. .40 

.45 

4x4-in. 

.. .55 

.65 

4%x4%-in. 

.. JO 

.95 

5x5-in. 

.. 1.00 

1.20 

5%x5%-in. 

*. 1.80 

1.60 

6x6-in. 

.. 1.50 

1.65 

No. 241 SF 2. 



Oont. 

Bat. 

i%x2%-in. 

..$ .45 

$ .50 

8x8-in. 

.. .45 

.50 

8%x8%-ln. 

.. .50 

.65 

4x4-in. _ 

.. .60 

.66 

4%x4%-tn. 

.. .85 

.95 

HNGES—FLOORr— 

Set 


5x5-ia. .1.05 1.15 

5%x5%-in. .. 1.85 1.50 

No. 241 HAN. 

Coal. Bat. 
2%x2%-im. ..$ .50 $ .55 

8x8-in.50 .55 

8%x8%-ia. .. .50 .55 

4x4-in..65 .75 

4%x4%-in. .. .00 1.00 

6x5-in.1.10 1.80 

5%x5%-m. .. 1.85 1.50 

6x6-in.1.60 1.75 

1475 F&D2 .20 2.20 

1475 SF2AN .26 2.80 

1474 FAD2, 1% .26 2.40 

No. 160 FAD2. 

Coat. Bat. 
2% -In.$ .40 $ .60 

3- in.45 .55 

8% -in..65 .65 

4- in.70 .80 

4%-in.96 l.Of 

No. 160 N. 

Oont. Bat 
2%-in. .$ .46 $ .50 

3- in.50 .60 

3%-in.60 .70 

4- in.65 .75 

4%-in.1.00 1.15 

No. 160 8 T2. 

Oont. Bat. 

2%-in. .$ .45 $ .56 

8-in..65 .65 

No. 296 H. 

Pr. Ds. Pr. 

1%-in. .$ .80 $8.86 

2-in. .85 8.65 

2%-in.40 4.00 

8-in.45 4.65 

No. 289 FAD2. 

Pr. Da. Pr. 

2x2.$ .80 $8.20 

2%x2 .80 8.85 

2%x2 %.85 8.65 

8x3 .45 4.80 

No. 289 SFD. 

Pr. Da. Pr. 

2x2 .$ .80 $8.85 

2%x2 .86 8.55 

2%x2%.85 8.65 

8x8 .45 4.90 

No. 289 N. 

Pr. Da. Pr. 

2x2.$ .40 $4.60 

2%x2 .45 4.75 

2%x2%.45 4.90 

8x8 .65 6.00 

No. 289 H. 

Pr. Da. Pr. 

2x2 .$ .80 $8.85 

2%x2 .40 4.25 

2%x2%.40 4.40 

8x8 .50 6.60 

1430 FAD2 figs .85 4.00 


Bonner, D 15.$1.50 


Chicago. R, BA, KF, 200 8.25 


Oorbin—D, BA, 512. 1.50 

SHA, E. 512. 1.75 

Kata—-R, BA, KF, 2... 1.85 

SHA, Ej_2. 1.50 

R, EA, KF. 8. 8.25 

SHA, El.4.00 

R, BA, KF, 8%. 8.75 


B%x2 .40 4.25 

B%x2%.40 4.40 

1x8 .50 6.60 

1430 FAD2 Hga .85 4.00 

1480 N .40 4.85 

1481 FAD2 .25 2.50 

1431 SF2AN .25 2.89 

1476 FAD2 .25 2.50 

1478 8P2AN .25 2.80 

1480 FAD2 .25 2.20 

1480 8F2AN .25 2.80 

1474 FAD2, 2 .80 8.80 

1474 SF2, 1% .25 2.80 

1474 SF2, 2 .85 8.60 

SHA, K, 8M> .* A00 

Rixon—7. 10.60 

8 . 11.00 

10. 11.00 

15. 18.50 

20 . 25.00 

25. 81.00 

80 . 86.50 

40 . 60.00 

Standard—R, EA, 450 6.85 

SHA, B, 450 . 7.00 

R, EA, 452 . 10.15 

SHA, 452 . 10.75 


HODS—Oaal— 

Open Japanned— Open Galvanised 

15 .$ .50 15 .$ .75 

16 . 99 16.96 

17 .70 17 1.10 

18 .75 18 1.85 

20 . 90 20 1.50 

HOLLOW WARE, OAST IRON—Dutch Ovens. No. 8 E, $8.00 
each; 9 E, $8.50 each; 10 B, $4.00 each; 11 E, $5.00 
aach; 10-inch, $1.90 aach; 11-inch, $2.25 each; 12-ineh, 

$2.70 aach; 18-inch, $8.05 aach; 14-inch, $8.75 aach; 10- 
inch lids, 90c aach; 11-iaeh lids, 95c aach; ll-Uelk lids. 
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HARDWARE WORLD 

BBT AIL BBLUOta PBI0B8—Continued. 


HOLLOW WARE—Continued 

$1.25 each; 18-inch lids, $1.45 each; 14-inch lids, $1.60 
each. 

Oem Pans—No. 1, 90c each; 2, 90c each; 5, 90c each; 8, 
90c each; 10, $1.20 each; 11, $1.00 each. 

Griddles—No. 17, 80c each; 18, 95c each; 19, $1.15 each; 
20, $1.50 each; 010, $1.50 each; 012, $1.65 each; 014, 
$2.00 each. 

Kettles, Stove—No. 7, $2.25 each; 8, $2.65 each; 9, $8.25 
each; 07, $2.25 each; 08. $2.65 each; 09, $3.25 each. 

Pots, Stove—No. 17, $2.85 each; 18, $3.25 each; 19, $8.75 
each; 017, $2.75 each; 018, $3.25 each; 019, $8.75 each. 
Skillets or Spiders—No. 8, 75c each; 4, 80c each; 5, 85c 
each; 6, 95c each; 7, $1.05 each; 8, $1.15 each; 9, $1.85 
each; 10, $1.65 each; 11, $2.10 each; 12, $2.50 each; 7 W, 
$1.35 each: 8 W, $1.45 each; 70, $1.00 each; 80, $1.10 
each; 90, $1.25 each. 

Waffle Irons—No. 7, $2.00 eaeh; 8, $2.25 each: 9, $2.50 
each: 7 D, $2.40 each; 8 D, $2.75 each; 9 D. $$.25 eaeh; 
11, $3.25 each; 12, $4.50 each; 14, $7.50 each. 

HOOKS—Bright. 


No. 

0 . 

1 . 

Dos. 

..$ .86 
.. .75 

No. 

104 . 

105 . 

Dos. 

...$ .46 
... .25 

a . 

. .65 

106. 

... .25 

8 . 

.. .55 

107. 

... .20 

4 . 

.. .45 

108. 

... .15 

5 . 

.. .85 

109. 

... .15 

6 . 

.. .25 

no. 

... .15 

7 . 

.. .20 

Ill. 

... .15 

0 . 

.. .15 

122. 

... .10 

10 . 

.. .15 

118. 

... .10 

11 ... 

.. .15 

114. 

... .10 

la . 

.. .10 



18 . 

.. .10 



14 .. 

.10 



Gross—60% Disoount from List. 
Brass No. 1412— Dos. 

... .90 

1%, 2 for 5e.... 

Dos. 

...$ .86 
... .40 

, a for So....... 

.20 

134 . 

... .80 

V, 2 for 5e. 

2 for 6e. 

. .25 

. .80 

1%, 2 for 15e... 
2, 2 for 15e. 

... .75 

... .85 

Brass Cup No. 181— 

Dos. 

... .no 

1, 2 for 5e. 

Dos. 

...$ .80 
... .*0 


.20 


... .60 

l, a for 5e....... 

.20 

1%, 2 for 15e... 

... .75 

i. 2 for 5e.. 

.25 

2. 2 for 15e. 

... .85 


HOSE OOUPLINGS-r-Oom. Siie 34, eaeh 20e; %, 20c; %, 20c. 
HOSE (GARDEN)— 

Coupled, 50 ft. lengths—Aztec, 34 inch 21c foot. % inch 28c; 
Deluge, 34 inch 19c, % in. 21c; Deiphos, 34 inch 18c; % inch 
20c; Sierra, 34 inch 20c, % inch 22c; Slmi, 34 inch 16c, % 
inch 18c; Solar Cotton, 34 inch 19c, % inch 21c; Summit, 
34 inch 19c, % inch 21c; Ten Cee, 34 inch 16c, % inch 18c; 
Torrent, 34 inch 24c, % inch 26o; U nion Arrow, plain, 34 
inch 18c, % inch 20c; Union Arrow, WW, 34 inch 20c, % 
inch 22c; Whirlpool, 34 inch 19c, % inch 21c. 

Reel, Not Coupled, Endurah Ribbed, 34 inch 21c, % inch 
28c; Eudurah Smooth, 34 inch 21c, % inch 28e; Goodrich 
Ribbed, 34 inch 22c, % inch 24c; North Star Ribbed, 34 

inch 22c, % inch 24c; Rajah Ribbed, 34 inch 19c, % inch 
21c; Rajah Smooth, 34 inch 19c, % inch 21o; Utility Ribbed, 
34 inch 18c, % inch 20e; Utility Smooth, 34 inch 18c, % 

inch 20c. 

ICE TOOLS— 

No. 816 Plow, 8-in.$40.00 

No. 816 Plow, 10-in..47.50 

No. 817 Plow, 12-in..54.00 

No. 820 Plow, 8-in. 42.50 

No. 821 Plow, 10-in.. 60.00 

No. 822 Plow, 12-in.57.00 

No. 456 Splitting Chisel. 4.75 

No. 495 . 5.85 

No. 520 lee Hooks, 4-ft. 1.86 

4 34 ft. 1.40 

5- ft. 1.50 

6- ft. 1.65 

No. 1 Ice Tongs V A B. 1.75 

No. 2 . 2.00 

No. 8 . 2.25 

No. 640, 18-inch . 2.00 

1434 inch . 2.15 

1634-inch . 2.25 

Pond lee Saws—Tiller Handle. 

4 34-foot. 5.75 

5-foot . 6.25 

534-foot . 6.75 

IRON—Bars Small Lots. 

(Catting Extra) 

Common Bar .$ .06 lb. Base 

Angle Iron, 34-inch .10 

Angle Iron, 8-16-inoh.08 

Ancle Iron, 34 -inch and heavier.07% 

Rd„ sq. and sq. twisted— 

34-inch and smaller . 7.50 Base 


5-16-ineh 7.00 

% to 2%-ineh . 6.50 

8-inch and larger . 7.50 

Flats, all sises . 6.50 

IRON8—Sad. Common, 9e lb.; Mrs. Potts Ho. 50, $1.76 sol; 

Dover No. 70, $2.75 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75; 1L, $2.50; 2L, $8.50; 
8L, $6.75. 

KNIVES A FORKS—Iron Handled, $1.26. 

Butcher— 

No. Each 

526— 5 .$ .65 

526— 534 .75 

526— 6 85 

526— 634 . 1.05 


No. 

1500— 7 
1500— 8 
1910— 6 
1910— 7 
1910— 8 
2200 — 6 
2200— 7 
2200 — 8 
8047— 6 
8047— 634 
8047— 7 
8047— 8 
8047—10 
8047—12 


Each 

$1.25 

1.50 
.50 
.60 
.75 

1.00 

1.35 

1.60 

.60 

.70 

.85 

1.00 

2.00 

2.50 


526— 8 1.50 

526— 9 1.90 

526—10 2.85 

526— 7 1.25 

526—12 8.85 

526—14 4.00 

790— 6 1.00 

790— 7 1.80 

790— 8 2.00 

1500— 6 1.00 

Cheese— 

675 . 

Cooks French— 

267— 6 .80 

267— 8 . 1.80 

267— 9 . 1.50 

267—10 . 1.85 

267—12 . 2.00 

Corn— 105— 6 . 1.50 

2 .75 105— 8 . 1.50 

8 .40 105— 9 . 1.65 

5 .50 105—10 . 1.75 

10 .60 105—12 . 2.00 

KNIVES—Hay—Lightnin* $1.85; Iwan Sickle, $2.00; Iwan 
Serrated, $2.00; Heath*s Uprirht, $1.85. Cbm—Corn 

King, 40c; No. 12 Hooks, 50e. 

KNOBS—Maple, Base, 5e each; 85e dos. 

L Ad N G— B elt— 


Draw— 

84— 4. 

100 — 6 . 

100— 7. 

100 — 8 . 

100— 9 .5.00 


1.75 

.75 

8.75 
4.00 
4.50 


Leather 
Sise 34, per ft... 
8ise 5-16 per ft.. 


Bristol 


Sise 34, 

Hu *; s 


per ft. 


$ 

.08 

111, per inoh.$ .01% 


.08 

112, per inch.02 


.04 

118, per ineh....$ .02% 

$ 

.05 

114. per in eh.08 


.06 

Who— 


.08 

Ho. 1, box 50 ft..60 


No. 2 


.66 


LADDERS—Extension. No. 1, 25c foot; Step, Climax, 50e foot; 

Special, 40c foot; Standard, 25c foot. 

LANTERNS—Boys'—No. 589, 45c each; 1590, Cadet, 25e. 
Dash—No. 821, Priseo. $1.85 each; 881, Prisco, $2.15. 

Cold Blast Tubular—No. 820, Prisco (Little Wizard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Priseo, $1.50. 
Hot Blast Tubular—No. 165, Prisco. $1.00 each; 165R, 
Prisco (Ruby), $1.80; 176, Prisco (Bnllseye), $1.50; 217, 
Prisco, $1.00. 

LEAD—White—12 34-lb. Keg. $1.86; 25-Ib. Keg, $8.66; 50-lb. 

Keg, $7.15; 100-lb. Keg, $14.00. 

LIFTS—Sash—Large Bar, $1.25 dos.; Small Bar, $1.10 dos.; 
Hook, 40e dos. 

LOCKS—Rim—Steel, 75e set; Cast, 60e set. 

LINES, CLOTHES—Cotton, Braided—No. 850, 65c each; Ho. 
450, 40c each. 

Cotton, Twisted—No. 140, 85c eaeh; 150, 40e. 

Wire, Twisted—50 foot, 20 gauge, 85o each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge. 50c; 50 foot, 18 gauge, 50e; 
75 foot, 18 gauge, 60c; 100 root, 18 gauge, 70c. 

Wire, Solid—100 foot, 9 gauge, 75c each. 

MATS, DOOR—Cocoa—No. 1, $1.25 each; 2, $1.50; 8, $1.75; 
02,$2.25; 03, $2.65; 04, $8.00; 05, $8.75. 

Steel—No. 20. $1.50 each; 40, $2.00 each; 60, $2.85 each; 
80, $4.50 each; 100 rolls, 55e square foot. 

M ATTOOK S_ 

Short Cutter, No. 1800 .Each $1.75 

Long Cutter, No. 1790.Each 1.75 

Pick, No. 1810.Each 1.75 

Handled, D E 8.Each .75 

Handled, CE834 .Each 1.25 

Handled, 8Q834 .Each 

MAULS—Handles Extra—Post, east, 7o lb.; B. ___. 

920, 25c: Woodchoppers, 960, 25e; Woodehopperm, 960A. 
25c. Dble Face (see Hammers). 

Senior.$40.00 

Fores Feed . 18.00 

Cotton 

15 os., each.$ .75 

18 os., each.85 

21 os., eaeh. 1.00 

MOP STICKS—No. 7, 25c eaeh; No. 18, 25e eaeh; No. 70 
or Janitor's. 65e each. 


1.00 


MILLS—Older— 


Junior. 

$25.00 

Medium. 

.. 80.00 

MOPS— Slasher 


15 os., eseh. 

...$ .75 

18 os., each. 

,... .85 

21 os., each. 

_1.00 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


MOWERS—Great American—15-in., $16: 17-ln., $18; 19-iiu 
$80; 81-in., $88. Common—12-m., $6; 14-iiu, $6.85; 16- 
in., $6.60. 

KAILS— Bam par Keg, $5.80. 60 to 80 lbs., add 60* per 

100 lbs. to Keg pries. 1 to 50 lb. 


Pins Bins 2A8. .....$ .08 Barb Bon 8 to 80d.. .08 

Pins Bright.08 Barb Roof % to .10 

Common 2A8d.08 Barb Roof 1 to id.. .10 

Common 4A5d. .08 Plaster Board.10 

Common 6A7d.. .07 O. C. Box. .10 

Common 8 to 60d.07 Oat Casing 6A8.08 

Casing 2*8d.08 Galv. Pelt.16 

Casing 4A5d.08 Galv. Boat.18 

Casing 6 to lUd.08 aont 

SSSSf 2522. -12 bJS' iT .so 

Piniahing 4A5d. .08 u A. Pmnare. SO 

FtxUkln* « to 80d.. .OS * **• r * p * r *’ • -*® 

Smooth Box 4 to Od. .08 _ 8°*“ .. 

Smooth Box 8 to 804 .08 j“- »;..J® 

Bub Box 4 to si.. .08 J. IJj; P»p*r», os.... .88 

Bwb Box 8. .08 }* lb - . *>® 

Trunk— » lb - . 15 

Bulk, lb.80 Horseshoe— 

1 lb. Papers, sa.... .85 Oapewsll, lb. AO 

% lb.80 Northwestern .80 

H lb.15 Union .85 

NETTING, POULTRY—Hexagon. Galvanised After Weaving— 
8 inch, 80 gauge—List roll, 12in., $8.14; 18in., $8.08; 24in H 
8.88; SOfn., $4.68; 86in„ $5.85; 48in., $7.18; 60in, $8.91; 
72in., $10.69. 

Sell Full Roll—121n., $1.95; 18in H $2.80; 84in n $8.50; 
80in., $4.25; 86in., $4.80; 48in„ $6.40; 60in., $8.00; 
72in., $9.65. 

Sell Out (lin. ft.)—12in., lHc.; 181 il, 8Hc; 84in., 8He; 
80in., S%c; 86in., 4%e; 48in., 5He; 60in., 7 He; 781 il, 
8%c. 

1)4 inch, 20 gangs—List roll, 12in., $8.15; 18in„ $4.58; 
24in., $5.78: 80in n $6.90; 86in., $7.88; 48in„ $10.50; 
60in., $18.18: 72in., $15.75. 

SeU Full Roll—12in., $2.85; 18in., $4.10; 24in„ $5.80; 
80in., $6.30: 86in„ $7.10; 48in., $8.45; 60in., $11.80; 
72in., $14.20. 

Sell Out (lin. ft.)— 12in., 2%e; 18in., 8%e; 84in.,.4He; 
80in., 5Hc; 86in. f 6Hc; 48in., 8He; 60in„ 10He; 72in., 
13 He. 

1 inch, 80 gauge—List Roll—18in., $4.95; 18in., $7.18; 
34in ., $9.08; 80in., $10.88; 86in., $12.88; 48in., $16.50; 
60in., $20.68; 72in., $84.75. 

Sell Full Roll—12in., $4.45; 18in., $6.40; 24in., 88.20; 
80in., $9.75; 86in., $11.15; 48in., $14.85; 60in., $18.60; 
72in., $22.80. 

Sell Out (lin. ft.)—12in., 4c; 18in„ 5%e; 84in., 7Hc; 
80in„ 8%e; 86in., 10c; 48ln., 18He; 60in., 16He; 72in^ 
19 He. 

H inch, 80 gauge—List Roll—12in., $8.55; 18in., $12.80; 
84in., $15.68; 30in„ $18.71; 86in., $81.88; 48in., $88.5§; 
60in., $85.68; 72in„ $42.75. 

Sell Full Roll—12in., $7.70; 18in„ $11.05; 84in., $14.10; 
80in., $16.85; 86in., $19.85; 48in„ $85.65; 60in., $82.05; 
72in., $88.48. 

Sell Oht (lin. ft.)—lain., 6He; 18in., 9He; S4in., 12He; 
80in., 15c; 86in., 17He; 48in„ 22He; eoln., 28He; 70in., 
84 He. 

NIPPERS—Nettleton—8-in., $1.76 seen; 10-ln^ $8.16; 18-1*^ 
$8.25: 14-in., $8.75. 


2H 

8 

*4 

4 

5 

6 

7 

8 

.06 

.06 

.06 

.07 

.08 

.10 

.13 

.16 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.82 

.06 

.06 

.06 

.07 

.08 

.10 

.18 

.16 

.11 

.11 

.11 

.18 

.14 

.16 

.18 

.22 

.06 

.06 

.06 

.07 

.08 

.10 

.18 

.15 

.11 

.11 

.11 

.18 

.14 

.16 

.18 

.22 

.07 

.07 

.07 

.08 

.10 

.18 

.14 

.16 

.11 

.11 

.11 

.18 

.16 

.18 

.82 

.86 

.09 

,09 

.09 

.09 

.11 

.18 

.17 

.18 

.14 

.14 

.14 

.14 

.18 

.21 

.26 

.88 

.18 

.18 

.18 

.18 

.15 

.18 

.88 

.25 

.19 

.19 

.19 

.19 

.24 

.88 

.84 

AS 

.11 

.17 

.17 

.17 

.20 

.24 

.89 

.88 

.17 

.89 

.29 

.89 

.88 

.88 

.45 

.62 

.18 

.80 

.80 

.80 

.86 

.89 

.86 

.40 

.81 

.85 

.85 

.85 

.89 

.46 

.64 

.60 

.18 

.27 

.87 

.27 

.82 

.88 

.50 

.54 

.27 

.47 

.47 

.47 

.68 

.61 

.68 

.76 


No. 

Eaeh. 

No. 

4 . 

.$ .10 

140 

16 . 


840 

100 . 




OIL—Boiled Linseed, $1.60 *aL 
OILERS— 

Mowing Machine— 

No. Each 

8 A.$ .25 

8 B.40 


14 B. 

16. 

Each Steel, Railroad— 

| .25 10. 

.40 11. 


1100 .20 Zinc, Ohaee's 

1120.$ .40 00 . 

1140 .80 0 . 

Steel, Spring Bottom— 1. 

12 ..;.25 2 . 

18 .80 8 . 

18 A.85 4 . 

14. A5 5 . 

14 AA.40 6 . 


OUTFITS—Cobblers—Eclipse, $1.00 eaeh; Family. $1.85; 
Home, No. 1, $8.00; No. 2, $1.50. Lasts and Stands, No. 
15. east, 90e; No. 15, extra heavy, $1.85; No. 24, malle¬ 
able. $8.85. 

OVENS, PORTABLE—Boss 


012.$5.25 

055 . 5.75 

0200 . 5.25 

450 . 5.50 

Perfection 

121 G. 4.75 

Pinney A Boyle 

18.2.00 

17. 2.25 

17 G. 2.50 


550 .$5.50 


122 G. 5.75 


87 G .8.75 


PACKING—Sheet Rubber—Standard, 80s lb.; Rainbow, 80s; 
Italian Hemp, Common, 40c; Square Flax, braided, 60s; 
Piston Spiral Steam, High Pressure, $8.25; Steam or water. 
Low Pressure, $1.85. 

PADS—Sweat—No. 68 N18. Red Edge, 76e; No. 146 All, 
Blue and White striped, $1.50. 


PADLOCKS—Corbin 


No. 

Each 

No. 

Each 

9902 . 


958 .. 

. .25 

9902 N 0. 


2802 H . 

. .85 

21090 . 

.75 

2822 H . 

. .50 

Yale 


2869 . 

. 1.00 

22S .... 


2879 . 

. 1.50 

225 . 

.80 

2880 . 

. 1.75 

453 J . 

.85 

2881 . 

. 2.25 

458 X . 

.85 

2883 . 

. 8.00 

568 . 


Miller 


565 . 

.1.50 

1 . 

. 1.50 

585 . 


016 .... . 

. .25 

685 . 

. 1.25 

18 . 

. .80 

645 J. 

.60 

18 B. 

. .85 

808 . 

. 1.40 

19 . 

. .40 

805 . 


21 .. 

. .50 

805 H . 


75 . 

. .50 

813 . 


76 . 

. .75 

815 . 

. 1.50 

78 . 

. .85 

823 . 

. 1.75 

96 .. 

. .50 

838 . 

.2.00 

96 C. 

. .65 

848 . 


121 . 

. .50 

853 . 


5441 . 

. .85 

8454 . 


Slaymaker 




1902 .. 

. .60 



1908 . 

. .50 




PAINT SUNDRIES— 

Alcohol (Denatured) Gal. 

1-gallon.$1.50 

5-gallon. 1.40 

Barrel .$1.20 

Glue Lb. 

No. 2 Gelatine.65 

Chicago White.65 

Lead, Selby White 


H. galv. .08 .14 .14 .14 .14 .18 .21 .25 .88 

1, black .08 .18 .18 .18 .18 .15 .18 .88 .25 

1, galv. .11 .18 .19 .19 .19 .24 .88 .84 .88 

1H, black .11 .11 .17 .17 .17 .20 .24 .89 .88 

1H, «»!▼• - 17 * 17 •*» .20 .89 .88 .88 .45 .62 

1H, black .18 .18 .80 .80 .80 .86 .89 .86 .40 

1H. galv. .81 .81 .85 .86 .85 .89 .46 .64 .60 

2, black .18 .18 .27 .87 .27 .82 .88 .50 .54 

2. galv. .27 .27 .47 .47 .47 .58 .61 .68 .76 

NUT8—Cold Punched U. 8. ^6. Hexagon, Tapped—Sise H, 70c 
lb.; 5-16, 65c lb.; %. 50c lb.; 7-16, 45e lb.; H, 40c lb.; 
9-16, 85c lb.; H. 30c lb.; H, 25c lb.; %, 25c lb.; 1, 
25c lb. 

Hot Pressed U. S. S’. Square, Tapped—Sise H. 85c lb.; 
5-16, 30c lb.r %, 27c lb.; 7-16, 25c lb.; H, 21c lb.;%, 19c 
lb.; H, 17c lb.; %, 16c lb.; 1, 16c lb. 

OAKUM—Plumbers, 16e lb.; Navy, 25o lb.; Best Unspun, 
85e lb. 

OAR LOOKS—8-in., per pair 40c; 2H-in., per pair 60s; 

SH*in., per pair, 70e. 

OPENERS (CAN)— 


500 lbs. or more.18 H Gels 


H-gals.H-Gal. 1.60 

Quarts.Qt. .95 

Inside Floor— 

Gals.Gal. 8.90 

H -gals. H -Gal. 1.60 

Quarts.Qt. .95 

Porch— 


_Gal. 4.85 


100-lb. kegs.14 H-gals.H-OaL 8.85 

50 and 25-lb. kegs.. .14H Quarts.Qt. 1.20 


12H*lb. kegs .14 H 

Paint, Dry Colors 


Oil Gal. 

Floor.65 


Burnt Umber.05 H Gloss.60 

Chrome Green, Med.. .15 Lard. No. 1.8.50 

Graphite .06 H Lin-O-Oil.90 


Princess Metallic ... .04 

Raw Sienna.07 

Venetian Red.04 

Yellow Ochre.08 

Paints, Ready Mixed 
1st Grade, White- 

Gals.Gal. 4.40 

H-gals.H-Gal. 2.80 

Quarto.Qt. 1.25 

Pints.Pt. .70 

H-pints.H-Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.85 

H-gals.H-Gal. 8.85 

Quarts.Qt. 1.20 

Pints.Pt. .65 

H Pints.4 -Pt. .85 

2nd Grade White or Colors- 
Gals.Gal. 8.90 


Linseed, Boiled.8.85 

Linseed, Raw.2.88 

Neatofoot No. 1.8.60 

Neutral.45 

Paraffine.55 

Tints, Kalsomine Lb. 

Barrels.07 H 

Kegs .07 H 

100-lb. Bulk.08 

25-lb. Bulk.09 

Less 25 lbs.10 

Turpentine GaL 

1-gal. 1.06 

5-gal.90 

Barrel.76 

Wax Lb. 

Johnson's.65 

Old English.65 

Bradley's.60 
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BET AIL SELLING PRICES—Oontixmi^L 


No. 4, iMh.$ .4$ 

No. 5, M8h.45 

No. 6, each........ .50 

No. 7, each.00 


PANS—Aemo Fryiif— 

No. 00, eaoh.$ .15 

No. 0, each. .05 

No. 1, oooh.80 

No. 8, oooh.85 

No. 8. oooh.85 

PAPER—Asbestos, also 1-16 ond under, 80o lb. out; ovor 
1-16, 80© lb. 

Paper Sheathing, Red or Gray, 80-lb., 95c roll; 85-lb., $1.15 
roll; 80-lb., $1.85 roll. 

Tarred Insulating, No. 8, roll $1.50 (out So lb.); 10, roll, 
$2.60 (out 6c lb!) 


PAPER—Building— 
P A B 


Red Resin— 
17 lb. 


Imitation PAB 


$2.00 

No. 1—500. 

_$1.80 

8.90 

No. 1—1000.... 

_8.40 

2.95 

No. 2—500. 

.... 2.55 

5.75 

No. 2—1000_ 

.... 4.95 

4.00 

No. 8—500. 

.... 8.60 

7.70 

No. 8—1000.... 

.... 6.75 

.$1.15 

25 lb. 

_$1.65 

1.40 

80 lb. 

.... 1.90 


PAPER—Roofing, Smooth or Sanded—Ply )A, $1.85 lb.; ply 1, 
$2.25; ply 2, $2.75; ply 8, $8.25. 

PAPER, SAND AND EMERY—Aztec Sand Paper, in Sheets— 
No. 00-tt, 40e qr.; 1, 45e qr.; 1%, 50e qr.; 2, 65© qr.; 2%, 
60c qr.; 8, 65c qr. 


PEAVIE8— 

—Sooket— 

—Bangor— 
Maple Hickory 
$2.80 $8.00 

2)4x4 . 

Maple 

Hickory 

$2.75 

4)4 . 


2.85 

2.86 

i.io 

2 94x4)4 . 


2.85 

8.00 

8.25 

5 . 


8.00 

8.10 

8.86 

294x4)4 . 


8.26 

8.25 

8.50 

5 . 


8.25 

3,85 

8.60 

8x5 . 


8.50 

8.75 

8.85 

PERCOLATORS, 

COFFEE—Universal— 





Each 


Each 

44 ....... 

. $4.00 

1204 . 


46 . 

.. 4.50 

1206 . 

.. 4.00 

48 . 

. 5.00 

1208 . 

. 4.25 

52 . 

. 4.25 

1210 . 

. 5.00 

54 . 

. 4.50 

1304 . 

. 4.25 

56 . 

. 5.00 

1306 . 

........ 4.50 

58 . 

. 5.50 

1308 . 

. 4.75 

64 . 


1310 . 

. 5.00 

66 . 

. 5.50 

1404 . 

. 4.75 

69 . 

. 6.25 

1406 . 

. 5.00 

614 . 


1408 . 

. 5.25 

74 . 

. 5.50 

1410 . 

. 5.50 

76 . 

. 6.00 

1504 . 

. 4.25 

79 . 


1506 . 

. 4.50 

714 . 

. 7.25 

1508 . 

. 4.75 

464 . 

. 5.50 

1510 . 

. 5.25 

466 . 

. 6.00 

1704 . 

. 4.25 

469 . 

. 6.75 

1706 . 


474 . 

. 6.00 

1708 . 

. 4.75 

476 . 


1710 . 


479 . 

. 7.25 




PICKS—Railroad, No. 1710, $1.85 each; 1711, $1.50; 1712, 
$1.60; 1718, $1.75; 1714, $1.85; 1715, $2.00. 

Drifting. No. 1, $1.25 each; 1ft, $1.85; 2, $1.50; 8, $1.60; 
4. $1.75. 

PINS—Eacutcheon—Small lota, 15e os.; largo lota, 4098 ever 
List. 


PIPE FITTINGS (STOVE)—Capo, No. O 15, 50o each; O 16, 
60o each. 

Collars, No. 018, 014. 25, 25ft, 26, 10c each; 27, 15c each. 

S linden, No. 54 (1508), 75c each; 64 (1608), $1.00 each; 

(1612). $1.10 each; 75, $1.20 each. 

Dampers, No. 8, 4, 6, 15c each; 6, 20c each; 7. 25c each. 
Elbows, No. 8 Corg., 20c each; 4 Oorg., 25c each; 5 Oorg., 
25c each; 6 Oorg.. 30c each; 7 Cbrg., 40c each; 8 Adj. 4 
Pc., 25c each; 4 AaJ. 4 Pc.. 80c each; 5 Adj. 4 Pc., 80c each; 
6 Adj. 4 Pc., 85c each; 3-inch Adj. Galvd., 85c each; 4-inch 
Adj. Galvd., 45c each; 3 Oorg. Jap., 85c each; 4 Oorg. Jap., 
45c each. 

Fine Stops, Nos. 1 and 86, 15c each; 8, 15c each; 80, 20e 
each; 40, 20c each. 

Roof Plates and Saddles, Nos. 15, 16 (Side), 90e each; 50, 
60 (Ridge), 75c each. 


PIPE FITTINGS—Price, each. 



)A. )4, 

94-in. 

94 -in. 

94-in. 


1-in. 


Blk. 

Gal. 

Blk. 

Gal. 

Blk. Gal. 

Blk. 

Bushings . 

• .05 t 

.10 $ 

.05 $ 

.10 

$ .10 $ 

.15 

$ -10 

Caps . 

.05 

.10 

.10 

.12) 

4 .15 

.15 

.15 

Couplings . 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

Crosses . 

.15 

.20 

.25 

.80 

.85 

.50 

.45 

Elbows, 90 Deg. 

.10 

.15 

.10 

.15 

.15 

.15 

.20 

Elbows, 45 Deg. 

.10 

.10 

.10 

.15 

.15 

.25 

.25 

Elbows, Red.... 

.15 

.15 

.20 

.20 

.25 

.80 

.25 

Elbows, Street .. 

.10 

.10 

.15 

.20 

.20 

.85 

.25 

Floor Flanges .. 

.20 

.40 

.80 

.60 

.85 

.60 

.40 

Lock Nuts. 

.05 

.10 

.10 

.15 

.20 

.80 

.80 

Plugs. 

Reducers. 

.05 

.05 

.05 

.05 

.05 

.10 

.10 

.10 

.15 

.15 

.20 

.20 

.25 

.25 

Return Bends . 

.20 

.85 

.25 

.45 

.80 

.45 

.50 

Tees . 

.10 

.15 

.15 

.20 

.15 

.20 

.20 

Unions . 

.20 

.25 

.20 

.80 

.25 

.85 

.80 

Waste Nuts ... 

.10 

.10 

.10 

.10 

.10 

.15 

.10 



1-In. 

1)4-in. 

l)A*im. 

2-in. 


Gal. 

Blk. 

Gal. 

Blk. 

GaL 

Blk. 

GaL 

Bushings. 

.15 

.10 

.25 

.15 

.80 

.20 

AS 

Caps . 

.20 

.20 

.40 

.25 

.45 

.40 

.65 

Couplings . 

.20 

.20 

.25 

.25 

.80 

.85 

.40 

Crosses . 

.75 

.55 

.90 

.60 

1.10 

1.00 

1.75 

Elbows, 45 Deg. 

.80 

.40 

.65 

.45 

.70 

.65 

iao 

Elbows, 45 Deg. 

.80 

.40 

.65 

.45 

.70 

.65 

1.20 

Elbows, Red.... 

.85 

.85 

.60 

.40 

.65 

.61 

1.10 

Elbows, Street . 

.40 

.80 

.55 

.35 

.60 

.75 

1.25 

Floor Flanges .. 

.70 

.45 

.80 

.50 

1.10 

.75 

1.50 

Lock Nuts. 

.40 

.85 

.60 


.65 

.65 

AS 

Plugs. 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

Reducers . 

.85 

.25 

.45 

.85 

.55 

.50 

.90 

Return Bends . 

.80 

.65 

1.80 

.85 

1.50 

1.25 

2.40 

Tees . 

.80 

.80 

.50 

.40 

.75 

.70 

1A0 

Unions . 

.45 

.45 

.65 

.60 

.85 

.80 

1.00 

Waste Nuts ... 

.15 

.20 

.80 

.40 

.65 

.60 

.90 


)A t )4, 


-in. 

94-in. 

1-in. 


Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Close . 

.05 

.05 

.05 

.07)4 .05 

.07)4 .10 

Long . 

.05 

.10 

.05 

.10 

.10 

.15 

.10 

4-in. Long. 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

5-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.10 

6-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.15 


1-in. 

1)4-in. 

1)4-in. 

2-in. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Close . 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

Long . 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

4-in. Long. 

.20 

.15 

.25 

.29 

.30 

.25 

.40 

5-in. Long. 

.20 

.15 

.25 

.20 

.80 

.25 

.40 

6-in. Long. 

.25 

.20 

.80 

.25 

.85 

.80 

.45 


PIPE, GAS AND WATER—Black, % inch, 7c foot; )4 inch, 
7c; 94 inch, 7c; )A inch, 9c; 94 inch, 11c; 1 inch, 15c; 1% 
inch, 20c; 1% inch, 27c; 2 inch, 85c. 

Galvanized. % inch, 9c foot: )4 inch, 9c; 98 inch, 9e; % 
inch, 11c; 94 inch, 14c; 1 inch, 20c; 114 inch, 25c; 1)8 
inch, 85c; 2 inch, 45c. 

PIPE, STOVE—29 Gauge, Nested. Full Joints—Sise 8-inch, 
25c joint; 4-inch, 25c; 5-inch, 80c; 6-inch, 80c; 7-inch, 
40c. 3-inch Japan, 80c joint; 4-inoh, 85c; 5-inch, 45c. 8- 

inch Galvanized) 40c joint; 4-inch, 45c. 

Half Joints—5-inch, 15c joint; 6-inch, 20c. 

Taper Joints—6-inch to 5-inch, 35c joint; 7-inch to 6-inch, 
40c joint. For future delivery, prices withdrawn. 


PITCH—Asphaltum—5-lb. can, 35c; 10-lb. can, 70e; 25-lb. 

can, $1.50; 50-lb. can, $2.75; % Bbl., $4.50; Bbls., $8.00. 
PLANES—Wood Smooth. $1.25 each; Wood Jack, $1.50. 
PLANES—Block-Bailey, No. 9)8, $1.85 each; 994, $2.25; 15, 
$2.10; 16, $2.10; 17, $2.25; 18, $2.25; 19, $2.40. 
Block-Bailey, No. 9ft, $1.85 each; 998, $2.25; 15, $2.10; 16. 
$2.10; 17, $2.25; 18, $2.25; 19, $2.40. 

Block, Stanley, No. 60, $2.10 each; 60)4, $1.95; 61, $1.85; 
65, $2.45; 100, 45c; 101, 40c; 102, 65c; 108, 90c; 110, 
85c; 120, $1.85; 130, $1.40; 181, $2.25; 208, $1.20; 220. 
$1.40. 

Iron, Bailey, No. 2, 2 C, $3.25 each; 8, 8 O, $3.40: 4.4C 
$3.75; 4%. 4)4 O, $4.25; 5, 5 C, $4.25: 5)4, 5)4 0, $5.00; 
6, 6 0, $5.65; 7, 7 0, $6.40; 8, 80, $7.65. 

Iron, Stanley, No. 602, 602 C, $8.50 each; 603, 603 O, $3.85; 
604, 604 G, $4.25; 604)4, 604)4 0, $4.85; 605, 605 0* 
$4.85; 605%, 605)4 C, $5.25; 606, 606 0, $6.25; 607, 607 
O, $7.25: 608. 608 0, $8.50. 

All Wood, Plain, 3W, $1.10 each; 15W, $1.25; 21W, $2.25; 
27W, $2.50. Razee, 5W, $2.25; 17W, $1.50; 23W, $2.65; 
29W $3 00 

Woocl Bottom, Bailey, No. 22, $2.85 each; 23, $2.85; 24, 
$2.35; 26, $2.60; 27, $2.85; 28, $3.25: 29 j $8.40; 80, $8.50; 
31, $3.60; 32, $3.85; 85, $2.85: 86, $8.25. 

Rabbet, No. 10, $5.40 each; 10)4, $4.50; 75, 60o; 90, $3.25; 
92, $3.25; 93, $4.00: 190, 191, 192, $2.15. 

PLIERS—Bernard’s, No. 100, 4)4-inch, 80c each; 5)4-inch, 
$1.00; 6)4-inch, $1.25. No. 101, 5)4-inch, $1.00; 6)4-inch, 
$1.25. No. 102, 4)4-inch. $1.50; 5)4 -inch, $1.75; 6)4-inch, 
$2.25; 8 inch, $3.15. No. 103, 4)4-inch, 75c; 5-inch, 90c. 
No. 104, 4)4-inch. 75c; 5-inch, 90c. No. 105, 5-inch. $1.50. 
No. 106. 4)4-inch, 90c; 5-inch, $1.05. No. 108, 6-inch, 
$1.05. No. 109, 7-inch, $1.40. No. Ill, 5)A-inch. $1.40. 
Klein's, 6-inch, $2.00 each; 7-inch, $2.25; 8-inch, $2.75; 
9-inch, $3.00. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Wood, Stanley or Disston—No. 00, 
$1.00 each; 0, $1.15; 2. $1.60; 8, $1.75; 18, $2.10; 25, 
$2.85; 30, $2.15; 85, $2.85; 45)4, $3.00: 90, $2.75; 93, 
$8.75; 95. $5.50; 98, $2.75; 101, $2.75; 102, 60c; 104, 75c; 
6012, $2.00; 6018, $2.75; 6024* $8.16; 6521, $2.00; 6518, 
$2.50; 6524, $8.00. 

POINTS * CHUCKS— 


For 80 and 81.$ .76 8-inch . ..„.96 

For 85. 

Nos. 11 and 15, 2*ln 
8-inch. 

4- inch.65 

5- lneh.76 

6- inch •. ... .... .. .. .85 

POLISH (FURNIT * 

85c; 1 quart, 6< 

{ aliens, $6.75. 

iquid Veneer, 4 ounce, 25c each; 12 ounce, 50c; 1 quart, $1. 
O-Cedar, 4 ounce, 25c each; 12 ounce, 60c; quart, $1.00; 
)4 gallon, $1.50; gallon, $2.50. 


$ .75 

8-inch 

.50 

10-inch 

.55 

No. 75. 

.60 

No. 60. 

.65 

No. 80. 

.75 

No. 81. 

.85 

)—Oalol, 
94 gallon. 

Voot 
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. Johnson'■ Prepared Wax, 5 ounce, 85c each; 1 pound, 70c; 
2 pound. $1.40; 5 pound, $8.00. 

Metal—NonOlio, % pint, 50e each; 1 pint, 75e; 1 quart 
$1.25. 

Shoe—Shu white, 15c each; Midnight Oil, 25c; Royal, lie; 
Jet OiL 15c; 4 0 8 Shoe Satin, 10c; 9 O 8 Shoe fitetin, 15e; 
1 0 Satinola, lOo; 2 0 Satinola, 15c 5 P S Shoe Satin, 10c; 
10 P 8 Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, 

POLISHES—Continued. Shoe, Satinola, 15c. 

Satinola, 15c. _ . 

Store—Liquid, No. 6 Black Silk, 15o each: 8 Black Silk, 
20c; 2 Black Eagle, 20c; 10 E Enameline, 15c. 

Paste, No. 5 Black Silk, 15e each: 10 Black Silk, 20c; 20 
Black Silk, $1.85; 01 Black Eagle, 80c; 05 Black Eagle, 
$1.10; 4 E Enameline, 10c; 6 E Enameline, 15c; 75 Black 
Jack, 15c; 1 Bising Sun, 15c. 

POTS—Pire _ 


Gasoline, 0. A L. 8 Quart. 1.10 

1 .$14.50 10 Quart. 1.40 

5 . 18.50 12 Quart. 1.50 

21 . 12.00 16 Quart. 1.75 

71 . 14.50 Tin— ^ m 

72 . 18.50 4 Quart .$ .55 

221 . 17.50 6 Quart.65 

Watering Galranised 8 Quart.85 

4 Quart.$ .85 10 Quart.1.00 

6 Quart. 1.00 

PULLERS—Nail—Bex, $1.45 each: Bex. Jr., $1.25; Bed 
Devil, $2.00; Morrills, $2.00; Little Giant, $1.60. 
PULLEYS—Brass Screw, No. 850, ft'inch, lOc each; %, 10c 
each; %, 10c each; 1, 15c eaen; 1 %, 25c each; 1%, 85o 

each. No. 870, %-inch, 25o each: 1 , 35o each. 

Brass Side, No. 1150, %-inch, 15c each; %, 20e each. No. 
1170, %-inch, 25c each; %, 25c each. 

Brass Upright, No. 500, 25c each. 

Clothes Lines, No. 610, 2 15c each, 2% 20c each; 660, 15o 
each; 670, 15c each; 1610, 2 15c each, 2ft 25c each; 1660, 
20c each: 1670, 20 c each; 6350 G, 80c each; 6500, 45c each. 
Hay Fork, No. 1267, 60c eaoh; 692, 60o each; 796, 75e 
each; 46, 85c each; 1651, $1.95 each. 

PULLEYS—Frame—No. 4 Ottumwa per do*.. 65c; No. 5, 
70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 

PUMPS—P. S.—1, $3.00; 2, $8.40; 8 , $8.85; 4, $4.25. 
PUTTY—Per lb., 10c. 

BAIL (HOUSE DOOR)— 

Prouty 

No. 5 . Foot, $ .15 

Bichards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16,019 .$ .50 

182, 0132 .50 150 .10 

RASPS—Flat wood, 8 inches long, 50c each* 10, 75c; 12, 
90c; 14, $1.80; 16, $1.75. Half round wood, 10, 75c; 12, 
95 c; 14, $1.85; 16, $1.80. Half round cabinet, 8 , 75e; 
10, 90c; 12, $1.25; 14, $1.60; 16, $2.00. 

RAZORS (SAFETY)— Ereready 
No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .40 

2 , each . 8.00 

Gem 

800, each . 1.00 800 B, Blades, Pkg.. . .50 

Enders 

900, each . 1.00 900 B, Blades, Pkg... .25 

Durham Domino 

1000. each . 1.00 1000 B, Blades, Pkg.. .50 

Gillette 


00, each . 6.50 

460, each . 5.00 

460 B, each. 5.00 

470, each . 5.00 

501 B, each. 6.00 


12 X B Blades, Pkg., 


1.00 

Auto Strop 


480, each . 5.00 

500, each . 5.00 

500 B, each. 6.00 

501, each . 5.00 

6 X B Blades, Pkg.. .50 


1, set. 5.00 

15, set. 6.00 

25, set. 6.50 

251, set. 5.00 

REGISTERS— 

Jap 6 x 8 .$1.55 

Jap 8 x 10 . 1.65 

Jap 10x12.2.40 

Jap 10x14. 8.15 

Jap 12x14.4.85 

REGISTER FACES— 

Jap 6 x 8 .$1.00 

Jap 8x10. 1.10 

Jap 10x12.1.70 

Jap 10x14.2.20 

Jap 12x14.2.80 

REVOLVERS— 

Colts, Model Each 

Pocket Positive.$15.00 

Police Positire. 16.00 

Police Positire Speoial 17.00 
Poliee Positire Target. 18.00 

Army Special.$18.00 

New Serrice.20.00 

Single Action. 18.00 

Harrington A Richardson 

208, 228 . 8.00 

208 B, 228 B. 8.50 


Each Each 

804 B, 824 B . 18.00 Regulation Police .... 21.00 

848, 858 . 18.00 1908 Hand Ejector... 21.00 

848 B, 858 B.. 18.50 88 S. A W. Perfected. 20.00 

844, 854 . 18.50 1908 Military.24.50 

844 B, 854 B... _14.00 1911 Target ..22.50 

860 B, 865 B. 14.25 New Departure 82.... 18.50 

Smith A Wesson New Departure 88 .... 20.00 

1905 Military, Police. 22.00 

RIVETS—Slotted Clinch, Coppered Steel—No. 9, 10c box; 98, 
10 c box. 

Tinners', in Papers—Black: Plus 10% ;tinned. plus 10%. 
Tinners', in Kegs—Black, all sizes, 80c lb.; tinned, 8 , 85o; 
8 %, 85c; 4, 85c; 5, 85c; 6 , 85c; 7, 85e; 8 , 85c; 10, 85e. 

RIFLES—No. and Model— 16 A TD—Standard .. 82.75 


RIFLES—No. and Model- 
Daisy Air Bach 

25.$ 4.25 


King Air 


Marlin 

20 TD—Octagon BrL 17.50 
27 TD—Round Brl.. 20.50 
TD—Octagon Brl. 28.00 
29 TD—Round Brl.. 15.50 
1897 TD—Round Brl.. 21.50 
TD—Octagon Brl. 23.50 
Remington 

4 TD—Octagon Brl.. 11.00 
6 TD—Round Barrel. 7.60 
8 A TD—Round Brl.. 45.00 
12 TD—Round Barrel. 18.20 
TD—Octagon Brl.. 20.20 
14 A TD—Standard .. 82.85 


Stevens 

Little Scout. 4.00 

Crack Shot. 4.85 

Marksman. 6.50 

Favorite. 7.85 

70 TD—.22. 11.50 

Winchester 

TD—Round Brl.. 42.00 
1886 SF—Round Brl.. 86.00 
1890 TD—Oct'gn F’cy 48.50 
TD—Oct'gn Plain 22.50 
1892 SF—Round Brl. 25.50 
SF—Octagon Brl. 27.00 
SF—Carbine .. . 24.00 
TD—Octagon Brl. 35.00 

1894 SF—Round Brl. 27.50 
SF—Octagon Brl. 29.50 
SF—Carbine . .. 25.50 
TD—Octagon Brl. 85.25 

1895 SF. 88.00 

1895—Gov’t Model . . 41.00 
1895 TD . 44.00 

1902 TD—.22. 7.50 

1903 TD—Plain .32.00 

TD—Fancy .... 56.00 

1906 TD . 21.00 

1907 TD . 40.00 


14 A TD—Standard .. 82.85 1906 TD . 

14 TD—cirbine ..... 32.75 1907 TD . 40.00 

HOPE—Cotton Thread—Site 8-18, 75e lb.; ^4 to 5-lfl, 75c; 

MenUe—-^Bete,' 4!Se ft.. 1 ' SS&. Bate, 35. lb. 

RULES, BOXWOOD—Lufkin 8tanley—No. 171, (86) 85c each; 
RULES! Boxwood—Lufkin Stanley—No. 171, (36) M>oeach: 

<32 W MfU Tli) 20c; ( 488* (sS 5 )’ 60<f; &V (6°8V 20c• 
702 (18) 40c 751 (61) .30c; 752 (70) 40c; 762 B (7) 
$1.10; 771 (84) 65c; 780 (62*4) 80c; 781 (62) 80c; 861 
A (53%) $1.15; 871 (52) 75c; 881 .(54) 85c; 981 (66%) 
60c; 3851 Y (66) 60c; 3861 (66y 4 ) 70c; 3881 (66fc) 

Rules! Steel—B 85. Blacksmiths, $1- 00 J- 0 » 5 ’ 

smith 75c; 041, Socket, 20c; 4141, 4641. Zig-Zag, ® 0<B » 

4142, 4642, $1.50; 4143, 4643, $2.25; 4144, 4644, $3.00. 

RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 50c each; 

oAA p 70c • 8513 (03). 40c; 8514 (04) 55c f 

8515 (05) * 70c; " 8516 (06), 80c; 8518 (°8), $1-05; 

6523 (403 fr) 40c* 8524 (404 F), 50c; 8525 (405 F), 65c; 
8526 (406 F), 75c; 8613 (103), 50c; 8615 (105) 75c; 

8616 (106), 96c; 8624 (854 F), 60c; 8626 (856 F), 85c. 


SAWS, DI 8 STON— 


18-in. 20-in. 22-in. 


2541, set. 5.00 

600 B Blades, Pkg.. 1.00 
600% B Blades, Pkg.. .50 

White 6 x 8 .$1.85 

White 8x10.2.00 

White 10x12.2.20 

White 10x14.8.80 

White 12x14. 5.25 

White 6 x 8 .$1.80 

White 8x10. 1.45 

White 10x12.2.20 

White 10x14.2.85 

White 12x14.8.65 

Each 

204, 224 . 8.50 

204 B. 224 B. 9.00 

263, 278 . 9.00 

268 B, 278 B. 9.50 

264, 274 . 9.50 

264 B, 274 B. 10.00 

Iver Johnson 

800, 303, 328. 12.00 

300 B, 808 B, 828 B. 12.50 
804, 324 . 12.50 


7 ..$1.90 $ 2.0 

D -8 * 1374 -3.85 3 .B 

.. 2.85 2.6 

12 . 2.70 2.6 

112 . 2.80 2.6 

D-21 A 22 . 2.50 2.6 

D-100 . 2.50 2.6 

120 .. 8.15 8.5 

D-115 A 15. 8.80 8.8 

SAWS—One Man— 

Sinondi Diseton 
8 % ft. 8.85 $8.50 

4 ft. 8.85 4.00 

4% ft. 4.80 4.50 

5 ft. 4.80 5.00 


24-in. 26-in. 
$2.26 $2.85 


Royal 

Chinook 0.0. 
6 ft. $9.60 


Chinook 0.0 
5% $5.76 


Simonds Felling same price as Royal Chinook 0. 0. 

Atkins No. 400 and 401— 

28 in.$6-85 22 in. 

28 in. 5.50 20 in. 

24 Se!.5.20 18 in.4.16 

Atkins No. 68 and 69— 

28 in.$8.60 22 in.J-JO 

26 in. 8.15 20 in.* 50 

24 in.$.80 18 in.8.80 

Atkins No. 58- 51 and 65— 

28 in.$8.80 92 in.J JJ 

26 in. 8.90 20 In. 9.40 

24 in!...8.75 18 in.*10 

Atkins No. 64— 1M 

28 in.$4.00 22 in. 8.00 

26 in!!. 8.50 20 in.8.70 

24 in. 8.80 18 in. 2.40 
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SAWS—Continued. Hand— 

88 tm.$9.60 

16 la.9.16 

14 la.1.90 

Atkina No. 70— 

11 la.$9.86 

16 la.1.40 

14 In.9.10 

No. 6 Blmonda, No. 11 Din- 

ton or No. 69 Atkina. 

20-inch.$1.66 

22-inoh.9.00 

No. 8 Slmonds. No. D8 
Diaaton or No. 61 
Atkina. 

20-inoh.$1.60 

22-inoh ..1.76 

24-ineh.$.86 

26-inch.8.00 

28-inoh.8.60 

80-inch.8.76 

No. DIOO or No. D20 
Diaaton. 

26-ineh.$9.16 

28-ineh. 8.60 

Back 11 la.$.16 

Back 14 la.1.60 

Back 18 in.$.76 

Back $0 la.8.00 

Back 11 In.8.16 

Compass No. 1, 10 tm. .60 

12 in.66 

14 in.70 

16 In.76 

No. 10 8imonda or No. 7 

Diaaton. 

16-ineh.$1.80 

18-ineh. 1.90 

Buck— 


Atkina No. 66 and 67— 

22 la.2.66 

20 la.2.60 

18 In.2.20 

13 la.1.10 

10 la. 1.96 

18 in. 1.19 

24-ineh.8.60 

26-inoh.8.86 

28-inch ............ 4.16 

80-inch.4.76 

20-inch.1.16 

22-inch ..1.60 

24-inch.1.66 

26-inch.1.76 

18-inch. 8.16 

No. 4 Blmonda or No. 120 

Diaaton. 

26-inoh.$4.00 

28-inch. 4.25 

No. Ill Diaaton. 

16-inch.$8.25 

28-inch ..8.60 

Butcher No. 10, 16 tm. 1.25 

18 in. 1.86 

20 In. 1.60 

22 in. 1.66 

Kitchen No. 2, 12 in. .46 

14 In.50 

16 in. .56 

Mitre 24 la.8.50 

26 in.8.76 

28 In.4.25 

80 in.. 5.00 

Neat Complete No. 8. 1.50 


Com Sgl Brace V tooth .... 1.00 

Dbl “ “ 


Com Dbl Brace Tuttle tooth . 1.75 

Com Dbl Brace V tooth .... 1.5A 

SAW CLAMPS—Btcarna. 8, $1.75; 0, $1.00: 105, $8.60; 
200, $1.50; Went, 2, $2.60: Perfection. $1.00; No. 10, 

ux^ui n f*. ,a ' 00: Ho ' 11 wtk 


Colonial .. 1.25 

7 Taintor. 1.10 

28 Triumph. 1.15 

Hammer.86 

Lever.25 


Morin No. 2.2.25 

Morin No. 2ft.2.75 

Morin No. 8 . 1.00 

Setting Tool Diaaton— 

No. 100.65 

No. 4 Setting Block*— 

No. 4 Blocks, Morin. 1.00 
Swagea No. 0 Diaat.. 4.50 
Swages, Whltlnga.... 1.00 

Atkina Bex. 1.00 

Atkina Excelsior.75 


201 G. A P.$1.00 

Spec. Morrill.1.10 

105 Morrill.60 

1 Morrill. 1.00 

10 . 1.00 

77.60 

X Out— 

Morrill No. 8.$1.86 

Baker No. 8.2.25 

SAW TOOLS— 

Clipper Outfit.$ .75 

Morin Raker Gauge— 

No. 1 . 1.00 

No. 6 . 1.85 

No. 9 . 1.50 

Atkina Raker Swage. .40 

5-M Tooth Gauge.15 

Jointera Pikea Perf.. .60 

Jointera No. 7 Sterna .65 
8CALES—Family, No. 11021, $2.50 eaoh; 1102, $2.25 each. 
Peddlers, No. 101, $4.00 each; 108, $4.00 eaoh; 115, $4.00 
each; 485E, $4.00 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 808, 
$5.50 each. 

SCISSORS—Oaat, No. 10, 85c each; 44, 7%-inch 85c, 8%-ineh 
40c; 240, 4-inch, 25c, 4%-lnch, 20c; 255. 4-inch 25c, 4%- 
inch 80c, 5-inch, 85c, 5%-inch 85c, 6-inch, 40c; 820, 66e; 
850, 60c. 

Wiee, No. 4 B H, $1.10 each; 5 B H, $1.15; 4 R* $1.20; 
54ft. 85c; 55, 90c; 55%, 95c; 56, $1.00; 56%, $1.05; 
57, $1.10; 154%, $1.00; 155, $1.05; 155%, $1.10; 156, 
$1.15; 156%, $1.25; 157, $1.80; 864, $1.10; 864%, $1.15; 
865, $1.20; 866, $1.80; 468, $1.00: 468%, $1.05; 464, 
$1.10; 578, 81.80; 578%, $1.45; 674<4, $1.50; 668, $1.80; 
668%, $1.45; 664. $1.50; 768, 95c: 768%, $1.00; 764, 
$1.05; 764%, $1.10; 765, $1.15; 765%, $1.20; 766, $1.25; 
778, $1.00; 778%, $1.05; 774, $1.10; 814, $1.10; 814%, 
$1.15; 815, $1.20; 815%, $1.25; 816, $1.30. 

SCOOPS—Long Handle, No. A 4 L, $2.25 each; A 6 L $2.40; 
744 L, $2.50; 746 L, $2.60. 

STEEL 


D Handle, No. 1 A F, $1.90 each; 2, $2.00; 8, $2.0*; 4, 

§ .15; 5, $2.25: 6, $2.40; 7, $2.50; 8, $2.60; 9, $2.75; 10, 
.90; 742, $2.25; 748, $2.40; 744, $2.50; 745, $2.60; 746, 
.75; 747. $2.90; 748, $8.00; 749, $8.15; 750, $8.25. 
e laat figure in the number of a aeoop showa ita 
SCREW8— Iron Benoh— 




.$ 1.00 
1.10 
1.20 

Wood Hand— 

6 Inch. 

8 Inoh. 

10 Inch. 

12 Inoh. 

Jorgenaen— 

No. 0. 

No. 1. 

No. 2. 

SCREWS—Wood— 

Oontr. Broken 


.$ .45 
. .66 
. .85 

. .95 

.$1.15 
. 1.25 
. 1.60 


14 

16 

18 

20 

No. 

No. 

No. 


Inoh. 


inoh. 


1.40 

1.50 

1.25 

1.10 

1.85 

1.00 

1.70 

1.65 

2.00 

SAO 


Flat Hd. Brt.—Small 



Full Pkg. 

FkM. 

5c Do sen to 

$1.00 List 

FH Brt 

....60% 

50% 

10c Dosen to 

2.0@ Lint 

FH BL . 

....60% 

50% 

15o Dosen to 

8.0© List 

RH BL 

....60% 

50% 

20c Dosen to 

4.0# List 

RH Nlc. 

....60% 

40% 

26c Dosen to 

6.00 Liat 

FH GaL 

....40% 

80% 

80e Dosen to 

6.00 List 

FH Brs. 

.... 20 % 

20 % 

85o Dosen to 

7.00 List 

RH Brs. 

.... 20 % 

20 % 


Retail 


Lag .liet Pima 35< 

Cap V. thread .liat Plum 

Omp SAE .Hat Plum 

Set :.liat Plum 

Machine Iron 80% off Uat. 

Machine Braaa .liat Phta 10% 

Nuta for Machine Screwe—Iron, add 20% to Liat Price; 
Braaa, 40% to Liat Priee. 

Bench—Iron—1-inch, $1.00; 1%-ineh, $1.25; 1%-im, 

$1.50; 1%-inch, $2.25. Wood—2-lnch, $1.25. 

SCREW DRIVERS—Yankee—80, $2.00; 81, $1.75; 86, 

81.50; 180. $2.25; 181, $2.90. 

SCREW DRIVERS—G. A P.—867—1%, 85©; 8, 40c; 4, 45c. 
SCYTHES—Buah— 

No. 

400 .$1.90 

Weed 

800 . 

Grata 

200 . 

250 .. . 

STEEL—Mild—See Iron. Tool, 20e; Drill, Com., 20c. 
STEEL GOODS—Forks, Alfalfa—Aol84%, $2.00 each; AolSS, 
$2.00 each. _ 

Forka, Barley—Bol85, $2.00 eaoh; B0505, $2.75; B0I8D. 

5 2.00; Bo5oD, $2.75. 

orks, Barn or Ensilage—No. 508. $2.50 each; 510, $2.75. 
Forka, Hay—No. o 8154%B, $1.60 each; o 8155B, $1.65 
each; o 8155%B, $1.75; 0 8164%, $1.80; o 8165, $1.85; 
n 8165%, $2.00. 

” ‘ .., $2.25 each: Rol55, $2.25; 

$2.85; Rol64%, $2.40; Rol65, 
- - - $2.25; 


Each 

No. 

Each 

$1.90 

450 . 


1.90 

850 . 


1.90 

100. 

.. 1.90 

1.90 

150. 



Forka, Header—Rol54% 
Rol55%, $2.25; Rol56, 

t 2.50; Rol65%, $2.50; 

0155%, $2.85. 

Forka, Manure—No. o4D, 
$1.75: 06DX, $1.75; o6D, 


Rol66, $2.60; 8ol55, 


$1.60 eaoh; o5DX, 
$2.25; 44Z, $1.00; 


$1.60; o5D, 
44X, $1.25; 


44%i, $1.85; 54%rf, $1.50; 64%X, $1.75; o44%XZ, $1.85; 
o44X, $1.40; o44%x!, $1.50; ©44%, $1.50; o54%X, $1.75; 
o54%, $2.15; o64%X, $2.15; o64%, $2.25. 

Forka, Spading—No. B4D. $1.10 each; LDX, $1.50; oLDX. 

J l.se • L4X, $1.85; oL4X, $1.50; o5H4, $2.50; Jo4, $2.00; 
oW, $2.50. 

Hoea, Weeding —No. A, $1.25 each; IP, 50c each; 2P, 60 
8W, 60c; 4P, $1.00; 4PM, 50c; 6P, $1.25; 6PM, 65c; 
BB6, 90c; W7, $1.10; W7%, $1.10; 84W. 75c^ 

Hooks, Potato— -No. 4BHD, $1.25 each; 4BHFM, $1.25; 
5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR, $1.85; 
6GNR, $1.50. 

Hooks, Manure—No. M40, $1.85 each. 

Rakes, Cast Steel—No. 10, 85o each; 12, 90c; 14, $1.00; 
16, $1.15. 

Rakea, Hay, Wood—No. 01, 50c each. 

Rakes, Lawn—No. 86LR» $1.15 eaoh; 120R, 65c; 124R, 
65c; 2046, $1.15. 

Rakes, Malleable—No. 10BM, 50c each; 10SM, 50c; 12BM. 
65c; 12SM, 60c; 14BM, 60c; 14SM, 65c. 

Rakes, 8teel Bow—No. Bll, $1.10 each 8B12, 90c; B18, 
$1.25; SB14, 90c; B15, $1.85; SB16, $1.00. 

GOODS— 


Potato Forks. 

P064 . 1.70 

P06D . 1.86 

Sluiee Forks. 

208 .$1.86 

210.8.60 

212 .2.75 

Ooko Forks. 

710 .$2.60 

712 .2.75 

714 .8.00 

Sharings Forks. 
806L ..8.161 


Fish Forks. 

IF . $ .75 

Stone. 

HH4 . 1.65 

008 .9.SS 

Riveted. 

RA.40 

Socket. 

G078 .96 

G078X_ JO 

Snathes. 

50 .1.85 

100 . 1.50 

Smith's Hoes. 

BOA . 1.00 

Warren. 

Hoes. 

wv T . no 

Beebe. 

BB6.90 

Nursery. 

No. 7 . 1.00 

BB6% . 95 

German. 

GE2-0 . 90 

Planter's Eye. 

AE8 . 65 

ASS . 75 

W7% . 1.15 

W8 . 1.20 

Acme. 

A .1.16 

Ladies'. 

LY5 .65 

Mattock. 

DE8.76 


Mortar. 

9 .$1 

S10. 1. 

M210.1 

M29. 1 

Invincible. 

1905 .$1. 

Asphalt. 

914 ..2, 

Turf. 

Edger .$1, 

Dandelion. 

Spuds . 

Dock Cutter. ..81 


Floral Beta. 

1.50 

8.55 

8PF .1.85 

4P8F.2.50 

Floral Shovels. 

|F8D. JO 

Floral Hoes. 

|TY4.65 

Floral Rakes. 

|GR6.45 

Olam Rakes. 
1120.8JS 
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SHEARS—OnM 


1 .. 
36 

m .. 

007 

Hedge 


101 8 


Eaoh 


Each 

.$ .85 

0SS7. 


. .50 

460 . 

.60 

. .65 

07%. 

.85 

. 1.15 

11 G. 


. 1.35 

101 9. 

.2.25 

. 2.00 

101 10. 



SHEARS—Dressmakers', Etc., Wist 

No. Each No. Each 

180.$2.85 189 . 1.80 

186 . 1.15 190 L.3.25 

186% . 1.35 198 . 1.45 

187 . 1.80 199 . 1.80 

187%. 1.85 847 . 1.50 

187% L H. 1.75 847%. 1.60 

187 . 1.45 848 . 1.65 

188 L H. 1.80 447 . 1.65 

188%. 1.50 447%. 1.75 

189 . 1.80 448 . 1.85 

147 . 1.80 1080 . 2.25 

147%. 1.40 1086 . 1.15 

148 . 1.45 1086%. 1.35 

148%. 1.50 1087 . 1.80 

180 . 2.25 1087%. 1.40 

182 . 2.75 1088 . 1.45 

184 . 8.45 1088% . 1.50 

186.$4.45 1089 . 1.80 

8HEET8—Galvanised, Fall Sheets—10 to 16, 13%e lb.; 18 
to 24, 18c: 26 to 27, 18c; 28, 14o; 80, 15c.. Black 
Sheets—Fall Sheets, 12 to 16, lie lb.; 18 to 28, 12c. 
For catting sheets, add 10% to above. Corrugated—Ptd., 
28 Ga., $6.75; Galv., 26 Ga., $10.50; Galv. 28 Ga., $9.50; 
Rock Face Siding, $10.50. 

SHEETS (STEEL)—Black, Soft, 18-30, 22-24, 36, 27, 28, 80 

a age, 15c cat, 10c fall sheet. 

tlvonixed Flat, 12-14, 16, 18-20, 22-24, 26, 37, 28, 80 
gauge, 18c eat, 12c fall sheet. 

Galvanised, Corrugated, 26-gauge, 6 to 10 feet, open; 26- 

f auge, 12 feet, open; 28-gauge, 6 to 10 feet, open. 

’ainted. Corrugated, 28-gauge, 6 to 10 feet, open. 
SHIELDS— 

Diamond—Expansion % .each.20 

8-16, each.$ .05 Diamond—Lead 

%. each.06 %x%. each.$ .04 

5-16, each.07 8-16x% eaeh.04 

%, eaeh.08 8-16x1 each. ,04 

%, each.13 %x% each.06 

%. eaeh.15 %xl .06 

SHINGLES—Tin, 5x7, $8.00. 516x1 . 07 

SHOES—Horse—Light, extra light or snow. All rises, lOelb. 
Male—No. 00 * 0. 12c lb.; 1, ll%o; 2 8 larger, lie. 

Oast Sleigh—Flat. 9c lb.; Oeneave or Convex, lOe lb. 
SHOT—Air Rifle. No. 25 (balk), 20c lb.: No. 125 (1-Ib. bags), 
20e lb.; No. 525 (tabes), 10c pkg. Balls, Nos. 0, 00, 000 
20c lb. Buck, Nos. 1, 2, 8, 20c lb. Drop, Nos. 1, to 12, 20e 
lb.; B, BB, BBB, 20c \i. 

SHOVELS—D Handle, Round Point, No. 102. $2.60 each; 201, 
$2.25; 401, $1.90; 1008, $2.15; 1004. $2.25; 1005, $2.50. 

D Handle, Square Point, No. 104. $2.60 eaeh; 208, $2.25; 
807, $2.75; 408, $1.90; 404 B, $1.90; 1009, $2.50; 1010, 
$2.25; 1111, $2.15: 1112, $2.25. 

Long Handle, Round Point, No. 200. $2.25 eaeh; 800, $2.25; 
400, $1.90; 400 A, $2.25; 700, $2.25; 701, $2.50; 800, 
$2.50; 801. $2.50; 1000, $2.15; 1001, $2.25; 1002, $2.50. 
Long Handle, Square Point, No. 108, $2.60 each: 202, $2.25; 
804, $2.50; 402, $1.90; 702, $2.50; 1006, $2.15; 1007, 
$2.25; 1008, $2.50. 

AS8E8' SKIN—25, 45c; 50c, 65c; 75, 8Se; 100, $1.00. 


SLEDS—Hand and Coaster. 


Jr. Racer 


Flexible Flyer- 

No. 1 . 

No. 2 . 

.$8.00 
. 3.50 

Racer . 

Tux. Racer . 
Fire Fly- 

No. 9 .... 

No. 8 . 

. 4.50 

No. 4 . 

. 5.60 

No. 10 .... 

No. 6 . 

, . 7.5C 

No. 11 .... 

No. 6 . 

.15.00 

No. 12 .... 


4.25 

. 5.00 


.$1.75 
. 2.25 
. 3.75 
. 8.25 


1.50; 


IUAIUvO, PlflftU— 

0. 

8. 

Eaeh 

. 2.00 

No. 

24 .. 


Each 

.... 1.35 

8 B, 8 G. 

10. 

. 2.60 
. 1.50 

27 .. 
100 .. 


-1.75 

.... 2.50 

14 . 

. 1.75 

100 A 


_8.25 

14 B, 14 G. 

. 2.50 

100 B, 

100 G. 

_ 8.00 

22. 

. 1.25 

100 0 

R. 

_ 8.85 


No. 

Each 

No. 

Eaeh 

100 G V R. 

... 8.00 

100 R G T D .... 

.. . . 4.25 

100 R. 

... 8.75 

101. 

_2.25 

100 R B T D. 

... 4.26 

1016, 1018 . 

_8.75 

Try and Mitre 

S 6 . 

... .75 

15 7% .. 

_1.15 

9 7%. 

... .85 

20 4%. 

.45 

2 9 . 

... 1.00 

20 6 ". 


12 4 . 

... .45 

20 7 %. 


12 6 . 

... .50 

20 9 . 


12 8 . 

... .65 

20 10 . 


12 10 . 

... .85 

20 12 . 

!!.. l.oo 


STONES, SHARPENING—Aloxlte or Carborundum—No. 107, 
$1.25 each; 108, $1.50; 109, $1.00; 110, $1.25; 111, 75o; 
112, 65e; 115 to 117, $1.25; 118 to 130. $1.00; 121 to 128, 
75c; 124 to 126, 75c; 188 to 185, $1.00; 186 to 188, 
65e; 142 to 144, 50c; 145 to 147, 85c. 

Pike's Oil and water—No. 18, 60e each; 14, 60c; 16, 
10c; 20, 40e; 22, $1.00; 25, 15e; 87, 25c; 40, 25e; 42, 
35o; 48, 50e; 51, $1.00; 53, $1.25; 58, $1.50; 54, $1.00; 
55, $1.25; 56, $1.50; 59, 15e; 60, $1.75; 62, $2.25; 66, 
$2.75; 68, $3.75; 78, 50o; 80, 60c; 86, 75c; 88, $1.00; 92, 
50e; 94, 60c. 

Pike's Scythe—No. 89, 15e each; 40, 15c; 41, $15c; 42, 20c. 

SPRAT PUMPS—Faultless, Tin, each, 60e; Barnes Me. 254, 
$4.50; Barnes No. 276, $7.00. 

STAPLES—Netting, Galv., 15c lb.; Barbed Wire,, Polished, 
7%o. 

STARRETTS' TOOLS—"Shop" or "Retail"— 

Micrometers, 40% above list. 

Caliper Rales, 40% above list. 

Thickness Gauges, 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% abovo list. 

G. A P. GOODS—Hack Saw Frames— 

69..$1.75 69B. .$1.50 347..$2.00 5..$ .50 14..$8.00 

STOCKS A DIES— 

Green River List plus 25% Common No. 1 pipe..$7.75 

Little Giant, List plus 26% No. 2.9.90 

Armstrong No. 1 pipe $5.85 Stoeks Only— 

No. 2. 7.80 Common No. 1 Pipe $2.76 

No. 2%. $.50 Common No. 2 Pipe 4.75 

No. 8, 1% to 2.18.00 Armstrong No. 2.... 8.50 

No. 8, 1 to 2.15.60 No. 8. 6.85 

STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handle or 
No. 20 Lever Handle— 

% Inch.$1.26 % inch.2.00 

% inch. 1.76 1 inch.8.00 

No. 80 High Grade "Cap" Pattern T or Lever Handle- 
Rough Brass, Iron Pipe Threads 

% inch.$1.50 % inch.2.50 

% Inch.2.10 1 Inch.$.76 

8TOVE8—Common Air-Tights— 

No. 16 Unlined.$2.25 No. 22 Lined.$4.60 

No. 18 Unlined.8.00 No. 24 Lined.6.00 

No. 20 Lined.4.00 No. 26 Lined.$.00 

STRIP-r—Weathe 

8UPPORTS—Wagon 
No. in. Prioe 
1 % $150 


-Rubber, %-ln. So per ft; %-in. 4c ft. 

Tongue- 
No. in. 

3 % 


Price 

$2.00 


No. in. 
8 % 


Pries 

$2.76 


8M00TH-0N—75o lb. 

BOLDER—% and %, 70c lb.; No. 1, 90-100, 65c lb.; Wiping, 
40-60. 60c lb.; Wire, 50-50, 75c lb.? Electrical Wire, 40-60, 
65c Id. 

SNIPS, TINNERS'—Wise, Regular—No. W6%, $8.75 pair; 
W7, $8.15- W8, $2.50; W9, $3.30; W10, $2.00; Wll, 
$1.50; W12, $1.25. 

Wise, Curved Blade—W6%OB, $5.40 pair; W7CB, $4.40; 
W8OT. $8.75; W90B, $8.45; W100B, $8.15; W11CB $2.f~ 
Wl20fc, $2.20. 


SWEEPERS, CARPET—Bissel's—American Queen (N), $5.50 
each; Club (N), $10.00 each; Grand Rapidk (N), $5.00 
each; Grand Rapids (J), $4.50 each; Parlor Queen (N). 
$6.00 each; Princess (N), $5.25 each; Superba (N), $7.00 
each; Universal (N), $4.75 each; Universal (J), $4.25 each'. 

TACKS—Bill Posters', No. 545 Wire, or 555 Cut—8, 85c 
lb.; No. 4, 85c lb.; 6, 85c; 8, 86c; 10, 85c. 

Carpet, No. 484 Out, or 484 Wire % lb. papers—8, 10c 
box; 4, 10c; 6, 10c; 8, lOo; 10, 10c: 12, 10c. 488 Cut, 

er 488 Wire % lb. papers—8, 7%c box; 4, 7%c: 6, 
7%c; 8, 7%c; 10, 7%c. No. 495 Wire in bulk— 
8, 85c lb.; 4, 85e; 6, 85c; 8, 85e; 10, 85c; 12, 85c. 
Gimp—No. 824, 2%, 15c box; 8, 15c; 4, 16c; 6, 15o; 8, 15c. 
Upholsterers'—No. 804 Out, % lb. papers—1% 16c box; 
2, 15c; 2%. 15c; 8, 15c; 4, 10c; 6, 10c 8. 10c: 10, 10c; 
12 to 16, lOe. No. 805, Out, er 855 Wire in bulk—8, 85c 
lb.; 4, 85c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Double Pointed—Blued, % lb. papers—9. 6e box; 10, 5e; 
11, 5o; 12, 5c; 14, 5e. Blued in bulk—209, 80c lb.; 210, 
80e; 211, 80o; 212, 80o 

TAPS—Machine Head— 

1-16 to 16-64 

% to 1. 

1 1-16 to 2- 

Left Hnd Dbl list plus 
Machine 
1% to 13 

14 to 24. 

Machine Nut- 


Digitized by ' 


90% 

1 1-16 to 2. 

Dias. 

...20% 


Stove Bolt— 


l°oi 

8-16 . 

% to %. 

:::8$ 

.86% 

PH"— 


.86% 

% to 2. 

...40% 


2 % to 8. 

...80% 

$0% 

8% to 4. 

...20% 

OCX 

tie 
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HARDWARE WORLD 

RETAIL SELLING FMOE&—Oonttauod. 


TAPES— 

iUrntt 

m, sio. 2 5-ft. 
Ho. 510, 50-ft 

Ho. 510, 75-fi. 

Ho. 510, 100-fft. 
Ho. 505, S5*fft. 


550 $8.85 
868 4.85 

865 6.15 

866 7.75 

840 8.85 

566 4.75 
566 6.00 
100 4.00 

108 6.00 


TEES—Store Pipe—Cylinder— 

Asbestos 6 lnsh— 

6x4, oooh.$ .00 

6x6, oooh. 1.85 

6x8, oooh.1.66 

8x6, oooh.1.76 

TENTS— 

Site 


Storrott 


Adjustable 6 


A or Wedge— 

5x7. 

7x7. 

7x9. 

Flys—% price of tent. 


THIMBLES—Asbestos—Each, 

$1.65; 8x6, $1.75. AdJ. Sto 
75o. 

THIMBLES—Fine—6-in., lOe; 7 in., lOe. 
THICKNESS GUAGE8—40% above list price. 
TIN—Common Roofings—40c per sheet. 

TINWARE— 

Boilers, Coffee 

No. Each 

017 $1.85 

018 . 1.60 

019 1.75 

027 1.50 

028 1.70 

029 1.85 

851 %.90 

852 1.05 

358 1.25 

854 1.50 

356 1.86 

Boilers, Wash 

8 . 7.50 

9 . 8.00 

028 A . 8.25 

28 A . 8.50 

29 A . 8.75 

0128 B . 8.50 

128 B . 8.65 

129 B . 8.85 

0228 B . 8.75 

229 B . 4.00 

Bowls, Wash 

06 %.20 

07 25 

08 .80 

6% .85 

7 40 

8 .45 

Buckets, Covered 

11 .20 

11% .25 

12 .80 

13 .35 

14 .40 

Buckets, Dinner 

1 .75 

2 .85 

8 95 

04 1.10 

30 .75 

40 85 

600 1.50 

650 1.85 

674 . 1.65 

675 . 1.75 

Cans, Milk 

1 .40 

2 .50 

8 65 

4 80 

•1 40 


4 to 8... 


... .65 

6 to 12.. 


... .75 

Adjustable 7 inch— 

6 to 12.. 


... .85 

Polos * 
Stakes 

8*os. 

10-os. 

Per Set 

.$10.40 

$19.15 

$2.86 

. 12.85 

14.85 

2.85 

. 14.25 

16.65 

2.85 

. 16.75 

19.55 

8.25 

. 22.50 

26.25 

8.90 

. 27.75 

89.45 

6.20 

. 29.50 

84.65 

5.20 

. 86.65 

42.55 

6.20 

. 40.25 

47.85 

6.20 

. 44.85 

51.75 

6.50 

. 50.50 

58.76 

7.80 

. 61.10 

71.25 

8.45 

. 6.50 

7.55 

1.95 

. 8.20 

9.55 

2.25 

. 9.80 

8e each. 

11.50 

2.60 

c4. 90c; 6x6. $1.25: 6x8. 

Pipe—4 to 

8, 50c; 

6 to 12, 


02 . 


08 . 

... .65 

04 . 

.80 

12 . 

... 2 75 

14 . 

... 8.25 

500 . 

.. . 4.00 

502 . 

... 4.50 

508 . 

. .. 5.00 

505 . 

. . . 5.50 

510 . 

... 7.50 

Kettles, Tea 


01%. 

... .40 

02 . 

... .45 

027 . 

. .. .60 

028 . 

... .75 

029 . 

. .. .90 

047 . 

. .. 2.00 

048 . 

... 2.50 

049 . 

. .. 2.75 

067 . 

... 2.00 

068 . 

... 2.60 

069 . 

... 8.25 


Ladles 

010 . 

.25 

012 . 

.80 

11 . 

.80 

29 . 

.25 

Makers, Universal Bread 
and Cake 

1 8.75 

4 8.75 

8 4.50 

44 8.25 

Measures 

1 . 

.20 

2 . 

.80 

80 . 

.15 

88 . 

.80 

84 . 

.40 

85 . 

.50 

86 . 

.70 

122 . 

.15 

123 . 

.... .20 

124 . 

.80 

125 . 

.40 

126 . 

.50 


4.0$ 

Moulds, All Kindt 

1 Melon. 

. 1.85 

201 

201% 

IQ Plain- 

IC, Plain- 

.15 

.15 

5.95 

2 

Melon. 

. 1.50 

202 

IQ Plain_ 

.15 

6.76 

2 

Padding. 

. 1.49 

208 

IQ Plain_ 

.20 

in 

02 

. 1.05 

204 

IQ Plain .... 

.20 

8.00 

8 

Melon. 

. 1.65 

205 

IQ Plain- 

.25 

8.75 

8 

Padding. 

. 1.60 

206 

IQ Plain_ 

J2 5 

6.26 

08 

. 1.15 

208 

IC, Plain_ 

.30 

8.60 

4 

Melon. 

. 1.90 

2100 

10, Plain .... 

.85 

4.50 

08 


. .15 

2120 

10, Plain .... 

.45 

6.75 

10 


. .80 

800 

IC. Ret. 

.15 


15 . 

25 . 

61 . 

061 . 

61% . 

061% . 

62 . 

062 . 

63 . 

068 . 

80 . 

Pails, Dairy 
10 . 


12 . 

14 . 

40 . 

50 . 

60 _ 

80 . 

100 . 

104 . 

105 . 

120 . 

124 . 

125 . 

140 . 

144 . 

145 . 

200 . 

220 . 

240 . 

410 . 

412 . 

414 . 

512 . 

514 . 

Pans. Dish 
8—IX Tin 

10 . 

14 . 

17 . 

21 


.40 

.45 

.45 

.45 

.50 

.60 

.55 

.50 

.65 

.60 

.25 

.75 

.85 

.95 

.85 

.85 

40 

.45 

.50 

25 

40 

55 

35 

50 

65 

60 

75 

45 

10 

25 

85 

50 

65 

15 

.25 


800% 

801 

801% 

809 

808 

804 

805 

806 
808 

8100 

8120 

504 

505 

506 
508 
510 
512 


IC. Ret.20 

10, Ret.20 

10, Ret..25 

IC, Ret.30 

10, Ret.85 

IC, Ret..40 

IC, Ret.45 

IC, Ret.50 

IQ Ret.55 

IQ Ret.65 

IQ Ret.80 

IX; Ret.45 

IX, Ret.50 

IX, Ret.55 

IX Ret.65 

IX, Ret.70 

IX, Ret.85 


Pans, Muffin 

6 . 

8 

9 . 

12 .. 


10—IXX Tin . 1.2 

14 1.5 

17 1.6 

21 . 1.1 

17—IXXX Tin. 1.1 

21 . 2.2 

80 . 8.0 

Pans, Milk 

200 10, Plain.10 

200% IC, Plain.10 


.90 

,00 

10 

25 

50 

25 

50 

65 

85 

90 

25 

00 


Pots, Coffee 

1 . 

1% ....... 

2 . 

8 . 

4 . 

6 

Scoops 
0 . 

000 . 

2 . 

8 . 

4 . 

12 . 

14 . 

20 . 

80 . 

40 . 

164 . 

165 . 


Sifters, Flour 

0 . 

1 . 

4 . 

5 . 

10 . 

50 . 

Fairy . 


.80 

.35 

.45 

.60 

.35 

.40 

.45 

.50 

.55 

.85 

.15 

.25 

.45 

.50 

.55 

.20 

.25 

.60 

.70 

.90 

2.00 

2.50 


.35 

.85 

.45 

.30 

.35 

.35 

.20 


Kettles, Lipped Preserving 

160 85 

180 40 

200 50 

220 .60 

240 70 

260 85 

280 95 

800 . 1.00 

820 1.25 


TONGS—Vulcan Chain—81, $8.50; 82, $5.00; 88, $7.00; 
83%, $9.00; 84, $11.00. 

TORCHES—Alcohol, No. 28, $2.00 each. 

Gasoline, No. 14, $4.00 each; 87, $6.75 each; 88. $7.25 each: 
81, $7.75 each; 82, $8.00 each; 48, $9.25 each; 61, $7.25 
each; 62, $10.50 each; 112, $6.50 each; 114, $6.00 each. 
Kerosene, No. 95, $7.25 each; 96, $8.00 each. 

TRAPS— Fly —Paragon, 35c each; Balloon, 25c; Edgewood 

(1) , $2.00; Edgewood (2), $2.00; Avis (1), $2.10; Avis 

(2) , $2.00; Avis (3), $1.90; Perfect, $1.45. 

Game—0 Newhouse. 40c each; 1 Newhouse, 50c; 1% New- 
house, 70c; 2 Newnouse, 90c; 3 Newhouse, $1.35; 4 New¬ 
house. $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 30e; 
1 % Oneida Jump, 40c; 2 Oneida Jump, 55c; 0 Victor. 
20c; 1 Victor 25c; 1% Victor, 35c; 2 Victor, 45c; 8 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western, 25c each; Noxall, 25c; Maccabee, 25c; 
Easy Set, 25c; Newhouse. 25c; California Pocket, 25c. 
Mole—Reddick. $1.00 each; Out-O-Sight, $1.25. 

Mouse—Sure Catch, 5 each; Security, 10c; Choker-Wood, 
15c; Choker-Tim, 15c; Delusion, 25c; Holdem, 50c; 
Cage. 25c. 

Rat—Sure Catch, 10c each; Security, 25c; Holdem, small, 
75c; Holden, large, $1.00. 


TROUGH— 

Eaves— 

4 in.$ .18% 

5 in.15 

6 in.18 

Mitres— 

4 in..:$ .45 

5 lash.50 

6 In.60 

Hangers—Wire— 

4 inch, per dos.$ .80 


5 inch, per dos.85 

6 inch, per dss.40 

End Caps— 

4 la....:.$ .15 

5 in.90 

6 la... M 

End Pc. Oemp.— 

4 in.$ JB5 

5 in.80 

6 in. .85 


Digitized by 


Google 
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SET AIL SELLING* PRICES—Continued. 


TROWELS (BRICK)—Farmer., No. 555 (Handy), 25c each. 
Standard, No. 55, 8 to 12 (177), $1.00 oach. 

Disaton, No. 10 t 10%, $1.50 each; 11, $1.60 oaeli; 11%, 
$1.66 oaoh; 12. $1.75 oaeh; 18, $1.85 osoh; 14* $2.00 aaek. 
Marshalltown, No. 10 W, 10%, $1.50 each; 11, $1.50 i 
11%, $1.50 each; 17 L, 11, $1.75 oach; 11%, $1.75 
TURNS—-Cupboard—Brass Platod— Small, SOo; largo, 25a. 
TWINE—Sacking*— % -lb. hank, 20o. 

TWINE—Cotton—Wrapping, 00c lb.; Budding, OOo lb. 

Flax—No. 18 B B, 40c lb.; 24 B B, 40c lb.; 18 B O, 1018 
B 0, SOo lb.; 24 B C. 1024 B O, 50c lb.; 86 B 0. 1086 
B u, 50c lb.: 80. Sacking. 40c lb.: 40, Sacking, 40o lb.; 
88, Saoking, 75c lb.; 44, Backing. 75c lb. 

Hemp—No. 4%, 80c lb.; 6, 80c lb.; 07, 80e lb. 

UNIVERSAL PLATES—Mild Steal Bara. 

%-inch and thicker and wider than 6-inch... 0.25 owt. 

VALLEY—Tin—4-in., 6c ft.; 10-in., 10c; 14-in., 14e; 20- 
in.. 20c. Tin Valley—Painted 2 aide#—14-in., 16c. 

VALVES— 

Standard Jttobe and Standard 

Gate Velrei 


% . 

.$ .75 

.80 

% . 

.1.60 

a? 



. 1.65 

% 

. 1.10 


. 1.80 

% . 


% . 


1 . 


l . 


1% . 

.2.75 

i% . 

.4.00 

1% . 


i« :. 


2 . 


2 . 



VISES—Solid Box- 

85 lb.$12.50 

40 lb.18.15 

45 lb. 18.75 

50 lb. 14.40 

55 lb.15.00 

60 lb.16.25 


65 lb. 17.50 

70 lb.18.75 

75 lb.20.00 

80 lb.21.00 

86 lb.28.16 


00 lb.25.00 

05 lb.26.25 

100 lb.27.50 

125 lb.85.65 

150 lb.48.60 


W AGON 8—Expreaa. 


Steel— No. 80 .7.00 


No7'04. 

No. 08 . 

...$1.50 
... 1.65 

no. ou . 

No. 40 . 

Wagners— 

No. 18 . 

No. 20 . 

No. 24 . 

1 .uu 
7.50 

No. 02 . 

No. 0 . 

No. 1 . 

... 1.85 
... 2.25 
... 2.75 

6.50 

7.50 

8.50 

no. m ••••••••• 

No. 8 . 

... 8.00 
... 8.50 

Mars—Wells— 


Coaster—Star. 

No. 10 . 

No. 20 . 


No. 10 . 

5.75 

...$5.75 
... 6.50 

No. 11 . 

No. 12 . 

6.50 

7.00 


WASHERS—Oast Iron—Size % to %, 12 %c lb.; % to 2, 
12%c lb.; Angles, all sizes. 15c lb. 

Malleable—Standard, 18c lb.; Nail Hole, 18e lb.; Angle, 
20c lb. 

Wrought Steel—Size 8-16, 80c lb.; %, 25c lb.: 5-16, 25c 
lb.; %, 20c lb.; 7-16, 20c lb.; %, 15c lb.; 9-16, 15c lb.; 
%, 15c lb.; %, 15c lb.; %, 15c lb.; 1, 15c lb. 

WA8TE—Cotton—No. 6 X White, 80c lb.; 1 White, 28c lb.; 
2 White. 26c lb.; 01 Colored, 24c lb.; 02 Colored, 21c lb.; 
10 Wool, 26c lb. 

WATCHES— 

Yankee .$1.35 Junior.2.75 

Triumph. 1.60 Midget .2.75 

Eclipse .2.00 Radlolite .2.50 

WAX—Floor, 60:., 

WEANERS—Calf—Shews No. 1, 50c; No. 2, 85a. Hooaier 
N 11, 75c; No. 12, 85c. Kantsuk—Calf, 40c; Cow, 60e. 

WEDGES—Truckee-Alki, lb., 15c: Oregon-Atha, 25e; Cedar- 
Atha. 25e; Cedar-AIM, 15c; Falling, )7e; Saw, 10c. 

WEIGHTS—Saab—8 lbs. and over, 4c lb. Breners or Bal¬ 
ances—%, 7c lb. 


WHEELBARROWS — Brick — No. 10 B, $10.75 each; 20, 

S 10.75. 

arden—No. 2 V, $9.50 each; 8 V, $11.25; 21, $6.25. 
Railroad—No. 15, $5.50 each; 17, $6.50; 19, $6.75. 

Steel Tray, Wood Frame—No. 2 A, $12.00 each; 28, $8.50; 
27, $12.50; K 29, $16.50. 


Steel Tray and Frame—No. AX, $11.25 each; 4, $18.00; 6, 
$14.25; 10, $19.50. 


WINDOW GLASS — 8B Grade — 

Single Strength— 

let 8 Brackets.80% 8rd 8 Brackets.80% 

2nd 8 Brackets.80% Double Strength .80% 

Extras for Putting in Glass— 

1st 8 Brackets, light.$ .50 8rd 8 Brackets, light.$1.00 
2nd 8 Brackets, light .75 

Larger Lights.76c per hour, per man 


WIRE—Plain Fence— 


Black—Nos. 6 to 16, 6 to 24-lb., lots.$ .08 

Galranised—Nos 6 to 16, 5 to 24-lb., lots.10 

Black, 1 to 6-Ib.$ .10 Galr.. 1 to 6-lb.12 

Barbed Fence— 


Glidden Ptd, $6.80: Glidden Galr., $7.00; Baker Ptd, $6.65: 
Baker Galr.. $7.25; Waukeganito Galr., $8.00; Am. Spel 
Galr., 80 rd spls, ea,, $4.45; Glidden 80 rd spls, $6.00; 
. Baling Wire—14 Ga., Full Coils. $6.55 100 lbs.; 16 Ge^ 

S B.65; 16 Ga., $6.76. 

roken Coils—1 to 24-lb. add 8c lb.; 25 to 50-Ib. add 2c 
lb.; 50 to 100-lb. add 1 e lb. 

Bale Ties— 0% ft.. 15 Ga., per bundle of 250, $8.25 
WIRE, FENCE—Barbed—2-pt. Glidden (galranized), open; 
2-pt. Waukegan (galranized), open; 4-pt. Lyman (gal¬ 
ranised), open: American Special (galranised), open. 
Smooth-Twisted—Two Strand, open. 


WIRE CLOTH—Hardware Galranised—Mesh and Kind, 1-inch 
mesh, 16c square foot; %-inch mesh, 13c: -ft-inch mesh, 18c; 
2-mesh, 9c; 3-mesh, 9c; 4-mesh, 9c; 6-mesn, 10c; 8-mesn, 10c. 
Screen—12 M, Black, 8%c square foot; 16 M, Black, 5c; 
14 M, Bronze, 15c; 14 M. Galranised, 4%c; 16 M, 5c; 14 
M, Opal, 5 c; 16 M, Opal, 5c. 


WOODENWARE— 
Boards, Pastry 


No. 

Each 

18x22 inches. 

. .$ .80 

18x24 inches. 

.. .90 

20x27 inches. 

.. 1.05 

Bowls, Chopping 

11 inches. 

,.. .20 

18 inches. 

,.. .85 


No. 

Each 

15 inches. 

_$ .66 

17 inches. 

_1.75 

19 inches. 

.... 2.00 

Pins, Rolling 


20 (1) . 

.40 

80 (2) . 

.45 

10. 

.25 


WOOL, STEEL—2-os. Package (all numbers), 15c each; l-lb. 
package—0, $1.00 each; 1, 75c; 2, 70c; 8, 60c. 

WOOL—Steel—l-lb. rolls—0. 85e; 1. 75c. Wheels—Grinding 
Discount 40%. 

WRINGERS (CLOTHE8)—American—No. 10, $4.25 each; 10 
M, $8.85; 100, $5.75; 110. $4.75; 117 E, $6.25; 180 E, 
$6.00; 180, $6.00; 180 E. $6.50; B 180 E, $10.50; 190 E, 
$6.50; 800, $6.00; 301, $6.25; 802, $7.00; 860 E, $7.25; 

361 E, $8.00; 370 E, $6.75; 390 E, $6.75; 570 E, $7.60; 

571 E, $8.00; 590 E, $7.50; 591 E, $8.00. 

Mop — Eagle, No. 10, $2.50 each; 14, $2.75; 22, $8.50. 

White, No. 2, $2.25 each; 8, $8.00; 1, $8.50; 0, $4.25; 8, 
Steel, $4.00. 

WROUGHT BRA88 BUTTS—Narrow, Middle A Broad Add 
85% to List. 


WRENCHES—Agricultural—No. 6, 75c each; 8, 90c; 10, 
$1.05; 12, $1.85; 15, $1.75. 

Alligator-—0, 20c each; 1, 25c; 2, 60c; 8, $1.45; 12, 80c; 
13, 50c. 

Bemis A Call—No. 12. $2.50 each- 15, $8.75: 18. $6.75. 
Coes’—Key (28), $20.00 each; Key (86). $25.00; Knife 
(6), $1.25; Knife (8), $1.55; Knife (10), $1.85; Knife 
(12), $2.50; Knife (15). $8.00: Knife (18), $4.00; Knife 
(21), $5.00; Steel (4), $1.10; Steel (6), $1.25; Steel (8), 
$1.55; Steel (10), $1.85; Steel (12), $2.50; Steel (15), 

S 3.00; Steel (18), $4.00; Steel (21), $5.00. 

Vescent—No. 68 (8), $1.60 each; 188 (4), 70c; 188 (6), 
75c; 188 (8), $1.00; 188 (10), $1.25; 188 (12), $1.50; 
188 (15). $2.00; 810 (10), $2.00. 

Parts ada 10%. 


WRENCHES— 

P. 8. & W. Stronghold 

Each 

25 6 $1.20 

25 8 1.50 

25 10 1.80 

25 12 2.35 


25 15 
25 18 
25 21 


Each 
.$2.85 
. 8.75 
. 4.75 


ZINC—Full Sheets, 40e lb.: Ism than Sheets, 60c lb. 


Retail Selling Prices are Revised up to Time of Going to Press 
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Abendroth Bros. 16 

Abingdon Trap Co. 48 

Alabama Pipe & Foundry Co. 16 

Aluminum Goods Mfg. Co. 70 

Allegretti Mfg Company. 67 

American Bolt & Screw Case. 26 

American Chain Co.102 

Anniston Foundry Co. 16 

American Foundry ft Pipe Co. 16 

American Enameling Mfg. Corp.. 16 

American Steel & wire Co. 14 

American Steel Wool Company.... 61 

Armstrong Mfg. Co.141 

Atlas Auto Supply Company.117 

Atlas Mfg. Co., The. 46 

Atlas Tack Company. 7 

Automatic Lawn Sprinkler Co.... 40 


Baker, Hamilton ft Pacific Co.... 42 

Baldwin Refrigerator Co. 68 

Bassick Co. 69 

Beaton & Cadwell Mfg. Co. 61 

Beaton ft Corbin Mfg. Co.139 

Berger Bros. Co. 30 

Bernz, Otto .137 

Bessemer Soil Pipe Co. 16 

Bommer Bros. 37 

Boston Brass Co. 139 

Bridgeport Hdw. Mfg. Co. 45 

Brier Hill Steel Co. 32 

The Brlnlnstool Co.125 

Buckeye Aluminum Co. 69 

Buffalo Forge Company. 29 

Buffalo Sled Co. 29 

Buffum Tool Co. .Cover 


California Paint Co .122 

Campbell Mfg Co. 16 

Philip Carey Co. ..., .123 

Casey-Hedges Co. 15 

Central Foundry Co. 16 

Century Plainfield Tire Co. 97 

Charlotte Pipe & Foundry Co. 16 

Chicago Flexible Shaft Co. 67 

Chicago Spring Butt Company.... 33 

Champion Blower ft Forge Co. 24 

John Chatlllon ft Sons. 33 

O. J. Childs Co. 41 

C. F. Church Mfg. Co.137 

Clayton & Lambert.141-144 

Cleveland ft Buffalo Transit Co.. .. 36 

Cold well Lawn Mower Co. 41 

Coleman Lamp Co. 56 

Colt's Patent Firearms Co. 45 

Columbian Rope Co. 24 

Connors, Wm., Paint Co.! 36 

H. C. Cook Co.124 

Coosa Pipe & Foundry Co..*.. 15 

Cordley & Hayes.124 

Corbin Screw Corporation.106 

Corbin Cabinet Lock Co.Cover 

P. & F. Corbin . g 

Covert Mfg. Company. 30 

Crescent Tool Co. 133 

Crown Pipe & Foundry Co. 16 

Curtis Pneu. Machinery Co.117 


Delta File Works. 26 

Diamond Rubber Co. 91 

Henry Dies ton & Sons. 22 

Joseph Dixon Crucible Co.123 

Duluth Show Case Co . 63 

Dunham, Carrlgan & Hayden Co... 60 
DuPont Powder Co. 41 


J. E. Gilson Co. 86 

Goodell-Pratt Co. 6 

B. F. Goodrich Co. 91 

Goodyear Rubber Co. 84 

Goulds Mfg. Company. 23 

Greenfield Tap ft Die Corporation. 141 


Haines, Jones & Cadbury Co. 16 

J. H. Haney ft Co.114 

Hays Mfg. Co.181 

Hercules Powder Oo. 19 

Hess-Snyder Mfg. Co. 66 

A. M. Holter Hdw. Co. 61 

Honey man Hardware Co. 61 

Hunt, Helm Ferris & Company.... 12 
Hyfield Mfg. Co. 36 


International Silver Co. 65 

Irving-Pitt Mfg. Co.125 


W. E. ft W. H. Jackson.116 

Jensen-King-Byrd Co. 48 

J. D. Johnson Co. 16 


Kerr Wire Products Company. 63 

King Lock Company.Ill 

M. L. Kline .131 

Krupp Foundry Co. 15 


Lalance & Grosjean Mfg. Co. 67 

Landers, Frary ft Clark . 66 

Lane Bros. Co. 40 

Will B. Lane.109 

Lansing Company. 38 

Lawson Mfg. Oo. 31 

Lee Broom & Duster Co. 40 

Lindemann. O. & Co. 61 

Lufkin Rule Co. 36 


M. ft H. Novelty Company.117 

Machine Appliance Corporation... 63 

Maine Mfg. Co. 56 

Mangrum ft Otter. 47 

Manhattan Electrical Supply Co..Ill 

McCaffrey File Co. 37 

McGraw Tire & Rubber Co.103 

Medina Foundry Co. 16 

Meriden Brittannla Co. 65 

Meyers Mfg. Co., Fred J.121 

Miller Rubber Co.Cover 

Monarch Refrigerator Company... 64 

Monitor Stove Co. 9 

Montauk Paint Mfg. Co.123 

Motor Car Supply Co.Ill 

Mound Tool Co.116 


R. N. Nason Co.124 

National Cash Register Co.21 

National Foundry Co. 16 

National Pipe ft Foundry Co. 15 

National Wire Wheel Wbrks. 93 

New Haven Clock Co. 47 

New York Stamping Co. 10 

C. S. Norcross ft Sons. 38 

North Bros. Mfg. Co. 27 

Nu-Sink Co.125 

Nye Tool ft Machine Works.131 


Phoenix Horse Shoe Co.20 

Pioneer Paper Company.46 

Pittsburg Steel Co.35 

Porter. H. K..32 

J. E. Porter Company.68-69 

Portland Cordage Co. 84 

Progressive Mfg. Co.31 

Protex Mfg. Company.109 


Reading Foundry & Supply Co. 15 

Rhode Island Fittings Co.135 

Richards-Wilcox Mfg. Co.31 

Ringen Stove Co. 49 

Romort Mfg. Co.115 

Wm. Rose ft Bros.54 

H. Roth & Sons.47 

G. D. Rowell ft Son.38 

Royal Iron Mfg. Co.55 

Myer S. Rubens, Stove ft Furnace 

Repair Works.143 

A. C. Rulofsen Co.32- 35 

Russell ft Erwin Mfg. Co. 11 

Rutenber Electric Co.53 


Safety Door Hanger Co.29 

Salem Brass & Iron Mfg. Co. 15 

Salt Lake Hardware Co. 48 

Samson Cordage Works.28 

Sanitary Co. of America.15 

Wm. B. Scaife & Sons.137 

Schaw-Batcher Co.46 

Schlueter Mfg. Co.49 

R. F. Sedgley. 63 

Sedgwick Machine Works.40 

Shelby Spring Hinge Co. 22 

Simonds Mfg. Co.26 

Simmons Hardware Co. 4 

Smith Mfg. Co., F. H.. 32 

Somerville Iron Works. 15 

Smooth-On Mfg. Co. 62 

Specialty Mfg. Co. 28 

Spokane Stove ft Furnace Repair 

Works.144 

Standard Foundiy Co. 15 

Stanley Rule ana Level Co.27 

Stanley Works.Cover 

Star Expansion Bolt Company_40 

Star Rubber Co.107 

Starrett L. S. ft Co. 3 

Staybestos Mfg. Co.104 

Edwin B. Simpson Co.54 

Strevell-Paterson Hardware Co.. 61 

Stuber ft Kuck.41 

Superior Mfg. Co.15 

Superior Spring Hinge Co.26 

Jas. Swan Co.28 


Thomson-Diggs Co.42 

Thomas Savin's Sons.143 

Thompson Mfg. Co. 39 

Thermoid Rubber Co.101 

Trimont Mfg. Company.139 

Triner Scale Mfg. Co.45 

Tritch Hardware Co.44 

Tungsten Mfg. Company. 95 

Turner Brass Works.142 

XT 

Union Foundry Co. 15 

Universal Caster ft Foundry Co... 69 

U. S. Steel Products Co.'. 14 

U. S. Tire Co. 99 


Vaughan & Bushnell. 87 


Eagle Woodenware Mfg. Co.: 54 

Eclipse Mfg. Co.117 

Elastic Tip Co. 18 

Enterprise Mfg. Co. 62 

Eyelet Tool Company.124 


Faultless Caster Company. 60 

Foss & Jones.140 

Freiden Mfg. Company. 63 


Gadsden Pipe Co. 16 

Giant Powder Co. 17 

Gillette Rubber Co.*..113 


The James Ohlen ft Sons Saw Mfg. 

Co. 40 

Ontario Knife Co. 66 

Onward Mfg. Co. 47 


Pacific Pump ft Supply Co.143 

Pacific Sanitary Mrg. Co.136 

Packham Crimper Co. 47 

Peck, Stow & Wilcox Oo. 6 

Pelouze Mfg. Co. 68 

Pennsylvania Lawn Mower Co. 26 

Penn Mfg. Co.110 

Peters Cartridge Co. 43 

N. A. Petry Company, Inc.116 

Philadelphia Lawn Mower Co. 39 


R. M. Wade ft Co. 16 

Wagner Mfg. Co. 35 

Weed Chain Tire Grip Co.102 

Weiskittel & Son, Co. 15 

Joe Welsh. 41 

H. Wetter Mfg. Co. 15 

Wheeling Corrugating Co. 63 

Whitman ft Barnes. 29 

Whitaker-Glessner Co. 23 

J. H. Williams Co. 55 

Hamp Williams Hardware Co. 62 

Wills Sprinkler Company.. 39 

T. B. Wilson ft Company.121 

Winchester Repeating Arms Co... 13 
Wrought Washer Mfg. Co. 37 
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THE OUFFUr.l TOOL CO. 


LOUISIANA, MO. 


“HIGH GRADE TOOLS FOR HIGH GRADE WORKMEN” 

“Swastika” Trade Mark Registered U. S. Patent Office 



Special” Knurled Nail Set, Blued 


Combination Pliers 

lI” Quality Foiled Steel 


iV 

tin#? 

W/A 


C. W. GAUSE CO. 

Boom 605 Williams Bldg. 


‘‘Special” Knurled Belt Punch. Blued 

Western Sales Agents 
693 Mission St. 

SAN FRANCISCO, CAL. 
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Corbin Cabinet Lock Co. 

THE AMERICAN HARDWARE CORPORATION SUCCESSOR 

New Britain., Conrv.,U.S.A. V\v 

NEW YORK CHICAGO PHILADELPHIA 
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Manufacturers of Wrought 
ronze and Wrought Steel 
inges and Butts of all kinds, 
eluding Stanley Ball Bearing 
utts. Also Pulls, Brackets, 
test Handles, Peerless Storm 
ish Hangers and Fasteners; 
:reen Window and Blind Tritn- 
ings; Twinrold Box Strapping. 
,d Cold Rolled Strip Steel. 
Stanley Garage Hardware is 
aptable for factory and mill use. 


Stanley Storm Sash Hardware 

'OW, before leaves fall, is the time to fix windows to keep out 
zero blasts. 

A loose window means cold drafts and extra coal burned. We must 

all save coal! 

Stanley Peerless Storm Sash Hangers and Fasteners are splendidly 
made, they're suited for their purpose and will be in big demand 
this year. 

Show this line conspicuously. It pays! 

Today send for latest catalog and information 

THE STANLEY WORKS, New Britain. Conn., U. S. A. 

wLeK&Aco, n 


NEW YORK, 100 Lafayette Stre«j|)jgjtized by 


et Lake Street 






































iMost Architects— 


know that no dwelling 5s so unimportant nor any so fine that it cannot 
be sheathed with BE%MICO Sheathing Paper to ensure better heat and 
cold resistance and good insulation. 


As B E^R Ml CO has been made for years of pure wood fibre, it has naturally won its way by actual 
performance into the confidence of architects, contractors and builders on the sole basis of its ment. 


BE%MICO is doing its bit for thousands 
of house-owners—by adding to the comfort 
they get from their homes 

For all kinds of wooden buildings it is a 
most efficient insulation—clean, sanitary and 
weather-proof. 

Tour jobber (or we) will gladly 


Its first cost is small, as you know — the 
laying cost low and the up-keep cost nothing. 
Experience is the best teacher. The oppor¬ 
tunity is yours to profit by the experience 
of those who have proved BE e R < MICO 
Sheathing Paper by yerrs of use. 

h you with compute information 



Established lSj2 


NEW YORK OFFICE: 

Wool’worth Building 



Portland, Maine 


CHICAGO OFFICE: 
I JO So. Dearborn St. 
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For Gasoline Engine 


Electric Motor 


DEXTER 

“DOUBLE-TUB” 

CUTS WASHING TIME IN TWO 

This machine lias complete washing 
gearing in both tubs. It is really two 
power washers in the space of one—at 
about the price of one. 

It washes by power—rinses by power 
—wrings by power — all at the same 
time, if desired. 

It has a heavy steel frame—folding 
steel bench at side with capacity for 
two rinse tubs or clothes baskets. 

Dexter Double-Tub does big family 
washings in less than half the time re¬ 
quired by single tub machines—gets’the 
clothes cleaner without boiling or hand 
rubbing. 

Power and electric washing machines 
are selling strong these days—and prof¬ 
its are good. The Dexter agency is a 
money maker for any live dealer. Write 
today for special agency proposition and 
catalog. 

The Dexter Company 

F&irtie/d, Iowa 

Wholesale Distributors at St. Louis, Kansas 
City, Omaha, Minneapolis, 

Peoria and Toledo. 
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kCUTLERYi 

A -AND — 

FULLY \ T00L y STANDARD 
GUARANTEED \ / AMERICA 

Under the 

KHNKurm 


- We manufacture Tools 
and Cutlery for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

HANDLE A L/NE THAT SHOWS YOU 

A SATISFACTORY PROF/T 

SIMMONS HARDWARE COMPANY 

ST. LOUIS. U.S.A. 

"Till RECOLLECTION OF QUALITY REMAINS LONG AFTER THE PRICE IS FORGOTTEN." 

TRADE HARK REG. U S PAT OFF. 


E.C.SIMMONS 
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MAKC Goodor 


You Can Sell More Razors 


Selling razors depends a good 
deal upon display. In the av¬ 
erage hardware store the cut¬ 
lery counter stands near the 
door. 

Why? 

Because only now and then 
does a man come into your store 
for the sole purpose of buying 
a razor. But let his eyes fall 
upon an attractive display of 
razors, and his natural tend¬ 
ency is to stop and look it over. 

We furnish a GENCO Dis¬ 
play Case with your first order 


that will look handsome on your 
cutlery counter. It will match 
the rest of your fixtures and at¬ 
tract many more men. 

Having caught a man’s at¬ 
tention, it is easy salesmanship 
for one of your men to point 
through the glass top and say, 
“Let me show you that one.” 

In just about another minute, 
some more profit is winging its 
way to your cashier. 

And that customer will be 
pleased. Remember our guar¬ 
antee: “A GENCO must make 
good or we will.” 


GENEVA CUTLERY CO. 157 Gates Ave., Geneva, N. Y, 


Largest Exclusive Manufac¬ 
turers of High Grade 
Razors in the 
^ World. 
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Have you read 
our booklet FILE 
FILOSOPHY? If 
not, by all means 
get it at once. 


Nicholson 
File Co. 

Providence, R. I. 
U. S. A. 


HARDWARE WORLD 


The Imprint of 
File Quality— 

Shrewd merchants find it wise to feature the 
NICHOLSON imprint at the very commence* 
rnent of the sale. 

They discover in this familiar stamp a means 
whereby they can gain instant recognition and 
approval resulting in a saving of time and sell¬ 
ing expense. 

The NICHOLSON trade mark stands for over 
fifty years of specialized experience; stands 
for a guarantee of shape, cut, quality and 
temper; for maximum service and positive file 
satisfaction. 
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Can you get up a window trim 
as good as this? 


I T will pay you to put in a Winchester 
window display during the Fall hunting 
season. 

Winchester believes in window displays, 
and many of them, and for this reason Win¬ 
chester is organizing a Window Trimming 
Contest, to be held during August, Septem¬ 
ber, October and November, when the Big 
Winchester Message will appear in the lead¬ 
ing national magazines, on billboards and in 
every leading sporting and farm paper in 
the country. Every dealer in the United 
States is eligible to compete. 

“What a good window display is worth” 

That is the title of a circular which has been 


he will be placed in one of four classes—according 
to the population of the town in which he does 
business. In each of these classes ten substantial 
cash prizes will be awarded. Thus, any dealer who 
signs up for the contest will be competing only with 
dealers of his own division—the small town dealer 
will not be competing with the big city sporting 
goods store. 

To make the competition truly national, however, 
one capital prize will be awarded for the best win¬ 
dow display in the United States. 

The dealer who wins the capital prize will be 
doubly rewarded, foT he will not only win the prize 
in his division, but the big prize as well. It is well 
worth while for every dealer to post himself care¬ 
fully on the details of the Winchester contest. 

Mail the coupon for a complete set of window 
contest display material and full particulars. 





sent to every dealer on the Winchester mailing list. 
It gives full particulars about the contest. If you 
have not received your copy, cut out 
the coupon below and mail it at once. 

You will surely want to get in on the 
contest after you read the particulars. 

Small town and big town dealers 
to have equal chance 

When a dealer enters the Win¬ 
chester Window Trimming Contest, 


wwcfftsmi 

World Standard Guns and 
Ammunition 

Dealers —If your jobber is tem¬ 
porarily out of Winchester prepara¬ 
tions, he can get them for you 
quickly and easily if you insist. 

In •rdsring be tun f specify Winchester prepara¬ 
tions, and insist tkmt ns ether mats be substituted 


WINCHESTER REPEATING ARMS COMPANY 
Dept. 796 New Haven, Conn., U. S. A. 


i What a good window display is worth 
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The Handy Man’s Lock 


Can be applied in a few minutes by any man who can bore a hole and drive 
a few screws. Fits doors of any ordinary thickness, right or left hand, 
swinging in or out, and has all the security of the best door locks of any kind. 
Different sizes, finishes and functions to suit all requirements. Sold by 
the best hardware dealers. 



Chicago 


P. & F. Corbin 

The Jlmerican Hardware Corporation Successor 

NEW BRITAIN, CONNECTICUT 

New York 


Philadelphia 


J 
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Quality First 



Registered 

Trademark 


T IE world-wide business and high reputation of the Atlas Tack 
Company is due, first of all, to quality: “The greatest quantity 
of quality at the price.” 

The occasional buyer of a small package of carpet tacks will not 
return them or make a row with the dealer when he finds a large 
percentage of imperfect tacks, slivers and dirt in the package. It is 
not worth his while; but it helps to form his opinion of the dealer’s 
intelligence or honesty, and there may be another store in town 
worth trying for both on more important purchases. 

When upholsterers, trimmers, shoe and other kinds of tacks and 
nails which are in constant use by the purchaser are sold, do not for¬ 
get that it means the saving of time, money and annoyance to him if 
the count, weight and make are all that they should be; and if they 
are not, that he will take the earliest opportunity to buy where he 
can get these qualities when he knows they are obtainable. 

Every product of ours is guaranteed to be of the Highest quality, 
and is subject to return at our expense if otherwise. 

Twenty thousand styles, sizes and finishes at prices comparable 
with those of any manufacturer whose work approaches ours in 
quality. 

Some jobbers may not like to sell ours, for reasons which do not 
benefit the retailer, but they will if you insist. The majority of 
them do. 


Atlas Tack Company 

Fairhaven, Massachusetts 







The Union Fork & Hoe Co. 

Manufacturers of a Complete Line of 
High Giade 

Forks, Hoes, Rakes 
and Hooks 


General Offices 
COLUMBUS, OHIO 

Factories 

FRANKFORT, NEW YORK 
COLUMBUS, OHIO 


“They’re Just Right — Strong But Light” 
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^ # ^TT^lIIS book of Ready-Made Advertise- 
v;.. ^//// J[ merits for Remington UMC dealers offers 

//// the most elaborate dealer electrotype 

. //// service ever presented to the sporting goods 

M and hardware trade. It has been compiled 

with the idea that the retailer is a BUSY 
isjUf man; that he has but little time in which to 

prepare his advertisements, and therefore, 
that any means of relieving him of advertising composition is an 
assistance that he cordially welcomes. 

By using the free Heady-Made Advertising Plates to advertise your various 
linos of merchandise you can save time and money in preparation, avoid the 
annoyance of “late copy ’ J ami obtain better service from newspapers and periodi¬ 
cals. The book indicated above contains reproductions of these plates offered 
you delivered free of all charges. The advertising space must, of course, be paid 
for by the dealer. 

Three Series of Plates 


Senes bo. 2 consists of straight Remington UMC firearms and ammunition S 
advertisements with attractive illustrations covering all phases of the / 
shooting sport. There is space below for your name and address. / * 

Series No. 3 includes electrotypes of Remington UMC guns, / 0°' > 

shells, metallies, etc., which you can use in any advertisements you S o* 
write yourself or for your letterheads, invoices, etc. " 

/ 0 ° c * 

Directions e ^ 

( lip coupon, fill in your name and address plainly and * .•* 

mail to us today. You will receive a free Readv Made / ^ 0 *V ° .** 

Advertisement Book bv return mail. The book con- y .•* 

tains post cards, upon which you may fill in the v ^^ 
numbers of the electrotypes desired, the plates /,V N e 

will be sent you free of all charges. They / 
were designed especially for you and are S 

yours for the asking. y V/X4 C V •' * ' 
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Cannon Ball Combination 

( Folding - Sliding ) 

Garaqe Door Sets 

The makers of the best known barn door hangers in America—the Cannon Ball— 
have added to this line a new garage door hanging which is unquestionably the most 
practical set for this purpose yet evolved. 

Briefly the Cannon Ball Combination (Folding-Sliding) Oarage Door Set fits any 
door opening up to 8% ft. and takes care of any thickness of door—makes them abso¬ 
lutely weather tight and secure against sagging. The doors fold inside requiring 
minimum space and are automatically held open by the heavy spring attached to the 
supporting track bracket. It is easy to install—neat in appearance—easy working and 
strong and substantial in use. 

Comes packed in complete sets including Hangers, Track, Hinges, Floor and Ceiling 
Stops, Door Latch, Bolts, Screws, etc. 

And the selling-helps put back of this new Cannon Ball item absolutely insure its 
rapid sale. 

Send for Details of the New Cannon Ball Garage Set 


HUNT, HELM, FERRIS & CO. 


EASTERN BRANCH 

Industrial Building, New York 


Main Office and Factory, 54 Hunt Street, Harvard, I1L 


Pacific Coast Distributors 


Pacific Hardware & Steel Co., San Francisco, Cal. 
Dunham, Carrigan & Hayden Co., San Francisco 
Honeyman Hardware Co., Portland, Oregon 
Failing-McCalman Co., Portland, Oregon 
Seattle Hardware Co., Seattle, Washington 


Schwabacher Hardware Co., Seattle, Washington 
Morse Hardware Co., Bellingham, Washington 
Holley-Mason Hdwe. Co., Spokane, Washington 
Jensen-King-Byrd Co., Spokane, Washington 
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Mitre Boxes 
and Bridges 

Probably you have noticed the intricate 
webbing in the structural work of a 
bridge, but did you ever stop to think that 
what might be thought merely a geomet¬ 
rical design is in reality a carefully 
worked out problem in engineering to take 
care of any weight or strain which the 
bridge might be called upon to resist? 



The Goodell-Pratt All-Steel Mitre Box 
is built, like a bridge, of high-grade steel 
construction, strongly riveted together. 
The careful workmanship insures absolute 
accuracy after years of daily use. 


Tool Book No. 13 contains a detail de¬ 
scription of our entire line of Mitre Boxes 
and other 1500 Good Tools. 


Goodell-Pratt Company 


Greenfield, Mass. 


Digitized by ^.ooole 




































HARDWARE WORLD 


15 



Reg. U. S. Pet. 08 . 

Good Display plus Good Value 

The well-known Sargent features are quickly shown and easily demon¬ 
strated by dealers who use this display board as a help in selling Sargent Day 
and Night Latches. 

The display includes a variety of good sellers, from No. J 4250, a small and 
low-cost, but effective, cylinder latch, to No. 4292, the most complete Day and 
Night Latch, with guarded bolt and push button stop, giving double security. 

All latches with this feature afford complete protection—they are jimmy-proof 
and the stop cannot be jarred out of place. 

Have you this display in your storef If not, write for particulars. 

SARGENT & COMPANY 

NEW HAVEN, CONN. 

NEW YORK BOSTON CHICAGO 


FIVE LATCHES AND A DEADLOCK — ALL YEAR ROUND SELLERS 
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The Mighty 


utsaws lO Men! 


AN ALL-ROUND PORTABLE POWER PLANT 

When not sawing w T ood the WADE runs separators, pumps, feed cutters, washing 
machines, grind mills, emery wheels, or any of the odd jobs of a powerful 4 H. P. motor— 
it's the best handy man on the place and can be moved or used anywhere. Simple, 
easy and economical to operate, and it costs less than many 4 H. P. motors alone. 


A LIVE SELLER 

It’s the fastest, and one of the most satisfactory, sellers the Dealer has had in 
years—you want to know more about it. We are closing territory fast—write or wire 
at once foT our SPECIAL DEALER PROPOSITION. 


Immediate Delivery From the Following Points 


Little Rock, Ark. 
Jackson, Tenn. 
Birmingham Ala. 
San Francisco, Cal. 
Spokane, Wash. 
Portland, Oregon 


New Orleans, La. 
Ashland, Ala. 
Greenwood, Miss. 
Los Angeles, Cal. 
Tacoma, Wash. 


Drag 


Most Popular 
Saw on the Market 

Have you tried to get the Agency for your territory? 

The WADE is taking the country by storm. Thousands in use. Made by the oldest 
heads in the Drag Saw business, and backed by a reputation of 53 years 1 standing. 

’ MAKES PLAY OF THE HARDEST WORK 

The WADE is ten times faster than man power at one-tenth the cost. The market is 
unlimited—it’s a time and labor saver for farmers, land clearing contractors, road con¬ 
tractors, mills, lumber camps. In fact, it takes the back-breaking work out of the 
wood sawing wherever a Cross Cut Saw is used. 
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Your Customers Will Prefer 

the Best Advertised 
Stumping Powder 

Large space advertisements of Giant Farm Pow¬ 
ders appear throughout the buying season in all of the 
18 farm papers and in many of the large newspapers 
published in the Pacific Coast States. Every week 
these advertisements reach more than 590,000 farmers 
and others who have stumps to blast, trees to plant, etc. 
No other explosive is advertised so heavily in your 
selling territory. 

You can increase your sales by taking orders for 




w —n _ 

d>. 



PINO —AGRICULTURAL 

We will help you by telling consumers to buy from 
you. We will also help you by furnishing instructive 
books on blasting for you to give to your trade, by 
sending you store signs, fence signs, etc., and by sup¬ 
plying newspaper electrotypes. 

You need not carry Giant Farm Powders in stock. We will arrange 
to have shipments made promptly from our nearest magazine. 

Remember that Giant Farm Powders are the only genuine “Giant 
Powders” for agricultural use. They are made in the West especially 
to suit Western farm conditions. Farmers who have used them will 
have no other make, because Giant Farm Powders go further and do 
their work cheaper and better. 

Get this book; it means m , 3 , 11 coupon for our v*i- 

r uable big book. Helping the 

inOFC profits for you Retailer Sell Giant Farm 

Powders.” It tells the many 
ways we will help you to build up a profitable business in Giant Farm 
Powders. No matter what explosives you are selling now, we will 
show you how you can benefit from Giant sales co-operation. 

Tear oat thm coupon or write a letter now, before you turn the page . 

^The Giant Powder Co., Con., 227 First Natl. Bank Bldg., San Francisco, CaL^ 
| Send us your book, “Helping the Retailer Sell Giant Farm Powders.” 


A few of the 40 Giant 
advertisements now 
ftppearing in farm papers 


| Firm Name- 

I 

^Address - 
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Ideal Poultry 

and 

Rabbit Fence 


Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 

AMERICAN STEEL 6 WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

▲warded the Grand Prize at the Fanama-Padfio Exposition. 
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In Union There is Strength 

Teamwork in selling brings results. This husky bunch of silent, 
but active, salesmen will do business for you “by the wholesale.’* 
They’re used to doing big things when you get them working 
together. 

One sells Braces, another sells Chisels, a third sells Pruning 
Shears, while the others are selling Pliers, Snips and Screw Drivers. 
They all SELL. 

And while each one is selling its particular specialty, all together 
they are selling PEXTO. Their Pexto goodness helps them sell 
themselves, and this continuous performance is the thing about the 
Pexto proposition that will put the profits in your cash drawer. 

If you have one or two of these Pexto Displays working for 
you, you will more than double up sales by having the others on 
the job. If you have not tried this Pexto plan, write your jobber 
for prices. For business sake, do this today. 

The Peck, Stow & Wilcox Company 

Mfrs. Mechanics* Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma¬ 
chines, Builders’ and General Hardware 

Southington, Conn. Cleveland, O. 

Address correspondence to 207 W. Center St ., Southington f Conn. 


PEXTO 

MECHANICS' HAND TOOLS 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE HEFT IN STOCK 
BY THE FOLLOWING HOUSES 

BAKES, HAMILTON A PACIFIC COMPANY 

San Francisco, California 

WATERHOUSE A LESTER COMPANY 

Baa Francisco, California 

PERCIVAL IRON COMPANY 

Lm Angelas, California 

NORTHWESTERN HARDWARE A STEEL COMPANY 

Portland, Oregon 

J. E. HASELTINE COMPANY 

Portland, Oregon 

WEST COAST WAGON COMPANY 

Tacoma, Washington 

GRAY BROTHERS 

Seattle, Washington 

HOLLEY-MASON HARDWARE COMPANY 

Spokane, Washington 

SCOVEL IRON STORE COMPANY 

Ban Francisco, California 

TAYL0R-8P0T8W00D HARDWARE COMPANY 

San Francisco, California 

8POT8WOOD-HELFER COMPANY 

San Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 

Ogden, Utah 

WATERHOUSE A LESTER COMPANY 

Los Angeles, California 

INLAND IRON COMPANY 

Fresno, California 

SCHAW-BATCHER COMPANY 

Sacramento, California 

MANUFACTURED BY 

PHOENIX HORSE SHOE CO. 

. Largest Horse Shoe Manufacturers in the World 

BOLLING MJLUS AND FACTORIES JOLIET, ILL, POUGHKEEPSIE, NEW YOBK 
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The old way The new way 


A man should not do the work a 
machine will do for him 


A merchant, with all his troubles, 
should never do the work that a 
machine does better and quicker. 

Our newest model National Cash 
Register makes the records which 
a merchant needs to control his 
business. It does fifteen necessary 
things in three seconds. 

Without the register a man cannot 
do these things in half an hour. 


With the register, even a new clerk 
can do them just by pressing the keys. 

Our new electric machines are as 
much better than old machines as 
an up-to-date harvester is ahead of 
a sickle for .cutting grain. 

The latest model National Cash 
Register is a great help to merchants 
and clerks. 

It pays for itself out of what it saves. 


Merchants need National Cash Registers now more than ever before 

. FILL OUT THE COUPON AND MAIL TODAY. 

Dept. 13706, The National Cash Register Company, Dayton, Ohio. 

Pleaae give me full particulars about the up-to-date N. C. R. System for my kind of business. 

Name______. 

Business___ 

Address___ 
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Conservation 


“ Buy only that which you need 
and which will best serve your pur¬ 
pose and LAST THE LONGEST.” 

You need CAST IRON SOIL PIPE 
if your purpose is a sanitary house 
drainage installation. Service means 
nothing if it is not permanent. Ser¬ 
vice as given by Cast Iron Soil Pipe 
is more than permanent—it outlasts 
the building—any building. 

Is not this REAL conservation? 


Specifications and illustrated literature will be mailed upon request by any or all of 
the following independent and competing makers of Cast Iron Soil Pipe and Fittings 


Union Foundry Co.Anniston, Ala. 

Weiskittel & Son Co., A.Baltimore, Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers. . . . * .Port Chester, N. Y. 
Alabama Pipe & Foundry Co.. .Anniston, Ala. 
American Foundry & Pipe Co..Penns feta., Pa. 

Anniston Foundry Co.Anniston, Ala. 

Bessemer Soil Pipe Co.Bessemer, Ala. 

Campbell Mfg. Co.Gadsden, Ala. 

Casey-Hedges Co., The. . . .Chattanooga, Tenn. 

Central Foundry Co.New York, N. Y. 

Charlotte Pipe & F’ndry Co.. .Charlotte, N. O. 
Coosa Pipe & Foundry Co.. .Birmingham, Ala. 
Crown Pipe Sc Foundry Co.Jackson, Ohio 


Gadsden Pipe Co.Gadsden, Ala. 

Haines, Jones & Cadbury Co. . Philadelphia, Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Landsdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

Nat’l F’ndry Co., N. Y., Inc..Brooklyn, N. Y. 

National Pipe & Foundry Co.Attalia, Ala. 

Reading Foundry & Supply Co.. .Reading, Pa. 

Salem Brass & Iron Mfg. Co.Salem, N. J. 

Sanitary Co. of America.Linfield, Pa. 

Somerville Iron Works.New York, N. Y. 

Standard Foundry Co.Anniston, Ala. 

Superior Mfg. Co.Bessemer, Ala. 
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THIS BOO 

sentFREE 

TO FARMERS 


Get Behind Your Customer 


Help the farmers in your neighborhood to produce more and better crops 
by encouraging them to use dynamite. 

Dynamite is now recognized as one of the greatest helps to the progres 
sive farmer; it clears his land of rocks and stumps, digs his ditches, breaks 
ip the subsoil and helps him to plant his orchards. And it does these 
things in less time, and at far less cost than that of manual labor. 

The farmers of your community need dynamite and will use it if they can 
get it. You can help them by always being ready to supply them with 


HERCULES DYNAMITE 


HERCULES POWDER CO. 

1025 Chronicle Building 
San Francisco California 


and they will help you by starting a new formation with regard to our plan of 
and profitable demand in your business making your business more profitable 
that should bring a great many dollars by the sale of dynamite. We are ready 
to your pocket. to help you in many ways that we would 

There are hundreds of hardware dealers be glad to tell you about, 
in the United States who have materially pj]] out t h e coupon printed below and 
increased their yearly profits by the ude ma j| j t to us today and we will send vou 
of explosives. literature that will be of interest and 

We want to give you more detailed in- profit to you. 


Hercules Powder Company. 

1025 Chronicle Bldg., San Francisco, Cal. 

Gentlemen: Please send us information regarding thc sale of 
dynamite to farmers and oblige. Yours very truly, 


Address 


Name 
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SHELBr 


The 


Shelby “CHIEF” Floor Hinge > 

With Improved Pivot and Socket 


“The hinge without woes, 

As the wise buyer knows.*' 

The attractive features about the Shelby 
Chief Double - Acting, Ball - Bearing Surface 
Floor Hinges are, strong construction, durabil¬ 
ity, beauty, simplicity of installation, and low 
price for superior quality. 

Sell the Shelby Chief and watch your 
profits grow. 


PRICE is not a determining 
factor unless QUALITY 
is considered 


Quality can be determined 
only by practical use. 

Satisfactory use over a 
long period of time causes 
an ever increasing demand. 

Continued demand conclu¬ 
sively demonstrates real 
worth and reliability. 


That is Disston history. 
It’s the reason why the 
great majority of saws in 
use are Disston Saws, and 
this is the highest recom¬ 
mendation obtainable for 
service given. 


EttablUhad 

1840 


HENRY DISSTON & SONS, Inc. 

Keyetone Saw, Tool, Steel and File Work « 

PHILADELPHIA, U. S. A. 


A NEW CATALOG READY FOR YOU 

A card will bring you one of our new No. 18 catalog* just off the press, which illustrates Floor Hinges, Spring Butts, Door 
Checks. Push and Pull Plates, Door Holders. Push Bars, Foot and Chain Bolts, Door Bolts, Cupboard Turns, Cupboard 
Catches. Card Holders, Toilet Paper Holders, Garage Door Holders, Chest Handles, Casement Window Adjusters and 
Fasteners. Sash Locks, Sash Lifts. Mortise Locks and Latches, Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, Door Braces, large line of Screen Door Hinges, and a number of items not 
mentioned. Ask for catalog today • 


SHELBY SPRING BUTTS 

Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. 

They have no equal. 

The Shelby Spring Hinge Co., Shelby, Ohio 

Coast Representatives: 

Pond Hardware Specialty Co. D. L. Herman 

Los Angeles, Calif. Seattle, Washington 
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OUR DUTY- 


That they who fight may be first served with 

(purs 

“The Proven Beet 
by Government Teet” 

“NEW SERVICE” REVOLVERS, CAL. .45, 

AUTOMATIC PISTOLS, CAL. .45, Government Model, 
COLT’S AUTOMATIC MACHINE GUNS, 
VICKER’S MACHINE GUNS, 

BROWNING MACHINE GUNS, 
BROWNING MACHINE RIFLES. 

Today the entire COLT ORGANIZATION, with its 
immense work shops, its loyal men and women—everything 
COLT—has been plac ed at the disposal of our Government 
in order that THEY WHO EIGHT shall be well armed— 
the sooner to bring about that complete victory towards which 
every patriotic American is bending every effort. 

The time has come when it is inconsistent for us to serve 
anyone but UNCLE SA M. HIS business—every true 
American’s business—is to WIN THE WAR. 

We believe that you dealers and your customers will back 
the position we take at this time, when the lives of OUR 
Boys and the Country’s Honor are at stake. 

Therefore, we ask that you wait patiently for YOUR 
COLT until we have furnished the American soldiers with 
the Arms that are crushing the Hun. 


Colt’s Patent Fire Arms Mfg. Co. 

Hartford, Conn., U. S. A. 
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Keep Your Store Cool 


Just an ordinary electric fan will not ventilate. 
Real ventilation means te replace bad air with 

good. 

Hot, stuffy, stagnant air—air that is full of 
fumes, steam or dust must be removed—and 
often—to keep the efficiency of your clerks up 
to the mark. 


Electric 

Disc 

Fans 


/ W m can placed in an 

I ^opening in any wall 

or window. 

They positively make a complete change of air 
every few minutes. 

You get fresh air and continuous circulation. 
I’ut your problem up to us — well recommend 
the proper equipment—but be sure to write for 
Bulletin 262-37. 


Buffalo Forge Company 

BUFFALO, N. Y. 




REG-U-SPATOfT- 


Sheet Metals and Sheet Metal Products 

Manufactured by 

Whitaker-Glessner Company 

Wheeling Corrugating Department 

Wheeling, West Va. 

Branch Offices and Warehouses: 

16 Desbrosses Street 2347 Athington Street 1006-1010 Spruce Street 

NEW YORK CHICAGO ST. LOUIS 

1234 Hamilton Street 214-222 West Third Street Main and Boyce Streets 

PIIILDELPHIA KANSAS CITY CHATTANOOGA 

805 McDonough Street 
RICHMOND, VA. 

Mills and Factories: 

Wheeling, W. V. Martins Ferry, Ohio Portsmouth, Ohio Beech Bottom, W. Va. 
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BUY this flour 


Branches: New York, Chicago, Boston 


imiuiinnomiHiim i DU POMTAMEBiCAN INDUSTRIES 


Trapshooting—The Patriotic Sport 

* A sport that fits men to better meet their obliga- 

tions as citizens is worth while. Trapshooting de- 
velops, a quickness of eye—a steadiness of nerve and 
T the power to concentrate—characteristics that make 

good business men—the kind of men every dealer 
wants for his customers. 

Trapshooting has been taken up enthusiastically 
))) by Home Guards and Flying Schools. The training 
/ to be had in clay-target shooting is invaluable to 
the man in the service. 

1 Shotguns—Shotgun Shells Loaded With 

<S01iNt> POWDERS 

| and Trapshooting Equipment offer Good Profits 

I to the dealer. 

Make a list of the sportsmen in your town 
^|and let us help organize them into a Trapshoot- 
ing Club. Write Sporting Powder DivUion 

E. I. Du Pont de Nemours & Co. - Wibnington, Del. 
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Just how it will safeguard them in 
their work—how much it will save be¬ 
cause of its exceptional wearing quali¬ 
ties, and in this way make it cheapest 
for them in the long run. You will be 
well repaid for this extra effort by se¬ 
curing several good sized orders. 


Start talking Columbian Manila Rope today 


Columbian Rope Company 

AUBURN, “The Cordage City,” NEW YORK. 


Painters are Good 
Rope Customers 

Go right after their business—tell them 
about it 

COLUMBIAN 

MANILA ROPE 


nmcanim^ 
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THE JAMES SWAN COMPANY 

SEYMOUR m CONNECTICUT 


Bits 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 



New York Office: 100 Lafayette Street 


Gouges 

Screw Drivers 


WE WERE AWARDED THE MED Alt OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA. 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGOS COMPANY, Sacramento, California 


Samson Spot 
Sash Cord 


Extra quality, guaranteed free from 
all imperfections. Gan be distin¬ 
guished at a glance by the Colored 


builders everywhere. 

We manufacture braided eord in all 
sizes, colors and grades, for all pur¬ 
poses. Carried by all jobbers. 

SASH OOBD 



Send for catalogue and samples. 

Samson Cordage Works 

Boston, Massachusetts 



“Eisy Emptying" Grass Catchers 


“Fcvorebly known 
the world over” 
now msde with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durable 

Msny exolusive 
pstented features 
end strong selling 
points expleined in 
Cetelog No. 14. 

Writ9 far it 

Some of Our Fadfle Ooaet Jobbere 
Oallfornia Idw. Oo. Fadfle Xdw. > Hill Oo. 
FaUlmg-XoOalmaa Oo. The Ichaw- la S oher Oe. 
Honeyman Xdw. Oo. Bohwabaebe* BAw. Oe. 
Mdlegr-acaeon Xdw. Oe. Beattie Xnrdwnre Oe. 
Xarahall-Wells Xdw. The ThomnoB-Dtggn 
Oo. Co. 

Dunham. Oarrlgan h Xayden Oo. 
Xeffman Xdw*. Oo. 

The Specialty Mfg. Co. 

St. Peul, Minn., U. S. A. 


Digitized by 


Google 













When you find * * W ft B 11 inside a diamond on a drop forged wrench you know it*s the real goods. Sixty-four 
, years of il better than good enough” tool making guarantees the best steel for the purpose, the highest attain- 

* meats in manufacture and the severest tests, from raw materials to finished product. Grip a “W ft B” wrench 

and you are ready for anything that has to be pulled off or pulled tight. 


^Whitman &Barness* 

Established 64 Team 

Factories. Akron. O.; Chicago, Ill.; St. Catharines, Ont. General Offices, Akron. O. New York Offlees and Store, 64 Beads St. 





YOU ABB BIGHT ZH 


BXOLUSXVB FBATUBBS 
Frame is best ffrade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Haslest Banning Hanger on the market. 

Pecked one pair in ben complete with bolts; ene- 
half dosea pairs in a ease. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your jobber can't supply you we will. 

SAFETY DOOR HANGER CO. 

ASHLAUD, OHIO. V.I1 

0. V. * T. W. JOVAS, Btalto BUf., 8 m Fraulm, OaL 
and Equitable Savings Bank Bldg., Lot Angeles 
Western B e p re s ent attv es 
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No. 203 Drill 


CHAMPION TOOLS 

Built for Service 

Carried in Stock by all 
Leading Jobbers 

Write for 865-Page Cata¬ 
logue 


THE 

CHAMPION 
BLOWER AND 
FORGE CO. 

Lancaster, Pennsylvania, 
U. 8. A. 


in 


“HURWOOD” 
Screw Drivers 

Unsurpassed for 
Strength and 
Durability 

Blade, Shank and Head are one piece 
of special steel. Two patented project¬ 
ing wings under the head together with 
a rivet which passes through the fer¬ 
rule, handle and shank, securely fastens 
the Blade in the Handle, preventing its 
turning. 

The Blades are finely tempered and 
well finished. 

The Handles are polished and stained 
black. 

Many styles and sizes from which to 
select your stock. 

Manufactured by 

Stanley Rule & Level Co, 

New Britain. Conn. U.S.A. 
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The One-Man Grindstone 


jR»CHAf?o$. 

WILCOX 

f# 7 

*UR OR* 



1 Equipped with ball-bearings, drip can, comfort¬ 
able seat—rides like a bicycle. 

R-W Mounted 
Grindstones 

include stones of assorted grits in 15 stock 
styles of foot treadle and power grindstones. 
Every R-W Grindstone is cut from selected 
Berea grit. 

Richards - W ilcox Grindstones 
won't come back— 

The customer who buys them will 




Aurora> Illinois . USA. 

Rkhards^BcoK Canadian Co.LtdXondon.Oit 
"A/Mn^er /hr any door tHjm/itimm’ 



”** Surface Floor Spring Hinges^ 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND — _ ^ 

SOCKET. MADE OF WROUGHT METAL. NO 
MORTISING REQUIRED. SAVES TIME AND 
MONEY—COST NO MORE. Write for catalog and 

LAWSON MFG. CO. W.- - 

Comer Superior and Franklin Streets, Chicago, Illinois \ . 

New Tort: Office, 85 Walker Street 


\ N 


“Forstner” Brace and Machine Bits 

Tor Fine Oarpentsr, Cabinet and Pattern Work 

apedilly Adapted for Hardwood Working 

The Forstner Labor Savins Auger Bit, 
unlike other bite, ie guided by ita Circular 
Rim instead of its center: consequently 

IgHB'af will bore any arc of a circle and can be 

guided in any direction regardless of grain 
or knots, leaving a true polished surface. 
It is preferable and more expeditious than chisel, gouge, scroll-saw. or lathe tool combined, for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, etc. 

Kurafaetnred by THE PROGRESSIVE MFG. 00., Dept. “A,” Torrington, Conn. 

Enquire of Tonr Hardware Jobbers, or Writ# Us Direct Supplied in Sets Write for Catalogue 
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Brier Hill Steel 

Comjmafy 

A. C RULOFiON. Pnt't 


BRIER HILL STEEL CO. 


OF CALIFORNIA 


BnerHffl Steel 

Commz 

I. S. BUHOP, (n't 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 


mxus at 
Youngstown 
OUo 


WRITE FOR PRICES 

WE WILL DO THE REST 


at MUm 

Ohio 


BRANCH OFFICES 
1213 L. O. Smith Bldg., Seattle, Wash. 

403 Railway Exchange Bldg., Portland Oregon 
1446 Malvern Ave., Lob Angeles, Cal. 

389-368 MONADNOCK BUILDING, SAN FRANCISCO 


Are you handling the 

10-in. andl4-in.0.K. Cutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 
Address 

Omer Cox, Jones * Cox, 

Underwood Bldg* Newhonse Bldg^ 

San Frandaco, CaL Salt Lake City, Utah 

Sands * Oex, Tnmhtdl k Cox 

San Fernando Bldg., Mint Block 

Lee Angeles, OaL Denver, Colorado. 


gtrimnlo a Oox. 

L. O. Smith Bldg., settle, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

• ASHLAND STREET, EVERETT, MASS. 


The “PONY” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



IT'S ournmiD 
SOLD ST J0BBB8 SYKRT1 
Bait hr 


F. H. SMITH MFG. CO. 


CHICAGO, U. S. A. 
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At Ten Feet From This Pump 
You Can’t Hear a Sound 

The “grind of gears,” found in other pumps, has 
been entirely eliminated in Goulds “Hi-Speed” 
Pump. This makes it the ideal house pump. 

Goulds Fist. 1695 


NOISELESS 

ELECTRIC PUMP 


b no gears whatever—hence no noise. It is a patented pomp with orig- 
I features in design which make possible an exceptionally low price. 

e “Hi'Speed” Noiseless Pump is furnished in connection with 
different complete outfits—with 110 or 220 volt A. C. or D. C. 
tors, or with 32 volt motors for operation on current from farm 
hting systems, or with one-half horse power gasoline engines, 
is adapted to either open or pressure tank water systems. 

ire is a big field for the sale and installation of these pumping outfits— 
the dealer who gets there first. Write today for complete data and pnoes. 


ie Goulds Manufacturing Company 

Main Office and Works i 




Seneca Falls, New York 


aw York Beaton 

urray St. 58 Paarl St. 
Pitta burgh 

Hanry W. Oliver Bldg. 


Chicago 

i. 18-14 S. Clinton St. 
Atlanta 

Sd National Bank Bldg. 


Philadelphia 
111 N. Third St. I 
Houston 

1001 Carter Bldg. 


“HIGH-SPEED” OUTFIT "C” 
Consisting of 6 G. P. M. “Hi-Speed” 
Pump belted to % H. P. motor and 
mounted on a heavy oak plank. 


Northwest Agent: D. L. Herman 

214 Maritime Building Seattle, Washington 


Here’s the Sprinkler that’s 
in Big Demand 



THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Avenue 
LOS ANGELES 


THE BRIDGEPORT HOW. MF6. CORP. 

BRIDGEPORT, CONN. 


adjustabu ooraro maws 

Heavy Steel Frame 

For Metal 
or Wood. 


Two 6% In. 

Tempered 

Blades. 


No. 9 “Favorite” Nickel Plated and Buffed, 
Hardwood Handle, Rubberoid Finish, doz. 99.00 
No. 9 “Leadall” N. P. only. Red Varnished 

Handle, dos. 98.00 

No. 29 “Leadall” Bright Finish . 97AO 



WO. 30 XKA 1 


ABJUSTAB&W MACK SAW 





Nickeled and Buffed, Rubberoid Handle, packed 
one in a box with 10-in. Hard Blade, 

Zdet Vrioe, 913.00 Womb. 


0. W. GAU8E * TO. 
Western Solos Agents 
San Francisco, Oal. 


J. 0. McOABTT k 00. 
Eastern Sales Agents 
New Tork Oily 
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Clover Leaf Manila Rope 

Nothing Better 

* 

Trad* Mark 

PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 


GARDEN HOSE 


THE 

BRANDS 

OP 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 





INSIST 
UPON 
THESE 
BRANDS 
AND YOU 
GET 
THE 
BEST 


WRITE FOR CATALOGUE AND PRICES 


Goodyear Rubber Company 

B. H. PEASE, Prest. J. A. SHEPPARD, Vice-Prest. H. B. PEASE, JB., Trow. C. T. RUNYON, Seey. 
539 Minion Street Noe. 61, 63, 66, 67 Fourth St. fc Pine St 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Pittsburgh Perfect” 

Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO. 

359-365 Monadnock Building 

SAN FRANCISCO 

Carload Shipments from Pittsburgh Mills to All 
Points on the Pacific Coast 

A. C. RULOFSON CO. 

Sales Managers 

BRANCH OFFICES: 1213 L. C. Smith Bldg., Seattle, Wash. 
403 Railway Exchange Bldg., Portland, Oregon 
1446 Malvern Ave., Los Angeles, Cal. 


AN CH 

H 

UNEQUALED 


ASSORTMENT 

FOR 



so ~ 

ft A v'i 


STOCK 


In every race there’s a “CHALLENGE” a “RIVAL” and a “BANNER” 

m AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

/[/ TAPES, BOXWOOD and SPRING JOINT RULES 

PERFORMANCE« THE/(/FHINPl/LEPo SAC,NAW - *" CHICA " 

a GUARANTEE ///4> 1/ ^ 106 Lafayttti St., R. T. 

Stocked by Your Jobber mm V —> 


SAGINAW, MICHIGAN 

106 Lafayttt' St.. H. T. 
Send for Catalogue 




EverTiqht Trolley Track 


A self-cleaning, bird - proof, weather - proof track for outside of building. Has no equal for 
strength, simplicity and weather-proof features. Trolley can’t come off track—bird’s can’t get into 
track-—dirt and trash can’t lodge. Used in connection with Wagner roller-bearing, double-adjusting 
hangers for barn, garage and factory doors. 

Write for oataloff showing Wagner Hangers and tracks for every purpose—also coaster wagons. 


sleds and hardware 


specialties. 

WACuri 


k MFC. OO. 


Complete stock carried at our Tigard, Ore., branch. 

Xtept. T, Cedar Falls, Zowa. 
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“YANKEE” 

QUICK RETURN 

In 3 Sizes 

With spring in the handle to 
drive bit back quickly. 

Holds it extended 
overhead work. 


for 


No. 130 —For all general work. 
Very popular. 

No. 131 —Heavy pattern, for general house 
carpentry and heavy screw driving. 
Becoming very popular. 

No. 135 —Small size, for smaller screws, electrical 
work, and wherever a large number of small screws are 
frequently driven. Your Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia, Pa. 



MADE BT 


SIIPFPinB Screw Poor died 

The only Cheek that has the jack-knife lever whisk 
allows the door to open elear np against the wall with 
out strain on the Cheek. 

It also has a positive plunger and automatia inlet 
valve for air. 

The above features together with the low priee 
makes it the best Cheek for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not supply you, write ns and we 
will give you the address of your nearest jobber whs 
handles our Cheek. 


SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc., find that 
time and spaee are saved by using the Revolving Cases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the clerks’ fingers’ end. 
Catalog sent on application. All jobbers handle theee 
eases. 

American Bolt & Screw Case Co., Dayton, 0. 
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Number 200/ 
Assortment — 
Contains two 
Number 3 and 
four Number 
5 Pliers. 


ONLY 


Just as lit any othsr commodity. Our Washers 
are mads of the Bast Material and with the 
utmost ear*. That's why the largest users of 
Washers prefer those of our make. 

Ws also make 

Hid e Washers sad Cast Iroa Washers 
Wrought aad Steel Plate Washers 

of all descriptions. Round and Square* Plain or 
Galvanised. 

AmmM Hitt Bars Fdov Pistes 
WswbI HH rWMO nates 


DOUBLE ACTING 
SPRING BUTT HINGES 




Bommer Floor Surface Spring Hinge 

Mas Release aad Holdback Pastures, Ran 
Bearing aad alignment Dade# 

The most durable hinge of its time; holds the 
door open when swung to 90 degrees. The spring- 
set I on can be entirely released so door will swing 
m free, without spring-action, by inserting a 

■ wire nail (when the door is open) into a 

■ hole provided in the side platen The 

■ spring - ac- 

H ^ tlon can be 

restored by 

■ withdrawing 

the 

^259S9*°’ X * Type 

■OMMUt MOTH EMC, Mfra, Brooklyn, N.Y. 


Wrought Washer Mfg. Co. 

RMIIwaulcM, Wla. 

Coast Represe n tatives, 

KUOHSOV a MRRVOM, Ra 
■am Vtndioa OaL| £os a n galas, OaL| Portland, 
Or*i W se ttt e, Wa*h.| Reaver, Oolo. 


D itized by 


Google 


HARDWARE WORLD 


Number 8—6 
inches long. 

Holds N u t r 
3 - 16" to %" 
out side meas- 

•i remeal* 

Number 5—7 inches long. Holds Nuts 716" to 1" out¬ 
side measurement. 

Packed *6 dozen in a box. 

This is one of the most popular tools we have ever 
manufactured. For sale by all jobbers. 


VAUGHAN & BUSHNELL MFG. CO. 






u:l 


u 


u 


Makers of Fine Tools 


CHICAGO 
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Sold by All Buy a 

Leading Jibbing and Supply Houses SAMSON or ROWELL 

Railway Car Mover 


And Navo a 


LITTLE SWITCH ENGINE 

Made only by ^ YOUR OWN 

G. D. ROWELL & SON, Appleton, Wisconsin — 

Mayrant Connor, 09S Minion St, Baa Francisco, Pacific Coact Boproaaatativo PRICK EACH v $8.00 


GARDENS —GARDENS —GARDENS 

Novor—were there so many people atiagad in 
Gardening’. 

increased production. Is our Country's cry. 

‘N ORCROS S" GARDEN CULTIVATOR-HOES 
AND WJEEDBRS are playing an important part 
in this Nation-wide movement. They are favorite 
tools; hut—the demand almost ezoeeds the pos¬ 
sible supply. 

I>BALERS: Don’t delay your orders. 

Jobbers are buying h£a^lly, that you may be | 
supplied. Early buying may pay you big divi¬ 
dends. 

Remember the name—"NORCROSS.** 

C. 8. NORCROSS & SONS 

» MantHlnn BUSHNKLL. ILL, U. ft. A. 



Ears, Handles, Etc. 

FOR TINWARE MAKERS 



l acge r s Bar 


Guard Handle 


B. B. Tumbueklo 

Highest quality, fiscal fla* 
lab, lancet dock of all 
alscs and kinds to be found 
anywhere. Bead for our Vo. 
8 Catalogue showing a com* 
plete line of Haadlot, Bars, 
etc.. Pipe Gutter Haugen, 
Hooka and a eomploto lino 
of TXVVHmr and BOOP- 
BBS* SUPPXJB8. 


BERGER BROS. CO. 

Of flee—220-281 Axch Street 
Store—237 Arch Street 
Wnreroomi end Factory—110-114 Breed St. 

PHILADELPHIA 



V 

Wheelbarrows for Ml Uses 

Wood or Steel 

70 STYLES AND SIZES 
And Immense Stock 

Ask tor Prices 

Concrete Mixers, Warehouse and Factory Trucks 
Casters, Cast Iron Wheels, Milk and 
Hand Carts, Etc. 




338.348 Brennan Street, Near Second 
SAN FRANCISCO, GAL. 
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YOUR TRADE WANTS 


^ X Th« Higheat Grade Coil 
^FlLCsV File Made 

O'IT’S A TOOL 




DKLTA 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 


RwfrjwIpiMTraUttRtta 


Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 


▲ 

DELTA 


DELTA FILE WORKS 

PKUKLPI1A, PA* 0. S. A. 



More Men Mow Their 
Own Lawns 

O UR records show in¬ 
creasing proportion 
in sales of our highest- 
grade brands. House¬ 
holders are caring for 
their lawns themselves. Next 
year you are going to have 
more sales than ever for 


rnm/mm 


Lawn Mowers 


Look for this mark 
on the handle of all 
“PENNSYLVANIA" 
Quality Mowers. 

“Pennsylvania" 
“Pennsylvania Jr." 
“Pennsylvania Golf" 
“Pennsylvania Putt¬ 
ing Greens Mower’ ’ 
“Continental’ ’ 
“Great American 
B. B." 

“Shock Absorber" 
"Quaker City" 

“Bed Cloud B. B." 
“Orchid B. B.“ 
“Daisy" 

“New Belmont” 

“Bellevue" 

“Panama" 

“Delta B. B." 

* ‘Electra’ ’ 
“Pennsylvania 
Pony" 

“Pennsylvania 

Horse” 

“Pennsylvania Grand 
Horse" 

“Pennsylvania Trio 
Horse r ’—86-inch 
cut 


The wise 
dealer will 
see to it 
that he is 
assured of a 
sufficient 
supply of 

‘PENNSYLVANIA” 

Quality 

Lawn Mowers 
ordering as 
far in advance 
as possible. 
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This sign will operate in any 
window or on any counter 
equipped with electric current. 
All that is required is one 40-can- 
dle-power lamp. Heat turns the 
shade just fast enough to cause 
the bright colors to catch the eye 
of every passer-by. 

Simonds 
Hand Saws 


offer many unique advertising 
ideas to dealers. This is one of 
the most interesting. One of the 
above sent free to any Simonds 
Saw dealer, on request. 


Simonds Mfg. Co. 

“The Saw Makers” 


Fitchburg, Mass. 
Chicago, Ill. 

New Orleans, La. 
Memphis, Tenn. 


Portland, Ore. 

San Francisco, Cal. 
Seattle, Wash. 

New York, N. Y. 


COLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Writ* for prict liata and full parHculara 

Cold well Lawn Mower Company 


Factory and Offloss 01 

at Newburgh, New York 62 East 


Chicago Office 
at Lake St.. C 


St., Chicago 



A Pleasure to Sell 


Standard the 
World Over 


STAS EXPANSION BOLT 00. 

120 West Lake Street, Chicago 
147-149 Cedar Street, New York 



The Great Ship “SEEANDBEE” 

and moat costly steamer on any inland water at 


DAILY BETWEEN 

CLEVELAND AND BUFFALO 

MAY 1st TO NOV. 15th 



S I* Beautifully eolorad aaetkmal pools chart of The Great 

Ship "SEEANDBEE” sent on receipt of five cents. Alao 
aak for oor 24-paee pictorial and descriptive booklet free. 

THE CLEVELAND & BUFFALO TRANSIT CO. 
CUroland, Ohio 
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GENUINE 


“PHILADELPHIA” 


LAWN MOWERS 


STANDARD OF THE WORLD 

22 Styles Hand Mowers 
5 Styles Horse Mowers 
3 Styles Motor Mowers 

A MOWER for EVERY CONDITION and REQUIREMENT 

CATALOtt ON REQUEST 

Special folder fully illustrating and describing Motor 
Mowers, the most up-to-date and satisfactory on 
the market, in operation all over the oountry, in 
parks, oemeteries, large estates, institutions and 
Government grounds proving their superiority. 

THE PHILADELPHIA UWH MOWER CO. 

31st and Chestnut Streets 
PHILADELPHIA, PA., U. S. A. 

HAVBN ft HAVEN CO., 506-510 Mission St., San Frsneisoo 
SALES AGENTS 


30-Inch Walking Type, 4 H. P. 
40-Inch Riding Type, 8 H. P. 

FLBXIBLB FRAME 


GILSON GARDEN TOOLS 

GILSON WEEDER—LIBERTY CULTIVATOR 





The Qilson Line offers a profit-making opportunity 
to the dealer and Jobber who appreciate modern 
garden tools of unquestioned quality—tools that 
have made good —Including Hand and Wheel Culti¬ 
vators, Weeders, Lawn Edge Trimmers, Dandelion 
Diggers, etc. 


Write for Samples and Booklet. 

J. E. GILSON CO., Port Washington, Wisconsin 



■yjarj 


JOHN KEGLEY, 
Western Representative, 
Lankershlm, Cal. 


THOS. M. GARDINER, 
Oregon and Washington 
Representative. P. O. 
Box 299, San Francisco. 





Do You Sell Hose Menders? LANE’S HANGERS 


Improved Perfect Clinching 
Hose Menders are faat sellers. 
Made with seamless brass tubes 
and heavy galvanised clamps. 
Also all steel rstinned. Every 
clamp is turned Inwardly to 
grip the hose. Prices light. 

Send for our general catalog 
—to-day. 

STUBUK A KUCK CO. 

Peoria, Illinois 

ir York OfBes—154 Chambers Street. J. M. Sherwood, Maaacer 
i Praadoco ttffee-Riiho BuiWiot. Wflliem P. Horn. Maaacer 


FOR HEAVY DOORS 

Cannot Jump the Track 

■■■B Steel throughout — Even 
Track Brackets are 
OBsaSteel, Riveted Solidly into 
■ Track. Write for Catalog. 


ft 


Lane Brothers Company 

Poughkeepsie, New York. 


Digitized by 


Google 









42 


HARDW ARE WORLD 



PoCKCt 

Knives 
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YOUR ATTENTION 


Is called to the fact that the Government 
has ordered a reduction in the number of 
patterns of Pocket Knives, Scissors, etc. 

We still have a complete stock of 
numerous patterns and advise you to 

ORDER NOW 


Scissors 
and Shears 


What** the use having 
a pocket knife that will 
not cut readily? 

Can you imagine anything 
more annoying than “trying 
to sharpen a pencil “ or 
“endeavoring to cut a piece 
[ of rope " with a knife that 
won't hold an edge ) 

You should be very particular 
when purchasing knives. Insist 
upon having 

-iTUFno- 

and you are bound to be satisfied 
We guarantee every blade 


Pocket Knives 

Razors 

Scissors and 
Shears 

Are 

Fully Warranted 


fr77 simply caa 
(V)// not do neat 
I work with these 
I shears. They do 
HI not cut properly.” 

If How often have you 
I heard this expression. 
I Possibly you have 
I said the same 
I thing many times. 
I We have Scissors and 
/ Shears that are made 
f right — made for real 
work - beautifully 
finished. The 


Baker, Hamilton & Pacific Company 

San Francisco 
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THERE ARE MANY REASONS 

Ftr the Cwt s wed mi bcnsscd Grswth if Ov Trade 


If yes are sas sf 


BVBRYTHINO IN HAROWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 


THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


1918 N. R. A. .22 Gal. Indoor Matches 


Practically a Clean Sweep for Users of 


Semi - Smokeless 

Cartridges 


Civilian Club Team Championship — Won for 
the third successive year by the Peters Rifle & 
Revolver Club team, of King’s Mills, Ohio; score 
9945 ex 10,000 points. 

Military School Championship — Won by St. 
John’s Military Academy, of Delafield, Wiscon¬ 
sin; score 9831 ex 10,000 points. 


High School Championship —Won by Iowa City 
High School (sixth successive year); score 9819 
ex 10,000 points. 

Woman Champion — Mrs. O. L. Garl, of the 
Birmingham, Alabama, team, who scored 199 ex 
200 in the ninth match of the series, and the pos¬ 
sible 200 in the 10th match. 


AND THE HIGHEST INDIVIDUAL SCORE 
2000 Out of a Possible 2000 Points 

By T. K. Lee, of Birmingham, Who Already Held the World's Reeord 4599 ex 4600 Points 

Every 0m of these victories is an unanswerable Proof of the Superior Quafity of tke Brand 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 585-587 Howard Street, San Francisco 
Marshall •Walls Hardware Co., Portland-Spokane, Duluth, Winnipeg - Edmonton 
Hibbard, Spencer, Bartlett A Co.. Chicaf o. 111. 
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Chi-Namel Varnish 

Heel Proof: Hammer Proof: WaterProof 

CHI-NAMEL* Stains and Varnishes With One Application. 
CHI-NAMEL is Elastic, Self Leveling, no Brush Marks. 
Anyone Can Apply Chi-Namel 



CHI-NAMEL Auto Colors are Positively Water Proof — Eas¬ 
iest to Apply — Last Longest. 

The Tritch Hardware Co. 

DENVER 

Distributors for Colorado, Wyoming and New Mexico 
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NATURALLY—YOU HAVE 

W. ROSE TROWELS 

but do you make your store a place where 
^ bricklayers gather? Well tempered W. ROSE 
BRICK HAMMERS bring them in. 

Catalog or display card ? 

wi.bnJT*HSr^TK.*w York WM. ROSE & BROS., Sharon Hill, Pa. 




18 Siies, %" to 6" 


Williams’ “Vulcan” 

Drop - Forged Safety Lathe Dogs 

Guaranteed 

Tools in constant use should have qualities of strength and 
wear which will make them fit for many years or duty. 
WILLIAMS* product is all designed and made with that 
purpose. 

A good tool helps you and is a constant and good adver¬ 
tisement for us. we guarantee that every tool we sell shall 
fulfill the purposes of strength, wear and utility. Catalog free. 

Bent end Straight Tail Prompt Shipment 

J. H. WILLIAMS & CO. 

“The Drop-Forging People** 

60 Richards Street, Brooklyn, N. Y. 

Western Office and Warehouse, 60 8. Clinton Street, Chicago, Illinois 



3 Sixes, 4" to 6** 


O. UNDEMANN & CO. TRINER “LIBERTY” 


35 and 37 Wooster St., New York EatabliMhad 1863 



Bianafacturan ct JAPANNED, BRASS and 
TINNED WIRE 

Bird Cages and Cage Sundries 


A. L. Conger Co., 731 Market Street. Ban Francisco, Cal. 

Representative for California 
T. D. McLean, L. 0. Smith Building, Seattle, Wash. 
Representative for Washington, Oregon, Idaho, 
Utah, Montana and British Columbia. 


PARCEL POST SCALE 

Black enamel finish, glass front, steel top. & 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

Insist on the Triner. Tour Jobber can supply you. 

TRINER SCALE & MFC. 00. 

West Twenty-First Street Chicago, Illinois 

W. P. Horn ft Co. 

Pacific Coast Representative 
Rialto Building, San Francisco, Cal. 

Los Angeles, Cal. Portland, Oregon 


Digitized by 


Google 












•OW 2! < > f Hd G hd O 


46 


HARDWARE WORLD 




“TRY US FIRST” 

It will pay you to make inquiry of 
us before purchasing elsewhere. 


BUILDERS HARDWARE 

SHELF HARDWARE 

HOUSEHOLD GOODS 

TOOLS 

MACHINERY 

ETC. 


H. ROTH & SONS 

942-944-946 MISSION STREET 
SAN FRANCISCO, CAL. 


Closed 


Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER CO. 

209 8cott Bldg., Salt Lake City, Utah 


Open 




The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 




Pipe «d Fittings 

Sargent A Co. 

CaetOQ Sted 

BnMon’ Mmv 

AMMMHhM 

Mi and Untie 

Sporting Goods 

Soppfios 

BiAmmHi S^pBos 
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MANDO 

The Oil Stove with the 


PATENTED 


EROGAS BURNER 


Burns 400 Gallons of Air to One Gallon 
of Common Kerosene 

Made One to Fhre Burner, With or Without High Shelf 

WRITE FOR PRICES 

MANGRUM & OTTER, Inc. 

DUtributon 

827-831 Mission Street San Francisco 





Beats Every Other Stove Made 
We Can Prove It 



THE PACKHAM 

Stan Us Ms* *sd Bader 

MADE BY 

THE PACKHAM CRIMPER CO. 


If Your Jobber Doe* Not 
Carry It, Write U* 


NS 


EW HAVE 

JUNIOR 
TAT TOO 


With Dial and H a n ds 

The Popular One-day Intermittent 
Alarm Clock 

The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 8% 
inches high and haa a 
2-inch dial. Alarms in¬ 
termittently in 20-sec- 
ond intervals for five 
minutes. 

The daintiest and moat 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip.” 

MORGAHAAUEHCO. 

150 Post Street 
San Frandeco, California 



HANDI-KLAMP EAVES 
TROUGH HANGERS 

are made of one piece band iron 
japanned or tinned, can be attached 
to trough in less than one minute 
without the use of tools and are 
moderately priced. 

The Best by Right of Superiority. 
See announcement on page — 

Randolph A. Rehrauer A Oo., 


PAT. U.S. JULY 16 1918 


CANADA PAT. 
I PENDIN6 


Two Riven, Wis. 



American 

Seal 

Cements 


ASBESTOS FURNACE CEMENT will withstand mors 
hast than iron, bakes as hard as the casting itself, 
and will not eraek, shrink, ernmble or fall ont. 

ELASTIC OIL ROOF CEMENT fi a superior article m 
colors for bedding slat# and tile roofs and repairing 
leaks in tin, metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylights and 
fire walls. 

OABBON CEMENT, the peer of all lightweight ©e- 
manta, is made up of long asbestos fibre, and elastic, 
adhesive waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 

T-CO is a waterproofing cement in colors, especially 
recommended for use on side walls exposed to heavy 
driving rains, preventing the water from permeating 
these walla. ^ m 

Manufactured by 

The Wm. Connors Paint Mfg. Co. 

1852 TROY, N. Y. 1918 
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BAST TO OBT BID OP TBB POCKET \ X- 

OOPHXK WITH TH* y> 

O.K. GOPHER TRAP 

BUBB TO CATCH * SUBB TO BOLD 

The Abingdon Trap Co. 

I ABIHGDOH, ILLINOIS, O. 8. A. 

FOR 8ALB BY LBADOVO JOBBBR0 
TRA^ * THROUGHOUT THE WIST 

THE TBAP THAT TAXES THE QO OUT OF QO] 


JENSEN-KING-BYRD CO. 

Spokane, Washington 

HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 


At Your Service All Times 


Our stock of Hardware, Automobile 
Accessories and Saddlery is as complete 
and well assorted as possible at this time. 
Thousands of merchants have profited by 
patronizing us and receiving the service 
we are rendering, which at all times is for 
the benefit of the Retail Merchant. 

During this war period, it is well that 
merchants place their orders with the 
firms that can fill the orders complete, 
and we wish to state that our customers’ 
interests will always be first with us. 


In our Saddlery Department, we have 
taken on a Government contract. Our 
stock in this line is only fair, but well 
assorted, and in order to insure the best 
service to all concerned, it is well for the 
retail merchants to place their orders 
early, so as to have the goods on hand for 
your Fall and Spring business. We will, 
as stated before, always have our dealer’s 
interest at heart and will make every ef¬ 
fort to ship goods promptly, but desire the 
co-operation of all. 


The Salt Lake Hardware Co. 

Salt Lake City, Utah— Pocatello, Idaho 
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QUALITY— SATISFACTION 





MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced, Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 


ST. LOUIS, MO. 


Address: Omer Cox, San Francisco: Jones A Oox, Salt Lake City, Utah; Sands A Cox, Los Angeles, 
Cal.: Turnbull A Cox, Denver, Colo.; Strimple A Cox, Seattle, Wash. 





“QUICK MEAL” 

All Blue Porcelain Enameled and 
Black Porcelain Enameled Ranges 
are “Rust Proof,” “Sanitary” and 
Easy to Keep Clean, being Enam¬ 
eled Inside and Outside. 

Not affected by the Hottest of Fires. 


Write for Catalogue and 
Agency 


Ringen Stove Company 


Division of American Stove Company 


C H. SCHIECK, Pacific Cout Agent 


71S Indiana Street, near 19th 


SAN FRANCISCO, CALIFORNIA 
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General Catalogue No. 60 Now Ready for Distribution 


We take pleasure in presenting to the trade our New Catalogue, upon which we have 
been working for some time to bring it up to what we hoped would prove a standard of 
excellence for trade purposes. 

Our aim has been to provide a thin, but not transparent paper, the illustrations to be 
such size as to be distinct, but economical of space; the type to be clear, the Initial or 
catalogue numbers and prices prominent, such explanatory descriptions as are requisite, 
and the binding to be strong enough to permit of standing the volume upright without 
crumbling. 

We trust that a perusal of its contents will meet with approval. 

DUNHAM, CARRIGAN & HAYDEN CO. San Francisco, California, U. S. A. 





HARDWARE WORLD 


TOOLS 


A few mechan¬ 
ics’ tools along 
with other hard¬ 
ware from a' Ipcal 
jobber keeps the 
INVESTMENT 
down and SALES 
possibilities up. 


d 


Strevell-Paterson Hardware Co. 

SALT LAKE CITY, UTAH 

Wholesale Only 


Honeyman Hardware Co. 

Ninth and Hoyt Streets 
Fourth and Alder Streets 

Great American 

(Pennsylvania Quality) 

Elm Park. Wizard, Monarch 
Acme and Magic 

Lawn Mowers 

Ottumwa All-Steel Lawn Mowers 

Nan-Breakable, Self-Sharpening 
Ootton and Rubber 

Garden Hose 
Hose Reels, Lawn Sprinklers 

White Mountain Refrigerators 

“The Chest With s Chill in It” 

POULTRY NETTING 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


Established 1867 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


Automobile Accessories 


ATLAS 

10 Cent 
Fly Swatter 

Thin swatter haa an 
extra long handle —10 
inches. It in very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 5 cent swatter Is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. If 
you desire. 

Now is the time to 
place stock orders. WeTl 
gladly quote prices and 
terms. 

Mas Mfg. Co. 


HUGHSON & MERTON 
Pacific Coast Agmt» 

Sea Francisco Los Ang alas 
and Portland, Oregon 




• - ■ 
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SCLOERING 
| COPPER | 


14 IN. 

COMBINATION 
nano made 
STEEL 

CAKMER TONGS 


HAMP WILLIAMS 
■OUPOISOliOUS 
SOL CERING PAST! 
•ILL HD I POSrCAlS 
ou«own 
| COMPOUND 


BLOCK TINl 

CAN 

jjmbA 


SOLDERING I 
iV ,.*f v " 


COMBINATION 

COVER 

AMO 

r AN CARRYING 


2 PATENT 
LONG HANDLE 

CANNING 

TRAVI 


//fJr .SPRING- 


InHuttSl 
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HAMP WILLIAMS HARDWARE CO. 

Manufacturers HOT SPRINGS, ARKANSAS 


Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 


HAMP WILLIAMS 
HOME GANNER 


so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 


Retails for Only $14.00 


Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about. Order 
one and get the agency for your town. 


Wanted: A Sharp Knife! 


“ENTERPRISE” 
Sausage Stuffer and Lard 

Press 

Almost as necessary as the 
hog in the production of 
home-made lard and sausage. 
4-qt. size, Japanned, $11.00 


If ever a good sharp steel 
knife is needed anywhere, it is 
needed in a Meat and Food qWfflj 
Chopper. WBfr 

You wouldn’t let a customer 
buy a nut cracker for peeling pota¬ 
toes, without giving her some good 
advice. Apply the same principle to 
the sale of Choppers. Show your 
customer the 

* “ENTERPRISE” 

Meat-and-Food Chopper 


Explain the working of the 
perforated steel cutting plate and 
jthe four-bladed revolving steel 
Knife that cuts—shears—clips the 
particles of meat as smoothly as a 
razor blade. The only machine that 
chops food without crushing it. 


‘Enterprise' 

Meat - and - 
Food Chop¬ 
per— 

No. 5, Fam¬ 
ily Size, 
$3.00 

Large Size, 
*4.75 


“ENTERPRISE” Cir- 
ulars, imprinted with 
your name and address, 
supplied on request. 


THE ENTERPRISE MFC. CO. OF PA. 

Philadelphia, U. S. A. 
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6 BEATING 
BLADLS 


OlRfaCEHTRl 

ORIVE 




WESTERN SALES REPRESENTATIVES 
Omer Cox, Underwood Building, Sen Francisco, Calif. 
Sands A Cox, 207 San Fernando Bldg., Los Angeles 
Strlmple A Cox, L. O. Smith Bldg., Seattle, wash. 
Jones A Cox, Newhouse Bldg., Sslt Lake City, Utah 
Turnbull A Cox, 205 Mint Block, Denver, Colorado 


Ladd All - Steel Beaters 


AS PROFIT MAKERS 

Easily proven: Legitimate 
stores make nothing on 10 or 
15e articles. The cost of sale, 
wrapping and delivery kills 
all profits. On a 50c article at 
low cost, it is different: 
THERE’S PROFIT, especially 
if sale is as easily made. Calls 
for Egg-Beaters are constant. 
Why not sell those paying YOU 
PROFITS and at same time 
giving your customers, whom 
you are obligated to please, the 
unusual SATISFACTION ex¬ 
isting in a perfect article f 
That is the LADD ALL- 
STEEL BEATER only. 100% 
SANITARY; Nickel - Plated; 
Perfect Construction. 

Choice of 3 holding handles 
always. 

JOBBERS, the world over, 
and US. 



LADD 

Mixer-Churns 


pat apMos^C 

HmI 


f SATURN 
Clothes-Line 
Reels 


United Royalties Corporation 

1133 Broadway, New York 


A Proven Repeater 

Made in One Size Only 

Pits Pint, Quart and Half-Gallon Jars 




Fruit Jar 

HOLDERS 



The demand this year will be larger 
than ever. Increased output and central 
location enables us to fill orders promptly. 

Order now through your jobber, or 
write us direct for samples and prices. 

The Kerr Wire Products Go. 

Manufacturers of 

THE HANDY FRUIT JAR HOLDERS 
323-325 West Randolph St. Chicago, HI. 


PELOUZE 

New Hanging Scale 

Q Capacity 

20 lba. by on. 

m f *iv]j The Dial is 

\N»Y..*Jr large and dia- 

tinct - finished 
Y with glass sash 

and nickel plat- 
f ed rim. 

/ \ Very sensitive 

I 1 and accurate. 

I I Approved b y 

V_7 the Department 

of Weights and 
No. 101 Measures. 

MADB IN SBVBRAL STYLBS 

Pelouze Manufacturing Co. 

CHICAGO 

Manufacturers of Family, Candy, Market, Dairy 
Postal and Ioe Scales 


San Francisco 


EWING-LBWX8 OO. 
Representatives 


Los Angeles 
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GENUINE 

HUNTER'S SIFTER 

The Standard for a 
^ f Quarter-Century 

SMtional Vl«w Order from jrov Jobber. 

Showing Conetruetlon 

Com bin mi strength, beauty, usefulness and dura¬ 
bility. Cleanliness always posslbla Made In one 
pieoe of extra heavy tin plate, niekel trimmings. 
Handle swedged to body. No soldered Joints to 
eome looea Easy to remove all pane for eleane- 
ing. _ 

THE FRED J. MBTSBS MFC. GO. 


QUALITY, plus SERVICE,equals SATISFACTION 


io, 14 and 89 Qt. Our products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


In offering you our line of goods, we are offering you 
QUALITY and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the test of 
time. In stocking our goods, you get this SATISFACTION. 

Our EAGLE MOP WRINGERS and BUCKETS COM- 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You J t- 

will find these two lines, quick sell- - IwIjm 

era and big profit producers. -3 I* 


THE EAGLE WOODENWARE MFG. CO. 


Manufacturers, 

Hamilton, Ohio 


U. S. A. 


mS*. 

Will hold ■ 10, 11 or 11 
clothes wrlngor. 


EOWIN B8T1MPS0N COMPANY 


BROOKLYN, NEW-YDRR 


Back Up Our Boys 
at the Front 

BUY 

LIBERTY 

BONDS 

NOW 

Do your Bit and do 
It Right Away 


^ 2 1 

H P S« Supply your customers with 

m this patented broom which can 

j ffl wlMMHB *>e worn down close to the 

mf fF'M j »7 iR M handle. This is an entirely new 

feature not found in the ordi- 
i nar y brodm, and will rapidly 

increase your sales. 

Lee Broom & Buster Company, Lincoln, Neb. 
(Nearly 50 years making better brooms) 
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YOUR CUSTOMERS WANT THE BOOMER 

IP TOU ONLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every nee. Ie the strongest and most durable Cannon Stove made. Constructed so that a 
sheet iron dram may be attached, ana thus increase the heating capacity. 

Made in six sizes,— 1 2 3 4 5 6 

Diameter of Fire Pots 1S%" 15" 18" 20" 22" 24%" 

Weights, 182 240 300 385 525 575 

OUR LOW FRIGES WILL SURPRISE TOU—Write for them. 

THE HCSS - SNYDER CO., Manufacturers - - MASSILLON, OHIO 

Trad* mark "Botnar” Bafli tara d H o. 08288 



i 



▲ HOT WEATHER QUICK SELLER 

When the mercury is high and housewives want to 
iron in comfort, easy sales are ready and waiting for 
you. Prospects are half sold on the 

Heatin# 

It’s simple, it’s sure, it’s sound in principle and de¬ 
sign—850,000 satisfied users now, and more being added 
every day. 

We supply you with Window Trims, Counter Dis¬ 
plays, Movie Slides, Electrotypes, Circulars, etc. 

Write for details and address of your nearest dis¬ 
tributor. 

ROYAL IRON MFO., COMPANY 
553 Wayne Street Big Prairie, Ohio 


8 Arms, 30 Inches Long 

Sells the year ’round because it is used the year 
’round. It is very practical and useful in laun¬ 
dries of private dwellings, especially in wet 
weather. 

Apartment house dwellers find it necessary 
every wash day. 

Substantially built of hard wood and cold 
rolled steel. Easily raised and lowered. 

And very easily sold if properly displayed. 

Write for our catalog. We make many more 
styles of Clothes Dryers, also Towel Racks, Mop 
Sticks, Sleeve Boards, Hat Racks, etc., etc. 

The Penn Mfg. Co. 


P. O. BOX 500 


NORTH GIRARD, PA. 





LSell the Coleman “ Quick-Lite ” 

This newest Coleman Lamp is the best seller yet So 
■—simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 

LIGHTS WITH A MATCH 

The Coleman "Qulck-Llte" is the most wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 
lamp. Makes and burns its own gas from common gasoline or kerosene. 
Gives n bnl)innt. steady light of 300 candle power without glare or flicker — more light 
than 20 old style oil lamps. Can'texplodc. No danger if tipped over. Very ornamental 
and comes in variety of styles. 

Dealers wanted in all parts of the country. Write at once for catalog 86 and 
agency proposition. Address nearest office. 

THE COLEMAN LA MR COMPANY 

Wklltti, Kant., St. P.ul, Minn., Toledo. Ohio, Dell.., Ts..s, Chl.eco, III. 
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White Mountain Refrigerators 


‘The Chest With the Chill in It’ 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 
catalogues and booklets. cl 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 






York City Boston, ' 


B BAB OH OrPXOBS:— 
Atlanta. On. Dallas, Texas 
Melbourne, Australia 


■an Branoisoo, OaL Dourer, Oolo. 


The Ontario Knife Company, Franklinvllle, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, yon should write for them at once 



BUTCHER 

SKINNIN G 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

8HOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 
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ALLEGRETTI RAZOR STROPS 

made from carefully selected leather and treated by a secret process will retain indefi¬ 
nitely the soft, but effective qualities which have established an enviable reputation for 
Quality and Durability. 

THE ALLEGRETTI MFG. COMPANY, practical razor strop-men, employ only the 
most experienced men, and use the very best of materials; as it is their aim to please the 
customer by giving him the best strop possible. 

With our motto, “Nothing Less Than Perfection, “ we desire to call your special 

attention tO _No. 2Q0 ___ combination 

|• j§|in 

Hf ' square ana 

strop for private 
Size 2*4x24 


No. 250 — Combi nation 
strop of Royal Seal 
leather, brown with black 
seleot horsehide, self hon¬ 
ing, round nickel swivel, 
a very fine strop. Size 
214x26 in. 


No. 252 — Co m b i nation 
strop of yellow and black 
horsehide. of extra fine 
quality, has square cut 
handles, and oval black 
swivel. Size 2%x24 in. 

All our Leather and Web strops are weather and climate proof. Every strop stamped 
‘ 1 ALLEGRETTI ’ ’ is guaranteed as to .Quality. Let u* tend you our catalogue. DON'T WAIT 




ALLEGRETTI MFG. CO. 


GENEVA, N. Y. 


Lalance & Grosjean Mfg. Co. 


Manufacturers of the Celebrated Lines of 

AgatC ( Nickel-Steel ) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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MADE IN OHIO, U. S. A. 

ALUMINUM 

"Real Solid” 




The "MMAT. MOLD* LINE has been for SO 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy Is and has been to give the dealer 
goods of such quality that assures him not 
only his rROFIT, but the housewife's contin¬ 
ued patronage. We have now added 

A New Line of 

"REAL SOLID WARE” 

This Is a Heavy Drawn line STAMPED from 
heavy tempered greets, which is far superior, 
in man^r ways, especially in Rigidness ana 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS —Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight 




Trimmings, so that It will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumplate while 
on dealers' Shelves. \ 

We have added 25 New Items, aH.prac¬ 
tical. This makes the “REAL SOllD” 
Line the most complete on the market 

Write Today and get our New 
1918 Catalog just off the Press. 

Tbe Buckeyo Aluminun Company 

WOOSTER, OHIO 


No. 4—54" Diam. 


“UNIVERSAL' 

SLIDES 


Are an Absolute BusinessGetter 


An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 


They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merchant. 


“Universal” Slides can 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 

They are constructed of 
high grade steel, case 
hardened and neatly 
nickel plated. 



No. 3—$4" Diam. 


m 


No. 2—13/16" Diam. 



No. 1—1" Diam. 


Made in four siaes— 
Fifty sets of size one, 
two, and three, and one 
hundred sets of size four 
in a box. At so slight a 
cost yon cannot afford 
to pass them up. 

Write for 
SAMPLE CARD 
No. 25 H. W. 


Csj 


Manufactured exclusively by the 

Universal Caster & Foundry Worts 

Division of The Basrick Oo. 
BRIDGEPORT, OONN. 

EUGENE G. SAUL 
Pac. Coast Representative: Monadnoek Bldg. 

San Francisco, OaL 
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Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


Move the FAULTLESS Way' 
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OF THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 


Elastic” Chair Tips 


consisting of the most salable and profitable sises, 
vis: 

8 Gross RuLber Head Nails. 

4 100/144 Gross Bumpers. 

17 Dos. Slotted 8crew Tips. 

4 Dos. Wood Peg Tips. 

3 Dos. Patent Rocking Chair Tips. 

4 Dos. Stetson's Combination Cushion 

Chair Tips. 


RVJBBF.R C.HMR TIPS 

of tht Household 


furniture Nccctsilies 


Elastic” Chair Tips 


Prevent injury to floor and carpet, sto, the noise 
nuisance in the hoc e, the schoolroom, the restaurant, 
the public hall—wherever wooden chairs are moved 
about on wooden floors, concrete or tiling. y 


Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 


“Elastic” Chair Tips. 

Order the “Elastic” Assort¬ 
ment now —display it— then 
watch the “Elastic” sell! 


ELASTIC TIP CO 


370 Atlantic Ave.. Boston. Mass. 
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CLEANS.SMOOTHSs POLISHES 
ANYTHING ^EVERYTHING 

AMERICAN STEEL WOOL supplies so many needs of so many 
people so incomparably well that it is listed as an “indispensable* 
everywhere—in households, garages, shops, on farms—whenever 
there is cleaning, smoothing, polishing to be done. 

Because Steel Wool has no equal, it is demanded everywhere by 
name; because its market is so wide and insistent, it is a logical 
inevitable profit-maker for the merchant who reads and heeds the 
mind of his trade. 

Send us your jobber's name if he can't supply you with a trial 
gross of American Steel Wool in the handsome new household 
package—a dozen packages to the individual container and six 
containers to the half gross case. Package retails at io cents. 

Dept. “E” 

American Steel Wool Mfg Go.,-Inc. 

In New York City 


UNIQUE 


EASY TO SELL 


PROFITABLE 


The New PERFECTION Patented 

Curtain and Shade Fixture 



A new idea, and one that fills a long- 
felt necessity. Neat, compact, conven¬ 
ient. Can be put up by anyone with a 
screw - driver, and can be used sepa¬ 
rately or in combination for shade and 
curtain. 

Is deservedly popular because there 
is nothing better on the market; hence 
has a ready sale and a quick turn-over. 

Made in old brass, oxidized copper, 
hand-buffed nickel, plain nickel rolling 
barrel finish, or can be made in special 
finishes. 

Write right now for prices and 
dealers’proposition. It will pay you. 


THE BEATON & CADWELL MFG. CO. 

New York Office and Store 
234 Water Street 


NEW BRITAIN, 
CONN. 
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You Should Sell 

Hercules Gold Solder 

You are missing a ready seller and a 
good profit. - 

A semi - liquid metal - mender used 
without heat or acid. Guaranteed to 
mend holes, cracks or leaks on any 
metal; adapted for pipes, automobile 
radiators, cooking utensils of aluminum, 
enameled ware, etc. 

This is a time o£ conserva¬ 
tion. ’ ' r V, 

Many articles and utensils' 4 * 
can be saved by HERCULES 
COLD SOLDER. 

“Anybody can mend any¬ 
thing’ * with this wonder sub¬ 
stance. A necessity in every 
home, which you should 
supply. 

Put up in tubes for instant, 
convenient use. Hardens 
when exposed to air. Not af¬ 
fected by heat or water. 

Retails (or 25 Cents Per Tube 

GET IT FROM YOUR 
JOBBER 

If he can’t supply you, write us 
direct. Packed in one and two dozen 
display cartons. 




FREIDEN MFG. CO. 

Factory, Ban Diego, California 




(HaTIILON m Ml MIS I |K’ t I 11 I IM 


“You Should Have Our 
Catalogues Illustrating 
This Profitable Line” 

For over 85 years, Chatil- 
lon Scales have been sold 
by thousands of dealers. 
throughout the world. 

These scales represent the 
best that skilled labor, years 
of experience and finest ma¬ 
terials can produce. They 
appeal to scale buyers. 

Foster Bros.’ Cutlery, 
which is a part of the com¬ 
plete Chatillon Line, needs 
no introduction. 

This cutlery is world 
known for its high quality, 
attractive design and long 
service. 

Write today for 
copies of our scale and 
cutlery catalogues, to¬ 
gether with price lists 
less dealer discounts. 

JOHN CHAtlLLONfi SONS 

Established 1835 

85 CUFF STREET NEW YORK CITY 
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Monarch Refrigerators 


Big Stocks Carried Where You Can Get 
Them Quickly. No Waiting 


Monarch Refrigerator Co., Burlington, Vt. 


Union Hardware a Metal Co. 
Loa Angeles 


Butler A Brittain 
Ban Fraadsoo 


Attractive designs and popular sizes, which sell easily and show you a good 
profit. An old established make, but abreast with the times in all details. 
Cabinets of ash and oak. Lined with porcelain, white enamel and galvan¬ 
ized. Removable flues, waste pipe, and inside trap. Tinned wire shelves 
and strong, handsome hardware. 


Digitized by v^.ooQle 















HARDWARE WORLD 


65 


iltrola 



The 
Art of 
Coffee 
Making 



C OFFEE making in the United States 
has been a 44 national disgrace’ 7 until 
the “Filtrola” made its appearance. 
Bad coffee, drugged with Tannin and Caf- 
fein, ruthlessly robbed of its aroma, has 
been a fault all the years of the history of 
the nation. This was due to the “biled” 
coffee pot and subsequently to the metal 
percolator. 


The “Filtrola” Cures the Fault and 

saves nearly half the coffee. 

The 4 4 Filtrola” is the machine you have 
seen used in exclusive hotels and restau¬ 
rants. It produces coffee containing but 
a negligible percentage of Tannin and Caf- 
fein, with all the wealth of the perfect 
coffee aroma. 


SOLD BY FIRST CLASS JOBBERS EVERYWHERE 


W. P. Horn Co., Pacific Coast Representatives 
Los Angeles Rialto Building, San Francisco, Cal. Portland 


New York Stamping Company 

BROOKLYN, NEW YORK 
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Beauty in silverware may be 
only skin-deep but Quality 
goes deeper < < 

You can’t tell a thing about the 
wearing quality of a piece of table 
silver by looking at it. Use your 
head as well as your eyes when 
you make a purchase. 

Think for a moment! What 
brand of silverplate have you heard 
the most about? It is the 

i847 ROGERS BROS. 
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ESTABLISHED IN 1834 — THE OLDEST HOUSE IN THE BUSINESS 


“MODEL” ROASTERS 

The Roaster of Satisfaction 

Manufactured by THE CENTRAL STAMPING COMPANY’S original 
process of reverse stamping whereby all unsanitary and unsavory ridges 
are eliminated. Made in Plain Metal, also enameled in three colors. 


Seamless 

Sanitary 

Self-Basting 

Self-Browning 

Satisfactorv 


mm 


Best Shape and 
Construction 
For Efficiency 


ONE PIECE BODY 
(Makes Cleaning Easy) 

MAKES ROASTING A 
PLEASURE 
(No Basting Over Hot 
Oven) 



Blue Glased Enamel 

Represented in California 
by 

BARRETT St BOSS 

91 New Montgomery Street 
San Francisco, Cal. 

In the State of Texas 
by 

O. V. MILLARD 

San Antonio, Texas 



HAS HOT AIR 
JACKET 

(Prevents Burning) 

CLOSE FITTING 
HANDLES 
(Economy of Space) 


TRADE MARK 

Fish Backs can be fur¬ 
nished for use with the 
roaster, but are not in¬ 
cluded unless ordered 
extra. 

TWO SIZES 
Small Holds 

10 Lb. Round Roast 
8 Lb. Rib Roast 
8 Lb. Leg of Lamb 

1 10 Lb. Turkey or 

2 4 Lb. Chickens 

Large Holds 

18 Lb. Round Roast 
14 Lb. Rib Roast 
15 Lb. Leg of Lamb 
1 16 Lb. Turkey or 

3 4 Lb. Chickens 
Small 10*4 ->n. x 15!4 - in. 

including Handles 17 in. 
Large 11 \ -in. x 17%-in. 
including Handles 19 
inch. 




Gray Mottled Enamel 


Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 
FEED A. LEE 
1626 Thirteenth Avenue 
Seattle, Wash. 


“Model” Extra Large Roaster 

One Size 12% in. x 18% in., including Handles 20% in. 

Two Finishes—Polished Sheet Steel and Blue Glazed Enamel. 

THE CENTRAL STAMPING COMPANY - NEW YORK 
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Help Win the War 

—in the Kitchen 

Encourage the vast army of housewives in the conservation of the 
Nation’s food supply. Help them by supplying war-time kitchen uten¬ 
sils to carry on the good work. 

• {universal} : 

Home Needs 


Save the Wheat 

with UNIVERSAL Bread Maker. Makes 
nutritious, clean and wholesome bread out 
of wheat substitutes. Does the mixing and 
kneading in three minutes. Hands do not 
touch the dough. 


Save the Food 

with UNIVERSAL Food Chopper. A war¬ 
time utensil which is playing a leading role 
in the saving of food in the home, palatable 
dishes are made from left-overs which would 
under ordinary conditions go to waste. 





Aluminum Percolator, makes coffee with¬ 
out boiling, extracts all the good and none 
of the bad from the coffee bean. With the 
UNIVERSAL percolating process the cof¬ 
fee is delicious in its making, with all its 
strength and aroma preserved. 


Landers, Frary & Clark, New Britain, Conn. 
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Two Mirro Utensils in One 


Food Saving—Fuel Saving 


I P ever a cooking utensil of unusual utility re¬ 
flected good housekeeping at its best, it is this 
combination Tea Kettle with Inset —a Mirro 
creation. 

While the kettle boils, the custard, boiled dress¬ 
ing, milk, etc., is being thoroughly cooked without 
danger of burning. The advantage is threefold, 
in time saved, in food saved, in fuel saved. 

In addition, there are the ten superb features 
of the utensil itself — three of them exclusively 
Mirro—features that readily commend themselves 
to the discerning home-keeper: 

(1) Highly ebonized, sure-grip, detachable 
handle. (2) Slotted ears that permit handle to 
be shifted to any desired position without coming 


in contact with Kettle. (3) Easy-filling, easy- 
pouring 8pout* (4) Spout welded on. 

*(5) Rivetless, no-burn, ebonized knob. 
(6) Hollow steel handle, comfortable to the hand. 
*(7) Handle ears welded on. (8) Unusually 
wide heating base. (9) Famous Mirro finish. 
* (10) Mirro trade-mark stamped into the bottom 
of every Mirro article. 

The same cover will fit both Kettle and Inset 

The star features 5, 7 and 10 belong exclusively 
to Mirro. Illustration shows plain round style. 
This utensil is also made in the popular Colonial 
style, also exclusively Mirro. 

The best of a quarter century of fine aluminum 
making Is wrought into every piece. Mirro truly re¬ 
flects good housekeeping. 


Aluminum Goods Manufacturing Company, Manitowoc, Wis., U. S. A. 

Makers oj Everything in Aluminum 

Dealers: Mirro Aluminum has become the recognized sales leader. Every sale means a 
dealer sale and a dealer profit. Write today for dealer catalog and Interesting dealer data 


miRRO 


ALUMINUM 

.Reflects 

Good Housekeeping 
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We’ll Send Householders 
to Your Store for 
Smooth-On 


We’re going to hammer hard on Smooth-On Household 
Cement before the ten million readers of the 

SATURDAY EVENING POST 
WOMAN’S HOME COMPANION POPULAR SCIENCE MONTHLY 


POPULAR MECHANICS 


SCIENTIFIC AMERICAN 


Our advertisements in these strong publications will emphasize the 
many different uses of Smooth-On Household Cement and send house¬ 
holders to your store for it. 

Be sure you are stocked with the new 6-oz. cans of Smooth-On House¬ 
hold Cement, which retail at the popular price of 25 cents. 

And be sure and ask your joboer for a Cloth Wall Hanger, Easel Back 
Celluloid Counter Sign, printed in four colors, and other free advertising 
matter to help sales. 

Note how attractively Smooth-On Household Cement is put up; 1 dozen 
cans in a handsome colored Counter Display Carton, ready for immediate 
display on counter or shelf. An interesting and instructive 16-page booklet 
is supplied with each can. 

Remember, it’s the same reliable Smooth-On Cement that has been re¬ 
pairing leaks and breaks in metal articles and on metal surface for 23 years, 
sold for the first time in smaller cans. Anybody can use it. 

_. „ 4 . . . Write for complete literature, prices 

This Display Carton is handsomely _ , • , , . tx i r* i 

lithographed in colors, with hinged cover, and circular showing our Dealer Sales 

which stays upright when placed on TT^lr\a 



counter or shelf. 


SMOOTH-ON 

HOUSEHOLD 

IRON CEMENT No.l 
STOPS LEAKS 


Helps. 

Don’t delay—order today. Any pro¬ 
gressive jobber or supply house will see 
that you are supplied. 

Smooth-On Mfg. Co. 

Jersey City, New Jersey 
U.S.A. 


A Few Uses 
for 

8MOOTH-ON 
IRON 
CEMENT 
No. 1 
for 

Household 

Use. 






Trl il 

M 


i'd»l 
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E VERYBODY who has ever bumped his shins in 
the dark, groping for the light-chain, will want 
the Ingersollite. 

People buy one and come back for enough to equip 
the whole house—for it means no more stumbling 
around dark rooms to find the light-chains. 

This really remarkable device is simply a small glass 
tube, unbreakable. It contains the same luminous 
material used on Ingersoll Radiolite watch dials. 

The Ingersollite attaches to the end of the light 
chain. At night, it glows like a little ball of fire. 
Spotting the chain in the blackest darkness becomes 
easy, sure and quick. 

Where it’s a question of saving their shin bones, 
people are quick to see the point. So stock the Inger¬ 
sollite at once. 






The Little Spark you see in the Dark. 


Attaches to gas jets as 
well as electric light 
chains and key switches. 
No skill or tools re¬ 
quired. Pull directions 
with every Ingersollite. 


Ingersollites are advertised in a full page of the 
Saturday Evening Post, issue of September 14th. 
They will be strongly backed by advertising in many 
other publications, 

HERE IS A SELLING OUTFIT THAT 
ASSURES QUICK TURNOVERS 

Ingersollites come packed five dozen in this 
attractive green and black carton. It makes 
a splendid display case for your counter. 
Put it where people can see it, and you’ll 
find the Ingersollite sells on sight. 

With a trial carton, we’ll also send a window 
Order a carton today. Costs only 
$2.00 a dozen. The investment is small, but 
the turnover is rapid and the Drofit is good. 

Robt. H. Ingersoll & Bro. 

315 Fourth Ave., New York 
Chicago San Francisco Montreal 
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LOOKS BETTER 


LASTS LONGER 


SELLS MORE READILY 



A CARD TO US WILL BRING A SAMPLE TO YOU 

AMERICAN WIRE FABRICS CO. 

208 La Salle Street, Chicago, Illinois 


Mt. Wolf, Pennsylvania 


Factories: 
Clinton, Iowa 


Niles, Michigan 


•CTaJRP 7 * Sell 
* Faster 

BECAUSE— 

1. Can't turn in the hole. 

2. Steel Spring Band keeps thread in perfect 
alignment and permits full expansion of 
shield. 

3. No rough spots in castings. 

Above features all make for a better fastening 
faster. 

PARKER SUPPLY CO. 

Manufacturers 

784 East 135th St. New York 

Write for the Parker Proposition 


m 
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A REMINDER 


A Hatfield Grind¬ 
ing Machine in your 
store or window will 
suggest * 1 dull blades ’ ’ 
and 11 resharpening *’ 
to every man who 
sees it. 

And the men who 
don’t shave and who 
don’t shave with 
safety razors are few 
and far between now- 
a-days. 


Hatfield Grinding Machine 

is sharpening safety razor blades at the rate of 
from 100 to 700 and more blades every day. 

Many of these improved sharpening machines 
are paying the rent for their owners. There’s 
such a demand for them that we’re now making 
them in six different sizes, 1-blade to 24-blade. 

And we sell them on such easy payments that 
you don’t feel the outlay. 

We’ll send Booklet and Full Particulars on 
request. 

HYFIELD MFG. COMPANY 

21 WALKER ST.. NBW YORK CITY 




COMMON SENSE 

Mr. Hardware Merchant— 

Consider the many customers who enter your store 
each day and leave with only a small purchase—here 
arc wasted opportunities. By an attractive and sys¬ 
tematic display of your merchandise you could have 
added to each customer’s purchase something he pos- . 
sibly had not thought of. but actually needed. This 
would have meant increased sales for you—consequently 
a quicker turnover of your stock and more profits at 
the end of the year. 

As a wide-awake merchant, why continue to overlook 
this big possibility f 

"Duluth" Sectional Hardware Store Shelving will 
do all these things for you and more, too. It is not 
a high-priced, elaborate system of shelving, but just 
a common-sens® system that will fit your store and 
pocketbook. Ask lor our new booklet, * ‘Cutting Costs 
and Increasing Sales." 

Duluth Show Caso Company, Duluth, Minn. 


Detroit Weigh 


MAKES 


Hardware Pay 


A Detroit Automatic Hardware 
Scale is more essential than 
your Cash Register, as it determines 
the amount of your profit. It instant¬ 
ly and automatically gives the weight 
price and value of any commodity 
placed on the platform. 


No. 74 


no ibs. 



We send free for the asking a Profit 
Percentage Chart—which includes full 
instructions how to sell wire screen without 
waste or mental effort in figuring square feet. 


Detroit Automatic Scale Co. 

Detroit, Michigan 
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[hacksaws] 


SELL HIM BY THE 

A TKAOC HA»H A A 

starrett 

Mca. w t. mi on, 

Ufack Saw Chart 


When a hack saw customer enters your 
store do you offer him “merely saws” or 
do you give him “saws plus service?” 

If you handle the Starrett line, you can 
send your customer away, not only with a 
large order of saws, but also with Hack 
Saw Chart which tells him exactly what 
number blade to use for any particular job. 
This is a service which no other manufac¬ 
turer offers and which the user appre¬ 
ciates. 

Send for a copy of the Starrett 
Chart BF. It is free. 

The L. S. Starrett Company 

The World’s Greatest Tool Makers 

Manufacturers of Hack 
m _ Saws Unexcelled 

t ATHOL, MASS. | 

New York 

London 42 795 U J 
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WHY DO YOU CUT PRICES? 

Let’s get beneath the surface of this price- 
cutting question and have a man-to-man talk 
about it. You do not cut prices because you 
want to give away a portion of your legitimate 
profits. You do not sell below the standard 
price because you conscientiously think the 
article worth no more. 

Perhaps you have been giving away your 
rightful profits and charging the loss up as 
advertising expense. If you had spent a like 
sum of money in legitimate advertising chan¬ 
nels this expense would have become an invest¬ 
ment paying you rich returns. 

You are entitled to more than mere living 
wages from your business. You are entitled to 
compensation for the money you have invested, 
plus compensation for the risks you are taking 
of losing that money, plus compensation for the 
extra worry of running the business. 

If your business is not paying you a salary 
that you could make working for someone else, 
besides a six per cent dividend on your invest¬ 
ment, you are losing money, and it is time to 
revise your business methods. You are no 
better off than the man who works for a salary 
and invests his capital in bonds and mortgages. 

How are you going to pay the war taxes and 
the increasing costs of doing business if you are 
wasting the opportunities at hand? 

The solution to your problem is easy. Give 
quality and get full price. 

Immediately there is a chorus: “How do 
you expect people to pay me full price when 
my competitor down the street will continue to 
sell at cut prices?” 

Forget your competitor. Run your own 
business and leave your competitor to solve his 
own problems. He is not going to continue 
throwing away his good money when he sees 
you earning extra profits on every sale you 
make. 

It might stiffen you up a bit if you knew 
that only 4.2 per cent of all the 16,496 failures 
in the business world of the United States last 
year was due to competition. The authority 
for this statement is Bradstreet’s “Why Men 
Fail.” 


START SOMETHING 

Retailers do not seem to fully realize the 
great importance of leading—being the first 
one—to install a modern service for the con¬ 
sumer. As a class, they hesitate, always want¬ 
ing to wait until someone else has tried it out. 
They overlook the profitable publicity that 
someone else gets while they are putting on the 
market what the consumer needs and wants. 

After their competitor has made good, then 
they fall meekly in line and do the same thing; 
but it then takes them forever to catch up with 
him. They are always day after day trying 
to compete with him. 


YOUR TOWN IS WHAT YOU MAKE IT 

When you see a big rock rolling ponder¬ 
ously up a steep hill, you know without going 
back of it to look, that there is some force 
behind that rock that is pushing to beat the 
band; and when you see a town that is going 
forward steadily and surely, overcoming the 
obstacles that all growing communities have to 
encounter, riding down its little, old-time, good 
enough-for-father-and-good-enough-for-me ob¬ 
structionists, you will know without the ques¬ 
tion of a doubt that good men and true are 
behind that movement, and that they have their 
shoulders to the job. There may be exceptions 
to the rule—and if so they only serve to prove 
the rule—but the fact is that towns and cities 
are only what their citizens make them, and 
in such matters, “Citizens” means “business 
men.” 

You say, “That town has great possibilities,” 
and it is all bosh. Human possibilities are 
man-made; nothing else. They say, “You can’t 
make a silk purse out of a sow’s ear,” but 
the truth is that a skillful man can make a 
purse out of a sow’s ear that has a silk purse 
skinned to death. It isn’t so much what you 
have, as what you think you have, and what you 
make others think you have. Half a loaf to a 
wise man is worth more than a whole bakery 
to the man who does not realize the value of 
his possessions. 

You say, “My town is dead,” and you 
immediately contribute liberally toward its 
burial ceremonies. Your town is what you and 
your other townspeople think it is. Reverse 
your attitude. Instead of thinking it’s dead— 
think it’s alive, and you will immediately 
begin to contribute toward its enlivenment. Say 
it’s alive, and get others to saying it. They will 
soon be believing it, and when they begin to 
believe it, it will become a fact. 

Remember, it isn’t your town—it’s you. 

Make your town what you would like to 
see it. 


JUST AMERICAN 

Just today we chanced to meet— 
Down upon the crowded street; 

And I wondered whence he came, 
What was once his nation’s name. 
So I asked him, “Tell me true, 

Are you Pole or Russian Jew, 
English, Scotch, Italian, Russian, 
Belgian, Spanish, Swiss, Moravian, 
Dutch or Greek or Scandinavian.” 
Then he raised his head on high,. 

As he gave me this reply, 

“What I was is naught to me, 

In this land of Liberty, 

In my soul as man, to man, 

I am just American.” 
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Problems of Distribution 

(By Mr. H. L. Thompson, of Bostwick-Brann Co.) 


1 JjfHEN the Government took over the rail- 
Vtf roads those placed in charge found it 
v v necessary for further income. I think 
this is positive proof that the railroads were 
underpaid in the matter of freight and pas¬ 
senger rates and I hope that when this war is 
over, that the public will look upon transpor¬ 
tation in a different light. Instead of demand¬ 
ing low rates and fares let us demand that the 
railroads be kept at the highest point of effici¬ 
ency. 

Shippers’ Troubles 

I am sure there is nothing today that adds 
more to the cost of distribution of merchandise 
than the inefficiency of the railroads. 

At times merchandise has been in transit 
as long as three month from short distances. 
We have had merchandise on short orders that 
was sixty, seventy, and eighty days getting 
to us when it should be only a week. We can¬ 
not count on less than sixty days in making our 
purchases. 

We have had a traffic department of from 
five to eight men whose duty it is to look after 
shipments coming in and going out. They 
have gone up and down the railroads locating 
freight. Some times they have stayed by a car 
until we got it into the freight-house. 

When it comes to shipping out goods we do 
not have to wait long but our customers do. We 
have taken goods to the freight-house and found 
the doors closed and notices posted that no more 
freight would be accepted for the balance of 
the week. 

We have called our shipping force to the 
store at six in the morning instead of seven 
time and again and had the drays loaded and at 
the freight-house before the doors were open, 
standing there waiting to get in to deliver the 
goods. The first dray might be unloaded and 
perhaps make a second trip but I have known 
the dray that was at the station at nine in the 
morning to be still waiting at four thirty in 
the afternoon and unable to deliver the goods. 

Cost of Service. 

We have tried to get service. I consider 
that the five-ton truck costs fifteen dollars a 
day to operate, spread that over five tons of 
freight with but one delivery a day and there 
is a tremendous increase in the cost of cartage. 
I know that our cartage bill will be double the 
amount it was under normal conditions, as a 
result of our efforts to get goods in and then 
make delivery for our customers. , 

The railroads are not to blame for this. 
They were held down and not allowed an 
income. When the advance in wages came they 
were the one industry that could not pay it 


because they did not have the necessary income. 
They had the most incompetent, most inefficient 
of labor and were short of help besides. Many 
a time have we sent our men to the freight- 
house to help load cars. 

The cost of cartage, the cost of capital 
invested in merchandise tied up in transit, does 
not apply solely to the jobber. It begins at 
the mine and continues at the furnace, mill, and 
the manufacturer of finished products on to 
the jobber and retailer. It must go into the 
price of the goods and the consumer must pay 
it. 

To Basic Matters. 

Two things are to be considered in produc¬ 
tion. First, the direct production, second, the 
indirect. 

In ancient times when there was war half 
the fighting population went to the front. The 
rest stayed at home to provide food and muni¬ 
tions. It is no different today. We not only 
must have guns and munitions but food and the 
people who produce the food must also be main¬ 
tained. In my judgment at the present time 
between eighty and ninety per cent of our iron 
and steel manufacturers are working either 
directly or indirectly on Government business. 

Curtailment. 

It is difficult to tell just what popular line 
for domestic production is curtailed most. 
About the only answer I can make is this, that 
the manufactured article that requires the most 
raw material is the one that is being curtailed 
at the present time. For instance, black and 
galvanized sheets; there is big curtailment 
here. It is impossible to get stocks to take care 
of the trade. 

In those factories not engaged directly in 
the production of war supplies I do not believe 
we can expect them to reach over fifty to sixty- 
five per cent of normal production. The 
demands of the Government are so heavy that 
the business of lesser importance has got to take 
a back seat. The retail merchant must make up 
his mind to work on small stocks, the jobber 
must do the best he can to keep his stock in 
shape and get the Government to see the import¬ 
ance of this and enable him to make small 
shipments. I would not be surprised if the 
Government would ask manufacturers and job¬ 
bers to curtail all orders sent them to the lowest 
point practicable so as to keep the distribu¬ 
tion as broad as possible. 

Don’t Want Big Orders 

I have given instruction to our men to elim¬ 
inate all quantity prices. We are going to make 
our prices reasonable and ask our customers to 
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buy in as small lots as they can. We do not 
want big orders. We want small orders and as 
broad a distribution as possible. 

It is hard to specify just what are non- 
essentials. Many of the necessities today will be 
non-essentials six months from now. There is no 
question in my mind but that the non-essentials 
will be automatically removed. Conditions and 
the patriotic spirit of the American people will 

force it. Patriotic Economy. 

It is the patriotic duty of every merchant to 
impress upon his customers the importance of 
practising economy. If he can use the old ham¬ 
mer or saw a year or two longer encourage him 
to do so. Urge him to save his money for the 
purchase of Liberty Bonds, Thrift Stamps, etc. 
As the war continues the demand for money 
grows. This is one of the most patriotic things 
we can do at this time. 

The Jobber’s Purpose. 

When I took over the management of our 
firm I studied the jobber’s purpose. There was 
a great question as to whether the jobber has a 
future or not. After analyzing it for some time 
I arrived at this conclusion. The jobber has two 
functions, namely, warehousing and banking. 
He must carry the goods to fill orders promptly, 
he must have the money with which to buy his 
stock at the best price and have it ready when 
the demand comes. 

I am absolutely sincere in this and speaking 
for our company, if there is any method that 
can be worked out by the Government to effect 
an economy, either in shipping goods or, if it 
can work out, a system that will help conditions 
and lead to the better distribution of goods, I 
am for it because it is a patriotic duty and 
we have all got to make sacrifices at this time. 


ARE YOU GUILTY OF THIS? 

They say sometimes, “It’s cold as Hell!” 
Sometimes they say, “It’s hot as Hell!” 

When it rains hard, “It’s Hell!” they cry; 

It’8 also Hell when it is dry; 

They hate like Hell to see it snow; 

It’s a Hell of a wind when it starts to blow. 

Now, how in Hell can anyone tell 

What in Hell they mean by this word, “Hell”? 

“This married life is Hell,” they say; 

When they come home late, there’s Hell to pay; 
It’s Hell when the kid you have to tote— 
When it starts to bawl, it’s a Hell of a note; 
It’s Hell when the doctor sends his bills, 

For a Hell of a lot of trips and pills. 

When you get this, you know real well 
Just what is meant by this word, “Hell”. 

Hell, yes! Hell, no! and Oh Hell! too; 

The Hell you don’t! The Hell you do! 

And what in the Hell! and the Hell it is! 

The Hell with yours; and the Hell with his! 
Now who in the Hell! and Oh Hell where? 

And what in the Hell do you think I care? 


But the Hell of it is—it sure is Hell— 
We don’t know what in the Hell is Hell! 


THE WORKINGMAN’S PARADISE 

German propaganda has always dwelt upon 
the lovely paternal policy of the Kaiser govern¬ 
ment, and its watchful care for the happiness 
and welfare of its people. We have heard much 
about their social insurance and old age pen¬ 
sions. 

Recent figures show that the average wage 
in Germany before the war among the wood¬ 
workers, a typical industry, was $5.99 a week. 
Their old age pensions ran from $18.58 to $48.45 
per * year. The federal farm loan banks were 
useful only to the reasonably comfortable mid¬ 
dle class farmers. 

Working hours in Germany average much 
longer than ours. Mighty few of our working 
people would change conditions here for those 
in kaiserdom. Yet so skillful and far-reaching 
has German publicity stuff been, that most 
people thought the kaiser had gone far beyond 
our country in his careful insurance against 
poverty. It all goes to prove the value of 
advertising, but as in other fields of business, 
the advertiser has to back up his goods. 


THRIFT 

Without me no man has ever achieved suc¬ 
cess, nor has any nation ever become great. 

I have been the bed rock of every successful 
career, and the cornerstone of every fortune. 

All the world knows me and most of the 
world heeds my warning. 

The poor may have me as well as the rich. 

My power is limitless, my application bound¬ 
less. 

He who possesses me has contentment in 
the present and surety for the future. 

I am of greater value than pearls, rubies and 
diamonds. 

Once you have me, no man can take me 
away. 

I lift my possesser to higher planes of living, 
increase his earning power, and bring to reali¬ 
zation the hopes of his life. 

I make a man well dressed, well housed and 
well fed. 

I insure absolutely against the rainy day. 

I drive want and doubt and care away. 

I guarantee those who possess me prosperity 
and success. 

I have exalted those of low degree and those 
of high degree have found me a helpful friend. 

To obtain me you need put out no capital 
but personal effort, and on all you invest in 
me I guarantee dividends that last through life 
and after. 

I am as free as air. 

I am yours if you will take me. 

I AM THRIFT. 
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Capitalize Your Experience 

What Value Is It Unless You Put It to Good Use? 

(By B. J. Boorman) 


P OWDER scattered promiscuously over the 
surface of a quarter of a section does not 
project a bullet to the mark, but if con¬ 
fined and concentrated with right and careful 
aim and lead make a BULLS-EYE. 

Focus your thoughts with intensity on your 
business, properly guided by reason and good 
judgment, circumscribed by square dealings, 
and SUCCESS will attend your efforts. 

If the man in business could only realize the 
necessity of having some mottoes for guid¬ 
ance, and work to the indicated principle of 
those mottoes, the results of money, man’s 
experience and energies would be decidedly 
different. 

Here is a motto, JUST RIGHT IS NEAR 
ENOUGH. 

Another, TRIFLES MAKE PERFECTION, 
BUT PERFECTION IS NO TRIFLE. Just 
analyze these mottoes. Do they mean anything 
to you or to your Business? 

We speak of EXPERIENCE, but really is 
not experience a DEAD LOSS unless we can 
use it, apply it, or SELL IT for more than it 
cost? 

Did you ever stop to consider that there is a 
Point of Contact governing the great law of 
CAUSE AND EFFECT? There is controlling 
power resulting from Point of Contact in 
understanding people, understanding your cus¬ 
tomers, guiding them by intelligent suggestions, 
as well as being understood, if you please. 

What is the art of making a sale? Is it not 
a mental operation? You should first know the 
merits as well as the uses of the goods you 
offer. Your argument, (and don’t talk too 
much), comes in contact with the purchaser’s 
reason. When the desire is created and so 
indicated, you have mastered the situation. 
Create a desire in the mind of your prospective 
customer, not for your goods, but the desire for 
the COMFORTS, JOYS and SACREDNESS of 
the home; desire for better and more efficient 
tools; the pleasures and convenience of a 
garage; the profits and necessities of a silo or a 
barn as a finished creation. 

Successful Men Must Be Up to Date 

The Dealer with SLENDER SHRIVELED. 
SHRUNKEN SHANKS, who says “I am not 
interested in modern modes of doing business,” 
or “I am not interested in modern step-saving 
plans,” would perhaps argue that his father, 
who used to go to the grist mill on horseback 
with wheat in one end of the sack balanced 
by a stone in the other end of the sack, got 
along fairly well, so “why should I worry?” 
Such dealers and non-progressives are 


EASY COMPETITION and EASY PICKINGS 
for the mail order house. But today, 1918 A. 
D., the voice of prudence calls on us to fortify 
our business that no exigency or condition aris¬ 
ing shall invade our property rights. The 
GREATEST PULMOTOR you can have is 
MODERN METHODS, MODERN AND PRAC¬ 
TICAL IDEAS. 

Vision, Impressions 

Observing a stock of goods properly placed 
and systematically arranged, well kept prem¬ 
ises, indicates that there is an ownership. Cus¬ 
tomers become impressed, and desires are 
formed; RESULTS, VISION, IMPRESSIONS, 
CONCLUSIONS! Who is the winner? Both 
you and your customers! 

A dynamo perfectly wired, (a modern, well 
kept stock and premises), the current of effort 
will radiate profitable results just the same as 
the main spring of your watch. It coils and 
spreads. 

Has your business a soul and spirit that 
leads in your community to greater accomplish¬ 
ments for the upbuilding of your community? 
What is the greatest dynamic force in your 
business? Is it the possession of a thorough 
knowledge of merchandising and of your busi¬ 
ness in all of its ramifications, or have you 
inherited or become successors to a business 
established years ago where the old methods 
were pursued? Which in your judgment do 
you think will survive the sublime test which 
is sure to come? These are thoughts for your 
deliberation and consideration. Your business 
is just what you elect to make it. 

Let’s all do OUR BIT, and as the curtain of 
experience falls upon our endeavors and year’s 
work we will find that “He profits most who 
serves best.” 

Remember that our business is much the 
same as a great garden patch—just as soon as 
we stop hoeing the weeds commence to grow. 


AS A MAN TKINKETH 

The thinker may be radical, progressive, 
conservative—that does not so much matter. 
There is always hope for a man who thinks, for 
he will develop a philosophy of life which will 
set up standards. He is hospitable to truth; he 
recognizes his place in the world; he knows 
that nothing is fortuitous; he respects and 
observes the laws, as he sees it; he changes 
because he sees all else change. The speed of 
his adapation conforms to the needs of his life 
and his problems, but he changes because he 
recognizes the necessity for keeping in touch 
with life as it really is. 
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Pushing Stoves and Canning Supplies 


N EVER has there been such a chance as 
this season of pushing the sale of fruit jar 
supplies and utensils of all kinds for 
preserving—and at the same time the sale of 
stoves and ranges, especially those of the gas 
variety. 

The Government is back of the big canning 
and preserving campaign; bulletins and leaflets 
are being issued urging the women to conserve 
and preserve the fruits and vegetables of the 
land; and the papers are full of articles on 
modern methods of drying and preserving the 
products of the orchard and field. An unusually 
large crop of vegetables is being harvested 
thanks to the plant-a-garden propaganda dis¬ 
seminated in the spring, and in order to preserve 
this crop for winter use new supplies of all 
kinds will be needed. It is up to hardware 
men to supply these necessities and the mer¬ 
chant who gives the widest publicity to his line 
is sure to be rewarded. 

Sales Window Most Valuable 
Various forms of advertising are good in 
their way, but in my opinion nothing equals that 
of the show window in getting one’s goods 
before the greatest number of people in the 
shortest space of time. Everyone sooner or 
later sees your window, whether they read the 
newspaper ads or not, and if it is striking and 
contains a punch—something that shows or tells 


why these particular goods should be pur¬ 
chased, the beholder is going to bear this in 
mind when he is in the market for supplies. 

A Suggestive Display 

One of the most striking displays along this 
line was set forth recently by Woodward & 
Lothrop, Washington, D. C. The floor was 
covered with cans of fruit, vegetables, fish and 
meat. In the background were two full sized 
stacks of wheat, on which were cards: 

“Save it for Our Allies 
and the 

Boys Over There” 

At either end, in the foreground, were stacks 
of rye and rough rice, with cards, 

“Use More of This 
and 

Save the Wheat” 

All around the upper part of the window was 
a rose vine with glossy green foliage and little 
crimson roses (artificial, of course) w r hich con¬ 
trasted well with the yellow wheat. 

In the center was a white enamel table, to 
the edge of which was attached a meat grinder, 
and upon the table were laid fruit and meat 
knives, strainers of different size mesh, wooden 
ladles, as well as a number of cooking utensils. 



A STRIKING CANNING DISPLAY OF WOODWARD ft LOTHROP, WASHINGTON, D. C. 
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In front of the table was a large rack on which 
were trays of screen and lath on which corn, 
peas, beans, peaches and apples were drying, 
while a card advised 

“Ye Old Tinfe Sun Dryer” 

Another card advised, 

“Food bullets from home canned fruits 
will make lead bullets to reach 
the Kaiser.” 

Set on boxes of Mason fruit jars were a num¬ 
ber of glass jars of vegetables and fruits, as 
well as a number of tin and stone jars. In the 
midst of this display was a card: 

4 4 Can your winter supply of fruits 
for the home, and‘release the com¬ 
mercial products for the soldiers 
and our allies” 

On the floor was a goodly array of canned 
fruits and vegetables, preserves, pickles and 
jellies, and here was a catchy card: 

A Can of Fruit! A Can of Vegetables! 

A Can of Meat! A Can of Soup! 

For Every Family 
for 

Every Day in the Year! 

On the wall was a large lithograph of canned 
fruits and vegetables, and in the middle, the 
Kaiser’s head in a can, and this was captioned: 

44 Can fruit and vegetables, and 
can the Kaiser, too.” 

A poster called attention to the fact that for 
a week special canning demonstration would 
be given at 11:00 A. M. and 3:00 P. M. A large 
space on the second floor was given over to 
these demonstrations, seats being placed for 
the accommodation of about fifty people. A 
canning expert (practically every town now has 
a domestic science teacher) put up before the 
eyes of the audience fruits and vegetables of 
various kinds talking all the time on the latest 
methods of fruit preservation, with especial 
emphasis on the elimination of sugar as much 
as possible. 

She explained likewise the necessity for 
using new caps, rubbers and even new jars— 
and a large supply of these was kept on hand 
where they could be purchased by the guests. 
Near them was a table devoted to canning 
implements of all sorts, and once the visitors 
became interested, it was easy to increase their 
purchases to include cooking vessels and can¬ 
ning utensils of all descriptions. Naturally a 
gas range was used in the demonstrations and 
a few minutes of each lecture was given over 
to a description of its good points. Little book¬ 
lets were given out containing much helpful 
information on home canning, and as each was 


stamped with the name of the firm, and one page 
contained a price list of a full line of canning 
supplies and utensils, it was quite a valuable 
publicity agent for the store. 

In order to can it is necessary to have heat, 
so hand in hand with the fruit supplies cam¬ 
paign should go the campaign for stoves and 
the best method of cooking. Here is the place 
to get in some good licks for the gas range. In 
the smaller towns the hardware man generally 
has the agency for some particular model of 
range, and if he outfits his window in an attrac¬ 
tive manner he will get people to thinking and 
talking about gas stoves into whose heads the 
purchase of one had never before entered. It 
is an easy matter to do this for advertising 
matter of all sorts is supplied by the manufac¬ 
turer, and if skillfully combined with a showing 
of ranges in their proper sphere, the kitchen, his 
sales would be greatly increased. 

A. L. Amiel, a hardware merchant of Van¬ 
couver, B. C., added much interest to his display 
of stoves and canning utensils by the introduc¬ 
tion of a wax model—a young woman in 
blue check gingham dress, white cap and 
apron. It is easy to borrow such a model from 
any local dry goods store, the merchants gen¬ 
erally being glad of the extra publicity given 
their line. The window was backed with a 
series of flags of all the allies. At one side 
was a three shelf cabinet of white enamel, the 
shelves being covered with puple velvet 
forming a striking combination. On the bottom 
shelf were two large aluminum preserving 
kettles, with strainers and rack complete; on 
the second shelf stone jars for preserves and 
pickles; while on the top shelf were jelly glasses 
and also cups of fibre paper—the latest device 
for holding marmalade and jelly. Near the 
cabinet was a two burner gas stove on which 
was a large aluminum kettle. At the other side 
was a white enamel table on which were quart 
and two quart glass jars, jelly glasses and tin 
cans as well as a good outlay of cooking and 
canning utensils. Between the flags on the wall 
were three long panels of green, lettered in 
black: 

CAN DRY PRESERVE 
CAN DRY PRESERVE 
CAN DRY PRESERVE 


It would be well if all executives and all 
correspondents had this advice of Lord Chester¬ 
field printed in large letters and hung over their 
desks. He charged his son never to deliver the 
commonest order to a servant except in the best 
language he could command and with the best 
words he knew. 


Few theories will work when tried on the 
man who invents them. 
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THE POINT OF GETTING QUICK PAYMENT 
OF CHECKS SENT YOU BY CUSTOMERS 

(Copyright by Elton J. Buckley) 

Newark, N. J. 

Please let me hear from you as to who is to bear 
the loss in the following case: As you will see from the 
above, we are in the jobbing business. We have a 
customer in Jersey City who on June 15 sent us a check 
in full of his account, which we were very glad to get, 
because it had been standing for a long time. The 
check was drawn on a New York banker. It just so 
happened that the check was held on the desk of our 
credit man for three days, he being suddenly and 
unexpectedly absent through illness, and no one know¬ 
ing that the check was there. Finally when on June 
20 we deposited the check the word came back that the 
banker had failed, and the check could not be paid. 
Now our customer refuses to give us another check, 
saying that he had money enough on deposit to cover 
the check, and the money is still there, and that if we 
had presented the check when we ought, it would have 
been paid. He refuses to bear the loss. Please let us 
hear from you whether we can collect this sum by law. 

GORDON & COMPANY. 

I am afraid you will have to lose some of 
this money, depending on how much the bank 
pays its creditors. If it pays 75 per cent, you 
will lose the other 25 per cent of the face of the 
check. If it pays 20 per cent, you would lose 
the other 80 per cent, if my theory of the law is 
correct here. I base this opinion on the belief 
that you did not present the check within a 
reasonable time. 

The law as to the time when checks must 
be presented for payment is very well settled 
by cases all over the country, and is actually 
laid down in the uniform negotiable instru¬ 
ments act, which is now in force in many states. 
The law is that a man who receives a check 
must present it for payment, either in person 
or by depositing in the usual way through his 
own bank, within a reasonable time after re¬ 
ceipt. If he doesn't present it within a reason¬ 
able time, and any loss occurs by reason of his 
failure, he must stand it. The drawer of the 
check is released from paying it again, but only 
to the extent of the loss. If the loss was 50 
per cent, due to the bank failing and only pay¬ 
ing 50 per cent dividend, then that is what the 
holder of the check loses by reason of his neg¬ 
ligence. 

But if the check has an indorser on it, he is 
released absolutely if the check isn't presented 
in time and if loss results, without regard to 
what the loss is, or who has to stand it. 

What is a reasonable timet That depends 
on circumstances, which vary greatly. Courts 
have defined a reasonable time in some cases, 
however. For instance, if a check received by 
you is drawn on a bank in the same town with 
you, you must present it on the same day or at 
the latest, the day after. In one case a man 
who received a check drawn on a local bank 
was prevented by a violent storm and the fact 
that he lived some distance from the bank, from 
presenting it on the same day or the day after, 
and meanwhile the bank failed. The court 


said neither the storm nor the distance offered 
any excuse; he must stand the loss. 

If a check is received on Saturday the 
holder has until the close of banking hours on 
the following Monday to present it. 

If the check is drawn on a distant bank, the 
payee must get it started toward the place 
where it is payable, not later than the day after 
its receipt. 

Where the parties lived in different places, 
and perhaps the check is drawn on a bank in a 
third place, the law would look at all the cir¬ 
cumstances and decide what a reasonable time 
was. Generally speaking, a reasonable time is 
where no more time is taken than is fairly re¬ 
quired in the usual course of business, consid¬ 
ering the special inconvenience and the special 
circumstances. 

Of course this question chiefly arises where 
the bank on which a check is drawn fails before 
the check is paid, the drawer of the check hav¬ 
ing had money there to cover it—which would 
have been devoted to paying it had the check 
been presented in time. If the holder of a check 
delays presenting it, and meanwhile the maker 
of a check withdraws his account or reduces it 
to a point where it is insufficient, the drawer 
must pay the debt again, for in that case he 
hasn't lost anything by the holder’s negligence. 


MAKE YOUR LETTERS SAY, 
“WE'LL WIN" 

Get the victory punch into your business 
letters. 

Pessimism is more infectious than a cold. 
One doubter can. give the chills to a room full of 
people. The germ of this disease often creeps 
into our correspondence and does more harm 
than the spoken word. 

So the Department of Commerce suggests 
that the win-the-war spirit be got into business 
letters. Originally the idea was proposed to 
apply to mail sent to foreign countries. Here 
the color of our thoughts is searched for eag¬ 
erly between the lines of what we write. The 
business man abroad—whether a neutral or an 
ally—is quick to see any weakness. The flag 
ought to be kept flying in all letters that leave 
the country. 

The same is true of business letters to home 
correspondents. There is such a thing as 
negative as well as positive patriotism. To 
refrain from doubts is not enough. Our corre¬ 
spondence should carry a vital confidence and 
purpose to see the war through to victory. We 
are going to win. Let your letters show you 
know it. 


There should be heart as well as head in your 
publicity. 


You are on the wrong road if the success of 
somebody else disturbs you. 
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SEARS, ROEBUCK & CO. ADMIT GUILT 

Charges were recently preferred before the 
Federal Trade Commission against Sears, Roe¬ 
buck & Co. of Chicago, alleging that it is the 
practice of this concern to sell certain mer¬ 
chandise at less than cost conditioned upon the 
purchase of certain other merchandise upon 
which this enterprising firm makes a profit so 
exhorbitant as to leave a very comfortable 
margin on the entire transaction. After a care¬ 
ful investigation the commission has found these 
charges to have been proven and has issued 
an order to Sears, Roebuck & Co. to cease the 
following practices: 

“I. Circulating catalogs containing adver¬ 
tisements of sugar for sale wherein it is falsely 
represented that because of large purchasing 
power and quick-moving stock the company is 
able to sell sugar at a lower price than its 
competitors. 

“2. Selling or offering to sell sugar below 
cost, through catalogs circulated throughout 
the country. 

“3. Circulating catalogs containing adver¬ 
tisements representing that its competitors do 
not deal fairly, honestly and justly. 

4 4 4. Circulating catalogs containing adver¬ 
tisements offering its teas for sale in which 
advertisements it is falsely stated that the 
company sends a special representative to Japan 
who personally goes into the tea gardens and 
supervises the picking of the tea. 

4 4 5. Circulating catalogs containing adver¬ 
tisements offering coffee for sale in which it is 
falsely stated that the company purchases all 
of its coffees direct from the best plantations in 
the world.’’ 

It was admitted that the company has 
offered sugar for sale at three to four cents a 
pound through advertisements in catalogs in 
which it was represented that Sears, Roebuck 
& Co., because of its ability to make large pur¬ 
chases and move its stock quickly, was able to 
sell sugar at a lower price than others could, 
that such advertisements were false and mis¬ 
leading, as the company sold such sugar at less 
than cost in all cases, and the offer to sell 
was limited to a definite quantity of sugar 
and was always made upon the condition that 
certain other groceries be purchased at the 
same time and that a sufficient price was 
received to give a profit on the combined sale. 

It was admitted that during the latter half 
of 1915 Sears, Roebuck & Co. sold sugar to 
such an extent that $780,000 was received for it, 
the sales being made at a loss of $196,000, all 
of the sales being combination sales on which 
a profit was made. It was admitted also that 
advertisements were circulated by the company 
in which it was intimated that competitors were 
charging more than a fair price for sugar. 

The other practices forbidden by the order 
of the commission were admitted also. 


BIG-DOERS AND LITTLE-DOERS 

Beyond the shadow of a doubt, the men who 
do big things differ from those who don’t chiefly 
in the activity of their mind. The big-doers 
keep up a continual mental struggle, collecting 
and absorbing new facts, studying to under¬ 
stand them, trying to put two and two together 
until out of this activity they hit upon good, 
practical ideas which they see clearly. 

No mentally lazy man ever had a really 
good idea. You can’t get good ideas that way. 
Good ideas are born in brains that keep work¬ 
ing. 

You can’t take a fat horse out of a stall 
where he has been locked up all winter and 
expect him to win a race; neither can you expect 
a lazy brain to get out on the track of business 
efficiency and suddenly make a good record. 
Both horses and brains thrive on continuous 
exercise. 

Did you ever stop to consider how much 
better it is to look ahead and prepare than to 
look back and regret ? 


THE POOR MAN’S WAR 

The curbstone critic fished a 5-cent cigar 
out of his pocket and aired his views. 

“It’s not my war—or yours. It’s a rich 
man’s war. Let him fight it.” 

The man in the overalls with the dinner pail, 
who had stopped to wait for a car, butted into 
the talk. 

“Where did you get that hunch, friend? 
My boss has two sons. Both of them are at the 
front. Neither could have got exemption if he 
had tried, and to give them their due, they 
didn’t try. Now take me. I’ve got three grown 
sons. One has a wife and two kids. He’ll stay 
at home to support them. One works in a 
shipyard. He’ll stay in this country. The third 
drives a truck. He’ll go to France. You’ve 
got to show me before I’ll believe it’s a rich 
man’s war.” 

“He’s making money out of the war and 
we’re paying for it, aren’t we?” 

“Some rich men are making money. Some 
aren’t. I notice stocks are away down. That 
hits them. When it comes to paying for the 
war, I reckon we’re all doing our share. The 
income tax and the super-tax, and the excess- 
profits tax all hit him. It’s the first war I ever 
heard of where the capitalits pays his propor¬ 
tion. Of course, the workingman pays, too. I 
pay on tobacco, and the wife and kids pay 
when they go to the movies. That’s right, too. 
They’re not necessaries. I like to think I’m 
taking a wallop at the Kaiser every time I 
light up. No, sir; the rich man hasn’t any 
monopoly on this war. It’s my war, too.” 

And the man with the dinner pail swung 
onto a car so as to get home to work in his war 
garden. 
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Profit-Pulling Publicity 

(By I*. F. 


T HE claim that advertising is one of the 
greatest forces in modern business cannot 
be seriously questioned. 

To be sure, there have been so-called adver¬ 
tising campaigns which proved failures, and by 
no means are these fruitless ventures confined 
to the ranks of the retailers. But this proves 
nothing against the system; for, on the other 
hand, there are many striking examples of what 
judicious and consistent advertising will ac¬ 
complish. 

If the man who prepares an advertisement 
does so with the idea that he is sacrificing capi¬ 
tal, time and energy what is to be expected! 
Naturally, the product of his endeavor will re¬ 
flect his own feelings. It cannot possess the 
“snap” and “go” which characterize work 
backed by enthusiasm, optimism and confi¬ 
dence. 

In the following copy from an electric iron 
advertisement note the entire absence of that 
magnetism which dominates the really meritor¬ 
ious appeal: 


Every housewife ought to own a Blank. It's 
a high class iron in every way, manufactured by 
experts. It’s the best you can get at the price. 

Throw your old irons into the junk heap and 
do your ironing by this improved method. 

The Blank will last a life-time. 


A death notice could possess scarcely less 
human interest. The writer had to drive him¬ 
self to the task, and naturally he could say 
nothing forcible and convincing because he 
didn’t believe results would recompense him. 
Such men will tell you that advertising is a fail¬ 
ure, although in reality they have never tried it. 

Contrast this appeal with the following: 


The real satisfaction of perfect ironing ser¬ 
vice is fully understood by the user of a Blank— 
the iron which represents a combination of the 
most practical and desirable features. 

It’s a source of real pleasure to note the qual¬ 
ity of work executed by the Blank. Each piece 
turned out is a specimen of perfection that ap¬ 
peals to the pride of any woman. 

And as a time and labor saver it ’s a wonder. 
Heat is regulated by a small screw at the back, 
and is, with almost no attention at all, kept con¬ 
stantly at just the right heat. No running back 
and forth to the stove for hot irons. 


The producer of this copy recognizes adver¬ 
tising as a profitable investment. His appeal is 
full of “pep,” because he has confidence and 
has taken sufficient time to study the product 
and construct a message that grips the interest 
and compels action. 

Even a reasonable mastery of advertising 
demands thought and study. It is no more pos- 


Mann) 

sible to obtain, without appreciable effort, a 
thorough knowledge of this subject than it is to 
absorb unconsciously an exhaustive legal edu¬ 
cation. But this the retailer of merchandise 
must recognize—the production of intelligent, 
forceful advertising copy is essential to mate¬ 
rial success in his business. 

Just how, though, can the art of copy writ¬ 
ing be most readily acquired? Needless to sug¬ 
gest a thorough knowledge of hardware mer¬ 
chandise is a prime essential. But this is not 
all. Methods of forceful expression must be 
studied and applied. 

The appeal that grips and holds must have 
snap, fire and pull. The dry, uninteresting, un- 
inspirational text, though technically perfect, is 
a minus quantity, and at best can hope for but 
a casual glance from the reader, who is more 
absorbed in editorial news than mediocre adver¬ 
tising copy. 

There’s no lack of opportunity for any hard- 
wareman to study advertising. And there’s no 
necessity either of resorting to a correspond¬ 
ence school. The large daily papers and popular 
magazines abound with commercial literature— 
literature which frequently surpasses in real 
excellence even the carefully edited editorial 
sections. 

The dealer-student should cultivate the hab¬ 
it of reading the advertisements first. Any 
number of them contain worth-while ideas and 
suggestions, but where he finds one that par¬ 
ticularly impresses him, which literally forces 
his hand in the direction of his check book, then 
it is time to stop, study and analyze. He should 
note carefully the special phraseology which so 
cleverly works up his interest—those particular 
statements which seem to most keenly pierce 
the armor of indifference — then get right 
down to brass tacks and determine what there 
is about the argument in question that stimu¬ 
lates the buying impulse. 

Briefly summarized, the talk which induces 
you to buy and which can be relied upon to in¬ 
fluence the consumer, is that which vividly por¬ 
trays a distinct advantage or benefit accruing 
from the possession of the advertised com¬ 
modity. 

Following is the introductory copy to a 
strong newspaper advertisement designed to 
emphasize the durability of ornamental fencing 
through a powerful appeal to pride: 


Blank Fencing Adds the Artistic Touch 

The property surrounded by Blank Ornamental 
fencing is materially enhanced both in appear¬ 
ance and actual value. It possesses that distinct¬ 
ive beauty which never fails to attract the passer¬ 
by and win from him a look of approval. 
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This appeal strikes the vulnerable spot. Few 
indeed are the property owners who haven’t a 
pardonable pride in their home; and particular¬ 
ly among the well-to-do classes should an ap¬ 
peal of this sort strike a responsive chord. 

The following paragraphs from a kitchen 
cabinet advertisement represent a splendid il¬ 
lustration of the labor-saving argument: 


Lessen the Honrs of Toil 

Are you wasting effort in your kitchen work! 
Do you take numberless steps each day that 
proper equipment would make unnecessary! If 
you do, it's high time to stop and think. Over¬ 
work will tell on you sooner or later, and your 
vitality, once lost, is not easily replaced. 

A comparatively small sum of money places 
in your kitchen one of our high grade, conven¬ 
ient, work-reducing kitchen cabinets. And, all 
things considered, you certainly could not make 
a more profitable investment. It means an end 
to that constant grind that saps* the energy and 
destroys health and youth. It means more hours 
for rest and recreation. 


The busy housewife who cannot consider 
the extravagance of a hired girl, finds in this 
argument much food for thought. The idea of 
lost youth and vitality is obnoxious, especially 
to those who can really lay claim to these im¬ 
portant assets; and the presentation, charged 
as it is with the force of conviction, ought to 
have the desired effect. 

Here’s a good one on litter carriers: 


Lighten Tour Stable Work 

The Blank Litter Carrier means relief from 
the drudgery and back-breaking process of wheel¬ 
ing out manure by hand. You simply set the trip 
on track where load is to be dumped, load car, 
give it a shove, and it is carried out on track by 
its own weight; trip dumps it at the point desired 
and car automatically returns to barn. How quick 
and easy compared with the old method. 

However, the Blank should be considered not 
alone from the convenience standpoint, but from 
the profit end as well. There’s no question but 
that sanitary stables mean better and healthier 
cattle, which assures higher prices for dairy prod¬ 
ucts, as well as for the cattle themselves. 


The accompanying illustration, showing the 
Blank Litter Carrier in operation and effectual¬ 
ly depicting ease of operation, contributed ma¬ 
terially to the strength of this appeal. 


The preparation of effective advertising 
copy on certain lines of merchandise demands 
an unusually thorough survey of market possi¬ 
bilities. One must determine to just what class 
of consumers the appeal is to be directed. 

Suppose, for instance, it is your desire to 
push a very high grade line of silverware. Mani¬ 
festly, price would not be chosen as the main 
issue. The people most apt to be interested in 
this line are found in the well-to-do class, those 
who prize exclusiveness above everything else, 


and in the construction of your appeal this must 
be taken into consideration. 

The following introductory copy, taken 
from a silverware advertisement, illustrates this 
point very nicely: 


The handsome finishes and superb designs of 
Blank Ware impart to the table that individual¬ 
ity and rare beauty which so satisfies even the 
most exacting taste. It is the reflection of ultra 
refinement and high social standing. 


The remainder of the advertisement is given 
over to a more or less detailed description of 
Blank Silverware, but throughout the entire 
ad the idea of exclusiveness strongly dominates. 
To the wealthier classes, especially the social 
aspirants, such presentation should be decided¬ 
ly effective; for it most effectively reaches the 
point of contact. 

Here’s another good example of this same 
style of appeal, which is from a recent adver¬ 
tisement of one of the large silverware manu¬ 
facturers : 


In point of design, wearing quality and pub¬ 
lic approval there is no tableware in America 
today that equals the Blank. 

Add to the exquisite workmanship and ex¬ 
ceptional quality of Blank Plate the irresistible 
charm of the designs and one understands its 
choice by society leaders everywhere. 


But any thoughtful person must be too well 
aware of the complexities of human emotions 
to interpret any entire community as being 
ruled by one single impulse. 

There is another class to whom actual serv¬ 
ice is the important consideration. To them, 
the most effective sales argument is that which 
deals impressively with the durability and 
service-giving features of the commodity in 
question; in short, they want their money’s 
worth. If the article you have to advertise is 
such as to specially appeal to this class, then 
concentrate all your energies in the construc¬ 
tion of a strong and powerful quality talk. 

The following paragraphs are a good ex¬ 
ample : 


Positive assurance of your money’s worth plus 
goes with each purchase of Blank Silverware. 
It represents a wealth of service and satisfaction. 

Knives are quadrupled, while other pieces are 
silver-plated with extra coating of pure silver 
covering those parts most exposed to wear. 


It is safe to say that this argument will 
make a strong appeal to those who want real 
quality. 

To that class of consumers who regard 
price as the prime consideration, you can, of 
course, direct no special appeal unless you 
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have an article the price of which is a selling 
feature. True, there are those who, though 
inclined to buy at a low price, may be influ¬ 
enced by the proper argument to purchase a 
higher grade, but they would properly come 
under the class just mentioned. The sort of 
prospects with whom we shall now deal are 
those with whom price is positively the decid¬ 
ing factor. 

The following paragraphs from an adver¬ 
tisement on table ware ought to effectively 
reach this class of buyers. 


Just think, a set of 6 knives and forks—excel¬ 
lent quality—$1.50. Surely worth your considera¬ 
tion. 

And the best of it is that this table ware pos¬ 
sesses really unusual merit. Forks are well made 
with extra strong prongs and wide shank. Knives 
will hold edge a wonderfully long time, being 
made of thoroughly dependable material and in a 
workmanlike manner. 

Rarely indeed can you get so much real value 
for your money. 


It must not be inferred that quality can in 
any instance be ignored, for this is always a 
consideration of importance. The question in 
determining the basis for your appeal is, ‘ ‘What 
is the dominant thought to be advancedf” 


In all cases it must be borne constantly in 
mind that the text matter must be of real 
vital interest to the reader. While it is true 
that the purpose of an advertisement is to 
create business for you, yet this thought must 
not be permitted to permeate the copy; for, 
naturally, your wants and desires are of rela¬ 
tively small concern to the reader. His own 
affairs are paramount, and he must be brought 
to see how a deal with you means a direct 
benefit or advantage to him. In other words, 
you must strike the chord of self interest. 

It is well in this connection to consider the 
importance of the headline and introductory 
copy. These are portions of an advertisement 
which first catch the reader’s eye, and which 
must be depended upon to so command his in¬ 
terest as to compel a thorough perusal of the 
text. 

By no means is the introduction the proper 
place for a play of words. There is no part 
of an advertisement in which clarity, brevity 
and force are so vitally essential as the head¬ 
line and copy immediately following. Every 
word must be full of meaning. Here, more 
than any other place, does the goodness of 
effect depend upon the skill with which the 
mental energies and susceptibilities of the 
reader are economized. 


The first draft of any advertisement is in¬ 
variably crude and unfinished. It must be 


read and re-read, carefully edited and re¬ 
written; sentences must be reconstructed and 
touched up to add force. It must be virtually 
torn to pieces, each piece carefully dissected, 
then discarded or replaced in that combination 
which promises greatest driving power. Make 
your appeal the maximum of fitness and neat 
condensation, and the result will be manifest 
in actual dollars-and-cents returns. 


THERE IS NO DEATH 

There is no death! The stars go down 
To shine upon some fairer shore, 

And bright in Heaven’s jeweled crown 
They shine for evermore. 

There is no death! The dust we tread 

Shall change beneath the summer showers 
To golden grain, or mellow fruit, 

Or rainbow-tinted flowers. 

There is no death! The leaves may fall, 

The flowers may fade and pass away— 
They only wait through wintry hours 
The coming of the May. 

There is no death! An angel form 

Walks o’er the earth with silent tread, 

He bears our best beloved away, 

And then we call them “dead.” 

He leaves our hearts all desolate, 

He plucks our fairest, sweetest flowers— 
Transplanted into bliss, they now 
Adorn immortal bowers. 

The birdlike voice, whose joyous tones 
Make glad this scene of sin and strife, 

Sings now in everlasting song 
Amid the tree of life. 

And where he sees a smile too bright, 

Or hearts too pure for taint and vice, 

He bears them to that world of light, 

To dwell in paradise. 

Born into that undying life, 

They leave us but to come again ; 

With joy we welcome them—the same 
Except in sin and pain. 

And ever near us, though unseen, 

The dear immortal spirits tread, 

For all the boundless universe 
Is life—there are no dead! 

—Lord Lvtton. 


Some men imagine that they are advertis¬ 
ing when they buy space and fill it in with 
words. The difference between good advertis¬ 
ing and bad is the man who does it. 
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PROUD TO BE AN ADVERTISER 
Editor of Hardware World: 

We are just in receipt of our copy of the 
August, 1918, Hardware World and in looking 
through same notice the first reading item, 
4 ‘Close Up Saloons and Hasten the End of the 
War.” 

It is beyond us to find words that will ex¬ 
press our appreciation of this article and to 
add our thanks would be the least we could do. 
We are mighty proud to be an advertiser in a 
trade journal which thinks it worth while to 
bring such matters to the attention of its read¬ 
ers. We heartily commend your editorial staff 
on this article and feel sure that it will be the 
means of doing much good. Yours very truly, 
FAULTLESS CASTER COMPANY. 


CONSIDER CAREFULLY THE MAN YOU 
VOTE FOR. 

At the election to be held this Fall for rep¬ 
resentatives in Congress every American should 
have at heart the welfare of his country, and 
should give more than usual thought and con¬ 
sideration to the men for whom they are voting. 

First and foremost, no man should be elected 
who is not 100 per cent American in all the 
word implies. 

No man should be elected who does not 
thoroughly believe in the prosecution of the 
war to the utmost. This is no time for tolera¬ 
tion of pro-Germans, Socialists, Pacifists, I. 
W. W. or any of that ilk. 


TYPOGRAPHICAL ERROR 

In an article appearing in our July issue 
with reference to the Mooney case, in referring 
to a man who was executed in Utah some years 
ago, in which the Governor of Utah was re¬ 
quested to intervene to prevent execution, we 
mentioned the name of the Utah party being 
that of Morris Hilquit. This was an error. 

Our attention has been called to the fact that 
instead of the Utah party being Hilquit his 
name is Hill, but on account of the similarity 
of the name it was very easy for a typographical 
error to occur. 

The Hill referred to, whose first name has 
escaped us, was in no way related to anyone by 
the name of Hilquit, as far as we are informed. 


BEGIN WHERE YOU ARE 
“Most young men make the mistake of 
thinking that some other line or place offers 
better opportunity than the work and position 
in which they are at present. Sometimes this 
is true, but more often it is not true. In fact, 
most people, are less than 50 per cent efficient 
in their present jobs. Their present jobs, 
therefore, offer splendid opportunities for mak¬ 
ing the first important advances in personal 
efficiency.” 


THE CHOICE 

4 4 Once to every man and nation 
Comes the moment to decide, 

In the strife of truth with falsehood, 

For the good or evil side. ’ ’ 

We have chosen, weighed our courses, 

And against the cruel tide 
Of a grey host, bestial, brutish, 

Lost in lust and pampered pride, 

We have hurled our glad new armies, 

That the wrong may be defied. 

Out from every farm and village, 

Out from every city street 

Come the thronging, cheerful legions. 

With the tramp of eager feet 
Raising martial, thrilling echoes 
To the drum’s triumphant beat. 

Out across the wind-tossed ocean, 

Where the sudden terrors leap 
From the atramental darkness 
Of the shadowy, treacherous deep; 

Then, through fields of France advancing, 
While the women, joyous, weep 
As the dusty, khaki columns 
To the fields of glory sweep. 

Long, too long we hesitated, 

While the nations fought our fight— 
Through our calm deliberation 
Justified and proved them right— 

But at last as comes the dawning 
After lethargy of might, 

Leave we now our shamed indifference, 
Throw our.whole soul in the fight! 

Much there is to do and suffer 
In this sacrificial day; 

Men we need of strength to battle 
Anarchy and Mammon’s sway; 

Pain and agony impending 
Are the crucibles of clay 
Where the souls of men are tested 
And the dross is burned away. 

We have done, as yet, so little 
When in France the very sod 
Is an altar consecrated 
By the blood of men to God; 

There must be no partial victory 
When in Belgium every clod 
Crimson is like sins of Germans 
Where their brutal feet have trod. 

Wake, America! Be kindled 
With a white, tremendous flame. 

For the call that stirred our fathers, 
Summons us today the same; 

Once again we fight for freedom, 

And the glory of that name 
Is our only hope for safety 
And our onlv wish for fame. 

K. M. H. 
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KANSAS CITY’S LIVE HARDWARE 
ASSOCIATION 

No other city in the country, large or small, 
has a more enthusiastic and up-to-date Hard¬ 
ware Association than the city by the Kaw. In 
fact their Association is practically a hundred 
per cent strong, embracing as it does the retail 
merchants not only in the city proper, but in the 
suburbs and adjacent cities. 



W. H. BRAY 

Bray Hardware Co., Kansas City, Mo. Secretary 
Retail Hardware Dealers’ Association. 

They long ago demonstrated their value to 
each other and justified their existence. They 
work harmoniously and co-operate splendidly 
with one another. 

A short time ago they decided to celebrate 
their annual playday. The weather bureau 
couldn’t have done better if the day had been 
ordered. Retail hardware dealers closed their 
stores, at eleven o ’clock and hied themselves to 
the beautiful Fairmount Park, where there were 
games for young and old such as foot races, mix¬ 
ing bowl or handshaking contests, pillow 
fights, nail driving contest for ladies, ball 
throwing contests, egg races, sack races, shoe 
races, tug of war, treasure hunt, which alto¬ 
gether made up a delightful day, this being 
begun by the singing of the National Anthem, 
The Star Spangled Banner. 

Congressman Borland addressed the hard¬ 
ware men, and altogether the day was well and 
profitably spent. 

W. H. Bray, Bray Hardware Co., Kansas 
City, Missouri, is the energetic secretary of the 
Kansas City Retail Hardware Dealers Associa¬ 
tion, and John C. Long, the president, has been 
largely responsible for its success. 


CAPT. H. J. CLARK, WELL-KNOWN HARD¬ 
WARE MAN, ON WAY TO FRANCE. 

Among the thousands of hardware men who 
have voluntarily enlisted to assume their 
responsibility and take part in the great world 
struggle are many men, who are under no 
strictly legal necessity or obligation to go, 
because they were either past the draft age or 
were men with families. 



CAPTAIN H. J. CLARK 
Formerly of the Kalispell Mercantile Company. 
This photo was taken before he was promoted to a 
Captaincy. 

But the spirit of patriotism, love of free¬ 
dom, and the protection of the helpless and 
oppressed of other countries is by no means 
lacking in American manhood. Captain Clark 
felt the call and responded just as quickly as 
hundreds of thousands of younger men, which 
is all the more to his credit. 

He felt that with his experience in the serv¬ 
ice, having taken part in the Spanish-American 
War, he could be of some use. He promptly 
enlisted and for some time was stationed at 
the Presidio in San Francisco. 

He has now been sent to one of the encamp¬ 
ments in the East, and probably before these 
lines are in the hands of our readers will have 
arrived “over there.” 

Mr. Clark first began his connection with 
the hardware trade in Pennsylvania, when he 
engaged in the Machinery & Engine business at 
Union City. He moved to Chicago where he 
was engaged in the retail business for four or 
five years. He spent seven years with Hibbard 
Spencer & Bartlett, both on the road and in 
the house. 

He gave up his position in 1898 to enlist in 
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the Spanish-American war, and was in Santiago, 
Cuba, with the first Illinois Regiment. 

When the war was over he decided to go 
still farther West, and like many other sturdy 
Americans, Montana seemed to appeal strongly 
to him and Montana hasn’t a more loyal native 
son than this transplanted Pennsylvanian. 

He was identified for awhile with the 
Missoula Mercantile Co., but afterwards went 
to Kalispell Mercantile Co, which is an affili¬ 
ated organization with the Missoula Mercan¬ 
tile Co. He was in charge of their hardware 
department for some years, or we believe until 
the time of his recent enlistment. 

As we said Montana hasn’t a more loyal son 
than Captain Clark, or the Kalispell Mercantile 
Co. an employee who regards them more highly 
than Captain Clark. He feels the Kalispell Mer¬ 
cantile Co. and their force of co-workers are 
about the most enterprising, progressive and 
up to date institution that can be found in the 
country. 

Captain Clark’s wife and three children are 
residing in Kalispell, and they have the assur¬ 
ance he will assume his full responsibility and 
do his part in the great conflict, returning to 
them when the war is over, all the better for 
having done his duty. 


PUT TIHS IN YOUR HAT. 

When some chaps are sitting around assum¬ 
ing to tell every one what they know, as to what 
numbers constitute certain divisions of our 
army, remove your hat and then read the follow¬ 
ing to him: 

An army corps is 60,000 men. 

An infantry division is 19,000 men. 

An infantry brigade is 7,000 men. 

A regiment of infantry is 3,000 men. 

A battalion is 1,000 men. 

A company is 250 men. 

A platoon is 60 men. 

A corporal’s guard is 11 men. 

A field battery has 195 men. 

A firing squad has 20 men. 

A supply train has 283 men. 

A machine gun battalion has 296 men. 

An engineer’s regiment has 1,098 men. 

An ambulance company has 66 men. 

A field hospital has 55 men. 

A medicine attachment has 13 men. 

A major general heads field army and also 
each army corps. 

A brigadier general heads each infantry 
brigade. 

A colonel head each regiment. 

A lieutenant colonel is next in rank below 
a colonel. 

A major heads each battalion. 

A captain heads each company. 

A lieutenant head a platoon. 

A sergeant is next below a lieutenant. 

A corporal is a squad officer. 


GETTING SUGGESTIONS FROM EMPLOYES 

The Dorris Heyman Furniture Co., who also 
sell hardware and house furnishings, at Phoenix, 
Arizona, endeavors to obtain suggestions from 
their employees by conducting a suggestion 
contest, offering three prizes of $5.00, $3.00 and 
$2.00 each month for the best suggestions of 
a practical nature to be put into actual use 
with a view of improving the service to their 
customers, increasing their business, reducing 
expenses, or producing a profit of some sort. 

Thomas J. Hisey, one of their employees, 
recently won a $5.00 prize with quite a number 
of suggestions, and besides the suggestions he 
made to special departments for increasing their 
business was the following very practical ad¬ 
vice: 

We should go to bed right at nights, get up 
right in the morning, thus keeping joy and hope 
in our hearts. 

There is a load of truth in that old saying, 
“ Early to bed and early to rise, makes you 
healthy, wealthy and wise.” Live by that rule. 

If there comes a dark day we should try to 
brighten it with cheerfulness and to the bright 
days add more brightness by word of cheer. 
Let us greet each other and our friends and 
acquaintances with a smile and a warm hand¬ 
shake. 

We should cultivate the desire to read good 
books, magazines and daily papers in our leisure 
hours for recreation and study. 

We should add kindness to our ability, pa¬ 
tience and helpfulness to our service and the 
first thing we know the Boss will add to our 
salaries. 

Let us salute with shouts and tokens of joy 
as long as the sun shines, and it always shines 
somewhere— 

Yes, the sun always shines somewhere and 
those who are in gloom should not despair. 

For all clouds have a silver lining; 

So come out, friend, when the sun is shining. 
We look around, we deplore our lot and think 
we’ve a soul that God has forgot— 

But whenever we look we can always see 
Some other fellow worse off than we; 

So come out, friend, when the sun is shining, 
Right o’erhead is your silver lining, Joy? 

Why, friend, you’ve but to take it, 

For life after all is what we make it. 


It is not enough to deplore what the Germans 
have done. That will not hurt the Germans; 
they don’t care what you think of them. Help 
your government to fight them. That is the 
only thing that counts with a German. When 
you save and buy War Savings Stamps you 
attack a German in the place where it hurts. 


Figures won’t lie, but liars can and will 
figure. 
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CONDITIONS IN BRITISH HARDWARE 
TRADE 

(From Consul £. Haldeman Dennison, Birmingham, 
England) 

Supplies of hardware of all descriptions are 
rapidly becoming scarce in the Birmingham dis¬ 
trict. While stocks are not yet entirely ex- 
haused, the dearth of many articles that enter 
into the everyday life of the people is increas¬ 
ing, however, and consideration is being given 
to the question of replenishing sanitary fittings 
and appliances, culinary and other domestic 
utensils, etc. Rationing of selected industries 
is being extended. For example, bedstead mak¬ 
ers are receiving some steel to avert suspension 
of the civil trade. Little can be done by impor¬ 
tation under present conditions to relieve the 
hardware shortage. The withdrawal of the gen¬ 
eral license has cut off supplies that were form¬ 
erly very valuable in easing the situation, and 
no satisfactory scheme of particular licenses 
has as yet become operative. A certain amount 
of export trade is being done, chiefly with the 
British colonies and dependencies. 

Rationing in the Hardware Industry 

The help of the Midland hardware trade has 
been sought in devising a scheme for the ra¬ 
tioning of hardware, with a view to making 
better use of raw material available in order 
that the manufacture and distribution may be 
more thoroughly systematized. Many manufac¬ 
turing branches are already rationed, but when 
it comes to dealing in detail with hardware the 
articles are so many and various that the appli¬ 
cation of anything like a rigid control becomes 
difficult. What the authorities seem to desire 
is a regulator between the manufacturer and 
the retailer. At present the problem remains 
unsolved, but it is being further studied by the 
hardware-trade section of the Birmingham 
Chiamber of Commerce. 

It is felt that the maintenance of certain 
manufactures is specially important to eco¬ 
nomic stability and future development, and 
this aspect of the situation is receiving the 
close attention of the Board of Trade in con¬ 
sultation with manufacturing and mercantile in¬ 
terests particularly concerned. 

While the tightening of the restrictions 
on civil trade is making itself felt in those fac¬ 
tories and workshops that are not entirely de¬ 
voted to war production, there is a very sub¬ 
stantial amount of business activity in the dis¬ 
tributive channels. Some of the large merchant 
houses are able to command supplies from one 
source or another on a scale that is surprising, 
under the circumstances, but they state that 
obstacles are placed in the way of distribution 
of available goods to the consumer by the state 
control, release being contingent upon the satis¬ 
factory answering of questions that involve the 
collection and transmission of considerable in¬ 
formation. Thus, particulars are required as to 


the origin and date of manufacture of goods, 
the history of which in many cases, particularly 
where the article is made up of various com¬ 
ponents, it is impossible to ascertain. 

Control of Hardware Imports 

The stricter control of hardware imports has 
become necessary in the interests of a better 
utilization of cargo space. The United States 
is now the only outside source of supply as re¬ 
gards any general range of articles. France 
continues to send a few specialties, such as 
cooks’ knives and iron spoons, in which its man¬ 
ufacturers have always held a commanding po¬ 
sition, but for the rest this country relies upon 
the United States for the reinforcement of 
home resources. 

During the war the import trade has been 
exploited by numerous speculators not previ¬ 
ously associated with it, and the revocation of 
general licenses, mentioned above, will enable 
the authorities to put a check on profiteering 
by indirect trading. It is not expected that 
general licenses will be withheld from regular 
importers who were in business before the war, 
though it is not known to what extent it may 
be found necessary to curtail the volume of 
trade. Labor Shortage 

Repeated calls for more men for the army 
has involved the closing of many small busi¬ 
nesses, and the suspension or curtailment of 
various departments of the larger manufac¬ 
turers. It is becoming increasingly difficult to 
make good displaced labor, particularly in those 
branches of industry that serve the general 
trade. The normal radius of Birmingham’s in¬ 
dustrial interests is being steadily circum¬ 
scribed. At the same time the amount of un¬ 
utilized productive power is comparatively 
small, owing to the merging of all sorts of pur¬ 
suits into the central stream of munition work. 

The Advance in Prices and Oversea Trade 

Hardware prices have more than doubled 
since the war began. A conservative estimate 
places the advance during the past year at some¬ 
thing like 25 per cent. To gauge the volume 
of trade now as compared with that of a year 
ago it is necessary, therefore, to discount the 
value as shown in the official trade returns by 
at least one-fourth. There is the further quali¬ 
fication that the accounts now include articles 
imported and exported in public as well as in 
private ownership, except imports for the use 
of forces on active service. Down to the mid¬ 
dle of last year the exports shawn included 
goods bought in the United Kingdom by and 
on behalf of the Governments of the allies, but 
did not include goods taken from British Gov¬ 
ernment stores and depots, or goods bought by 
the Government and shipped on Government 
vessels. To what extent the totals are swelled 
by this enlargement of the scope of the ac¬ 
counts there is no means of ascertaining. 
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INSTRUCTIVE WINDOW DISPLAY 

The F. & R. Lazarus Co., Columbus, Ohio, 
recently had a most instructive window display, 
calling attention to the importance of young 
men and women using war savings and thrift 
stamps as an illustration. 

In the display is shown an old and decrepit 
man selling lead pencils, seated on one of the 
steps, and at his right is a man of similar age 
who saved in his youth. 

“Where will you be at sixty-five. 
Statistics show that out of a hundred 
average healthy men at the age of 
twenty-five, thirty-six will be dead at 
the age of of sixty-five, one will be 
rich, four will be wealthy, five will 
be supporting themselves by work, and 
fifty-four will be dependent on friends, 
relatives or charity. 

‘ ‘ The chances are nine to one against 
you unless you start to save now. 
Systematic saving is the best insurance 
against future financial dependence.’’ 
Other captions tell that— 

“The little savings bank book in the 
home means more for the future of 
children of a family than almost all the 
advice in the world. It gives them the 
right start.” 

Another one of these cards read: 

“Provision for others is a funda¬ 
mental responsibility of human life.” 
Another one— 

“Teach economy, that is one of the 


first and highest virtues, it begins with 
saving money.” 

If our readers desire any further information 
F. & R. Lazarus will be glad to advise them 
further. 


ARPS RADIATOR 

This is the title of an interesting house 
organ issued by the Arps Right Price Store. 
Nuola, Colorado, No. 1, Volume 1, having just 
reached us. 

It is an attractive, well illustrated foitr 
page paper, well filled with items and data 
written in Arps’ own inimitable style, and any¬ 
one who has read any of Arps’ writing knows 
just what that is. 

Mr. Arps concedes to overyone the same 
privilege which he claims for himself in express¬ 
ing his views. Sometimes he undoubtedly writes 
items just to get you to argue from your own 
viewpoint. 

Arps Radiator will always be read by their 
customers, and they will undoubtedly find it a 
very interesting and profitable way of keeping 
before their trade. 


House, store buildings, churches, theatres, 
etc., don’t make a town. It’s the men of the 
town that are the town. If the town is dead, 
it’s business men are in that condition. Pound 
that thought eternally home, and the merchant 
will be slow to say, “My town is dead.” He 
doesn’t like to feel that he is declaring himself 
ready for embalming. 
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SUCCESSFUL RETAILERS’ ADVERTISING 


Here is the way E. 

W. Mills & Co., Ltd., the 
well - known New Zea¬ 
land merchants, adver¬ 
tise. 

Their advertising man 
has made a special study 
of the psychology of ad¬ 
vertising and believes 
in advertising one line 
at a time. 

It is not often that he 
mentioned as many ar¬ 
ticles as shown in the 
advertising at the left, 
but these were sugges¬ 
tions for special occa¬ 
sions. 

More often he takes a 
line like that of paint 
and he emphasizes the 
talking points of that 

particular line and so on through the balance of the stock, using one line or item in each adv. 


If we still used windmills, how some men’s 
business would hum! 


There may be lye in your ashes, but tell the 
truth about your coal. 


When She winds a towel around her head 
and calls for a bucket of water—it means the 
beginning of a big day. When he winds a 
towel around his head and calls for water—it 
means the end of a big night. 


We know the traffic is not dense 
For such a store as this— 

We hope you will not take offense, 
Or say we are remiss, 

If we should ask a favor 
Of all who live quite near, 

To question if it’s necessary 
To shop so far from here? 


Reeg the Rhymer’s suggestion for a subur¬ 
ban hardware dealer whose trade goes to the 
big stores. 


WOULDN’T TmS JAR YOU? 
Preserve your fruit—the time has come 
And Jars, you surely must have some, 

In pints or quarts—we have both kinds— 
The Mason or the top that binds; 

And Rubber Rings and Wrenches, too, 
And Jelly Glasses quite a few. 

All prices right, you need not fear. 

The goods are perfect you buy here. 


This is a suggestion of Reeg the Rhymer for 
a dealer’s local advertising. 


A WASHINGTON MERCHANT’S ADVER¬ 
TISING 

Below is shown how a successful Washing¬ 
ton dealer advertises in rhyme. In previous 
issues we have mentioned that many successful 
merchants believe in sometimes changing their 
advertising in this way, and below is shown how 
H. B. Marcy does it occasionally. 



Would you deal with a house that is square. 
That handles hardware that will wear. 

That holds all the trade 
U ever has made? 

This house holds that record so rare. 

If you want any tool, want it quick. 

Any tool from a penknife to pick. 

A hod for the mortar, 

A pail for the water. 

Or a trowel for laying the brick. 

A hammer to drive in the tacks, 

A saw, a hatchet or axe, 

A shovel, brace, spade. 

Any tool that is made. 

We are giving you only the facts. 

When we say that this tool you will find 
In a store that is never behind. 

That is second to none, 

That is “A Number One." 

Just fix this idea in your mind. 


H. B. MARCY 


Insure your House against Decay 
by Using Sherwin-Williams’ Ready 
Prepared Paint 

Uhsrvtn-WiUlMM Mat rapra e ra ts tha boat wa» 

■Uadlaf of wd*t need*—the bat Wtoial sad practical palm 
ksowMs* is the Acid to-d*y. 

SWrbti been as tte miM to Afty mart, sad H arid la 
mq Important paint Arid In tto wU. 

It rajay* n hlgter rapalatloa sad wider enla ttoa nap <**m 


K ahnys gives lie lest tes^ts. 

Hit warn not to periodic* a* ma waaM arar boy land and ril 
whan they can gat SWf wtib to raparlor quality. 

Tha makara na* tha dnaat sradaa of mint material*, aad spMfal 
machinery dmtgnad by ihcnirhra anntetes tham to make a paU« 
that ha* tha rrmtaot cowing capacity, tha graaUet dambOity, aad 
Iterator* U lb* moat aaanamkaL 

SWP will cover SSO square (**t, raw co*ta par gallaa, 

M wM Last (torn Seven In Eight Yean; 

whUa tha US* at whit* lend mlnad by hand la at tha moat tan ywaen. 

The good raaelta ohtnlmd by A W P ara da* to tba comMw 

of pora load, para aloe, and para Mamed att ta lb- 

which maka tha boat paint. 

Powerful maratnary mis** aad grtnda tha .** 
aatil tha paint raacbm tha blgteat degraa <d Aaaaam. 

Writ* to Department "C.” 

E W. Milk t Co., Lid., 

Agents. 


Unique Designs in 
Art Metal and 


Royal Doulton Ware 

W# h»ve just landed a splendid~ldeetlon of Anliqus Beam 
and Copper Fern Pots, Jardiniere* Vase* Gong* Ink Stands, 
etc. 

Those goods ere entirely of British maanfncfUto, am w 
ceptionally wen finished, and of b a eotift il design. 

Oar largo end varied stock of goods snitable for (At 
i ndndss 

Sterling Silver and Electro-PUted Ware. 

Gdmwod*s Chins Jardinieres and Vases, Royal Doultoo Wan, 
Leather Goods in greet variety. Ladies Handbag* Pones) 
Vanity Cases, Brusbwai*. and Toilet Tmblw Accessories. all 
in the latest models. Wristlet Watches, Military Knives, 
blooey Belt* Pocket Minors, Leather Wallets. Electric 
Torches, Lominona Co mp a s s es, Flanks, Safety Eason, and 
all the ** Kit" suitable for men leaving for the (root. 

Writs to Department -C" 

E.W.Mills&Co.,Ltd. 
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WHEN GOODS REACH YOU IN BAD 
CONDITION 

(Copyright, by Elton J. Buckley) 

I have been reading certain articles from your pen 
regarding goods sold f. o. b. the shipper’s station, 
and goods sold delivered to the buyer, as to the dif¬ 
ference which this made in the cases where the goods 
were lost or damaged, and making claims on the rail¬ 
road, etc., and have a case now which bears on that to 
some extent. If you think it would be interesting 
enough, I would like to have you notice it in your 
column. 

I ordered some goods from a Chicago jobber about 
one month ago. The terms were sight draft, bill of 
lading attached. The goods were delayed and con¬ 
sequently the draft got to the bank and was presented 
to me, before the goods arrived. Thinking it all right, 
I paid the draft, but the goods did not arrive for ten 
days after. When they arrived I had them examined 
and found they were in bad condition, and refused to 
receive them. As the shipper also refused to receive 
them back the railroad sold them for the freight 
charges. I have paid for these goods, but have noth¬ 
ing to show for it. The shipper refuses to give my 
money back, claiming that the goods were all right 
when delivered to the railroad for shipment to me, 
and that title passed to me when the goods were 
delivered to the railroad, therefore after that the 
loss is mine. They say I must sue the railroad com¬ 
pany to collect my damages. It has taught me a lesson 
never to pay for goods before seeing them again, but 
I should like to know where I stand in this case, as I 
have about $500 tied up. 

—R. G. 

My judgment is that this correspondent can 
probably not recover his money from the 
Chicago jobber. While it is well settled in 
the law that every buyer of merchandise is 
entitled to a reasonable time to inspect the 
goods before his right of rejection is gone, 
nevertheless, if the goods were all right when 
delivered to the railroad, the fault is the rail¬ 
road’s and not the shipper’s. 

But if it cannot be proven that the goods 
were all right when delivered to the railroad, 
the buyer can reject when they reach him, if 
he finds they are in bad shape. This rule is not 
affected by the fact that technically title may 
have passed to him upon delivery to the rail¬ 
road. Let me clarify that by an illustration: A, 
a retailer in Springfield, Ill., buys goods of B, a 
Chicago jobber, f. o. b. the shipper’s station. 
Under the law, title to those goods passes to A, 
the buyer at the instant B delivers them to the 
railroad, and after that the goods are his and 
the risk of loss or damage is his. As I have 
before explained, if they are lost or damaged, 
B can still compel A to pay in full. The goods 
reach A’s town and the railroad company noti¬ 
fies A they are there. A has had a chance to 
inspect them, finding that they are in bad con¬ 
dition and not usable for his purpose, he 
rejects them and refuses to pay, in spite of the 
fact that title passed to him upon B’s delivery 
to the railroad. If he is sued by the seller, the 
question whether he will have to pay will 
depend on: 


1. Whether the goods were in bad shape 
when they reached him, and particularly 

2. Whether they were in bad shape when 
delivered to the railroad. 

If both these questions are decided in the 
affirmative, the court will say he need not 
pay. If No. 1 is decided in the affirmative, he 
will still have to pay if No. 2 is decided in the 
negative. 

Let me quote on this point from a leading 
case:— 

The general rule is that a delivery of goods to a 
carrier (railroad), pursuant to a contract of sale, is a 
delivery to the buyer sufficient to pass title to the 
goods, and the carrier at once becomes the agent of 
the buyer. Braunn vs. Keally, 146 Pa. 519; Perlman 
vs. Sartorius & Co., 162 Pa. 320; to whom the 
latter must look for resulting damages while the goods 
are in transit: Dannemiller vs. Kirkpatrick, 201 Pa. 218. 
Consequently, in absence of circumstances indicating 
a contrary intent, if defendant (the shipper) in the 
present case delivered the meat to the carrier in good 
condition, properly packed and refrigerated, in view of 
the distance it must travel, and gave proper instruc¬ 
tions as to re-refrigeration if needed in the course of 
transit, defendant’s duty was fully performed and its 
responsibility ended on such delivery, and it was no 
longer concerned in the question of delay or damage 
on delivery: United Fruit Co. vs. Bissese, 25 Pa. 
Superior Ct. 170. Even though we assume title passed 
upon delivery to the carrier, the contract was still 
subject to cancellation up to the time of delivery and 
inspection unless an opportunity to inspect was given 
before delivery. The only opportunity available for this 
purpose was on its arrival at plaintiff’s place of busi¬ 
ness, and not until that time could its condition be 
ascertained. Upon reaching its destination plaintiff 
was entitled to a reasonable opportunity to inspect, and 
having done so without delay and discovered the ship¬ 
ment to be in an impossible condition and not in accord¬ 
ance with the guaranty, it was justified in refusing to 
accept; and upon giving prompt notice of such refusal, 
the meat was held by the railroad company at the risk 
of the shipper. 

In the case I quote from, however, there was 
no evidence that the goods were in perfect con¬ 
dition when delivered to the railroad. If there 
had been such evidence, the ruling would doubt¬ 
less have been different. 

It seems a little inconsistent to say that the 
buyer can reject the goods after they have 
become his, but it really is not, for unless inspec¬ 
tion has been made before shipment, which is 
almost never done, title passes to the buyer, 
under the law, subject to the buyer’s right, if he 
finds the goods in bad condition, to throw the 
title back again. 

But—this is an important exception and I 
therefore repeat it—if the seller could show 
that they were in good condition and as ordered 
when delivered to the railroad, he could com¬ 
pel the buyer to pay for them, and the latter 
in that case would have to get his damages from 
the railroad. In other words, the law will not 
make the shipper pay for the damages which he 
did not cause. 


Be kind and attentive to every customer. 
Courtesy counts for a great deal in business. 
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The Flight of Bullets 


T HE average rifleman need consider only a 
few fundamental principles affecting the 
flight of bullets in order to become a good 
shot. The main thing is to learn to give these 
principles practical application in his practice 
shooting. While the length, bore, and twist of 
the rifle barrel; the weight and shape of the 
bullet; and the amount and variety of the pow¬ 
der charge are questions causing much concern 
to the designer of the rifle and cartridge, the 
shooter is more interested in knowing how to 
make bull’s-eyes with the finished gun, says 
DuPont Magazine. 

The popular belief is that in shooting, the 


rifle should point directly at the center of the 
target in order to make a hit. Actually, this is 
seldom the case, except at short ranges. The 
instant that a bullet leaves the muzzle of the 
rifle, the force of gravity begins to pull the ball 
downward toward the earth. At the same time 
friction of the air against the bullet tends to 
slow down the speed. These two forces are al¬ 
ways acting after a bullet has begun its flight, 
and their effect is to make the bullet describe a 
curve closely approximating a parabola in 
shape. For example, if a gun were fired hori¬ 
zontally from the top of a high mountain, the 
air resistance would keep reducing the speed of 
the bullet more and more until the point was 
reached where it would stop 
going ahead, and where the 
force of gravity would pull it 
straight downward. The dis¬ 
tance to this point, which is 
called the extreme limit of 
range, is much greater than 
the effective range which is 
the distance at which execu¬ 
tion can be done with some 
degree of frequency. 

It is clear, therefore, that 
in order to make a hit, the rifle barrel must be 
actually pointed at a spot above the center of 
the target. Of course, for short ranges of 50 to 
100 yards, the drop of the bullet is inappreciable 
in the case of the modern high - power, high- 
velocity rifle. As the range increases, however, 
the rifle must be pointed upward at a constantly 
increasing angle to counteract the downward 
drop. 

In order to hit the mark it is necessary, 
therefore, to know the approximate range and 


to have a means of elevating the barrel of the 
gun to the exact degree necessary to offset the 
drop of the bullet at that range. For close shoot¬ 
ing the range must be known within a few yards 
and only long practice will enable the shooter 
to gauge the distance quickly and accurately. 
With the range known, the barrel is elevated to 
the correct degree by raising the rear sight to 
the proper notch which, of course, means that 
in shooting, the barrel must be raised a corre¬ 
sponding distance in order to line the sights up 
with the target. The notches upon the rear 
sight correspond to the different ranges, 100, 
500 or 1000 yards, as the case may be, and are 
so placed as to automatically 
give the correct elevation. 

It is important that every 
rifle be tested at the various 
ranges for accurate shooting. 
For instance, in a certain 
standard rifle that was care¬ 
fully tested on a target 500 
yards away, the sight was set for 400 yards and 
the bullet struck two feet below the bull’s-eye. 
When the sight was set for 600 yards, the bullet 
struck 2feet above the center of the target. 
It is useless to try to do good shooting unless 
the sights are set absolutely correctly. 

In shooting, the bullet is always above the 
line of sight—a straight line between the eye of 
the shooter and the center of the target—except 
just after it leaves the muzzle and just as it 
strikes the target. This curved line described 
by the bullet is called the trajectory, and the 
distance between the line of sight and the high¬ 
est point on the curve is styled the height of 
trajectory. A bullet of slow velocity or speed 


gives a high trajectory or curve. One of high 
velocity gives a flat trajectory or curve. The 
velocity of the bullet depends upon the powder, 
the shape of the bullet and the rifling of the 
gun. One of the recent high velocity sporting 
rifles has a height of trajectory of over 17 feet 
at a range of 1000 yards. A deer would, there¬ 
fore, be perfectly safe at a distance of 500 yards 
if the hunter had the sight elevated for 1000 
yards, as the bullet would go through the air 
over 12 feet above the deer. All of this serves 



If Fired From a High Mountain a Bullet Would Eventually Stop Going Forward 
Would Drop Straight Downward 



An Exaggerated Diagram Showing Gun Pointing Upward and Path the Bullet Describee 

Before Hitting the Target 
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to illustrate that for good shooting the range 
must be known within a few yards, and the 
sight must be set for that range. 

Another influence on the bullet’s flight lies 
within the rifle itself. This is the revolution of 
the bullet caused by the twist of the rifling in 
the barrel, and the effect of which is to make 
the bullet drift to one side. If the rifling twists 
to the right, the bullet will drift to the right 
of the target, the same principle applying as 
that used by the baseball pitcher in throwing a 
curve. In order to offset the drift, both sights 
must not be exactly over the center of the bore. 
If the rifling causes a drift to the right, the 
rear sight may be left in the exact center above 
the bore and the front sight 
set a slight fraction of an 
inch to the right. Another al¬ 
ternative is to leave the front 
sight in the center and to 
knock the rear sight slightly 
to the left a sufficient 
amount to correct for the 
drift. These, however, give 
only an approximate correc¬ 
tion, because the drift does not maintain an even 
ratio at all ranges, but varies somewhat with 
the speed of the bullet. The use of the windage 
correction on the rear sight, which permits the 
offset to be changed to suit various ranges, is 
more accurate, provided the rifle has been tested 
and the required amount of offset determined. 

When firing on a windy day, the velocity 
of the wind and its direction have considerable 
influence on the flight of the bullet. A brisk 
wind blowing from directly behind the shooter 
will have the effect of increasing the velocity 
of the bullet and it will strike the target at a 
slightly higher point than it would were the 
air perfectly still. The reverse is true of a 
head wind, which slows down the speed and 
causes the bullet to strike at a slightly lower 
point on the target. A back or head wind, how¬ 
ever, has very little practical effect on small 


calibre, high-velocity bullets, except at long 
ranges. 

A wind blowing directly across the range 
from the left or the right has a more noticeable 
effect. The bullet offers a larger surface to 
the action of the wind, and may be carried off 
to one side of the target. The distance it is car¬ 
ried by the wind varies with the length of the 
range and the velocity of the wind, the effect 
being greatest at long ranges and with high 
wind velocities. Much practice is necessary in 
judging the velocity of the wind, in order to 
estimate the amount of correction to allow. Rear 
sights having windage screws are the most con¬ 
venient for this purpose. They allow the sight 


to be offset in either direction; for instance, a 
wind from the left would require the sight to 
be moved slightly to the left, and for a right- 
hand wind the sight should be moved to the 
right. This, of course, has the result of actually 
pointing the rifle to the right or left of the tar¬ 
get, when the line of sight is on the center. 

After a little practice and careful testing of 
the rifle, at different ranges, and with different 



How the Shell Travels in Indirect Artillery Firing 


wind velocities, the shooter will begin to know 
just what corrections to apply and as a result 
he will soon find himself “hitting the bull’s- 
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The Oun Must Point to One Side of the Target] to Counteract the Effect of the Wind. 
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EVEN TO LIFE ITSELF 

Now is the time to show the stuff of which 
we are made, to show by our acts that we are 
able to face trouble calmly with determination 
—unflinching, unalterable determination—not 
to be swerved from our course. We have set 
our course toward the goal of victory and we 
will pursue that course until the goal is reached. 
If the path is thorny, if it is rough going, if 
it means sacrifice, let us show at least that we 
can endure as men should and show our boys 
over there that we intend to support them with 
our all. We can do no less as they are giving 
their all—even to life iself. 

O. W. ASBURY. 


SAFETY RAZOR WOULD NOT DO 

A Reno man tells of a murder trial in 
Nevada, wherein the defendant, Oscar Queen, a 
barber, had been condemned to death. Just 
before the pronouncement of sentence the 
judge said to him: 

“You have the legal right to express a last 
wish, and if it is possible it will be gratified.” 

“I should like,” said the prisoner, “once 
more to be allowed to shave the district 
attorney.” 


Waste may be a good thing around an en¬ 
gine, but it is a poor thing around a furnace. 
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A CUSTOMER-BRINGING SALES DISPLAY 

No part of the country has a monopoly on ideas. We have often referred to the progressiveness and enter¬ 
prise of Spelger & Hurlburt, Inc., of Seattle, Wash., and, by the way, Seattle has a number of successful retail 
hardware merchants who are alive and up to date when it comes to sales displays. 

The one herewith is typical of these enterprising Northwestern merchants, whose windows are also timely 
and seasonable and they link their sales force up to their sales displays so they get the best results. 


GOOD CATCH PHRASES TO USE 

Here are some catch phrases that merchants 
have used in their show cards, window displays, 
or in their advertisements in calling attention 
to any special lines which they wish to feature: 

We’ll be glad to have you look— 

A looker of today 
Is tomorrow’s buyer. 

A great sale is here— 

Not a money-making sale for us 
But a friend-making sale. 

This is your store—enjoy it— 

Everything in it is yours 
At reasonable prices. 

A big, helpful, money-making event— 
Merchandise 
Warranted to give full 
Satisfaction. 

The knowing ones come here— 

You’ll come, too, 

If you try us once. 

What is your ambition? 

Ours is a study to please. 

We shall never outgrow our ambition. 


Every Thrift Stamp and War 
Savings Stamp helps win the war. 
On sale at this store. 


HELP YOURSELF—CANNER & COOKER. 
“Conservo” is a Cooker 
For conserving food, 

It’s also used for canning, 

When you’re in the mood. 

Adapted for preserving 
Your fruits as well as meats, 

Or any kind of vegetable 
Like Corn, or Beans, or Beets. 

Capacity is fourteen quarts 
Preserved all at one time, 

Right in the bottles, Cans or Jars, 

Just what we say in Rhyme. 

As a cooker, the “Conservo” 

Prepares a meal entire, 

A Range is all you ever need 
In which there is a fire. 

—“Reeg the Rhymer.** 


It is easier to collect now than to recollect 
to collect later. 
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A CLOSED BOOK IN YOUR LIFE 


O NE book in our national life has been closed forever. It deals with 
the very summertime of our existence as a nation—a wonderful 
period of half a century in which there have been only a few 
summertime storms, which, like July tempests, were of short duration, 
quickly followed by clear skies. 

It records bountiful prosperity and colossal forward strides in all things that 
add to individual convenience and personal development. 

Even young men can make a long list of marvels that in their time have been 
added to our wealth of things which increase the pleasure of living. The old, contem¬ 
plating the days of their youth, see that they have been transported into a new and 
better world. But now we are in the midst of war, and never again will come to the 
American people those happy days when its millions are all at home again—never 
can it come — until German military power is crushed and broken. 

In our last war we defeated Spain, once the mistress of the world, in about 90 
days. In the present war many nations have for nearly four years been fighting 
Germany; twenty odd nations have declared war against her, but none has succeeded 
in crossing her frontiers. Instead, Germany extends her territory, often by gigantic 
strides, steadily enslaving the conquered, and unmercifully carrying out her plans to 
destroy at their roots the virility of her adversaries. 

Through her conquered territory and her millions of slaves she now compensates 
herself, in ways that a humane nation would abhor, for the enormous losses of her 
man power on the battlefields. 

The biggest, strongest, most resourceful of her foes are war-worn, and to save ourselves from 
fighting Germany alone hereafter and on this side of the Atlantic, we are now fighting her with our 
Allies in Europe. 

Considering these conditions, prudent men everywhere have set their souls for the rigors of 
a long war. Less than four years have revolutionized the life of every family in Great Britain and 
in France. The frivolous things have long since passed away. To cling longer to the unnecessary 
over there iB disloyalty. 

As a people we were not wise, in that we did not prepare for war when the signs of its 
coming were plain. Now that it has come, must we in America wait for the pinch of necessity and 
the command of authority to bring us to our senses, so that we may readjust our daily lives and 
our personal affairs as sensible people should who are struggling for their lives! 

Men and women, awake to a realization of the new life that has come upon you, and seek 
no longer to ding to the old at the peril of your liberties, and of those beneath the roof tree of 
your home that you hold most dear. 

The old book is forever closed. Another like it shall not be opened until ALL America suc¬ 
cessfully turns ALL its strength and ALL its wealth, of manhood and money, to the stern business 
of beatisg down a war-like nation, which now has under arms millions of veterans who must be de¬ 
feated before we shall be safe. 

Of what moment are the other things in life, until Germany is rendered powerless for fur¬ 
ther harm! 

CONFERENCE COMMITTEE ON NATIONAL PREPAREDNESS 

HENRY A. WISE WOOD, Chairman. RAYMOND B. PRICE, Treasurer 

JAMES E. CLARK, Secretary 

Metropolitan Life Building, One Madison Avenue, New York City 

EDWIN B. STIMSON-COMPANY. BROOKLYN. NEW YORK 
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WOMEN IN INDUSTRIAL WORK. 

“Women engaged in industrial work, in the 
shop and factory, are adapting themselves to 
conditions, and grasping the fundamental prin¬ 
ciples of their work, with a readiness and effi¬ 
ciency that is truly surprising and gratifying.” 

The above statement from E. F. Primmer, 
manager of the employment department of the 
National Cash Register Company, of Dayton, 
Ohio, is based upon close study and informa¬ 
tion obtained at first hand in one of the best 
known industrial concerns in this country. Mr. 
Primmer further said: 

“While an untold number of reports have 
been made, the subject of women in industry 
is constantly enlarging. What seems strange 
and startling today is commonplace tomorrow. 
Government reports, magazines, and newspa¬ 
pers daily are filled with statements about the 
ever-widening horizon of women’s work. 
Women are eligible for employment in so many 
unusual occupations that it would be difficult 
to briefly enumerate them. There seems to be, 
however, only one boundary to the field of 
women’s activities, and that is imposed by 
physical limitations. No one will argue 
woman’s physical equality. 

“In England, where there was a national 
desire to help meet the terrible emergencies 
of the war, women unwisely overrated their 
strength and set themselves at tasks which 
later proved detrimental to their health. 
American industry, profiting by the experi¬ 
ence of England, wants continued output, 
rather than sporadic bursts of effort. Every 
man and woman in industry today, or in the 
future, must realize that it is the steady pull 
that will count at this crucial period in the 
world’s history. 

“While the great influx of women into in¬ 
dustry was hastened by war conditions, yet it 
has not been wholly due to that cause. Armies 
of women are earning their own living because 
of the stress incident to the increased cost of 
all things. Hundreds of women have gone into 
the industries because they desire to be inde¬ 
pendent, and they do not regard their jobs or 
positions merely as bridges over the gap until 
marriage. 

“Their induction into industry will have a 
beneficent, permanent result. It will mean the 
introduction in many factories of systems that 
are important to the health, safety and wel¬ 
fare of all employes. Improper surroundings 
will be eliminated and labor in general will be 
better off and better satisfied because of more 
desirable working conditions. 

“There are, however, some things the 
women must be taught besides being given 
specific training for specific work. They must 
learn to be regular in attendance, because they 


cannot expect to earn good wages unless they 
work steadily. They must adopt a business¬ 
like attitude toward their work, and regard 
their tasks as an opportunity for personal 
training, whether they expect to use their ex¬ 
perience in the field of industry or elsewhere. 
They must regard health and hygiene as a busi¬ 
ness asset. 

“Women are notably careless in matters per¬ 
taining to health, and frequently are unaware 
of the part poor health plays in reduced earn¬ 
ings or future happiness. They must be frank, 
straightforward and forego the privilege of 
having ‘feelings.’ If they remove the handicap 
of claiming privileges because of sex, they will 
find greater opportunities for advancement 
and sooner realize their ambition of equal 
work for equal pay. 

“This company has always employed a 
large number of women for clerical and other 
work, and with very satisfactory results. How¬ 
ever, it was only when the war came, com¬ 
pletely changing industrial conditions through¬ 
out the United States, steadily decreasing the 
number of men available for both skilled and 
unskilled work, as the demands for war mate 
rials increased, that it was found necessary to 
employ more women in this factory. They 
have made good in a manner so satisfactory 
that the opportunity for women to engage in 
industrial work here will be greater each day, 
as the men are called for military service. Our 
company has positions open for many women.’ 7 

It is interesting to note in this connection, 
that it was the women who saved the labor 
situation in England. By the energy and abil¬ 
ity displayed, they awakened the people and 
were given the right to vote, as a small measure 
of thanks for the tremendous work they are 
doing. In England women are doing nearly 
everything that men have done, and doing it 
well. 


Here’s to the Blue of the wind-swept North, 
When we meet on the fields of France; 

May the spirit of Grant be with you all 
As the sons of the North advance. 

And here’s to the Gray of the sun-kissed South. 

When we meet on the fields of France; 

May the spirit of Lee be with you all 
As the sons of the South advance. 

And here’s to the Blue and Gray as one. 

When we meet on the fields of France; 
May the Spirit of God be with us all 
As the Sons of the Flag advance. 

—George Morrow Mayo. 


‘It is the voice with the smile that wins." 
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W OMEN know that Lyknu 
takes the hard work out of 
polishing furniture because this 
"one-cloth" polish makes unneces¬ 
sary the double work of going over 
the furniture again with a second 
cloth. 

They know that Lyknu cleans, 
polishes and dries at the same time — 
that it removes all accumulation of 
grease, oil, gum, and dirt, and 
brings out the first fine, lustrous 
finish the furniture had when bought 
—just like new. 

Stock the attractive Lyknu $8.50 
assortment! Test Lyknu on your 
own furniture! Write for bottle 
of Lyknu sent prepaid to retailers 
free of charge. 


YKNU 


"Made Ltk^JW 
look to the 

> “Lyknu Maid" 


Note the full page Lyknu advertisement in the 
August 17 issue of the Saturday Evening Post 
and the full-page, hack-cover Lyknu adver¬ 
tisement in colors in the issue of September 14. 

LYKNU POLISH MANUFACTURING CO. 

PITTSBURGH. PA. 
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lEN’S WINDOW FOR HARDWARE STORES 
COMING INTO GENERAL USE 

T1 e appeal to men is an appeal that is prov- 
ng a cash drawer filler these days and many 
lardv are dealers are concentrating upon it, 
aking full advantage of the opportunity before 
hem. 

Not only is this the time to show your men’s 
roods because of the soldier sales, but because 
nen in general are now looking more to their 
>ersonal appearances than ever before. 

After the war the millions of army trained 
nen will return to their homes with an 
inchangeable habit of carefully caring for 
hemselves. Men who before the war neglected 
heir personal appearance, through constant 
liscipline of the army life will have become 
hanged men—men who will look for things 
hat will help them improve their appearance. 

It behooves every up-to-the-minute store to 
commence to establish itself as a place where 
n^n can find their necessities and there is no 
>etter way to start than to establish and main- 
;ain a man’s window. 

Manufacturers are urging dealers to do 
his. The Twinplex Sales Company, for instance, 
nanufacturers of the Twinplex Stropper for 
3-illette blades are not urging the trade to 
nake full window displays of their product 
done, but rather to use their display as a base 
! or a general men’s window, including all shav- 
ng cutlery items and kindred articles. 

The illustration of the Star Hardware and 
Supply Co.’s display in Toledo, shows one of 
hese windows which has proven the value of 
his sort of appeal. 

The window not only increased materially 
:he sale of Twinplex Stropper in this store but 
ill the other items show substantial increases. 

The men’s window is proving a winner and 
should be used by every hardware store in the 
country. 


THE SHIPS THAT WILL WIN THE WAR 

(By James J. Montague) 

They’re launching ’em in Oregon; they’re 
launching ’em in Maine, 

They’re launching ’em along the Jersey 
shore; 

Every State that fronts the tide lets a couple 
of ’em slide 

Every day or two, and starts a dozen more. 

A million men are digging ore, a million smelt¬ 
ing steel; 

Another million working at the ways. 

And the riveters are banging and the heavy 
hammers clanging 

On the rivers and the harbors and the bays. 

They’re building ’em of timber; they’re build¬ 
ing ’em of steel, 

They’re moulding ’em of concrete made of 
sand; 

And they’ll all be strong and staunch when 
they’re got in shape to launch 

And all ready for the business that’s at hand. 

They soon will dot the ocean like the foam- 
flecks in a storm, 

And they’re going to go ahead and carry on, 

Till the great big job is done and the great big 
war is won, 

And the Kaiser and von Hindenburg are gone. 


They’ll find the men to man ’em every-where 
that Yankees are, 

Good husky lads who love a stand-up fight. 

And the baffled submarines will depart for 
safer scenes. 

When confronted with their majesty and 
might. 

They’ll bridge the broad Atlantic with a bow-to- 
stera pontoon, 

And the Teuton gang can read its own defeat 

In the steady hammer, hammer, and the clangor 
and the clamor 

That is turning out the mighty Yankee fleet. 
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CORRECT A WRONG IMPRESSION THE HUMAN AUTOMOBILE 


Hot days are the ones that cost motorists 
a lot of money. 

Most motorists have a wrong impression 
about the increase of air pressure in tires in 
warm weather. In fact the belief is quite com¬ 
mon that on hot days the air pressure may 
increase to the point of causing a blowout. 
There really is nothing to this belief for the 
heat does not come from the temperature of 
the air on the outside, as is commonly supposed, 
but from the natural flexing of the tire as it 
rolls over the road or street. 

As this heat is due to the bending of the 
tire, the same amount of heat is created regard¬ 
less of the outside temperature. Most tire users 
believe that to overcome this effect the pressure 
must be decreased, and the common practice is 
to run tires at less pressure on warm days. But 
this increases the bending of the tire carcass 
and the motorist actually aggravates the tire 
condition that he seeks to relieve when he 
decreases the pressure in his tires. 

It is true that on a very hot day the air 
pressure in tires that are used continuously 
increases slightly but never sufficiently to cause 
any injury to the tire. Tires are not as fragile 
as some persons suppose and are able to stand 
three and four times the ordinary pressures 
used. There is more danger in decreasing the 
pressure than in permitting it to increase for 
after the tires have rested a while the air pres¬ 
sure will drop, and there is always the danger 
that the motorist will omit to put in enough air 
to bring the pressure up to the required point. 

There is no condition in which tires are 
subjected to more air pressure variations, than 
in racing on our speedways. Yet even on the 
hottest days the terrific hundred mile grinds 
of the race tracks, with tire revolving 20 times 
a second, do not cause tires to blow out. And 
there is certainly no condition in ordinary driv¬ 
ing that even approximates those of the speed¬ 
way. There is no question but that motorist will 
profit by keeping tire air pressures, no matter 
what the heat conditions. 


All rules of success overlook the most 
essential element — Getting started, therefore 
use a self-starter on your human automobile. 

Use the brakes of patience and Self-Control. 

Put large quantities of Hope in the grease- 
cups. 

Use the perserverance brand of gasoline as 
motive power instead of hot air. 

Have the timer properly set—Early. 

Have the carburetor properly adjusted, 
admitting a mixture of equal parts of earnest¬ 
ness and will power. 

Use the primer of enthusiasm. 

Best results can be had by using the four 
cylinders of knowledge: 

The knowledge of self. 

The knowledge of company. 

The knowledge of your goods. 

The knowledge of men. 

Advance the sparker of ambition for more 
speed. 

Open wide the throttle of faith in yourself, 
your company and your calling—to secure 
more power. 

Polish with powder of Courtesy. 

Use stick-to-it tires on non-discouragement 
rims. 

Use the Gulden Rule steering wheel. 

Put on Search-lights of character. 

With the foregoing equipment the human 
automobile will take every hill of disappoint¬ 
ment and discouragement on high gear. 


M. Y. 0. B. 

“Mind your own business’’ is more import¬ 
ant these days than ever before—for today the 
initials are reversed: 


B. 0. Y. M. 


and are understood to stand for “Be on your 
mettle”—meaning, to serve your country and 
help end the war, for it is today true as never 
before, that “your own business” is the 
Nation’8 business, and it is for us all to serve. 
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Avoid Loose Language 

(By Michael Gross in Inland Printer) 


H AVE you ever stopped to consider, 1 ’ said 
Burdett, the sales manager, “that sales¬ 
men, as a rule, talk more orders away 
than they lose by any other cause? The reason 
for this condition of affairs is that so few long- 
winded salesmen ever realize they are talking 
both their customers and their orders to death. 

“Some one once said that ho other noise- 
producing. machine gives a man so much pleas¬ 
ure as does the sound of his own voice, and the 
truth of the statement was never better exem¬ 
plified than in the case of a talkative salesman. 
That worthy is usually so in love with his own 
flow of eloquence that he can not conceive it 
possible for his customers to be one whit less 
interested in it than he himself.’’ 



“ So few long-winded salesmen ever realize they arc talking both 
their customers and their orders to death. 


“You certainly seem to have given this phase 
of the game quite some thought,” I remarked. 

“I have,” Burdett answered, “and the rea¬ 
son for my doing so was because, during my 
early years at the selling game, I suffered from 
the same fault myself without being aware of 
the fact. All I did know was that my sales 
were getting fewer every month, and that the 
more people I saw, the less goods I sold. I 
couldn’t figure the thing out, for I was doing 
a good deal of talking to each of my customers 
and, according to my way of estimating sales¬ 
manship at that time, the conversation should 
have resulted in orders. 

“I don’t believe I would ever have awak¬ 
ened to my real failing if I had not called one 
morning on a customer who happened to be in 
a particularly ugly mood. I walked into his 
private office and, as usual, started to entertain 
.him with an unwanted and unasked for line of 
conversation that began with the weather and 
ended, twenty minutes later, by my naming the 


team that I thought would surely win the pen¬ 
nant that season. My man listened patiently 
until I was all through. Then he turned around 
in his chair and faced me. ‘Do you know that 
you talk entirely too much?’ he asked me, 
pointblank. 

“Coming suddenly that way, the question 
certainly took me by surprise, and, in an at¬ 
tempt to carry the remark off lightly, I an¬ 
swered: ‘I hardly think I do. You know,’ 
I added, as if in explanation, ‘we salesmen are 
supposed to get our orders by talking.’ 

“ ‘Well, that’s just the way you have been 
losing my orders,’ he came back at me; then, 
seeing that I was really unaware of my failing, 
he went on, in a more kindly tone: ‘I know 
that the things you talk about seem interesting 
to you and for that reason you imagine they 
should prove interesting to your customers. 
The chances are they would, too, if the people 
you see had nothing else to do but listen. You 
also must learn to realize that the things which 
seem funny to you may not be funny at all to 
the other fellow, and that the joke you think 
is new may have made the man you are telling 
it to laugh years before you were born. 

“ ‘Now, here’s a little cure I would like you 
to try,’ my man went on, ‘for your customers’ 
sake if not for your own. It may mean a little 
strain on your fancy in the beginning, but if 
it finally cures you, the effort will be well 
worth while. Tomorrow morning, as soon as 
you go into your office, try to imagine that 
every word you are going to say during the 
day, no matter whether to an office boy, a 
stenographer or a customer, will be reproduced 
on a phonographic record. Then imagine that 
this same record, containing every word you 
have said, will be played on your phonograph 
at home that evening, and that your folks as 
well as your best friends will be gathered 
around the machine to listen and pass judg¬ 
ment on every remark. 

“ ‘Provided you had started on my plan ihs 
morning,’ my man ended, ‘how much of the 
conversation that would have been recorded so 
far would you really be proud of and anxioul 
to claim as your own? The biggest part of it, 
taking your talk here as a specimen, would 
be either bull, brag, bluster or bum comedy. 
Just keep tab on your conversation by my plai 
for a few days and then come in to see m* 
I’ll be anxious to hear how it works out.’ 

“Instead of getting up on my ear, as moit 
fellows would have done,” Burdett went on, 
“I flatter myself on the fact that I really toi 
the lesson to(i)0nfrpnd made up my mind tc| 
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The worst month in the year for 
automobile accidents 

Brakes are worn down after a summer’s use and need inspection 


S EPTEMBER is the worst month in the year for 
automobile accidents, according to records kept 
by police departments and safety societies. 
Here is the reason: 

The cars have been used all Summer—the brakes 
are worn down. Then, when the emergency comes, 
the brakes fail. 

Tour customers cannot afford to tolerate 
poor brakes. The protection of their cars 
and their own safety depend on the brakes 
being efficient. Their cars will be in service 
at least two or three months longer. In some 
cases they will be used right through the 
Winter. 

Tour customers should have their 
brakes inspected regularly 

Point out to your customers why there are 
so many accidents in September. Urge them 
to have their brakes inspected at regular 
intervals. 

When their brakes need relining, put on 
Thermoid, the brake lining that is made for 
long, certain service. 

Three reasons why Thennoid satisfies 
your customers 

1st—Over 40% more material and 60% 


more labor is used in the manufacture of Thermoid than 
in any woven brake lining. This gives longest service. 

2nd—Thermoid is the one brake lining that is Grap*- 
nalized. This exclusive process resists moisture, oil and 
gasoline. 

3rd—Thermoid is hydraulic compressed. It wears dowh : 
slowly and can be used until cardboard thin. 

Thermoid dealefs hre given the heartiest co-operation , 
in building up a profitable volume of relining business. 

If you are not handling Thermoid, write, 
today for information about the assistance 
which we give our dealers. 

Every foot of Thermoid Hydraulic Com¬ 
pressed Brake Lining is backed by Our 
Guarantee; Thermoid will make good — or WE 
WILL. 


Thermoid Jobber Comparg 

Factory and Main Office: Trenton, N. J. 
Branches 

lt«w York Chicafo San PrancUco Detroit 

Loe An re leu Philadelphia Pitteburfh Boeton 
London Paris Turin 


Canadian Distributors 

The Comedian Fairbanks-Mors* Company, Limited 
Montreal 

Branches in all principal Canadian cities 


At speed of A car 
should 
stop in 

10 miles per hr. 

92 ft. 

15 . 

20.8 " 

10 . 

37 - 

15 . 

58 - 

30. 

83.3 " 

35. 

104 ” 

40. 

148 " 

50. 

231 " 


Will Your Car Do This? 
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Mahan of “Thermoid Crolida Compound Casings ” and “Thermoid Garden Hose” 
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try out this customer’s scheme the very next 
day. 

“Coming into the office the following morn¬ 
ing, I found the other salesmen already at their 
desks. At sight of me one of them called out: 
‘Here’s Curt now; come over here, Curt, and 
tell Bill that funny story you pulled on us 
yesterday. He hasn’t heard it yet.’ 

“I was just about to accept the invitation, 
for telling off-color stories was my long suit in 
those days, when I thought of that ever-grind¬ 
ing phonograph record taking down each word 
I intended saying. My second thought was of 
what my folks would say when they put the 
record on the phonograph that evening and 
heard the joke. The reflection checked me in 
a hurry, you can bet, and I respectfully de¬ 
clined to regale Bill, much to the surprise of the 
boys, it being the only time they had ever heard 
me refuse to tell a story. 

“The first customer I called on that morn¬ 
ing showed me a sample line of merchandise 
which he had just bought from a competitor, 
and asked for my opinion on it. Under ordinary 
circumstances, the request for my opinion 
would have started me off on a long discourse 
regarding the different things, imaginary or 
otherwise, that ailed my competitor’s line. But 
that day, with an imaginary phonograph record 
taking down every word I was about to utter 
and reproducing it that evening for the edifi¬ 
cation of my friends, I decided to go slow. I 
examined the merchandise and then frankly 
admitted that the stuff was as good as my firm 
could have sold for the same money. This 
statement so pleased my customer that he con¬ 
fessed he had not really bought the line but 
merely asked the salesman to leave it and give 
him a chance to think the proposition over. As 
I had been candid about saying that the value 
was as good as I could give for the money, 



however, my man said he would take my stuff 
in preference, at the same price. 

“This incident, besides netting me my first 
order in quite a few days, gave me the com¬ 


fortable feeling that I did not have to feel 
ashamed to let any one, even including the 
competitor I had taken the business from, listen 
to the part of the record that I had made in 



“How muck of the conversation that would have been recorded 
so far would you really be proud off 99 


this customer’s office. I made up my mind 
that I wasn’t going to say anything to spoil 
the balance of that day’s record, and accord¬ 
ingly, in the next office I went to, instead of 
exchanging a lot of silly chatter with the 
stenographer I gave her a quick word of greet¬ 
ing and asked whether Mr. Blank was in. The 
question was so different from my usual method 
of gossiping for a half hour before giving her 
my card that the girl jumped up in surprise, 
went into the private office and soon came back 
with the word that I could go right in. 

“We had just delivered a bill of goods to 
this customer and something was evidently 
wrong, for no sooner did I get into my man’s 
office than he started complaining about the 
kind of house I was working for. Instead of 
agreeing with him—as I had made it a practice 
to do in the past, and going off on a long tirade 
about how bad it was for a good salesman like 
myself to be tied to such a poor concern, and 
that they were making me lose all my trade, I 
considered for a moment how a cry-baby state¬ 
ment of that kind would sound on a phono¬ 
graph record and quickly changed my mind. I 
spoke right up and told my customer that the 
house was doing the best it could; that none of 
us was infallible; and that every concern was 
bound to make some little mistake sooner or 
later. Talking in this unusual strain made me 
wax enthusiastic, and I dwelt long and earn- 
esly on all the good service my house had given 
this same man for years, ending up with the 
words: ‘And yet, Mr. Blank, because we made 
one little mistake on your last order you are 
willing to forget the way we have handled 
your account in the past and threaten to switch 
your business to a competitor. Do you think 
you are treating us fairly Would you want 
your customers to leave you for the first slight 
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Cash in on these exclusive features 

Five sales points which mean profits to yon 


These cars are equipped with Noviol Cona- The Conaphore has a smooth 

phores. The soft, mellow light cannot daxtle f rent surf ace . Easily 

or confuse. Each driver knows that chances cleaned. Does not clog with 

of accident are reduced to the minimum. dust or mud. 


Phot a graph 

h 

L. A. Hill«r 


1. Noviol Conaphores, with their unique 
yellow tint, flash a sure signal of safety to 
oncoming motorists— 

2. They provide a light that is always 
easy on the driver’s eyes— 

3. They define a clear path for the driver 
when wet pavements reflect a glassy glare 
from street lamps and electric signs— 

4. They cause the greens of the roadside 
to stand out in their natural colors, and show 
up the ditches— 

5. Most important of all, they eliminate 
the dangerous “back-glare” which blurs the 
driver’s vision on foggy or dusty nights. 

Only in the Conaphore can motorists get 
these extra advantages. 

A product of technical research 

Noviol Glass and Conaphore design were devel¬ 
oped in the Corning laboratories, whieh lead the 
world in the art of glass making. Conaphores bring 
safety and comfort on the highways, just as Corning 


signal glass protects every great railroad of the 
continent. 

As the famous double target test proves con¬ 
clusively, Conaphore design keeps the beam below 
the 42-inch level, and yet gives the longest possible 
range—600 feet—with ample sidelight. No light is 
wasted by diffusion. No light is dumped in the 
foreground. 

Take advantage of the market 

Supply the demand for Conaphores in your terri¬ 
tory. Let your customers know that your store is 
Conaphore »sad<juarters and you are bound to get 
some extra profits. 

Writ* for handsome Conaphore window transparency— 
all ready to mail yon. It ties np yonr store with onr hig 
national advertising campaign. 

Retail Price List (per pair) 

5 to 6% inches ind.$2.40 

7 to 8% inches ind. 3.50 

8% to 10 inches incl. 4.50 

10% to 11% inches incl. 6.00 

Prices 25c mere per Pair amt of Mucky Mountains 
Sines vary by steps of Vs inch above 4 % inch sine 

Conaphore Salbs Division 
Edward A. Cassidy Co., Mgrs. 

Madison Avenue and 40 th Street - New York City 


Noviol 

Olau 


Clear 

Qian 

$1.60 

2.50 

3.00 

4.00 


NO GLARE 
RANGE 500 FT. 


(QNAPHORE 


PIERCES FOG 
AND DUST 


Corning Glass Works—Worlds Largest Manufac turers of Technical Glass 
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mistake you happened to make in filling their 
order?* 

“Mr. 1 Blank, impressed by the unusualness of 
my plea as well as by its earnestness, grasped 
my hand when I had finished speaking. ‘That’s 
the sort of talk I like to hear from a salesman,* 
he said glowingly; ‘loyalty is a cardinal virtue 
and when I find a man who sticks up for his 
house I know he’ll do the right thing by his 
customers, too. I only wish that my boys on 
the road were making such eloquent pleas in 
defense when the standing of their house is 
impugned.* 

“When I said good-by to that man I left 
behind me a more favorable impression of both 
myself and my house than I had been able to 
make on all my previous visits combined, and, 
best of all, I felt that I would be proud to let 
my boss, my folks and all my friends hear the 
section of the record that contained my con¬ 
versation during those few minutes. 

“All that day I kept seeing an ever-winding 
record in front of me busily taking down every 
syllable I uttered. I managed to visualize it 
so vividly that I even dispensed with the ten- 
minute bantering I usually gave the waitress 
at lunch under the mistaken impression that 
my line of comedy was making her happy. To 
my surprise neither the waitress nor myself 
missed one word of it. As a matter of fact, 
one of the most startling things I noticed was, 


Motor Mercantile Co. 

SALT LAKE CITY 

Parts and Supplies 

For 

Motor Driven Vehicles 


Distributors of 
Federal Tires. 

Motul Oils, Gearese and Cupese. 
Columbia Storage Batteries. 

Stanley Self-Oiling Springs. 

Tafnir Bearings. 

Zenith Carburetors. 

Garage Equipment—Mechanics’ Tools. 


Wholesale 



Trade Mark 


l y 


that while I used only about one-fifth of my 
usual amount of conversation, neither my cus¬ 
tomers nor any one else seemed to miss the four- 
fifths that I canned. On the contrary, because 



“/ told my customer the house was doing the 
best it could,** 


of my saying so little myself, I gave my custom¬ 
ers a chance to get off a few things on their 
own hook and learned more about their re¬ 
quirements in that one day than I had ever 
succeeded in doing before. 

“That night I went over the day’s conver¬ 
sation in imagination, and in fancy could hear 
the record being played. There were a few 
spots here and there that, on mature delibera¬ 
tion, I felt could have been eliminated, but I 
was satisfied with that first day’s record, for 
I realized that I couldn’t change my habits 
completely in twenty-four hours. 

“I made an earnest effort each following 
day, however, to profit by the mistakes of the 
day before, and succeeded in getting a 
more entertaining and gratifying record each 
evening. It became increasingly easy for me 
to do this, for I was learning to think before 
I opened my mouth and to weigh the words I 
intended saying to determine if they were 
really necessary. 

“Once I grew into this habit of thinking 
before I spoke, I found I could dispense with 
the record and still not say too much. But for 
the salesman who has the faintest suspicion 
that he is talking himself out of sales, I can do 
no greater favor than to recommend that he 
start an imaginary record of his conversation 
immediately. If the experience of letting his 
friends hear a few slices of his daily conversa¬ 
tion, in fancy, does not force him to see the 
parts that were uncalled for or unnecessary, 
his case is beyond cure. 

“To paraphrase the famous slogan: ‘Ask 
this man—he’s owned one.’ ” 


L. C. Gray has closed up his hardware and imple¬ 
ment business at Gadsden, Arizona, and will center all 
his business activities at Somerton, Arizona, for the 
present. He reports a good outlook. 
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Motor Car Essential in American Business 

(By Chester N. Weaver) 


D URING the last ninety days the question 
of conserving materials needed by the 
Government and by the allies has been 
mentioned in hundreds of papers, and in prac¬ 
tically every instance the one item which is 
brought out as a glaring example of the non- 
essential is the automobile. 

In scare heads in various newspapers, where 
reference is made to taxation, to shortage of 
materials, to lack of patriotism, the automobile 
is used as an example. 

Now, Why the Automobile? 

Why not one of the dozens of items which 
are really non-essential, because I contend that 
the automobile is not non-essential is it is used 
today, and that way down deep in the hearts 
of the average American citizen, 90 per cent of 
them agree with me that the automobile is a 
necessity. 

Why not pick on the telephone? It is in a 
way non-essential. 

Why not the moving picture show ? It in a 
way is non-essential. 

Why not the theater? It in a way is not 
essential. 

Why not prohibit people from riding on rail¬ 
roads unless the trip is one that is absolutely 
necessary? Otherwise, the trip is not essential. 
Why the street cars? People could walk. 
Why wear white collars? We can just as 
well wear flannel shirts. The white collar is not 
essential. 

Why buy jewelry? Is it essential? 

None of these items are ever mentioned, but 
it is always the automobile, when as a matter 
of fact the automobile has come to be one of 
the most essential items connected with Ameri¬ 
can business. 

Prom actual figures taken in our place of 
business, it has been found that of the last one 
hundred cars sold, eighty-two of them are being 
used for business purposes. 

Prom actual records kept it has been found 
that the traveling man can increase his effi¬ 
ciency from 50 to 100 per cent by using the 
automobile. Not only is he increasing his effi¬ 
ciency, but certain strain or draft on railroad 
transportation has been relieved. It is the 
tendency of automobiles to speed up the entire 
business programme and increase its efficiency 
to an enormous extent. 

Needed in Every Idne 

The railroad facilities at the present time are 
inadequate to handle the additional amount of 
burden which they have been called upon to 
assume under the present conditions. You can¬ 
not think of a single line of business activity in 


which the automobile does not play a vital part 
in its programme. 

In the shipbuilding programme its useful¬ 
ness begins from the time that the ore is taken 
out of the ground until the superintendent of 
construction of the shipbuilding concerns, the 
busiest man in the world today, through the 
use of his automobile in traveling from place to 
place sees his completed ships successfully 
launched. Curtail the use of the automobile and 
you place a restraining finger on the very pulse 
of the entire war programme. 

Is the money that the buyer of an automobile 
spends wasted? 

Is it not distributed throughout the whole 
of the United States and is not that same money 
again distributed by the people who receive it, 
and are not these same people using it to pur¬ 
chase necessities and in turn using it to buy 
Liberty Bonds, War Savings Stamps and for 
subscriptions to the Red Cross. 

Ask Yourself Question 

Do the people of the United States as a 
rule realize the vast number of people, men and 
women, who are making a living from the auto¬ 
mobile industry? 

Do they realize that the doctor must have an 
automobile to take care of his practice? I ask 
any person, any one of the 5.000,000 people in 
the United States who are using what are called 
passenger automobiles, to take five minutes of 
his time, go over the use that he has maide of 
his automobile for the last thirty days and then 
conscientiously answer the question in his own 
mind: Is his automobile essential or non- 
essential? Can he get along without it? Is it 
•an expense or is the money that he is helping to 
distribute in turn helping the Government? 

I contend that the automobile is not a non- 
essential. I contend that the automobile is 
being used to a very great extent today as an 
absolute business necessity. A few days ago 
I had occasion to take a trip up through the 
country and stopped and talked to a man who 
is running a ranch and a wayside hotelJ We 
naturally drifted on to the subject of automo¬ 
biles. ! 

Hie asked me what I thought in regard to 
Goverment regulations in the use of automo¬ 
biles, prohibitive prices that might be asked for 
gasoline, advanced prices on automobiles, etc. 
The gist of his information was that he was 
twenty miles from the source of his supply, that 
a few years ago it was necessary for him to take 
a team of horses, start early in the morning, 
go to town, returning home late at night, doing 
a hard day’s work in order to get his supplies 
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Pneumatic Tires 
MotorTruclcTires 
InnerTubes 


Business Builders 

M cGRAW products sell themselves by giving an unusu¬ 
ally high degree of service. The initial sale of a 
McGraw made casing or tube brings the user back for more. 
Distributors enjoy a constantly increasing business through 
repeat sales to satisfied customers. On this basis the McGraw 
proposition has built up a big business in a very few years. 

Let us tell you how the McGraw franchise can develop permanent, 
profitable business for you . Write today. 

THE McGRAW TIRE & RUBBER CO. 

East Palestine, Ohio 

Distributing Warehouses - New York • Boston - Atlanta - Sl Louis - San Francisco 
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“Most Ford owners 
will renew the trans¬ 
mission linings them¬ 
selves. This package 
is just what they 
need.” 


I Universal Transmission 
j Lining for Ford Gars 

That Package contains the three proper 
lengths, in exactly the right width and thick¬ 
ness for the Ford Transmission—and all rivets 
required, ready for use. 

Show it to most any Ford owner whose 
transmission needs replacing and he ’ll quickly 
see the advantage of doing this easy job 
himself—instead of paying high rates per hour. 

The quality of Universal Lining is univers¬ 
ally admitted. Made by the makers of the 
celebrated “S-M-C” Asbestos Brake Lining— ' 
is compactly woven— grips like a bull-dog. 
Treated with the improved Universal com¬ 
pound which makes it more water-proof, more 
oil-proof and more slip-proof than any other 
cotton lining. Absolutely chatterless, as 
quick as it is quiet—dependable always. 


I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 


1 


As easy to sell as a package of 
tacks—and far more profitable. 

Write today for our quantity prices to the 
Hardware Trade on Universal Sets and on 
brake and transmission linings in rolls. 

STAYBESTOS MFG. CO. 



■ The “Modern” Factory, 
equipped to make all 

■ types ol brake lining 
and all widths up 

■ to six inches. 

6547 X*na St.. 

I Phlladelplila. 

j J 1= 

■ COMPUTE 


for the week; hence, a waste of time, two horses 
and a man for one full day. Today he takes his 
automobile, goes into town after the evening 
meal, is back home, loses no time; hence, adds 
that much time for work on his farm and around 
his hotel. In one year this means fifty-two 
days; hence, there are fifty-two days saved. If 
every traveling man in the country increases 
his efficiency 50 per cent, or even 10 per cent 
figure out how many days are saved and how 
much more is accomplished. 

I cannot understand why the automobile is 
being used as a glaring example of extrava¬ 
gance in so many instances, but it seems as if 
the average person who is not thoroughly con¬ 
versant with the automobile conditions picks 
on the automobile or the automobile man as the 
one thing and the one person for whom there 
is no place in the sun. 


Twenty-seven years ago the present Kaiser 
said this at Potsdam to a body of recruits: 
“Body and soul you belong to me. If I com¬ 
mand you to shoot your fathers and your 
mothers • • • • you must follow my com¬ 
mand without a murmur/ * Need we wonder 
that soldiers thus degraded and enslaved in 
the beginning should come to make a holiday 
of outraging Belgium, murdering and maltreat¬ 
ing women and children, and violating all the 
rules of civilization and humanity? Need we 
wonder at the grim knowledge that has come 
to us that the only way to make such soldiers 
“good” is to kill them? 


If you are a salesman, the first thing you 
must do is to sell your own goods to yourself. 
You cannot convince other people unless you 
are in earnest. Salesmanship requires sincer¬ 
ity. If you really think that the price of your 
own goods is too high, you will not do very well 
as a salesman. We can seldom make anyone 
else believe a thing unless we believe it our¬ 
selves. 

So, do not begin to sell until you.appreciate 
your own goods. Make your first sale to 
yourself.—Herbert Casson. 


THE BOY OP IT 

A boy wanted a dog, and the rich uncle said: 

“Well, Eddie, suppose I give you two 
hundred dollars for a dog. Would you spend 
that whole sum in one dog, or would you buy 
a pretty good dog and put the rest of the money 
in the savings bank?” 

“Well, uncle,” replied Eddie, “if you leave 
it to me, I would buy two hundred one-dollar 
dogs.” 


Successful business men today study co-op¬ 
eration. Seldom is one man large enough to 
oversee all the details of a business. 
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You’ll find it easy to sell fire extinguishers if you’ll 
tell your customers the "why” of them 


T ELL them, even if their truck is covered for fire 
loss, not to stop there. For when the insurance 
is paid, they will still face the loss of the cargo and 
perhaps of contracts dependent on that truckdelivery. 

Urge the necessity of insurance but show the 
chance of loss that such insurance would not cover. 
Then point the extinguisher method of protection 
from that loss. 

Clinch the sale with the story of an exclusive fea¬ 


ture of the Johns-Manville Fire Extinguisher. Explain 
that this feature permits your pumping up and storing 
air pressure while moving toward the fire. And that 
this feature permits you to direct a steady stream 
without pumping and so gives certain aim. Tell 
them that most fires start in tight quarters where 
pumping and aiming is a handicap. Of course where 
fire is in the open they can pump while aiming. 
But the exclusive feature of pumped up, tempo¬ 
rarily stored pressure multiplies their protection. 



COVERS^ 
THE CONTIJ 


Sold on a protective 
Jobber - dealer tales 
policy that gives fair 
profits on quick turn¬ 
overs without carry¬ 
ing a large stock- 


Approved and labelled 
by Underwriters’Lab¬ 
oratories, Inc. Reduces 
automobile fire insur¬ 
ance premiums 15<. 


Price in U. S. 
East of Colo - 
rado, $10.00; 
$10.50 Colo, 
rado and West. 

-Do minion of 
Canada: $ !2 
East of Cal - 
gory; $1230 

Calgary and 
West 

{Brass or nickel 
finish, bracket 
included. 


Look 

the lever —vj 
controlling* 
the stream 


JOHNS-MANVILLE CO. 

New York City 

10 Factories — Branches in 61 Large Cities 


Johns-Manville 


Fire Extinguisher 
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Dealers’ 

Attention 

is rapidly being focused on PASCO’S 
distinctive features—PASCO’S quality 
—the profitable PASCO sales-plan. 

Progressive merchants who formerly 
thought a wire wheel foreign to their 
trade are beginning to realize that 
PASCO Wheels are money-makers and 
reputation-builders. If you, Mr. Mer¬ 
chant, want to be convinced, ask us to 
tell you the whole story of PASCO. 

It will interest you, we believe. 

National Wire Wheel 
Works, Inc. 

Dept' H, Geneve, New* York 

Western Representatives: 

BAILEY-DRAKB COMPANY 

Offices: 

San Francisco—149 New Montgomery Building. 
Seattle—L. 0. Smith Building 
Kansas City—419 Rialto Building 
Chicago—1118 South Michigan Ave. 
Minneapolis—817 Plymouth Building. 


HOW TO MEET THE HIGH PRICE BOGEY 

The merchant who is on the defensive when 
his customers complain that prices are too high 
stands to lose worth-while sales that he might 
have made—and made easily—if he had taken a 
firm stand on the subject of prices, and ex¬ 
plained to his customers why prices were high 
—and why his merchandise is good value, even 
at prevailing higher prices. 

As a matter of fact, people are becoming 
accustomed to paying higher prices for every¬ 
thing they buy. Most people are able to pay 
more for goods, because their earnings, either 
in wages or in the commodities they produce, 
are greater. Hence, it requires only good sales¬ 
manship to convince them that the prices you 
ask are reasonable. 

The aggressive merchant will not accept 
defeat at the hands of the “high-price bogey,” 
but will insist to his trade that in actual values 
his goods are worth all that he asks for them, 
and that it is to his customers’ advantage in 
the long run to buy good goods, at fair prices. 


“TUNGSTEN ALWAYS ON THE JOB” 

This slogan is recognized by 
motorists as well as dealers as be¬ 
ing fully true, for Tungsten Mfg. 

Co. claim for their spark plugs that 
they bring a motor to its highest 
efficiency, and give long, faith¬ 
ful service, because they are man¬ 
ufactured from the best adapted 
materials that are available, and. 
all parts are built extra heavy, 
especially at the point where the 
strain is greatest. 

Tungsten Spark Plugs are not 
an experiemnt, but are the result 
of many years of experience in 
the refinement and improvement 
of everything that enters into the 
manufacture of a first-class spark 
plug. 

The large shell and bushing, the 
sturdy porcelain with extra wide 
shoulder affords a large packing 
surface. 

Also the large annealed copper 
asbestos gaskets on both upper 
and lower shoulder prevent com¬ 
pression leakage and porcelain 
breakage through expansion and 
contraction of the metal parts. 

An important thing to remem¬ 
ber in a Tungsten is that the por¬ 
celain is turned by hand from im¬ 
ported Kaolin and fired at 2600 
degrees, giving a very high glaze 
and absolutely preventing current 
leakage which occurs when ordi- 
porcelains are used. 

The heavy center stem and* the non-housed firing 
points made from genuine imported Meteor wire con¬ 
tain 97% nickel. 

The Tungsten plug has only one firing ]>oint, which 
concentrates all of the current into one big, fat, hot, 
sizzling spark, insuring maximum motor efficiency. 

The Tungsten products are distributed by leading 
hardware jobbers generally, and they or their repre¬ 
sentatives will be glad to give full information to any 
of our readers upon request. 
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AMERICAN oSfe 


GRINDERS 



For Rapid, Accurate, Satisfactory 
Work, the 

American line of High 
Duty Grinders 

Have no Equal 

Oil-tight gear case, with contin¬ 
uous oil and bath for working parts. 

Malleable Iron Clamp — Semi- 
Automatic attachments for sharp¬ 
ening Chisels, Adzes, Drills, etc. 


Spring Tension Feed Lever for Drill and Wheel 
Dresser Attachments 

These superior, exclusive features, make American Grinders easy 
to sell. They stay sold and make other sales. Made in 12 different 
sizes. Good profit for the dealer. 

Ask your Jobber or write to us direct 
Attractive proposition to dealers 


AMERICAN GRINDER MFG. GO 

MILWAUKEE. WISCONSIN 


WESTERN DISTRIBUTERS 


Dunham, Carrigan & Hayden Co. 
Baker, Hamilton & Pacific Co. 
Thomson-Diggs Co. 

Ducommon Hardware Co. 

Harper & Reynolds Co. 
Honeyman Hardware Co. 

Whiton Hardware Co. 

A. M. Holter Hardware Co. 
George A. Lowe Co. 


Jobbers 

Butler & Brittain. 

Chanslor & Lyon Co. 

George Tritch Hardware Co. 

Krakauer, Zork & Moye’s Sues., Inc. 
Momsen-Dunnegan-Ryan Co. 

Z. C. M. I., Salt Lake, Utah. 

Western Metal & Supply Co., San Diego. 

Auto Hardware & Equipment Co., San Diego. 
Northwest Auto Supply Co., Billings. 
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It Costs No More to 
Have Accuracy 

N O MOTORIST who wishes to make 
the most of his car will attempt to 
get along without a speedometer, 
and as long as he is to have a recording 
instrument at all he should demand the 
one that assures him of the utmost ac¬ 
curacy and durability. 

He will find these essential qualities com¬ 
bined to the highest degree in the 

(^rn^Brown Speedometer 

Corbin-Brown reliability begins with the 
strong, perfectly-meshing drive gears, extends 
through the sturdy, almost frictionless link 
cable and finishes in the instrument itself. 
Every part is simple and amply heavy for the 
work it has to do. 

The centrifugal principle on which the 
Corbin-Brown operates keeps it free from the 
troubles found in more complicated systems. 

It is not affected by extreme temperatures or 
electrical influences. Long usage and hard 
road shocks do not interfere with its accuracy. 

When ordering the Corbin-Brown 
do not fail to specify the Maximum 
Speed Hand, an extra feature which 
registers the highest speed attained 
and remains at that point until re¬ 
set to zero. You don’t have to watch 
the speedometer—the speed record 
remains as long as you want it. 

The Corbin-Brown catalog illustrates the 
various models and describes the features 
which make this speedometer the logical 
choice of the motorist. 

Write for Your Copy Today 

CORBIN SCREW CORPORATION 

American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 


TODAY IS THE DAY 

(By George Washington Bobnett) 

For what? For action! To do the thing 
that lies before you. 

In this age you’re fighting a constant battle 
with time—you can’t win by letting time have 
all the advantages. 

In the race for success your strongest com¬ 
petitor is time—your keenest adversary is hesi¬ 
tation—your bitterest enemy is ‘‘wait till 
tomorrow.” 

You can not prolong your life, but you can 
make every minute of it count for achieve¬ 
ment. 

Remember this—you can’t “put it over'’ 
by “putting it off.” 

Abraham Lincoln said: “I will prepare and 
be ready when my time comes.” Would he 
ever have been president if he had kept putting 
off the training of his mind? 

“Put it off” and you are merely welding a 
link in the chain of habit that will sooner or 
later render your judgment quaky and unsub¬ 
stantial. 

Charles M. Schwab says: “Keep yourself 
in training for big achievements, by disposing 
of your duties in hand, swiftly and with deter¬ 
mination.” 

Acquire the habit of putting things off and 
very soon you will find the path of progress 
blocked with an entangling mesh of duties you 
have postponed. 

“I’ll think it over” has cursed many a mau 
and wrecked many a career. Think fast! 
Decide! Dispose of the thing in hand and be 
ready for the next. 

Of course, you will say to yourself—“I’m 
not guilty of this sin of proscrastination.” 
Think it over. Analyze yourself. In your own 
heart you know best whether you are guilty* 
and if you are, sooner or later, you must pay 
the penalty. 

The world has no responsible jobs to offer 
the laggard—the man who is afraid to act 
Strengthen your character with prompt deci¬ 
sions. What is wanted is men who have the 
“habit” of doing things—and doing them 
now.—Chicago Advertising. 


The Bishop Hardware & Implement Co., Bishop, Cal., 
who recently purchased the hardware and implement 
stock of C. A. Eastman report a splendid season's 
trade and a good outlook. 


The Moore Hardware & Implement Co., Moore. 
Montana, have purchased the hardware and implement 
stock of A. M. Mathews, Moore, Montana, and are 
increasing their facilities and adding to their stock. 


The Parkinson Trent Mercantile Co., Okmulgee. 
Oklahoma, are erecting a two story building, which 
is occupied by their hardware and implement estab¬ 
lishment. 
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Century- Plainfield 


TIRES 


Century-Plainfield 

6,000 <^Miles 


Highest quality 
rubber plus highest 
quality fabric in 
good hands pro¬ 
duce tires of merit. 

Century-Plainfield 

Tires 

Are merit tires because 
everything good is built 
into them by honest hands 
for an honest purpose. 



Extra Size—Hand Made 


Good treatment to users by the factory is yet thrown in 

Be a Century-Plainfield User 
Be a Century-Plainfield Dealer 

Some Good Territory Open Write for Dealers' Proposition 

TERRITORIAL DISTRIBUTORS 
BAKER, HAMILTON A PACIFIC 00. J. B. WOOD TIKE 00. 

8AM FBANCISOO 927 80. HILL ST., LOS ANGELB8 

R. M. WADE A 00. 

PORTLAND AMD 8POKAMB 


CITY SBSVICB ROBB 

HOELLG-RUBBER SALES GO. 

Branch and Warehouse 

430 Golden Gate Avenue 

SAN FRANCISCO 



**A subsidiary of the Rubber Insulated Metals Corporation, 
exclusive manufacturers of the RIMCO Rubber produets by the 
ELOHEMO process.” FACTORIES, PLAINFIELD, N. J. 
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Service— 

that is wh&t the user re¬ 
quires of an ignition 
battery — not only long 
service but the right 
kind of service. High 
amperage is an important 
item of service — so is 
rapid recuperation after 
use and very slow de¬ 
terioration when idle. 

THAT IS WHAT YOU 
GET FROM THE 

Red Seal 
Dry Battery 

“THE GUARANTEE PROTECTS YOU” 
AGAINST YOUR NOT GETTING SERVICE 

Ask Your Dealer 

Maabatba Electrical Supply Cos ine. 

New York Chicago St. Louis 

17 Park Place 114 S. Wells St. 1106 Pine St. 

604 Mission St. San Francisco 
Factories: Jersey City ? N. J.; Ravena, Ohio; 
St. Louis, Mo. 


AUTOMOBILE 

ACCESSORIES 


If you handle Auto Ace esse 
rice, Motorcycle and Bicycle 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. You should have 
our catalog as a reference. 
Writs for it. It will mean 
big business to you. Our 
motto — “If it’s kin to an 
auto it’s related to us.” 



; 


KOTOR OAR SUPPLY 00. 




TIME THROUGHOUT THE WORLD < 

So many American soldiers are serving in 
foreign countries, both in the East and West 
that the parents of those men who are “over v 
there” will find the above table interesting. 

So many parents, brothers and sisters like 
to have an idea and in their imagination follow , 
their friends in their daily routine and work, 
that they will want to preserve the above table. 

' v 

B. G. Hall & Bon have opened a store at Fairmont, 
Nebraska, handling full lines of hardware, house¬ 
furnishing, sporting goods and accessories. 


The Armistead & Ende Hardware Co., and Mitchell 
Harris Hardware Co., Greenville, Texas, have con¬ 
solidated and incorporated with a capital stock of 
$35,000. 

E. J. Owenhouse, who has been engaged in the hard¬ 
ware business at Bozeman, Montana, recently sold his 
interest iu the Owenhouse Hardware Co., to E. H. 
Fisher, Frank W. Benepe and F. A. Waldorf. The 
firm name will remain unchanged. 


1451-53-55 Michigan Are., 
Chicago 


Podany k Son, Clarkson. Nebraska, recently engaged 
in business, and are handling full lines of hardware, 
housefurnishing, sporting goods, auto accessories, 
bathroom fixtures. They report an excellent out¬ 
look. 
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DU PONT AMERICAN INDUST IES 


♦muMMiTTTil 



PONTOKLENE 

The Tar Remover Without a Rival 

A stock of this high-grade tar remover in your store means 
money in your pocket. A nation-wide advertising campaign 
is introducing PONTOKLENE to motorists everywhere in 
America. Inquiries are coming in from your territory asking 
for the name of the nearest PONTOKLENE dealer. 

A product that is giving the utmost satisfaction is causing 
repeat orders from those who have tried it once. PONTO¬ 
KLENE takes the tar off the car quickly and without hard 
rubbing, and these points make it a boon to the man with the 
motor car. He is not only keeping PONTOKLENE constantly 
on hand, but is telling his friends about it. This assures a per¬ 
manent business and a rapid turnover for the dealer who 
handles PONTOKLENE. 

Do you want to get part of this business? If so, act 
promptly before the agency is taken by someone else. PONTO¬ 
KLENE is sold in quart and half-gallon cans at $1.00 and $1.50 
respectively and lucrative discounts are allowed to the trade. 
It is packed in case lots, 24 cans to the case. Sample cans, 
attractive display hangers and literature are furnished with 
each order. In short, the sales organization of the Du Pont 
Company will back you to the limit. 

Ask for samples and our trade proposition now. 

Du Pont Chemical Works 

Equitable Building, New York 
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MOVE HEADQUARTERS TO CHICAGO 

The Bailey Drake Co. announces the opening of their 
main offices at 1118 South Michigan Avenue, Chicago, 
Ill., where the executive offices of the company will 
be located, under the supervision of Messrs. Don £. 
Bailey and Edward E. Drake. 


member is a direct part of the factories represented, 
and this spirit has been a large factor in obtaining 
results. 

Messrs. Bailey & Drake are well informed, progtes- 
sive, business men, who have an enthusiastic 9ales 
force, and who have made a careful study of the 
products which they represent. 



DON E. BAILEY EDWARD E. DRAKE 

Enterprising Accessory Sales Representatives, Whose Headquarters Have Now Been Moved to Chicago. 


The Bailey Drake Co. maintain branch offices at 
Kansas City, Minneapolis, Seattle and San Francisco, 
these cities being favorable jobbing centers from which 
the sales forec cover the territory west of Chicago. 
Export representatives are also maintained in the Ha¬ 
waiian and Philippine Islands, China, Japan and Aus¬ 
tralia. 

The Bailey Drake Co. was established ten years 
ago to represent the jobbing and manufacturing trade 
only. The efforts of this organization are mainly 
concentrated on the sale of automotive equipment. 

Through years of close co-operation between the 
Bailey Drake Co. ’s sales force and the manufacturers 
which they represent, a feeling has arisen that each 


Part of their yearly programme consists of a visit 
to the factories to study manufacturing conditions. 

By locating the main office in Chicago, which is 
the center of the source of supply, Don E. Bailey, who 
superintends the entire sales force will be in con¬ 
stant touch with the manufacturers, and in the event 
of new conditions arising' or new articles being manu¬ 
factured, he will be able to give first hand and prompt 
information to their sales force. 

Edward E. Drake was formerly Pacific Coast man¬ 
ager for the Remington Arms U. M. C. Co., and later 
tneir general sales manager at New York, and he will 
also be on hand to greet any of the jobbing or man¬ 
ufacturing trade visiting Chicago. 



“ HEXALL” 

"Trade Mark Reg. U. S. Pat. Office" 

SOCKET WRENCHES 


"HEXALL" SOCKET WRBJYOH HO. 5. 

A splendid tool. 10 V&-inch hexagon ateel 
handle, 7 socketa made from bar ateel, case 
hardened. Socketa pack neatly on handle when 
not in use. Friction ball in handle preve&ta 
them from dropping off. Weight only 21 os. 


“HEXALL’ ’ RATCHET WRENCH NO. 2. 

7-inch handle, steel forging, two screw driver 
bits of best tool steel. Extension bar, aix 
inchea. Seven sockets of case hardened steel, 
for bolts and nuts from 5-16 to 5-8 of an inch. 

Weight, 1 % Iba. 

Abo Manufacturer* of THE BABY HAMMERLESS REVOLVER 

Write for Our Catalog of Good Sellers, Today 


“BREAK ANY 
SEDGLEY 
WRENCH 
AND WE 
REPAIR XT— 
NO CHARGE” 


R. P. SEDGLEY, Manufacturer - 2311-13 North 16th Street, Philadelphia, Pa« 

McDonald a LINFORTH, Pacific Coast Representatives, 739 Call Building, Snn Frnnciaco 
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Star Tire agency gives you 
exclusive selling rights in 
your territory and thus 
enables you to build the 
permanent and profitable 


,j 9 rv<- • 

III 




Hand 

Made 




HARDWARE WORLD 


Digitized by 


Google 


S TAR TIRES are made by hand—not manufactured by a 
machine. The Star hand building process, while slower and 
more expensive than ordinary methods, produces an infinitely 
better tire—a tire whose slight additional cost to the user is com¬ 
pensated for time and again in the increased mileage and multiplied 
satisfaction it gives. 

Star Hand Made Tires are built with but one purpose—to give 
maximum mileage. They are not intended to meet price competition 
—they are not built to yield an extensive profit to the maker—they 
are not built for volume —but they are built, not merely to measure 

up to their liberal guarantee, but to exceed it. 


Such a tire sells and re-sells. The dealer has confidence in it 
and the user has confidence in it. The result is a profitable business 

for the dealer and a profit¬ 
able tire for the user. A 


entitled. 


Write or Wire Ub 


The Star 
Rubber Co. 


1068 Crozier Street, 
Akron, Ohio 


There is a Star Tire Dis¬ 
tributor within easy ship¬ 
ping distance of you. Dis¬ 
tributors at all large points 
west of the Mississippi. 
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OIL RUINS TIRES” 

Motorist! riMslUo what a ptat xbmummi oil 
is to inner tubes and, therefore, look for 
the place where the? can fill their tiree with 

CURTIS AIR-FREE 
FROM OIL 

Fire different cisco of com¬ 
pressor. 125 different com* 
binations of outfits. In 
stock at most Jobbers. Pries 
is right. ▲ result of 25 
years T experience in com- 

? ressor manufacturing. Bend 
or Bulletin 0-5. 

Cehs Pinl Mcby. Ce. 

1512 Klsnlsn Av.. St. Louis 
5S0-L Hudson Tma, V. T. 



^ DIXON’S 

vpinjt 

Mvsssmr 

_->fjw>rvuTV 


Do Your 
Customers 
a Favor 


when they ask for joint compound, give them Dixon's. 
Then be ready to fill repeat orders. They will like 
Dixon's, for it is DIFFERENT. 



makes non-leak joints in steam, air, water, oil. brine 
and gas lines. The graphite lubricates the threads, 
making it possible to screw up joints tighter than usual 
and allowing them to be taken apart without trouMe 
or damage to fittings. This feature makes a hit with 
property owners. 

Write for Booklet No. 230-D. 


Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Company 

Established 1827 


THEORY OP GRAPHITE LUBRICATION 

The theory of all lubrication is to keep two 
moving surfaces apart. In theory this is cor¬ 
rect, and also correct in practice with this one 
exception: Any oil or grease will stand weight 
or stress up to a certain limit, but if unusual 
weight or stress is placed upon the machine, 
the oil or grease will squeeze out from between 
the surfaces and allow,the metals to touch. 

Metals are never smooth. Under a micro- I 
scope the most highly polished piece of metal 
resembles a nutmeg grater. There are little ! 
pin points sticking up, pores in the metal, tool 
marks and other irregularities. When the oil 
or grease squeezes out these irregularities in¬ 
terlock. This is the cause of “friction.” These 
little pin points also break off. This is termed 
“wear.” Tiny particles of metal get into the 
lubricant and, returning through the bearing 
parts, act as an abrasive. 

The proper lubricating graphite entirely 
overcomes this. It first fills in the pores of the 
metal, after which it places a veneer over the 
entire wearing surfaces. After the graphite 
veneer has been secured friction will have been 
reduced to the absolute minimum known as 
mechanics. Not only this, but wear metals will 
be prevented, for the reason that contact now 
is between graphite-and-graphite and not metal- 
and-metal. It is obvious that if metals do not 
rub together they cannot wear. 

To demonstrate, take two small pieces of 
hard-faced paper. Lay one upon the other and 
try to move the top piece over the bottom one 
by applying weight and force. It is friction 
that holds the two pieces of paper together. 
Now, take some fine flake graphite and rub a 
little on each piece of paper, place the gra- 
phited surfaces together and do the same as 
before. You now find that the papers move 
readily one upon the other. 

To show this further, take one piece of paper 
on the comer of which is no graphite, and mb 
upon the other graphited piece, robbing for 
a time and in all directions, so as to work the 
graphite thoroughly into the paper. Now look 
at the paper and you will observe that the 
graphite has filled in the pores of the paper, 
after which it has placed a veneer over the 
entire surface. Rub your thumb over the 
graphited part and you find that it does not 
rob off. 

Lay the two pieces of paper together and rub as 
before, placing weight upon it, and you find that the 
more weight applied—in other words, the more work 
flake graphite is given to do—the easier it moves 
and, unlike oil or grease, does not and cannot be 
squeezed out from the point of contact. In fact, it 
gathers at the points of contact, until it has fiUed up 
the pores and irregularities in the paper. 

The test iUustrates the truth that, irrespective of 
weight, a film of graphite cannot be squeezed out. In 
fact, tbe more weight applied, the firmer it is em¬ 
bedded in the metal and smoother the surface becomes. 
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To Ships’Anchor Chain 




vV, " !ii • '_’ 


w6t&f 


The Complete Chain Line 

Weldless, Electric W elded, Fire W elded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 


Boston Office: 

107 Massachusetts Ave. 


BRIDGEPORT, CONN., U. S. A. 

Chicago Office: 

529 West 12th Street 


Sen Francisco Office: 
714 St. Clair Building 


/n Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 
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A SALESMAN IS LIKE A MACHINIST 

(By Herbert N. Casson) 

WHY is a Salesman like a Machinist? 

Because he must learn to handle people; 
and people are human machinery. 

A man is as much a machine as a motorcycle, 
and he is a darn sight harder to handle. 

No machine that was ever made is as diffi¬ 
cult to understand as a man is. 

A man has to be lubricated by courtesy, 
cranked by enthusiasm, polished by friendship, 
and operated by goodwill. 

Just as an automobile will run twice as far 
if it is well cared for, so a man will buy twice 
as much if he is well handled. 

Just as a locomotive is what its engineer 
makes it, so a buyer is what the salesman makes 
him. He is either a profit or a nuisance. 

Every living man is a marvel and a mystery. 

He is body, breath and brain. 

He is the most wonderful of all wonderful 
things; and if you have the honor to be a sales¬ 
man, you should thank God for the privilege of 
studying and handling men. 

There is nothing else more interesting and 
there can be nothing more profitable in the 
world than the art of salesmanship. 


There never was an advertisement that cost 
too much if it was worth it. 


WHY DO PEOPLE TRADE WITH 
MAIL-ORDER HOUSES ? 

Why does the consumer send cash in advance 
to a mail-order house 100 or 1000 miles away 
when he could buy the same article many times 
on credit at the local store for the same or 
less money? 

In a few words, here's the answer. The 
muscles'from the brain to the eye are a great 
many times more powerful than the muscles 
from the brain to the ear. 

The mail-order house in many instances sold 
the consumer through the eye—the picture. The 
local retailer in a dirty, dingy, bum-looking 
store with a sour look on his face attempted to 
sell the consumer through the mouth. It can¬ 
not be done. Ninety sales are made through 
the eye where ten are made through the mouth 
or ear. 

Most everyone nowadays discounts liberally 
that which they hear, but they- believe that 
which they see with their own eyes. 

Prosperity is largely a state of mind. Good 
times are more epidemic than bad times. There¬ 
fore, if you wish to promote prosperity and 
optimism, talk and radiate those assets. 


The true test of an advertisement is this: 
would it induce you to answer it? 



year plan 

The plan contemplates three years of 
continuous advertising and merchandising 
effort through every month of the year 
and REDOUBLED at those seasons when 
sales show a tendency to lag behind. It is 
a plan for bringing a steadily increasing 
sales pressure to bear on the users of 
Eveready Daylo by the natural and sound 
means of showing them more ways to use 
it and by showing them how to get a maxi¬ 
mum of service and satisfaction from 
Eveready Tungsten Batteries and Eveready 
Mazda Lamps. 

You can enter now or later, but the dealers 
who enlist now will have a RUNNING 
START on those who hesitate. 

Writ# us immediately for folder explaining the 
Eveready 3-year plan in detail 

NATIONAL CARBON COMPANY, INC. 

San Francisco, Cal. 
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J UST as the long, gray transports, racing through the dark 
waters of the Atlantic, are safeguarded by an ever-alert 
flotilla—so—the automobile and its fine mechanism is 
buoyed and guided over rough roads—by a set of good tires. 

Your customers should equip with reliable tires that 
possess the staying power of thousands of continuous service 
miles. 


Advise them to buy better tires if they wish to econo¬ 
mize this season. 

Point out these self-evident truths—then sell them the 
famous HARTFORD line. 

Hartford Rubber Works Company 

1790 Broadway, New York 


HARTFORD 

Albany Hdw. & Iron Co., Albany, N.Y. 
Auto Supply Co., Dodge City, Kans. 
Auto Supply Co., Scranton, Pa. 

Belknap Hdw. & Mfg. Co., L’ville. Ky. 
Beals-McCarty & Rogers, Buffalo, N. Y. 
Burhans & Black, Inc., Syracuse, N. Y. 
Bostwick-Braun Co., Toledo. Ohio 
Blish-Mize-Silliman Hdwe. Co., 

Atchison. Kans. 

Crump Co., B. T., Richmond, Va. 
Decatur & Hopkins Co., Boston, Mass. 
Delaware Elec. & Supply Co., 

Wilmington, Del. 
Dils & Son Co., H. P., 

Parkersburg, W. Va. 
Downing Elec. Oo., Des Moines, la. 
Economy Auto Sup. Co., Newark, N. J. 
Ferguson-Adist Co., Burlington, Yt. 
General Auto Sup. Co., Amarillo, Tex. 
Goodby-Rankin Oo., Providence, R. I. 
Griffith & Turner Co., Baltimore, Md. 
Green & Swett Co., Boston, Mass. 
Hibbard-Spencer-Bartlett & Oo., 

Chicago, Ill. 

Hoosier Tire Co., Indianapolis, Ind. 
Knapp & Spencer Co., Sioux City, la. 
Morley-Murphy Hdwe. Co., 

Green Bay, Wis. 


DISTRIBUTORS 

Martin-Evans Co., Brooklyn, N. Y. 
Motor Supply Co., Pittsburg, Pa. 

May Hdwe. Co., Washington, D. C. 
Myers, Harper, F., York, Pa. 
Marshall-Wells Co., Duluth, Minn.; 

Spokane, Wash.; Portland, Ore. 
Morley Bros., Saginaw, Mich. 
National Rubber Supply Co., 

Denver, Colo. 

Pneumatic Tire & Repair Co., 

Philadelphia, Pa. 

Prusia Hdwe. Co., Fort Dodge, la. 
Rochester Auto Supply Co., 

Rochester, N. Y. 

Reilly Bros. & Raub, Lancaster, Pa. 
Stauffer-Eshleman & Co., 

New Orleans, La. 
Suelflohn & Seefeld, Milwaukee, Wis. 
Tracy-Wells Co., Columbus, Ohio. 
Wilson Hdwe. Co., Beaumont, Texas. 
Wilson & Pugh, Cumberland, Md. 
Worthington Co., Geo., 

Cleveland. Ohio. 

Weed & Co., J. D., Savannah, Ga. 
Wade & Dun ton Motor Car 

Co., Lewiston, Me. 
Witte Hdwe. Co., St. Louis, Mo. 


Hartford 

Cord 


Stron&hcarl 

Trmad 


Hartford 

• H’Tnad 


Plain 

Tnad 
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Windows 
as dear 
as Crystal 
by Using 
a M Wfnd-O-Kkan” Goth. 

jninRMMuurii* 


*k r inM w is* 

it rar ttt |taMk 4H XD 


i MteMl a «MP ar aktaU aa* waka II aa 

a aayaW te a mmbI wttkaaTtka «aa rf aay *aHa, aaa* ar 


TUs Waniakd Ptoca cf Osdw 

It aaa ^ «aM a«aia aa4 acata. aa4 «k« 4Mr aaa ka aaJa aa *w« » 
aa* to aisytr braakiaf wilk a atW knk. 

Wk 4 tkiaUa Hr aaHr aan aaa W ah a a a l iiajw aaaaala wltK a 
"Wia*&OJQaa»" > 'CWk. Oaaa. aaaaaa tk» *aa aataaatr fartida af>*a* 
aa 4 Hit to a» Taa *iU ka -waafcly mn*mk at tka aUaar aa* 
r ta—i—i-* tkia ®sl«aa aatiala. 

r. Haaa Hr Mdffca. aa* «aH tat la. M. Write *>. 


E W. Mills & Co., LtcL 


E. W. Mills & Co., Ltd., of Wellington, New 
Zealand, who have long been subscribers to the 
Hardware World send us reproduction of their 
advertising. 

It is their policy to advertise one item or one 
product at a time and this is a recent auto 
accessory advertisement. 

They believe it far better to use one line a< 
a time in their advertising, rather than to cover 
too many subjects. 

STOPS FORD ACCIDENTS 
A new crank case release for Fords which 
is positively guaranteed to remove all danger 
of broken arms, etc., caused by back firing, is 
the invention of H. W. Dammann, 121 Bear 
building, Rock Island, HI. This wonderfully 
simple and inexpensive device should be used 
by every Ford owner. It gives such universal 
satisfaction that Mr. Dammann is making a free 
trial offer to one Ford owner in each locality 
who will use it on his own car and show it to 
his friends. Hardware merchants should take 
advantage of this offer and write him today. 

Every Pord Owner Will Buy 
A BEAR CRANE RELEASE 

They buy it because when they crank their cars they 
are “scared to death' 1 that the crank will fly back and 
break their arm off. The Bear Cfrank Release absolutely 
eliminates all danger of injury from back firing. It 
never fails to release the crank handle. 

P I? IS 1 IS 1 On Ten Days' Trial 
a p ay only When Satisfied 

This is the offer we make to every Ford owner—it 
ia the offer we make to every dealer in Ford accessories. 

Don't send us a cent. Simply write us 
that you want to try it out at our risk, 
and we will send you one on ten days' 
free trial by prepaid parcel post. Put it 
on your own car for ten days, and if not 
convinced it is the most essential accea* 
sory of all, return it at our expense, and 
there is no charge. If you are satisfied, 
aend us your check. Retail price $5.00. 

The biggest money maker on the market 
for dealers. Send for one today, and 
write for special wholesale prices. 

BUR UFO. CO, MO Otar BU. Satk Ulaad, IMmIs 



ONE PEDAL WHICH MEETS ALL 
REQUIREMENTS 

Although the 
casual observer 
would have con¬ 
cluded a year 
ago that there 
were quite 
enough pedals 
on the market, 

Mr. N. A. Petry 
of the N. A. 

Petry Company, 

Philade 1 p h i a, 
has more than 
proved (the 
truth of the old 
adage that 
* * there is al¬ 
ways room for 
one more. ’ 1 And 
though there 
has been little 
effort thus far to merchandise this pedal, Mr. Petry 
acknowledged in a recent interview that they are just 
commencing to get caught up on their orders. So 
despite the fact that the Petry Universal Pedal is a 
comparatively recent invention, thousands of them are 
already rendering remarkable service in all parts of 
the United States. 

The Petry Universal is adjustable to pull or push; 
for any one for which a pedal is required—Muffler 
Cut Outs, any style, kind or size; Accelerator; Exhaust 
Whistle on Horn and Meter Valve. According to 
those who have used it, it is the only pedal on the 
market which will meet all those requirements. 

An added advantage is immediately recognized in its 
installation. Because of its adjustable lever, the Petry 
Universal Pedal can be placed on the toe board, elimi¬ 
nating the necessity of disconnection when the foot 
board is removed for lubrication. Those who still use 
the pedals which must be placed on the foot board 
will immediately appreciate the tremendous saving of 
time and inconvenience this effects. The adjust¬ 
able lever of the Petry Universal Pedal in many cases 
obviates the use of pulleys and invariably insures 
more dependable operation. 

The manner in which the Petry Pedal has been 
received, and the remarkable degree of service which 
it is rendering is indeed gratifying to its makers and 
distributors who firmly believe that it is bound to 
achieve a popularity on a par with that of the Petry 
Cut-Out. 



J. C. Roy has engaged in the hardware and imple¬ 
ment business at Miflsap, Texas. 



CUT-OUT 


Sizes — 1 H 
to 

Price $4 to $6 


Dealers Write or Wire 


Gases expelled to the rear through pat¬ 
ented flared opening, prevents all 
back pressure. Lever has seven 
adjustments which make easy in¬ 
stallation. Spring is sway from the 
body of Cut-Out, does 
not absorb heat, has a 
simple ten- 
s i o n ad¬ 
justment 
and easy 
action, no 
strain on 
the ex¬ 
haust pipe. 
Ends ac¬ 
curately 
for pipe size, 
with set screw 
urea a perms- 
id installation. 


N. A. PETRY COMPANY. Inc. - 1306 Race Street Philadelphia 

Distributors: Gray-Heath Co., Chicago. Ill.; Norman 
Cowan Co., Ban Francisco, Oal. 
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Makes Any Car Safe 

For Night Drivingl—When Backing Up 


The lamp itself is made of cold 
rolled steel—strong—beautiful—dur¬ 
able. 

Its use has already proved it as 
necessary to safety in the use of a 
car as head lights. 

JOBBEBS—A POPULAR HBTJ.BR 
POE YOU 

The King Safety Tail Light is sold 
by the biggest and best known job¬ 
bers in the country as their leading 
seller in lighting equipment. 

Dealers everywhere are specifying 
King Safety Tail Light in quantities 
sufficient to insure profit for you 
from the day you start your men out 
with the King Safety Tail Light as 
one of your leaders. 

Liberal discounts—intensive sell¬ 
ing effort in your territory for you— 
generous support and the right kind 
of a product insure your profit. 

Nearly fifty thousand King Safety 
Tail Lights have already been sold. 
Over 85% of these have been dis¬ 
tributed through jobbers. 

Avail yourself of this opportunity 
to get the full particulars on a line 
that is an assured money maker for 
you. 


I Norman Cowan Co., 

I 438 Rialto Bldg., 
f San Francisco, Calif. 

I Will yon plena© aend me fall details of 
■ your arrangement with jobbers for the 
| King Safety Tail Light. 

I Name . 

I Street . 

| City. 


NECESSARY FOR CAR 
OWNERS SAFETY 


Backing on 
Country Roads, Turning 
Around, Parking in Dark 
Street, Backing Into Garage. 


$6.00 East of Denver 
$9.00 in Canada 


Norman Cowan Co. 

433 Rialto Bldg. 

San Francisco, Calif. 

Pacific Coast 
Representative 


BIG, NATIONAL 
DISTRIBUTION 


Retail Prices 

$g.5Q 


K ING SAFETY TAIL LIGHT was developed as the 
result of a car backing over an embankment. Its 
use prevents any accidents caused by inability of 
the driver to see when he is going in the dark—WHEN 
HE IS BACKING UP. 


It replaces any single or double contact tail light that 
is electrically controlled. 


It gives the rear search light — controlled from a 
switch located to suit the driver’s convenience—and the 
regulation tail light in one compact lamp—and side 
and bottom lights for license bracket. 


The search light throws a 
clear, white light fifty feet 
back of the car—and the 
full width of the widest 
road. 

The rear illumination 
when the search light is on 
is as safe a driving light 
as the light from the head 
lights. 

Two bulbs—one for the 
search light and one for the 
regulation tail light are 
furnished—also a bracket to 
fit any car—and the switch. 
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George A. Marshall has purchased an interest in the 
firm of Dedrick, Marty & Marshall at Brodhead, Wis- 


Bill Walling has opened a hardware store at Orr, 
Oklahoma, and will carry a general line of hardware, 
sporting goods, auto accessories and farm implements. 


The Holt Hardware Co. recently moved to a new 
location at Mineral Wells, Texas, which will give them 
facilities for carrying an increased stock. 

Louis Streich has sold his interest in Streich Bros, 
at Juneau, Wisconsin, to his brother Arthur Streich. 
The firm name, however, will remain the same. 

The Edwards-Gilbert Co.’s stock at Yoakum, Texas, 
was recently destroyed by fire. They at once resumed 
business by purchasing the Cash Mercantile Co. ’s stock. 

A. W. Cavers has purchased the interest of his part¬ 
ner, D. Hannah, in the hardware firm of Caves & 
Hannah, and will continue the business under his own 
name, at Hannah, North Dakota. 


The Knoop Hardware Co., New Carlisle, Ohio, has 
been capitalized to do a both wholesale and retail busi¬ 
ness in everything pertaining to hardware, house¬ 
furnishing, sporting goods, auto accessories, etc. 

C. H. Pieper & Co., Malcolm, Nebraska, recently 
engaged in business. They are handling full and 
complete lines of everything pertaining to the hard¬ 
ware, house furnishing, implement and sporting goods 
line. 

L. P. Ur8chell has bought the stock of Hisey & 
Brubaker, Rochester, Indiana, and combined it with his 
own. He is handling a general line of hardware, house 
furnishing, sporting goods, automobile accessories, etc., 
and reports a splendid outlook. 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 

Style A I Style B 



! 21 " 



List Price 
$3.00 


List Price 

$ 1.00 


This Valve is a guaranteed device and has no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
else tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 


The Style B Automatic Air Valve Is recom¬ 
mended to free-air stations requiring a small 
and inexpensive air device. Stem is made to 
fit any size tubing, and is automatic in ope nin g 
and closing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or public garages, vulcanlsers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A GARAGE NECESSITY 


For Style A 


For Style B 



List Price, $1.50 



!SBm nwBSi- 

■bBkITji) 



The Romort Tire Tester Attachment is a device for attaching your gauge to either Style A or 
Style B Air Valves, and gives the service station a permanent holder for its gauge, ready for instant 
use by the public. Simply screw your gauge into the holder and you have a tire teeter and tire lnflator 
combined in one, and the old trouble or losing gauge is forever over. We sell only the holder attach¬ 
ment. Every garage with free air should be equipped with the Romort Tire Tester Attachment. 

Caution—When ordering, state whether for Style A or Style B Valve 


Manufacturers, 

ROMORT MANUFACTURING CO 


QAKFQZLD, WIS. 


FOR SALE BY ALL JOBBERS 

Sales Dept. 

ranra oo. THE 


CHICAGO, U. & A. 
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They Stand Behind Rpyal- 


Royal choosers are loyal users 

Folks who once work with this dependable cotton waste, are never 
after satisfied with undependable—unstandardized sorts. 

Folks who know the convenience of getting uniform waste by a grade 
name realize the shortcomings and nuisances of the old “specification” 
way of ordering. 

Folks who demand an accurate check on what they spend and what 
they get for it specify Royal, because the books show “more per” at 
the year’s end. 

Royal is guaranteed for uniform quality, 6 per cent “tare” (wrap¬ 
pings) and even weight. 

The six white grades are—Baron, Count, Czar, Duke, Earl, Emperor. 

The six colored grades are—King, Marquis, Mikado, Prince, Rajah, Sultan. 

Each grade is best for a special need of service and price. 

Many have saved much by reading “Producing the Fittest 
in Waste.” Ask your jobber or us for the Royal Sampling 
Catalogue. 



You will find it well worth while to keep in touch with the 
notable Royal Magazine campaign. 


ROYAL MANUFACTURING O’ 


General Sales Offices and Plant 
RAHWAY, N. J. 

Look for the Brand on Each Steel Band 


New York Office—2 Rector Street 
St. Louis Office—Pontiac Bldg. 

Chicago Office—People's Gas Bldg. 
Pittsburgh Office—Oliver Bldg. 

San Francisco Office—Wells Fargo Bid. 
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HARDWARE DEALERS SHOULD 
INVESTIGATE 

Hardware dealers should investigate the pos¬ 
sibilities of selling automobile tires and tubes. 
There are several important and interesting 
features in connection with the sale of same. 

The most important is that the sizes are 
standard, and if a dealer orders the regular 
sizes, such as 30x3, 30x3%, 32x3%, and 
34x4, he can always dispose of same. If the 
average dealer will go through his stock of 
merchandise, he will find many articles on hand 
which are unsaleable. But a stock of standard 
sizes of auto tires and tubes can always be sold. 
Many dealers turn their tire stock at least 
every 30 days, which is quite remarkable, and 
of course, very satisfactory. 

The Gillette tires are made by the Chilled 
Rubber Process, which is a modern method. 
Tires made in this way, are very much in 
demand. 


The agency for your locality may not be 
allotted. Get in touch with the Gillette Rubber 
Company, 122 South Michigan Avenue, Chicago, 
and secure this most desirable account, with¬ 
out delay. 


S. M. Davidson is the successor to the business of 
Davidson & Jackson, Stanwood, Iowa. 


The Chesaning Hardware Co., Chesaning, Michigan, 
has succeeded the Zachazias Co. of that p*ace. 


The E. N. Thompson Co., Scranton, Arkansas, has 
taken over the stock of the Smith Trading Co. of ths 
same place. 


Cantrall & Wilever have purchased the Singleton 
Supply Co. stock at Fredonia, Kansas, and have con¬ 
solidated it with their own. 


The Wilder Hardware Co., Wilder, Idaho, successors 
to the Heath Hardware Co., are handling full lines of 
hardware, household goods, sporting goods, etc. 
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Of all sad words 
Of tongue or pen 

The saddest at 
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Double-Triple and 
Compound Tire Pumps 
are Out-of-Date 

Nobody will use one after trying 
THE ROSE. “It’s the Patent Valve.” 
DEALERS! Most jobbers handle Rose 
Pumps and Grease Guns. If you do not, 
write for samples. 

J. H. HANEY & CO., HASTINGS, NEBR. 

Manufacturers 

Rose Tire Pumps Rose Grease Guns 


the old 
BACKBREAKING 
WAY 


THE ROSE WAV 
LA3Y fOR A CHILD., 
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Big Prize Window Contest 

Every Display Will Be Rewarded 


>IONEER PAPER COMPANY offers Liberty 
Bond and War Savings Stamps for best 
displays of Pioneer Roofing. 


First Prise.$50.00 Liberty Bond 

Second Prise.$25.00 War Savings Stamps 

Third Prise.$10.00 Thrift Stamps 


—and $5.00 in Thrift Stamps for every window display 
that is kept in place for one week or more, between 
September 15th and November 1, 1018. 

The above prizes are announced by the 
Pioneer Paper Company, of Los Angeles and 
San Francisco, for its big 1918 Window Dis¬ 
play Contest. Of course, every hardware mer¬ 
chant or dealer must carry Pioneer Roofing in 
stock in order to enter, but the small town 
merchant has just as much chance at the first 
prize as the dealer in the big city. 

The purpose of the contest is to stir up new 
interest in the use of roofing, not only for new 
buildings of every kind, but also for repair work 
and to develop original ideas for displaying 
Pioneer Roofing. Naturally, the principal pur¬ 
pose of the manufacturers is to increase the 
sales of their product, but this company has 
long been known for its liberality and methods 
of helping the dealer. 

The live dealer will quickly appreciate that 
here is an opportunity not only to win a prize 
but also to draw trade to his store by the novel 
and striking effects that can be arranged by 
the aid of his own and his clerks' ingenuity. A 
good window display has been known to sell 
hundreds of dollars' worth of roofing, as well 
as stimulating business in other lines. 

Makes Fine Cannon 

Probably the first thing that would be 
thought of by most window dressers will be the 
striking way in which rolls of roofing can be 
used in making war displays, such as trench 
scenes, forts, tanks, etc., using the rolls of roof¬ 
ing as cannon, also for building supports, etc. 
While many timely effects along this line can 
be created that will cause people to stop and 
pay attention to the window display, the fact 
should not be overlooked that, after all, the 
main purpose of the window should be to sell 
goods. So in making “War Windows' 1 don't 
fail to use expressions like this: “Our Fall drive 
for your roofing order is now on"; “Go ‘Over 
the Top' with Pioneer Roofing and never have 
to retreat," and others along this line. 

The very fact that so many window dressers 
have a tendency to stick to war topics will 
permit considerable opportunity for others to 
specialize on more “homelike" sketches, bear¬ 
ing in mind that, with the approach of winter, 
property owners should have their roofs in¬ 
spected to make sure they are water tight. 
Feature the making of immediate repairs. 

Old buildings, winter scenes, the old rain 
barrel, etc., will naturally suggest themselves to 


the up-to-date window men, as will also the 
opportunity to impress upon the prospective 
builder of new homes, new flats, barns, sheds, 
etc., the fact that “Your Store" is “the place 
to depend upon for dependable roofing." 

Make Tour Windows Bell Booflng 

The Pioneer Paper Company in announcing 
the contest say that they wish to place as few 
restrictions on the dealers as possible. They 
also feel that the dealer should be repaid for 
his efforts and any little extra expense that 
he may be put to in developing suitable displays. 

Prizes for AU Displays 

They are, therefore, in addition to the main 
prizes, going to give $5.00 worth of Thrift 
Stamps to every dealer who puts in a good 
window display of Pioneer Roofing and keeps 
it in for one week or more, between September 
15th and November 1st. 

The one question that every window man 
should ask himself is, “Will it sell roofing?" 
A pretty display may attract attention but fail 
to plant in the brains of onlookers the fact 
that you want their roofing business and that 
you are selling Pioneer Roofing. It will pay 
you to write to the “Contest Manager," care 
Pioneer Paper Company, 247 South Los An¬ 
geles St., Los Angeles, Cal., and ask for window 
signs. When writing be sure to state the size 
of your window. 

Buies of the Contest 

Every window display must remain in at 
least one week. 

The name “PIONEER ROOFING" must be 
prominently displayed in the window in such 
a way and with such additional wording as will 
tend to create confidence in the product. 

Send a kodak pictures of your window dis¬ 
play and a short description of the materials 
and methods used in putting it in. Any size 
kodak picture will do, but be sure to send a 
good clear print and one that is not too dark. 

The pictures should be addressed as follows: 

“Roofing Contest Editor, care Hardware 
World," to office nearest you. 

They must be mailed not later than November 15th. 
The contest lasts from September 15th to November 
1st. By sending a picture of each, there is no limit 
to the number of displays that may be made, but not 
more than one of the main prizes will be given to one 
store. 

For instance, if a store had two good displays— 
each being in the window for a week or more—and 
one of them won first prize—they would get a $50 
Liberty Bond and $5 worth of Thrift Stamps. In case 
neither display won a prize they would get $10 worth 
of Thrift Stamps, being $5 worth for each window. 

In order th'at there may be no partiality, 
Hardware World has been asked to appoint three 
disinterested persons as judges to select the prize win¬ 
ners. Their names will be announced later. 

Please note that all entries must be in by Novem¬ 
ber 1st. Prizes will be awarded as soon thereafter 
as possible. zedb GOOglC 






130 


HARD, WARE WORLD 


Some people think that when they buy a 
new car, all they have to iio is to fill up the 
gas tank, give the grease cups a turn, step on 
her and they’re off on one continuous joyride 
through life. 




Are Y«u 
Selling KING 
PADLOCKS? 




(f v\ They are excellent 

if r—\ \\ sellers, offering at* 

11 *V jTil tractive profits for 

JJ yon. 

, -J Exceptionally a t - 

^- tractive and strong¬ 

ly built, being made 
from solid bronse casting bored out to receive mechanism. 

17 to 81 tumblers form the locking hold. All 
tumblers are controlled by one spring, making the 
mechanism most simple. 

THE KINO LOOK works under the most rigid tests. 
If you want to add a padlock to your line which 
needs no apology but which will sell readily and net 
you a nice profit, THE KINO PADLOOK MERITS 
CONSIDERATION. 

KING LOCK COMPANY - 319 Wsst Ohio Stmt, Chicago 


LIVE MISSOURI MERCHANTS ADVERTISE 

From time to time we have mentioned the 
enterprise of the Aid Hardware Co., West 
Plains, Mo., and their methods of advertising. 

West Plains isn’t a large town, but the Aid 
Hardware Co. is an institution that would do 
credit to a town many times the size. 

A form of advertising they are using is the 
“Aid Hardware Co.’s column” in their local 
paper. They use current items of news, and 
recently called attention to the fact that Sears 
Roebuck Co. are in trouble, having acknowl¬ 
edge to the government, that they deceived the 
public when they advertised to sell “sugar 
cheaper than a home merchant because they 
sold so much of it.” 

They say that Sears-Roebuck Co. have been 
held guilty of unfair methods, and the Federal 
Trade Commission, has issued an order to the 
company to cease their methods. 

Other merchants could follow the same plan 
to advantage. 


The Motor 
Mica Products 
Co., 566 West 
Washington St., 
Chicago, Ill., de 
sire to call the 
attention of au 
tomobile own 
era and acces 
soxy dealers to 
their Motor 
Mica line of 
products, in 
eluding tire 
powder, cup 
grease and 
lubricants. 



They claim that their Motor Mica cup grease is 
made from purest selected fats and highest grade min¬ 
eral oils and are properly compounded by their process, 
which £ives most excellent results. 

Their products are sold quite generally throughout 
the country, and they will be glad to give full Infor¬ 
mation and send other data to any of our readers upon 
request. 


O. H. Tetzlaff Hardware Store at Blythe, Cal., have 
been increasing their stock, and report business good. 
They view the outlook most optimistically. 


MOUND m&te TOOLS 

FOR THE AUTOMOBILE 

STANDARD FOR 20 YEARS 
Bearing Scrapers Pry Ban 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Smd for Catalog Offset Screw Drivers 

Pacific Coast Representative 
Mayrant Conner, 698 Mission Street, San Francisco, CaL 

THE MOUND TOOL GO., Dept D, 7th and Hickory Sts., St Louis, Mo., U. S. A. 
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Important 

Announcement 

Window Display Contest 

September 15th to November 1st, 1918 


for dealers handling 



$50.00 Liberty Bond r, s L 
$25.00 War Savings Stamps 2 P "L 
$10.00 Thrift Stamps p r r L 

—and $5.00 in Thrift Stamps for every window display that is kept in place 
for one week or more between September 15th and November 1st, 1918. 


Read details carefully 

Digitized by Google 


















E VERY dealer, no matter where located, can enter this contest—and whether your store is 
in a small town or a big city, your opportunity of winning a prize is not remote, but a prac¬ 
tical 4 * cinch.” 

Now is the time to go after the Fall roofing business. Now is the time to let every prospect 
know that you handle the Pioneer line of ready rooting. There’s going to be a lot of demand 
for roofing to use on repairs even though new construction is curtailed. Pioneer Roofing af¬ 
fords the dealer a good profit, is easy to sell and never fails to satisfy the customer. 

Now that galvanized iron is so much needed in war work—advise the use of Pioneer Roof¬ 
ing instead of iron roofs and thus help win the war. 

You can stir up interest with a good live window display, and in addition to the business it 
will influence, you may get one of the main prizes. Rut, if you don’t get first, second or third 
prize—you will get $5.00 worth of Thrift Stamps. (See rules.) 

A Pointer or Two 

Make your window displays as simple as possible. That is, don’t make the theme of your window so 
complicated that the passer-by finds it hard to figure it out. Generally speaking, the window that makes 
the biggest “hit” is the one with a single idea—a central theme or “big Betsy” that hits you right between 
the eyes and compels your attention. You can then have as many “side shows” or other features as you like 
—(provided, of course, that the entire window is devoted to Pioneer Roofing.) 

Don’t forget that the passer-by is not interested in your window unless it has something of value in it 
for HIM. Remember that you are not dressing the window to suit yourself or to please your wife or even the 
boss—but to attract attention of possible customers and sell roofing. 

Plan your window before you start. Have your signs and other matter all ready so as not to lose valu¬ 
able window space by having a partially dressed window while waiting for signs or other material. 

Action in a window is always a good thing. If you have a motor that can be used with a manikin or in 
some other way that your ingenuity can devise, the very important feature of something moving in the win¬ 
dow' will attract attention. 


Just a rough sugges¬ 
tion for a “w'ar” win¬ 
dow. “Gun" carriage 
can be made with an 
old pair of wagon 
wheels that can usually 
be borrowed for the oc¬ 
casion, or take the 
wheels off a hand cart. 
Protecting "screen” is 
cut out of a sheet of 
card board. “Cannon” 
are, of co.urse. rolls of 
Pioneer Roofing. The 
"soldiers” can easily be 
dressed up, using large 
dolls. 



— 


— 






The above window displays are intended as suggestions—not as models for you 
to go by. Be original and work up your own ideas. 
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Some Things to Remember About Pioneer Roofing 

There are so many talking points that can he used about Pioneer Roofing, it is difficult to 
boil them all down to a few f words. As your window cards must be brief and to the point, the 
following facts will help you. 

Without any question—Pioneer Roofing offers the biggest value in roofing on the market 
today. 

Thirty years of continued and continuous success prove the reliability of Pioneer Roofing. 

Thousands and thousands of homes, office buildings, garages, hotels, factories, barns, ware¬ 
houses, railroad depots, silos, chicken houses, tanks, reservoirs—and buildings of every size, na¬ 
ture and description are covered with Pioneer Roofing and attest its worth. 

Starting in 1888 with a small factory employing only a few men and selling its product just 
in its immediate neighborhood, the Pioneer factory has grown to enormous proportions—occu¬ 
pying many acres and shipping PIONEER Roofing not only to Pacific Coast points, but all over 
the West and to many foreign countries. 

Pioneer Roofing was awarded gold medals at the Panama Pacific International Exposition 
and at the Panama California Exposition. 

Pioneer Roofing is not a cheap roofing, but a GOOD roofing that eosts less in the long run. 

Pioneer Roofing looks better, lasts longer and eosts least. 

Every roll of Pioneer Roofing is guaranteed to give satisfaction. 

Although made in a variety of weights and finishes, there is only one grade of Pjoneer 
Roofing—and that is the best. 


Suggestion for a 
‘home” window. The 
fields of grain or lawn 
should be planted a 
week or two before put¬ 
ting in the window, us¬ 
ing shallow boxes with 
a bottom of oil cloth or 
roofing to prevent leak¬ 
ing into window. Use 
plenty of fertilizer and 
water frequently to 
keep green. The house 
or houses can be quick¬ 
ly put together or bor 
row a child’s doll house 
from a toy store. The 
display card ‘“Be Fore¬ 
handed” should have a 
large hole cut in center, 
with “winter is coming, 
etc.” on a card in the 
background. 



Originality and selling value are what will undoubtedly influence the awarding of 
prizes, rather than the elaborateness of display. 
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1 ' Rules of the Contest 

Every window display must remain in at least one week-. 

The name “PIONEER ROOFING" must he prominently displayed in the window in sueli 
a way and with such additional wording as will tend to create confidence in the product. 

Send a kodak picture of your window display and a short description of the materials 
and methods used in putting it in. Any size kodak picture will do, hut he sure to send a good 
clear print and one that is not too dark. 

The pictures should he addressed as follows: 

“Roofing Contest Editor, 

Care ‘Hardware World,’ 

Phelan Building, 

San Francisco, Calif.” 


And must he mailed not later than November 1st. The contest lasts from September loth to 
November 1st, and each dealer may make as many displays as he desires during that time, 
sending a picture of each. There is no limit to the number of displays that may be made, 
but not more than one of the main prizes will be given to one store. For instance, if a store 

had two good displays—each being in the window for a week or 
more-—and one of them won first prize—they would get a $50.00 
Liberty Bond and $5.00 worth of Thrift Stamps. In case neither 
display won a prize they would got. $10.00 worth of Thrift Stamps, 
being $5.00 worth for each window. In order that there may la* 
no partiality. “Hardware World” has been asked to appoint, 
three disinterested persons as judges to select, the prize winners. 
Their names will la* announced later. 

Please note that all entries must be in by November 1st. 

Prizes will be awarded as soon thereafter as possible. 




If you wish window signs, samples of roofing and more details, write 
us—Addressing your letter to "Contest Manager" 


Pioneer 
Paper Company 

Established 1888 

Manufacturers of Roofing and Building Papers 

247-251 South Los Angeles Street 
LOS ANGELES. CALIF. 


“The Dealers* Friend*’ 


San Francisco Offices, Hearst Building 
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A Response Nationwide Has Greeted 

The Uniform Tire 


Get Control of the Sales in Your Locality 


Hiller dealers form a crack organization. They 
are mostly men alive to the new day changes in the 
tire business and the auto-motive industry. They 
are men who are making steady gains by selling 
Miller Uniform Tires. 

Hardware dealers will be interested in the 
Miller plan. Write us for it at once. 

The Miller Rubber Company 

Dept. A-47, Akron, Ohio 

Makers of Red and Gray Inner Tubes 
the Team-Mates of Uniform Tires 


D istributors, dealers 

and motorists furnished 
the 25,349 answers on 
which the case of Miller 
Uniform Tires is conclusively 
proved. Hardware men fur¬ 
nished approximately 10 per 
cent of these answers. “Prom 
your own side of the counter ’ 9 
comes the endorsement of the 
Miller proposition to aggressive 
men who want to build a thriv¬ 
ing tire business that they can 
control. 

These vital facts and figures 
were procured in a nationwide 
survey of the experiences of tire 
dealers in nearly every state— 
not only dealers handling Miller Tires, but also men who sell the rival makes. 


These records show the sensational popularity of Miller Uniform Tires—and the reasons. 
They reveal the numerous advantages to the dealer who is granted this exclusive agency. 


Motorists who want Uniform Tires cannot distribute their trade among cut-price dealers— 
the Miller dealer gets it because he is the only man in his locality to whom we supply these tires. 


Hiller Tires—Geared-to-the-Road—are Uniform 
Tires built to a championship standard. For we 
discovered that to build tires uniform the hand¬ 
work must be uniform. 
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A Comer of the Handsome Offices of the Boston Varnish Company, the Executive Departments Are Shown 
in the Background. A Photo of Their Advertising Department Is Shown on Another Page. 


NEW KYANIZE OFFICES 

The representative of Hardware World 
called at the Boston Varnish Company in 
Everett, Mass., the other day and if any further 
proof of the quality of Kayanize was necessary, 
he would have found it in the beautiful new 
offices of this concern. 

Upon entering the door, the well lighted, 
bright, busy interior was a fitting tribute to the 
products of this company. The main office 
which is the first to greet you shows how 
Kyanize Varnishes and Enamels can be used to 
advantage in mercantile establishments. The 
walls are finished with Kyanize Enamel of a 
soft, ivory tint, while the ceiling is covered with 
Kyanize High Gloss White Enamel making an 
excellent reflecting surface for the indirect 
lighting system. 

In order to make this more prominent the 
walls and woodwork are finished with Kyanize 
Semi-Gloss Varnish which because of its soft¬ 
ness tends to make a most pleasing contrast. 

A walk through this office brings you to the 
advertising office in the rear which has the 
same scheme or decoration. As you pass 
between the two, the private offices are passed 
and all give that air of business that hovers 
about the whole plant. 

Everywhere yon notice the most modern 
equipment. The advertising office especially 


contains this, where all kinds of time saving 
devices are employed. It certainly would do 
your heart good to go through this new build¬ 
ing and incidentally it would serve to give you 
an excellent idea of the pleasing effects possible 
with Kyanize Varnish and Enamels. 


GOOD LINES FOR MERCHANTS 

The sales of high grade Express Wagons, Coaster 
Cars and other child *s vehicles are almost exclusively 
in the hands of the hardware trade. 

It is almost impossible to find a department or 
general store carrying a full line of high grade wheel 
goods. The public are educated to look for the sub¬ 
stantial cars to the hardware dealer. This is a known 
fact; consequently care is taken to keep all wheel goods 
up to the standard of reliability. 

While the hardware dealer has a line of different 
sizes and prices in Express Cars, Coaster Cars, etc., 
nothing in a child ? s car has been presented to him in 
construction, finish, design and mechanical features 
that would warrant him putting it in stock, until the 
“Uajustit” Four-In-One came on the market. Since 
that time the hardware trade has recogniaed the 
utility and serviceability of the Four-In-One car and 
they are buying it liberally all over the country— 
recognizing that it is a logical car to buy, as one 
car represented four different sizes. 

The Four In One is a high grade car, (in compe¬ 
tition in price only) with the other grades. It fits 
in with the reliable and classy wheel goods that the 
hardware dealers carry. 

For the first time they are able to present to the 
customer a high grade car for the kiddies—thus com¬ 
pleting their line of child cars. 


Digitized by 


Google 












HARDWARE WORLD 


133 



ATTENTION—MR. JOBBER 1 

WE SELL TO JOBBERS EXCLUSIVELY 


PROTEX LINE PROTECTS YOU ALWAYS i 


'j 

The completeness of the Protex Products have been ^ ^ 
adopted by America’s wholesale hardware jobbers as ^ 
the biggest profit builder ever produced in motor I j ; 

history. ^11 U |- 

w 1 I I j 

Manufacturers of the famous Protex Automobile 11 I 1 

Bumpers which fit 95% of cars now on the market. \j ! 

Other Protex Products fnJI - 


Tire Removers 
Tire Gauges 
Tire Holders 
Fire Extinguishers 
Oil and Grease Guns 
Triple Socket Wrenches 


Connecting Rod Wrenches 
Double End Spark Plug 
Wrenches 

Piston Ring Compressors 
Breather and Oil Fillers 
Tire Pumps 


Combination Wrenches 

Send for Our Catalog THE LIFE SAVING LINE 

Protex Manufacturing Co. 

13-15-17 N. Jefferson Street - - Chicago, Illinois 



Lane's “Unique" Ratchet Wrench Sets 

The Original Wrench of This Type 



No experiment—No imitation. 

No stamped parts—No castings. 

All parts machine-made from high- 
grade steel and case-hardened. 

The Ford Set Contains: 

1 handle 7 in. in length. 

1 Screw-driver bits. 

1 Sxtension bar 7 in. in length. 

Six sockets to fit all note and bolt beads on Ford ear, 
including the cylinder head. 

Manufactured Ilf I I ?| I 
... only hy WW I LL I 

180 NORTH DEARBORN STREET 


Standard Set 


Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted . 

Standard Set Contains 

1 Handle 7 in. in length. 

2 Screw-driver bits. 

7 Sockets to fit semi-finished hexagon nuts as follows: 
U. S. Standard Nuts from ^ to H In. 

A. L. A. M. Standard from 5-16 in. to 11-16 in. 

Cap screw heads from 5-16 to % in. 


B. LANE 


CHICAGO, U. S. A. 
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Th« Wilson 
Knit Goods Factory 
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Hitch Your Store to the 
“Wilson” Brand- 

and Watch Your Knit Goods 
Business Grow! 

The safe, sure way to establish your 
Knit Goods Department on a permanently 
successful basis is to put in a nationally 
advertised, trade-marked brand like the 
WILSON line instead of the “private 
brands” and “trailers.” 

This gives you the benefit of five tre¬ 
mendously important sales factors: 

First— The selling-power of the big Wil¬ 
son National advertising campaign takes 
hold of your Knit Goods Department 
and carries it successward* 

Second— The prestige of the Wdson 
name and brand becomes a business 
asset for you. It assures extra quality 
and added value to your customers. 

Third —It enables you to do a standard¬ 
ized business and get the“repeat” business. 

Fourth —It backs your Knit Goods De¬ 
partment with the Wilson Guarantee of 
Satisfaction or money back. 

Fifth —You get the most comprehensive 
line of Knit Goods in the world—with 
the vast resources of our parent con¬ 
cern, Wilson & Co., the packers, behind 
our entire proposition. 

Write us today for catalog, price list and 
dealer *s proposition* 

n . 


Thos.E.Wilson & Co. 


701*703 N. Sangamon St,, Chicago 


No. 2 of a Series 


NEW NAME FOR R-W OVERHEAD 
CARRIERS 

The Bichards-Wilcox Manufacturing Company 
announces a new trade name “OveB-Way.” The new 
name is to be applied to the well known B-W Over¬ 
head Carrying Systems, thousands of which are in 
use in America and abroad. 


ovE 


lAYj 


is intended to identify to the user the geunine 
B-W system and to render easy for him its purchase 
by means of a distinctive name. Brass name plates 
8% x 3" bearing the above design will hereafter mark 
each “OveB-Way** system furnished bjr the B-W 
Company; whether a small system appropriate for the 
requirements of a small shop or garage, or more pre¬ 
tentious systems ranging up to the complicated instal¬ 
lation of overhead tracks, curves, switches, carriers, 
hoists, turn tables and other apparatus required in & 
big plant for handling loads as heavy as four tons. 


The Central Hardware Co. had the misfortune to 
suffer the loss of $3500 in a recent fire in Los Angeles. 


Edward H. Barry, Jr., has purchased an interest in 
the Gonzales Hardware & Grocery Co., uonzales, Cal., 
with whom he has been identified. 


H. Kalinowski has purchased the hardware stock 
of the Empire Hardware Co., Moscow, Idaho, and will 
continue the business under the same name. Mr. Bear* 
sley, the former owner, will look after his grain 
business. 


The Wood Davis Hardware Co, Santa Fe, New 
Mexico, have recently been improving their store 
appearance, putting in a new front and adding improve¬ 
ments which will give them facilities for carrying an 
increased stock. 


The Kerman Hardware Co., Kerman, Cal., report 
that they are doing a very good business, and have a 
splendid outlook, the only difficulty being in securing 
the necessary goods in order to take care of their 
increasing trade promptly. 


I am an ardent reader of the Hardware World, 
and have been for some years. It is very helpful 
and valuable to me. FBED MULLEB. 

Texas. 


The “Proof of the 
Pudding” is in the 
Eating—Here’s An¬ 
other Angler That 
Knowa a Good Thing. 

J. H. Crawford, 
Duluth, Minn., 
writes: “I used one 
of your Leaders all 
of last season and it 
is the finest and best 
Leader I ever used 
in my 80 years' of 
fishing experience.” 

Try One Yourself— 
It’ll Prove True. 

Good dealers every¬ 
where sell them. 



JOE WELSH 

PASADENA • . CALIFORNIA 

Sole Agent V. S. and 
Canada 
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’Powerful ad- 
▼erti sing, in¬ 
cluding Satur- 
day Evening 
Post, is going 
to make this 
a big Pull- 
Easy year. 


Help Arm the 
Home Army 

A S GREAT as the need for arms “over there” 
is the need for garden tools at home. What the 
Government is doing for the soldiers you must 
do for the gardeners. Help them to make their 
gardens feed more mouths. You serve your nation, 
your customers and yourself by selling 


Adjustable Garden Tools 


They exactly fit the re¬ 
quirements of the great 
host of inexperienced gar¬ 
deners. They need no other 
tool from planting to har¬ 
vest. They rake, cultivate 
and weed—are adjustable 
to wide and narrow rows 
and will work two rows at 
the same time. Light, 
strong, durable — easy to 
operate. 


While ordering your steel 
goods, include Pull-Easy 
Tools. Order from your 
jobber. 


The Pull-Easy Mfg. Co. 

381 Barstow Street 
Waukesha, Wis. 
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Hazlett Patent Dandelion 
Killer and General 
Utility Lawn Rake 


A Lawn 
Rake that 
provides an 
easy and 
sure way 
to rid the 
lawn of the dande¬ 
lion pest. Takes off the 
blossoms and foliage, prevents 
seeding and the root dies. Does 
not injure the grass, but culti¬ 
vates it. Not an experiment, it 
does the work. Three big, suc¬ 
cessful years, thousands of 
Order now for Spring from your 
jobber—if he doesn’t have it, write us, we 
_:ii -a - - i- touch wif*' " — A 



hundred 


will put 
who do. 

Be sure it is the HAZLETT Rake. For 
further information write 

C. A. HAZLETT DANDELION RAKE 

MFC*. OO. f Kearney, Nebraska 



CUSTOMERS APPRECIATE 
Flbrotta” Palls 

They have a hard, glass- 
like, mahogany colored 
surface. Are much more 
durable than galvanized 
or wooden pails. More 
sanitary. Easier to clean. 
Do not rust, swell, warp, 
crack or dent out of 
shape. "Fibrotta” spit¬ 
toons, wash tubs and re¬ 
frigerator tubs, also. 
Write for "FibroUs" 
Catalog; also for “XXth 
Century" Cooler Catalog. 

CordUy A Hayos 

Cooler Headquarters 
40 Leonard St., New York CRy 



Writ4 for Proposition 
Discounts , Etc. 


Makos the Salo 

when maximum power and 
accuracy with minimum ef¬ 
fort are required for work 
on light sheet metal, steel, 
galvanized iron, copper, 
brass, etc., for furnace pip¬ 
ing. harness, paper, fabrics 
and auto repair work. 

SAMSON PUNCH 

equipped with 8/16" punch 
and die, unless otherwise 
specified. Takes seven in¬ 
terchangeable die sizes — 
from 1/16" to *4" in di¬ 
ameter—in same tool head. 
Drop forged steel, simple in 
design, nickel plated. 


MACHINE APPLIANCE CORPORATION 
351 Jay Street BROOKLYN, NEW YORK 


Sedgwick —— SZSSSS 

Manufactured by Specialists and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 

153 WEST 16TH STREET MEW YORK 


OHLEN SAWS 

COLUMBUS, OHIO 

Standard for Slxty-flve Years 


WAR SERVICE COMMITTEE 

1. At the request of the National Chamber of Com¬ 
merce of the United States the chain manufacturers, 
representing the entire industry in its varied lines, 
met in Washington July 19th and organized a Chain 
Manufacturers’ Association for war service to act in 
conjunction with the chief of the chain section of the 
War Industries Board. 

2. The industry was divided into three groups, viz: 
The Welded, Sprocket and Transmission, Hardware and 
Miscellaneous. Each group electing a committee of 
three, and the chairman of each of these committees to 
constitute a war service committee who will represent 
the entire industry in its relations with the War In¬ 
dustries Board. 

3. At a meeting of this committee held in Wash¬ 
ington July 30th, with the chief of the chain section, 
John 8. Schmidt, Mr. Shaw, of the Conservation Com¬ 
mission; Judge Parker, of the Priorities Commission, 
and Mr. Williams of the Fuel Commission, the inevit¬ 
able shortage of steel, fuel and labor was brought to 
their attention and that only by the fullest co-opera¬ 
tion of all manufacturers, distributors and consumers 
in the conservation of all manufactured articles, could 
we hope to meet the demands for war purposes and 
essential needs. 

4. It is, therefore, suggested by the war service 
committee that all jobbers, dealers and distributors 
of trace chains, halter chains, cow ties, tie cuts, 
sprocket and conveyor and miscellaneous chains make 
an effort to reduce their stocks to a minimum, both 
as to sizes, styles and quantity as will meet the essen¬ 
tial needs of territory which they serve. 

5. It is also desired that the ultimate consumer give 
more than ordinary thought to the preservation of 
chains and wherever possible to make such repairs as 
will prolong the life of all chains, fuel and labor and 
co-operating with the War Industries Board in their 
effort to supply material for war essentials and civilian 
needs. 

6. No saving is so small as to be immaterial. It 
is only by the personal effort of each one that the 
maximum of conservation can be attained and it is 
the patriotic duty of all to co-operate to this end. 

WAR SERVICE COMMITTEE. 

C. M. Power, Chairman. 

Staunton B. Peck. 

A. B. Nay. 


F. E. Usher is successor to Usher & Chambers at 
Elwood, Nebraska. 


E. E. Lincoln is successor to Lincoln & Ware at 
McCool Junction, Nebraska. 


H. W. Hutton is successor to the H. W. Hutton 
Hardware Co., Braman, Oklahoma. 


L. A. Pearson has disposed of his interest in the 
Spooner Hardware Co., Hollis, Oklahoma, to J. E. 
Walker. 


The Van Dervoort Hardware Co.. Lansing, Mich.. 
have taken over the stock of the late Henry T. J. 
Howell. 


Totten & Deacon have taken over the stock of the 
C. R. Fleming Co., Harrisonville, Missouri, and are 
adding to it. 


Roland Wray, formerly of the firm of Wray Bros., 
has purchased an interest in the Sayler Hardware Co.. 
Pickering, Missouri. The firm will hereafter be known 
as the Wray Hardware Co. 


Digitized by 


Google 




HARDWARE WORLD 


137 



The PITTSBURGH Door Hanger 
Slides Easily at Zero 

Here is a strong wrought steel door hanger that slides easily 
even in winter with the mercury at zero, when less efficient hang¬ 
ers freeze up and refuse to budge. 

It quite frequently happens that the vapor arising from cattle 
in winter lodges in the door track or rail, where it soon freezes, 
thus greatly interfering with the easy operation Of the doors. But 
farmers and dairymen, particularly those of the great cattle rais¬ 
ing sections of the country, have found that the sturdy steel 
wheels of the PITTSBURGH Door Hanger will cut right through 
this coating of ice, while hangers having flat-surface wheels are 
sure to stick fast. 

Bam and stable doors hung with the PITTSBURGH Door 
Hanger and Track cannot be tom down by the angry blasts of 
winter, nor in the summer months is there any danger of birds’ 
nests clogging the covered trolley track. 

This hanger is easy to install and can always be depended 
upon to give your customers a lifetime of satisfaction. We have 
prepared a little folder illustrating and describing the PITTS¬ 
BURGH, which is yours for the asking. 

McKinney manufacturing company 

PITTSBURGH, PBNNA. 


For SO years makers of dependable wrought steel builders ' hardware 
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A LIGHT EVERY MOTORIST NEEDS 

Attention is called to 
the announcement of the 
King Bull Mfg. Co. in 
featuring their safety 
tail light. 

This is something 
every motorist needs, as 
it is necessary for his 
own and the safety of 
others. 

It needs only to be 
displayed to mate sales. 

It is a search light con¬ 
trolled from a switch lo¬ 
cated at the driver's 
convenience, and the 
regulation tail light all in one compact lamp. 

Merchants not only need it for their own 
car, but it will prove one of the best and most 
profitable selling accessories. 


PASSING OP PIONEER HARDWARE 
MERCHANT 

Charles Brown, one of the pioneer hardware 
merchants of the West and founder of the 
hardware firm of Chas. Brown & Sons, of San 


Francisco, passed away at his home in San 
Mateo a few days ago, at the age of 84 years. 
He had been actively engaged in business for 
62 years and the firm of which he was the 
founder is recognized as one of the largest and 
most enterprising and progressive in the West. 

He is survived by his three sons, Benjamin, 
Irving and Max M. Brown, who have been as¬ 
sociated with him in business. One daughter 
also survives him. 

His passing will be heard of with regret by 
everyone who had the pleasure of knowing and 
dealing with this institution. 

He was a man of high moral character and 
has left to his family a heritage of a splendid 
name and life. 


YOUR OPPORTUNITY TO SECURE A SALES 
WINDOW PRIZE 

The announcement of the Pioneer Paper Co. 
offering to every merchant who displays their 
products a prize with the opportunity of secur¬ 
ing one of the larger prizes, should be taken 
advantage of. 

The season for the sale of roofing is at 
hand, and aside from increasing the merchant’s 
sales in this line, they will be rewarded in cash 
for their efforts to make such a sales display. 



KEEP THE HOME FIRES HOT 

I’m a soldier. The uniform of my branch of the service is the dress of a private citizen and 
I honor and respect that uniform just the same a the soldier respects the khaki and the sailor the 
navy blue. 

An alarm clock sounds my reveille and I don’t grumble because I get only one lump of 
sugar in my coffee or have to start a soft coal fire. In comparison with the lot of our boys over 
there it would be a mere nothing if I got no sugar at all or had to burn the furniture. 

No exploding bombs or shells have disturbed my night’s rest and I am not going to lose an 
arm or leg or my precious life. I have not left my job, my home, friends and dear ones, possibly 
never to return. Nevertheless the duties of my branch of the service are just as necessary as 

those of the front line trench and I am not going to be a slacker, even if I am my own com¬ 

manding officer. 

There are over a million of my own countrymen in Europe fighting for my liberty. There will 
be two million there by Christmas and three million by spring, and it is the duty of my department 
to supply the ships, food, munitions, clothing, etc., without which those men cannot fight. 

You can’t run a church, prize fight or war without money, so I am loaning ray country every 
cent I can save, getting in return Liberty Bonds and War Savings Stamps that pay a good in¬ 
terest and are the surest investment in the world. 

But I am not satisfied to march through this war to the tune of a cash register. I am follow¬ 
ing the instructions of Mr. Hoover to the letter because we must do it to feed our armies and 
help feed our allies. 

I am burning as little coal as possible, so that our munition plants will have plenty. 

I am buying as little of everything as I can to save labor and money to invest in War Sav¬ 

ings 8tamps and Liberty Bonds. 

I am working overtime when my employer asks me to because labor is one of the vital neces¬ 
sities, also realizing the boys over there work day and night, no matter how tired and weary. 

I am pointing out the duties of our branch of the service to my fellow workmen and am en¬ 
couraging them through constant effort to win a cross of honor in their own conscience, which is 
worth more than all the hardware any monarch could pin on a uniform. 

Since becoming a soldier I am a better man, more worthy citizen and have saved money. 

ENLIST WITH ME IN THIS BRANCH OF THE SERVICE RIGHT NOW. 

Overalls, jumper or any old suit is our uniform. 

The sooner you get into the ranks the sooner the boys will be coming home. 

GET IN NOW AND BRING OTHERS WITH YOU. 

CHICAGO FLEXIBLE SHAFT COMPANY, Chicago, EUnola. 
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' A PLA5T ' C fM n 
FIBROUS 


Recommend Noahs Pitch by all 
means. There’s no other roofing 
repair compound you can recom¬ 
mend so safely. Fixes every leak 
in every kind of roof. 


■ I 1 /^ APlastic 

r fiBROUS Cement 

Noahs Pitch is a fibrous compound that adheres to any substance. It 
comes in big-mouthed cans ready for use. Easily applied by a table- 
knife or trowel. 

If you don’t know enough about Noah’s Pitch to recommend it, try it 

_ yourself. We will send you a generous sample. Use it around the house, 

he store the shed Try it on roofs, foundation walls, tanks, anything that le ^ s ‘ J the 
ardest 1 tests you can devise. Guide'yourself by the tests, and you’ll stock Noah’s Pitch! 

WRITE FOR THAT SAMPLE 
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THE PHILIP CAREY CO. 232 Wayne Ave., Lockland, Cincinnati, O. 


When a Man 
Asks Your Advice 

John Jones drops into the store 
and says: “Say, Jim, there’s a 
nasty leak in the roof. How’ll I 
fix it?” 




BRANCH WAREHOUSE AT FRESNO 
Baker, Hamilton & Pacific Co. advise us that 
they have leased a warehouse at Fresno for the 
purpose of storing staple commodities on which 
freight is excessive, and are now shipping in 
car load lots to that point, wire products, pipe, 
steel bars, flat galvanized sheets and cor¬ 
rugated galvanized roofing. 

They will aim to keep a complete stock of 
these commodities and as necessity requires will 
add to their stock to serve their trade in the 
San Joaquin Valley to the best advantage. 


40 LIhmIh Strait 

mmm mass 


For Better Bookkeeping' 

DOSE IP [LEAFl 


ASK YOUR STATIONER 
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'Our Standard" 



▲ Perfect Paint* for Outalda 
Painting. In different shades. 
Moat leaking. 


R. N. NASON & CO. 

San Francisco, U. S. A. 


Iff A Kkh8 


Paints, Colors, Varnishes, Lubricating 
Oils and Greases 


JOBBERS 


Brushes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 

WRITE FOR LITERATURE, CATALOGUES AND PRICES 


SPEEDING UP FACILITIES FOR WAR 
WORK 

A number of the tool manufacturers are devoting 
a considerable portion of their facilities to the man¬ 
ufacture of tools needed by the United States Govern¬ 
ment to help win the war. 

Prominent among them is the Smith & Hemenway 
Co. Inc., whose plant at Irvington, N. J., is very 
largely given over to the making of tools for Uncle 
Sam. The ‘' Red Devil f 1 tools have proven so satisfac¬ 
tory to the Government that Smith & Hemenway Co. 
Inc., have been obliged to put up a new building which 
is now being completed. New machinery of the lat¬ 
est design is being installed, and the result will be an 





The complete, compact, distinctive line In handy 
ho usehold c ans—full-sise, full-measure. UT11KI 
X5 CENTS—no larger sizes. Big Value for user; 
Big Profit for Yon. A popular seller with Hard¬ 
ware trade. Assortments contain all 29 colons; 
Display matter included. 

Detler's Assortment (SO Dos.).$39.00 

Jobber's Assortment (12 Dos.). 16.60 

Open Stock, all colors, per gross. 16.60 

2% Freight allowance, F. O. B. N. Y., 2% Gash. 
Write for Color Card , Circular and Booklet 

169-173 Seoond Ave., BEOOELYE—BBW YOBS 

Townley Metal & Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware A Paper Co., Oakland, Ckl. 


increased output and a saving of time in producing 
it. 

Late last year the factory in Hill, N. H., added 
new building, which has increased the facilities for 
producing “Red Devil” Glass Cutters at that factory. 


Fred R. Burdette, Chewelah, Wash., has succeeded 
Grove & Grove. 


C. H. Voegtly, a hardware merchant of Burns. 
Oregon, reports a very satisfactory season. 

French & Ormond, Cove, Ore., are engaging in the 
implement business, and will also handle hardware, 
stoves and house furnishings, etc. 


Retails for 

$ 1.00 

BOLD BY 
Hardware Stores 
Paint Stores 
Department Stores 
Decorating Establish¬ 
ments 

Write for free descrip¬ 
tive drooler end prieee 
to the trede. 

Tbt “IU-SIH” Cmput 

263-1. W. Hell men Bldg., Los Angeles, OeL 

(Factory: Sen Freneiaeo) 




WRITE FOR ATTRACTIVE 
DEALER PROPOSITION 



Since 1894 


BRININST00L CO. 

Manufacture A Complete Standardized I AC AM/CFIFC 
Line of Migh Grade Paint Products LvJ AIHILLCJ. 
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A Section of the Advertising Department in the Well Appointed Offices of the Boston Varnish Company. 


Y. Onstott recently engaged in business at Lone 
Wolf, Oklahoma. 


Kruse & Kennen have recently purchased the stock 
of Gretman & Kruse at St. Lucas, la. 


The Blue Jacket Supply Co. handle hardware, imple¬ 
ments, house furnishing, and similar lines, and are 
engaged in business at Blue Jacket, Oklahoma. 


George Lindstrom, 1425 Franklin Ave., Astoria, 
Oregon, has sold his store to Hans Lovvold. Mr. Lov- 
vold handles a general line of merchandise, hard¬ 
ware, marine hardware, boat supplies, household goods, 
etc. 


Articles of incorporation of the Mine Supply & 
Hardware Co., were recently filed with principal place 
of business at Gila, Arizona. 

O. H. Sellers, F. A. Woodward, B. O. Thralls, W. 
A. Sullivan, Sam Clark are the incorporators. 


E. E. Hanson & Co., who succeeded to the busi¬ 
ness of J. D. Brunson at Callender, la., report a splen¬ 
did outlook. 


The Hoch Hardware Store recently purchased the 
stock of H. F. White, at Brighton, la., and they are 
preparing to increase their stock. 


Oursler & Bouse Hardware Co., of Leavenworth. 
Kansas, have purchased the Peter F. Bubb stock, and 
are now handling everything pertaining to hardware, 
house furnishing, accessory goods, sporting goods, 
implements, vehicles, etc. They are doing an excel¬ 
lent business. 


KELLY, 


cal t pa-co> Do You Know Any Paint as Good? 

556 CALPACO O. W. FIVE FIRST AWARDS 

FORMULA P. P. I. E., 1915 

100% Pure 

Outside White Base SECURE EXCLUSIVE 

PIGMENT AGENCY NOW 

Cal-Pa C 0 Pure White Load. 60 2/3% ' 

Cal-Pa-Co Pure Zinc Oxide. 33 V 3 % Everything reliable in Paint 

Cal-Pa-Co Pure Linseed Oil. .90% California Paint Company 

CaIP.ro Puro Turpentine Dryer. • *<>% Manufecturer. since 1865 

100 % Oakland, California, U. S. A. 

THORSEN A CO. STAYMER ft DALY HAMMOND LUMBER CO. 

Portland Salt Lake City Loo Angeles 
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: Ne w Goods and Specialties, 


POPULAR SELLING CAR ALL THE YEAR SELLER 


The attractive announcement of the Adjustable 
Sales Corporation of 1040 Jay St., Rochester, New 
York, should not be overlooked in this issue, for it 
has many features to commend it to merchants. One 
of the principal points of this car is that it can be 
adjusted to four sizes, so that a dealer never runs 
out of sizes. 

Its four adjustments enable it to be made to a 
height of 9%, 11, 12%, 13% inches. It can be ad¬ 
justed in a few seconds without tools. 

It is finished with the highest grade of two coat 
and .auto enamel, yellow body and red wheels, which 
makes it an especially attractive and pleasing car to 
children. 

It is so constructed that it will hold up a weight 
of 250 pounds, and it is claimed to be the strongest 
child’s car made. It has metal bearings, forged steel 
axles, powerful steering post and steel truss, making 
it indestructible and fit for the roughest kind of usage. 

The Adjustable Sales Corporation tell us they have 
the endorsement of the hardware trade from the 
Atlantic to the Pacific. The car is in the hands of 
all the leading hardware jobbers and dealers through¬ 
out the country and is proving a popular seller. 

It is sure to prove a popular holiday article and 
is an every-day seller as well. 

It comes crated in boxes of 2 dozen cars knocked 
down, size of crate being only 30 inches wide, 19% 
inches high and 32% inches long weight 194 pounds. 

The Adjustable Sales Corporaiion will be glad to 
give full information to any of our readers upon 
request. 



The Penn Mfg. Co., North 
Girard, Penn., are directing 
Leader attention to their Leader 

**- Clothes Dryer, which, as they 

say, is an all-the-year seller, 
for it is used all the year 
round. 

It is very practical and use¬ 
ful in laundries of private 
dwellings, especially in wet weather. 

Apartment house dwellers find it necessary, and 
there is the opportunity of selling one or more of 
these clothes dryers to every 
housewife. 

They are substantially 
built of hardwood and cold 
rolled steel, easily raised 
and lowered, and very 
easily sold if properly dis¬ 
played. 

The Penn Mfg. Co. make 
a complete line of clothes 
dryers, towel racks, mop 
sticks, sleeve boards, hat 
racks, and will be glad to 
give full information to any 
of our readers upon request. 

Any dealer who has given 
any attention to the sale of 
clothes dryers finds them a 
profitable selling specialty, 
one that appeals especially to the women folk of the 
household. 



RESULTS OP USE OP IMPROVED 
UTENSILS 

Here is one for your women customers coming from 
United Royalties Corp.. manufacturers of Ladd All-8teel 
Kitchen Beaters, at 1133 Broadway. New York. They 
have long warranted that use of tneir Beaters would 
reduce number of eggs required in cooking, based upon 
general cook books. A saving of one egg in 3, is a 
considerable item these high cost days. They were 
surprised, however, to receive a call recently from the 
head demonstrator of the Jello Co. who s aid she never 
used any other Beater and gave as one reason, the fact 
that in whipping their product with the old-fashioned 
Beaters, 1 pint made 2 pints, while with the Ladd, 1 
pint always made 3 pints and sometimes more, thus 
saving 50 per cent. 

Makers of the Ladd Beaters are constant advertisers 
in these pages and it is unnecessary to say that such 
evidence of use of efficient tools, should much inter¬ 
est the live trade. 


GIVES A LOT OF VALUABLE IDEAS. 

Your paper is very helpful to me in my busi¬ 
ness. 

The Ideas advanced are good, and I put a 
whole lot of them into effect, and have found 
them profitable. JAMES H. SCOTT. 

You are getting out an excellent publication, 
and one that must be extremely valuable to the 
trade in the West. 

With best wishes for your continued success, 
SPECIALTY MEG. CO. 


The Peter De Reus Hardware Co., Valeria, la., have 
purchased the Radley hardware stock. 


Cantrall & Wolever, Fredonia, Kan., have purchased 
the stock of the Singleton Supply Co. 


C. J. Hayes is preparing to engage in the hardware 
and housefurnishing business at Altoona, Kan. 


The Raterman Hardware Co., 732 Commercial St., 
Atchison, Kan., has purchased the stock of C. EL 
McDuff, and will add it to their own. 


J. E. Chambers, of Wells, Kan., reports an excellent 
season’s business and a good outlook. He is particularly 
interested now in auto accessories and sporting goods. 
He is adding materially to his stock. 


The Kerman Hardware Co., Kerman, Cal., are doing 
an excellent business in auto accessories and supplies. 
They operate a gasoline service station in connection 
with their hardware business, which is a splendid 
drawing card for the trade of motorists. 


H. B. Dudley Hardware Co. is erecting a new two- 
story building, to be occupied by their hardware and 
implement establishment at DeWitt, Ark. They will 
handle a full line of everything pertaining to hardware 
and housefurnishing, electrical goods, automobile ac¬ 
cessories, implements and vehicles. 
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A HANDSOME CATALOG 


We have received from Dunham, Carrigan k 
Hayden, jobbers of 8an Francisco, a copy of general 
catalog No. 60, which is a most complete and useful 
catalog for hardware merchants to have for reference. 

This catalog comprises some 2000 pages, yet it is 
not a bulky volume, or one that is inconvenient to 
handle, bocause it is printed on a thin, but not 
transparent, paper. 

The illustrations are of such a size as to be distinct, 
yet they are economical of space. The type is clear, 
the initial or catalog numbers and prices are prominent, 
giving such explanatory descriptions are are necessary 
to make it a catalog that is most convenient for ready 
reference. 

It is bound in a handsome green cover, which is 
stiff enough to make the volume stand upright without 
crumpling. 

The compilation of a jobber’s catalog requires a 
vast amount of painstaking work and time. 

Dunham, Carrigan & Hayden are to be congratu¬ 
lated on issuing a catalog that is attractive and is 
sure to prove useful to the retail merchant. 

They feature their line of “Clean Cut” tools, and 
also call attention to the fact that in their electrical 
and automobile accessory department they are adding 
many new lines and are stocking such goods as have 
been proven by experience to be staple commodities, 
goods a merchant can recommend to his customers 
with confidence and satisfaction. 


Robert Byers recently purchased the hardware 
business of W. L. Skinner at Barnes City, la. 


John Lanigan succeeds J. 8. Werlich k Son, hard¬ 
ware and house furnishing merchants, at Cle Elum, 
Wash. 


Starr k Bremer Hardware Co., Yuba City, Cal., are 
remodeling their store and making additions that will 
give them facilities for carrying an increased stock. 


W. J. Brinkley purchased the interests of Messrs. 
Smith and Kelly in the Curd Hardware k Implement 
Co., at Pueblo, Colo., and the firm name has been 
changed to the Brinkley-Curd Hardware k Implement 
Company. 



ARISTOCRAT OF THE BREAKFAST TABLE 

The New York Stamping Co. direct attention to the 
Filtrola Glass Coffee Percolator illustrated in their 
announcement this month. 

The Filtrola is the machine that is used in exclusive 
and high class hotels, restaurants and cafes. It pro¬ 
duces coffee which contains but a negligible percent¬ 
age of Tannin and Caffeine with all the wealth of the 
perfect coffee arona. 

The Filtrola prepares coffee in Crystal Glass, there¬ 
by avoiding the oxidizing and corrosive influence of 
metal, retaining all the delicious flavor of the beverage. 

The principal reason why some people eliminate 
coffee on their physician’s advice is because of the 
drugs Tannin and Caffeine contained therein. Results 
of chemical tests made by the special committee of the 
American Coffee Roasters Association, show that coffee 
made the Filtrola way contains but one tenth the 
amount of Tannin and Caffein per cup, as extracted by 
the antiquated boiling or metal percolator process, 
hence the Filtrola process is the ideal, sought after 
many years by coffee connoisseurs and all people here¬ 
tofore reluctant to drink coffee on account of its injur¬ 
ious drugs Tannin and Caffein. 

The Filtrola is also the only coffee maker per¬ 
mitting the use of pulverized coffee, which means great 
economy. It makes a saving in coffee bills of fifty 
per cent to the year, or in the average family about 
$15.00 per year. 

These come in three sizes, complete, plain glass or 
sterling silver deposit on glass, and any merchant who 
will display the Filtrola Glass Coffee Percolator and 
explain to the housewives or family the advantages 
as well as the economy of using such a percolator, is 
sure to materially increase his sales. Aside from tnat 
he is doing his customers a favor that will bring him 
an increased patronage in other lines, for the house¬ 
wife will not soon forget such service and thought¬ 
fulness on the part of the retail merchant. 

The products of the New York Stamping Co. are 
sold by leading jobbers everywhere. Ask your jobber 
for the particulars. 


Falk Bros Co. have purchased the hardware stock of 
Ernest Nelson at Barron, Wisconsin. 


W. T. Forkner has sold his hardware business at 
Selma, Cal., to C. W. Hamer, of Reedley, Cal., who 
will continue the business at Selma. 
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THE INGERSOL-LITE 

Robert H. Ingersoll & Bro. have just put on the 
market a luminous device which will be a particularly 
desirable piece of merchandise for all hardware men 
who sell electric lamps and fixtures. It is an adapta- 
tion of that wonderfully powerful self-luminous sub¬ 
stance which is used on the hands and figures of the 
new Ingersoll Radio-lite watches that are already world 
famous. 

A small, unbreakable glass tube is filled with this 
luminous material and completed with a new brass cap, 
which is so devised that the Ingersol-lite can be at¬ 
tached to an electric light switch or key socket by a 
mere twist. No tools or skill are required to attach it. 

During the daylight it looks like a jeweled trinket. 
It takes the place of the button and the pull chain and 
forms a prettier chain ending than any yet made. Its 
appearance is a great addition even to the finest elec¬ 
tric light, lamp or fixture. 

But ft is in the dark that the great advantages of 
the Ingersol-lite are realized. It completely ends all 
fumbling in the dark to find the electric light switch. 
You enter the average unlighted room at night and 
Rtumble blindly for the light. You fall over the fur¬ 
niture and, after waving your arms in the general 
direction of where you think the light ought to be, 
you eventually find it—but only after you have lost 
a few ounces of skin off your shin bones and used 
language that is not taught at Sunday school. 

This little luminous device shows you where the 
light is and guides you to it. The darker the room, the 
brighter the glow. 

The Ingersol-lite is advertised in the Saturday 
Evening Post and other publications. Show cards for 
the window and the counter are provided free by the 
manufacturers. 

Write the nearest branch office—New York, Chi¬ 
cago or San Francisco—for complete information. 


A FEW REMARKS RELATIVE TO BIRDS 
AND CAGES 

During the past two years the breeding of Canary 
Birds has received an unprecedented stimulus in this 
country, owing to the restricted importation. This 
new-born industry, at least on a large scale, has been 
particularly evident this season and borne fruitful 
results. Canaries have been bred in town and country, 
ranging from the modest amateur who breeds as a 
hobby, with a dozen or more fledglings, to the pro- 
fesional breeder with several thousand songsters to 
offer. 

There are also a number of Canary Breeding 


Societies scattered all over the country whose chief 
aim is to raise birds of flawless song. It is quite 
manifest that the birds raised in this country possess 
the advantage of being acclimated, thus requiring a 
minimum of care and attention. The new crop of 
youngsters is now in song and available for the market. 
Dealers will feel a demand for cages in the near 
future and it is advisable to lose no time in stocking up. 

O. Lindemann & Co., the old-time manufacturers of 
Bird Cages, established in 1863, have been straining all 
efforts to accumulate a stock, and invite an inspection 
of their sample lines at their show-rooms, 35 Wooster 
Street, New York. Interested dealers can also obtain 
their illustrated catalog upon application. 


We publish with this article two cuts illustrative 
of some head-liners. The No. 2020 cage (Chines* 
Style), is finished in dark brown with black trimming? 
and ornamental figures in colors to match. The three 
silk tassels furnished, enhance the beauty of this 
attractive cage. The cage measures 14" in diameter. 

The cage No. 2226 on the Table Stand is made in 
Ivory White, gold-trimmed, with brass wire guard. An 
identical cage is also made in Brass, No. 2526. The cage 
measures 11" diameter. 

The Stand, No. 5V-», is made in Ivory White, with 
gold trim, also in Brass, No. 5. This Stand, 28" high, 
can also be combined with a number of other cages. 



44 THE COLUMBIAN CREW” IN A NEW 
DRESS 

The house organ of the Columbian Rope Co. # at 
Auburn, New York, has just appeared under a new 
title, “The Columbian Crew. M A new size and in four 
colors. The Columbian Rope Company are anxious to 
send this to everyone who handles Columbian Rope, and 
a request on your letterhead will result in its coming 
to you each month. 

There is no obligation other than that you handle 
or help to sell Columbian Rope. 
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Business Opportunities 

WANTED FOB BALE 


A live and experienced hardware man, not subject 
to draft. Meyer Bros., Gooding, Idaho. 

We can sell your business for cash no matter where 
located. No publicity; describe fully in first letter. 
All correspondence confidential. Herbert, Webster 
Building, Chicago, Illinois. 

WANTED 

Experienced Saw Salesman to represent a general 
and complete line in all classes of trade. Ohlen Saws, 
Box 1360, Columbus, Ohio. 

WANTED 

Hardware and implement salesman who is willing 
to make good. Country town. State experience and 
salary wanted. Address “A. G.,” care Habdwabe 
World. 

WANTED 

Salesmen on Commission, as a side line. Those who 
visit large jobbers and retailers, to sell patented boiler 
tube plug. State territory covered. Thomas A. Webb, 
122 Commerce Street, Newark, N. J. 

FOB BALE. 

Clean hardware stock in the best terminal port city 
in Southern California. 

Will invoice $15,000.00 in merchantable hardware. 

For particulars write. 

Address: Hardware World. 

FOB SALE. 

Hardware store, with plumbing shop, in one of the 
best grain and fruit growing sections in California. 

Old established business. Only $5,000.00 cash capital 
required, and satisfactory terms for balance. 

Address, B. P. Burr, P. O. Box 596, Sacramento, Cal. 

FOB SALE. 

Good paying hardware business in the best city in 
Idaho, doing a good business. 10-year lease, brick 
building 140x30 feet, with large basement. A-l loca¬ 
tion. Stock and fixtures about $40,000.00. Beason for 
selling, owner wants to retire from business. Address 
C. P. I., care Hardware World. 

GOOD, RELIABLE HABDWABE MAN WANTED 

We want a good reliable hardware man, capable of 
taking charge of the buying as well as the selling end. 
We should like him to have some knowledge of imple¬ 
ments. Salary $125 per month. Give full particulars, 
such information as you would want were the position 
reversed. Address G. F. Company, care Hardware 
World. 

FOB SALE. 

Clean, well balanced stock of hardware and imple¬ 
ments in Idaho town. Center of sheep and mining 
country. Bichest county in state and growing rapidly. 
Will invoice about $17,000 and $60,000 business last 
year. Good reasons for selling and terms to right per¬ 
son. Unusual opportunity. No agents. “S. I., M care 
Hardware World. 

FOB SALE. 


Old established Hardware business doing forty to 
fifty thousand dollars business a year. In one of the 
best towns in Northern San Joaquin Valley. Stock will 
run twelve to fifteen thousand dollars. Address “L. 
H. ’ 1 care Hardware World. 

TINNEB WANTED 

A first class, sober, reliable sheet metal and furnace 
man. One who can do estimating. In one of the 
best little cities in Central California. Opportunity to 
invest in the business if wanted. State salary 
wanted. Address “L. C. ’ ’ care Hardware World. 

FOB SALE 

Owing to the continued ill health of the owner, 
will sell a well established hardware business, located 
in a thriving little city, in one of the richest Lima 
Bean and Lemon districts of Southern California. Will 
give a discount from cost for cash. If wanting a hard¬ 
ware business ready to step into, at a moment’s notice, 
address “Franc,” care Hardware World. 

HABDWABE CLEBK WANTED 

In retail store in San Fernando Valley, twenty miles 
from Los Angeles. Stock consists of shelf hardware 
and paints. No implements. Invoices $10,000.00. 
Salary $20.00 per week. When answering, state follow¬ 
ing: Past experience, with whom employed, age, married 
or single and reason for wanting to make change. Give 
names and address of two references. “A. W.” care 
Hardware World. 

AN A1 OPPORTUNITY. 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock will invoice about $8000. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell & Son, Colusa, California. 

SPLENDID OPPORTUNITY 

An opportunity for securing a well established im¬ 
plement business, established for many years, can be 
had by simply purchasing the stock. 

It is a splendid location, in one of the best cities 
in central California, and a large business has been 
developed. A favorable lease and terms can be made. 
This is an opportunity that is to be found once in a 
life time, as the owner has other interests thate are 
requiring his attention. Opportunity, care Hardware 
World. 

MANAGER RETAIL HABDWABE STORE WANTED. 

We want a live, up-to-date, thoroughly capable man¬ 
ager for a retail hardware store in a city of 250,000 
people. 

Daily cash sales will average over $500.00. Man 
must be thoroughly competent, and experienced. 

Give full particulars, age, experience, references, 
salary wanted, personal habits; In other words, such 
information as you would want were the position re¬ 
versed. 

Applications treated Confidential. 

Address “RETAIL,” care HABDWABE WORLD. 


Hardware and implements, located fifty miles from 
San Francisco, in a live little city, being a county seat, 
with rich farming country and many substantial fac¬ 
tories that have a steady payroll all year. 

Sales last year $75,000, and expect to do better this 
year. 

Business is largely cash and back accounts are short 
terms. 

A modern store, clean, up-to-date stock. It takes 
from $16,000 to $20,000 to handle the business. A paying 
business that will stand inspection. 

Will give part terms. 

Above in a good, desirable town and a fine climate. 

J. X., care Hardware World. 


POSITION WANTED 

by young man 32 years of age, married. Now holding 
position as Assistant Manager and Salesman for firm 
carrying $25,000.00 stock, where he has worked for 


seven years. 

Wants position with more responsibility and larger 
opportunities. 

Twelve years 1 business experience—business college 
training. 

Reference gladly furnished. Out to make good in 
business management, salesmanship or advertising. 
What have you to offerf Address “B” care of 


Hardware World 
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WHY DO THEY CUT PRICES! 

Let’8 get beneath the surface of this price- 
cutting question and have a man-to-man talk 
about it. You do not cut prices because you 
want to give away a portion of your legitimate 
profits. You do not sell below the standard 
price because you conscientiously think the 
article worth no more. 

Perhaps you have been giving your rightful 
profits and charging the loss up as advertising 
expense. If you had spent a like sum of money 
in legitimate advertising channels this expense 
would have become an investment paying you 
rich returns. 

You are entitled to more than mere living 
wages from your business. You are entitled to 
compensation for the money you have invested, 
plus compensation for the risks you are taking 
of losing that money, plus compensation for the 
extra worry of running the business. 

If your business is not paying you a salary 
that you could make working for someone else, 
besides a six per cent dividend on your invest¬ 
ment, you are losing money, and it is time to 
revise your business methods. You are no bet¬ 
ter off than the man who works for a salary 
and invests his capital in bonds and mortgages. 

How are you going to pay the war taxes 
and the increasing costs of doing business if you 
are wasting the opportunities at hand? 

The solution to your problem is easy. Give 
quality and get full price. 

Immediately there is a chorus : 1 ‘How do you 
expect people to pay me full price when my 
competitor down the street will continue to sell 
at cut prices! 

Forget your competitor. Run your own 
business and leave your competitor to solve his 
own problems. He is not going to continue 
throwing away his good money when he sees 
you earning extra profits on every sale you 
make. 

It might stiffen you up a bit if you knew 
that only 4.2 per cent of all the 16,496 failures 
in the business world of the United States last 
year was due to competition. The authority 
for this statement is Bradstreet’s “Why Men 
Fail.” 


“THERE’S MORE WHERE THAT CAME 
FROM!” 

Ever hear that oft-repeated gem of degen¬ 
erate wisdom! It is the waster’s one and only 
attempt to excuse himself. He is usually the 
fellow who would borrow a dime to buy you a 
drink. 

Watch him and you see him throw away a 
half-used pencil. “There’s more where that 
came from,” he tells you. He did not buy the 
pencil. No, indeed. He borrowed it. For use¬ 
ful tools he has no funds, because money, too, 
he throws away. Money comes easy to a waster 
because he loafs on the job, and the way he uses 
it gives him his name. 

Scorn a waster; do not pity him. He is his 
own personal enemy, a pest on his associates 
and a burden on the back of human progress. 
He ambushes both his own and the prosperity of 
his best friends. Let him, and he would dine 
with extravagance on their poverty. 

There is a beginning as well as an end to 
all things, including a waster. He wastes time 
between one and the other and the end is not 
far off. That is one consolation to the re¬ 
mainder of us. For a while he wastes his own 
time and then gains momentum on his wild orgy 
by wasting the boss’s. Though he gets by for 
a while, rest assured eventually he will get out. 

From the neck up a waster is absolutely 
nothing. He has eyes and can see, but an 
empty skull has no understanding. Even his 
speech has an empty ring to it, for he talks and 
says little. He is also a waster of words. Does 
he not say, when you reproach him because of 
his waste: “There is more where that came 
from!” 


If you were in jail and had permission to 
write only one letter a week, and had to make 
that letter sell something so that you might earn 
money needed to buy special food needed to save 
your life—would those letters be better than 
those you are sending out now! How would 
they differ! 


I never pull in a fish without silently say¬ 
ing : “It would have been better for you if you 
knew when to keep your mouth shut.” 
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“SERVICE” 

is the big factor in modern business. With 
us it has been pnt to the test and found not 
wanting. It measures up to the recognized 
QUALITY of 

OUR “FAULTLESS” 

PLUMBING and HEATING FIXTURES 

It is a prompt, accurate and dependable 
service. 

M. L. KLINE 

30YMrs* Wholesaling Plnmbing ft Heating Supplies in Portland 
84,86,87,89 FRONT STREET PORTLAND. ORB. 


Favorite Oval TTlirror 


Cork Top 5tool 


Iciima* TTIedicme Cabinet! 


Only Absolutely Sanitary Line Made 

The LINE that APPEALS at ONCE TO YOUR TRADE, THAT 
MAKES CUSTOMERS FOR YOU AND BRINGS THEM BACK 
AGAIN. DISPLAY THESE GOODS AND SALES WILL FOL¬ 
LOW. Each article covered with a preparation of celluloid called 
PYRALIN, put on in sheet form by our patent process. 

NON-POROUS, GUARANTEED NOT TO CHIP, CRACK OR 
FLAKE. Not AFFECTED BY HEAT OR COLD. Only SOAP and 
WATER NEEDED TO CLEAN IT. A necessity in all high-grade 
bath rooms, hospitals, hotels, public buildings, etc. 

BEWARE OF WORTHLESS IMITATIONS 

C. F. CHURCH MFG. CO. 

HOLYOKE, MASS. 

These goods can be obtained from the LEADING JOBBING 
HOUSES IN THE WEST. INSIST ON THEM. If you cannot 
get them address for information, W. E. Gilchrist, Pacific Coast 
Representative, Monadnock Building, San Francisco, Cal. These 
goods are sold by Holbrook, Merrill & Stetson, Crane Co., A. H. 
Busch Co., and ail the leading jobbing supply houses. 


Closet Seat 


Sizes W' to 2%" inclusive. Both bent 
and straight Hose Spout. 


HAYS MFG. GO., Erie, Pa. 


w. Erwin Gucfarist 
Pacific Coast Representative 
681 Market Street, San Francisco 
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Journeymen Moneygetters— 


FHICH there aint any of” remarks 

ww “prominent” master plumber who 

v v closed down his shop (as per article 
in July issue of the World) and is taking on 
only such work as he, himeslf, can do. 

There’s always two sides to every story, and 
because that certain master proceeds to “hand 
it” to the journeymen as a class, lets see what 
can be said on the other side. 

The “prominent master plumber” might 
have had one of those “ingrowing dispositions” 
one where no person, no matter who or how 
good he or she did the work, could have suited. 

There are plenty of such masters in the 
country who never have a word of praise for 
their men, and that class of masters soon gets 
what’s their due from the journeyman. 

From our point of view the writer (after 
a personal survey of the entire United States 
and an acquaintanceship of over ten thousand 
masters) firmly believes that any master 
plumber who can’t “realize” on his journey¬ 
men (in normal times) has only himself to 
thank for the situation. Seventy-five per cent 
of the fault lies with the Master. It is admitted 
that scarcely two persons go at the same job 
after the same fashion. Now a narrow minded 
“grouchy” master (and the woods are full of 
them) will, nine times out of ten, always insist 
on the jobs being done after his particular 
notions. He isn’t broad minded enough to look 
at results, but will forever and forever keep 
“nagging” the journeyman because the work 
is not done according to his “idee” which is, 
of course the only right way to do a job. 

The old saying, “There’s only one way to 
do work—viz: the right way,” has become 
entirely out of date. 

There’s a dozen or more “right ways” to do 
almost any kind of work. Watch results, that’s 
what counts. 

Of course the journeyman should possess 
sobriety, honesty, tact, horse sense, etc. etc., all 
the virtues of all the saints (for about five 
bucks per) and then some. The question arises, 
how and where is he to obtain same? In other 
words, WHO SETS TIIE EXAMPLE? 

Now according to our way of thinking, in 
closing his shop to journeymen that certain 
“prominent master” sure did pass up an A-l 
chance to spread his most excellent wisdom. 
He had the chance to turn his shop into a 
practical school—and wouldn’t just because he 
has a “grouch.” 

He knocked himself out of a lot of good 
men who he could have developed in two or 
three years or less—according to their adapt¬ 
ability. “As the twig is bent, so the tree 
inclines” and if it never is bent it becomes, 
principally “scrub.” 


A “bum” fitter or plumber is one, most 
times, who had “bum” training, or none at all— 
just “growed” into the trade. If a lad is 
started and kept right its a ten to one shot that 
he “stays put.” That applies to all lines of 
general business and life entirely aside from 
plumbing and heating. 

The principal reason why there are “half- 
baked” schools is because those who should 
impart instruction, DON’T—We of a shop—a 
large and most prosperous shop, and employ¬ 
ing generally about one hundred journeymen 
—that has not been obliged to hire a stranger 
journeyman in the last seven years—WHY ? 

Simply because they bring up their journey¬ 
men in their own shop. The men learn the 
business their bosses’ w T ay, in general, with a 
certain amount of leeway allowed for origin¬ 
ality. 

That shop has made money since it started 
that practice, while before they were always in 
the usual jangle with their men, which leads 
up to say that if that certain “prominent 
master” would spend as much time trying to 
develop his men into competent workmen as he 
apparently must have done “beefing” he would 
get far better results. Start the boy in your 
shop right. Pay him enough (even tho’ he is 
green) so he can live. Don’t insult him with 
an offer of five bucks per week and an ‘ ‘ excel¬ 
lent future.” That same excellent future gag 
has started many a good lad on the road to 
Hell. 

What young man earning five dollars a 
week and living at home, while he puts in a 
man’s work for the shop is going to give a 
whoop whether or not the work is done just 
right? Try it out. Pay him $3.00 a day and 
observe the difference. Afford him an oppor¬ 
tunity to learn. Many masters make a deadly 
secret of the trade. It actually hurts them to 
shed information. I guess they expect one to 
have a God-given intuitiveness for jobs that 
don’t require any information. 

Surprise both yourself and the men by giv¬ 
ing them occasional bonus. No young man. 
nor “the stranger within thy gates” is going to 
have the same excellent sense and the particular 
judgment that you, my jolly master plumber, 
have acquired. It isn’t to be expected. 

When the men are obliged to work overtime, 
pay them for it, double time and don’t be a 
cheap skate. We will venture to state that you 
work the charge into the bill all right enough. 
It does not matter what happened when 
you “learned the trade,” and were just “simp” 
enough to contribute several hours each week 
to the firm. Things today are not as they 
were then, “as they is,” you haven’t any more 
right to refuse extra pay for overtime than you 
would have to put your hand in the man’s 
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Back Into the Furnace Business 


This firm finds the Caloric the “big¬ 
gest ‘little thing’ ever taken on.” 




The Original Patented Pipeless _ 

Bought One in June H If mmm 

Sold 19 by January 1 

Sold 46 by June 1 H 5 

“17 West Lake St., Minneapolis, Minn., 

Cincinnati, Ohio. 

“Gentlemen: We bought our first Caloric Store of T. P. Leavitt & Son, Minneapolis 

Pipeless Furnace in June, last year, and 

were so skeptical about it that we did not sell it until fall, when we put it in the home of a personal 
friend at the lake. This man was so well pleased with it that he has since helped us to sell three more 

Calorics. These sales started us on the right track, and, up to January l ? 1918, we sold and installed 19 

_ Caloric Furnaces. So far this year we have a list of 

about fifty prospects, and, with the advertising that 
you are doing, plus the cooperation of your salesman, 
we shall be greatly disappointed if we do not sell at 
least 100 Calorics this year. 

“We went out of the furnace business several 
years ago because there was nothing in it, but we find 
that we can make more profit on the Caloric than on a 
pipe job and it is much simpler to install and easier 
to sell. We consider your furnace proposition the big¬ 
gest ‘little’ thing that we have ever taken on. 

“Yours very truly, 

“ T. F. LEAVITT & SON, 

“C. V. Leavitt. ” 

Since ordered 27 furnaces. 


I 


A Close-Up View of Mr. Leavitt* s Caloric Window 
Display 


“Pioneers of Pipeless Heating” 



We prefer to let the Caloric dealers tell you of their profitable 
experiences with our proposition. In an interesting book, “Pioneers 
of Pipeless Heating,” just off the press, we have reprinted some of < 

the many letters that have come to us. f 

You will find sufficient evidence within its pages to show S 

you that there is an interesting business in store for the dealer y 

who connects with us, and that our advertising and merchan- y 

dising methods are a strong help. y 

Prompt shipments can be made from: Cedar Rapids, la.; / 

Groen Bay, Wis.; Harrisburg, Pa.; Kansas City, Mo.; Min- / t ut. 
neapolis. Minn.; Omaha, Neb.; Rochester, N. Y.; Saginaw, / MONITOR 
Mich.; Salt Lake City, Utah; Spokane, Wash. / STOVE 

/ COMPANY, 


The 

Monitor Stove Company / 

Ert. 1819—99 Years of Service o 

Pioneers in Pipeless Heating 

900 Gest St., Cincinnati, 0. / Name.. 

/ 

Address.—. 


y 900 Gest Street 

/ Cincinnati, Ohio 

^ Send me your new Pioneers 
y of Pipeless Heating dealer 
- book on the Caloric Furnace. 
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pocket and extract the equivalent in money. We 
arrive now at a point that it is impossible to 
some, but if it can be executed will give the 
Master plumber much prestige with the men. 
Here it is, show him how its done. The master 
plumber or fitter who can shed his coat, grab 
up the tools and do a bit of work better and 
quicker than any of his men will get more and 
better work from said men. They know he is 
wise. Quit “beefing/’ show them. 

Keep a Sanitary Shop—Many a plumber’s 
shop isn’t fit to house hogs. How can you 
expect any man with any self respect to endure 
such a rank outfit ? Take the trade papers and 
have them easily accessible for the men to look 
at and read. If the foregoing few pointers be 
applied as nearly as may be possible to your par¬ 
ticular shop, we will venture to assume that no 
Master fitter or plumber will be obliged to 
“close down” his shop, because he can obtain 
no competent journeymen. There are shops 
galore that are making money, even in these 
trying times—and they make a profit on their 
journeymen too. Apply the same “horse 
sense” to this problem, as you do to many other 
affairs and your troubles will be materially 
reduced. 

WITH ALL YOUR MIGHT 

If you have any task to do, 

Light or heavy, old or new— 

Do it. 

If you’ve anything to say, 

True and needed, yea or nay— 

Say it. 

If you’ve anything to love, 

As a blessing from above— 

Love it. 

If you’ve anything to give 
That another’s joy may live— 

Give it. 

If you know what torch to light, 
Guiding other through the night— 

Light it. 

If you’ve any debt to pay, 

Rest you neither night nor day— 

Pay it. 

If you’ve any joy to hold 
Next your heart, lest it grow cold— 
Hold it. 

If you’ve any grief to meet 
At the loving Father’s feet — 

Meet it. 

If you’ve given light to see 
What a child of God should be— 

Be it. 

Whether light be bright or drear, 

There’s a message sweet or clear, 
Whispered low to very ear — 

Hear it. 

—EMMA J. HULL. 


Hard cash is awfully hard to do without. 


BUSY BUSINESS MAN NOT TOO BUSY TO 
SEND CHEERING WORD TO SOLDIERS 

M. L. Kline, the enterprising Portland 
plumbing jobber, has started a movement 
among his business associates to make it a mat¬ 
ter of regular business to write to their former 
employes, who are now in the service over seas 
and in camps in this country. 

Mr. Kline says everyone should write and 
send them current newspaper clippings. Just 
a few lines to the boys every week or ten days 
will be a great help. 

He also adds not to wait for replies. They 
are receiving their letters, and their expressions 
of delight certainly repay one many times for 
the effort. 

Sometimes they don’t get these letters for 
several weeks, then they get a number at a 
time, but the boys at the front are getting 
little if any war news. We know this from 
the letters that we ourselves receive, so send 
them cheerful, happy letters, keep them posted 
about your activities in business, tell them what 
you are doing, let them feel you have an inter¬ 
est in them and in their welfare, for while they 
are ready to make the supreme sacrifice of their 
lives, if need be, which many of them are doing 
daily, it is as little as we can do in this country 
to send them a cheering word, and let them 
know we appreciate what they are doing, if 
only in a slight degree, for no man can appre¬ 
ciate what our men are undergoing, what they 
are suffering and enduring, or the principles 
that actuate them, unless they are actually at 
the front themselves. 

No one can know what they are doing for 
suffering France and Belgium unless they 
really see the conditions that exist. 


Germany may think she is going to win with 
the submarine, but there’s many a ship twixt 
the cup and the lip. 


NEW SMOOTH-ON PACKAGE 

In response to numerous de¬ 
mands for small household pack¬ 
age of its well known Iron 
Cement No. 1 the Smooth-On 
Mfg. Co. of Jersey City is an¬ 
nouncing to the trade & 6 os. 
package retailing for 25 cents. 

The new package will be 
advertised to consumers in na¬ 
tional magazines reaching over 
10,000,000 readers. The adver¬ 
tising will feature the many uses 
of this cement around the house, 
such as stopping leaks of all 
kinds, repairing radiators and 
stoves, mending iron vessels, re-setting knife handles, 
etc. 

The household size can is packed in an attractive 
counter carton holding 12 packages and an instruction 
book accompanies each can. Colored wall signs and 
counter cards are also furnished by the manufacturer. 



Digitized by LjOOQle 



HARDWARE WORLD—PLUMBING AND HEATING. 


151 


Free Advertising Service 

We will supply you with newspaper electros, slides, 
and animated films imprinted with your name; also blot¬ 
ters, showcards, etc. 

Now is the time to go after the remodeling business. 

It is the most profitable field of all, because you seldom 
have to compete in the way of prices. 

Write our advertising department for complete in¬ 
formation. 

PACIFIC 1 

PLUMBING FIXTURES 


Mala Office aad Show Hoorn 
67 New Montgomery Street 
Sea Fraaeiieo, Cal. 


FOR SALE BY ALL JOBBERS 


Factories 
Riohmoad aad 
San Pablo, Cal. 


IB 


GAS or OIL or 

WATER or STEAM 

is absolutely safe where 

Rhode Island >11 

UNIONS are in use Wp 

The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told In our booklet. Send for It. 

RHODE ISLAND FITTINGS CO„ Hillsgrove, Rhode Island 


W' 

A 
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Slapping the Kaiser on the Wrist 

(By Harry Gale Nye) 


T HE purpose of these 
few well-chosen re¬ 
marks is not to 
start any argument about 
the war, because you 
can’t start an argument 
when you are all on one 
side, and of course you 
are all on one side when 
the country that feeds 
you is at war. The pur¬ 
pose, instead is to show 
how some of our ideas have changed since this 
war started and how we might change our ideas 
in regard to our shops with equally good results 
and profits. 

I guess everybody realizes that the slap-’em- 
on-the-wrist period has passed in this year, and 
that the soak-’em-on-the-coco period is here 
instead. We wanted to hate the German Kaiser, 
and love the German soldier, but we found it 
didn’t work. We had a mental picture of the 
Uhlan bayoneting babies with intense regret, 
and only because it was the kaiser’s request. 
We were convinced if the German soldier had 
his way he would ditch the war and go home, 
if it were not for hurting the kaiser’s feelings. 

We thought that the German people were 
much in the same position as father applying a 
piece of leather belting to that part of Johnny’s 
anatomy that is practically useless for purposes 
of standing up. We thought that it hurt the 
German people more than it did us, and that 
they didn’t approve of the kaiser’s carrying on 
anyway. 

They even told us that the Germans would 
hate to fire on our boys when they got over 
there, and after we had indulged in all this bub¬ 
ble stuff about being at war with the German 
government, but not with the German folks, 
we were handed about as choice a collection 
of poison gas, poison propaganda, hospital 
bombings, long-range shooting that was ever 
handed anybody. About then we decided that 
the wrist-slappings better be discontinued 
temporarily and it was time to rise up and 
Smite. 

The pacifist, who said if we must go to war 
to go about it as gently as possible, and try 
not to hurt anybody, went home and hid under 
the bed. He found that there was considerable 
strafeing going on at the front, and considerable 
indignation going on at the rear, which is part 
of the army in which the pacifist is most inter¬ 
ested. The pacifist didn’t raise her boy to be 
a soldier—she brought him up to bring up the 
rear. The ideas of some of our pacifists have 
changed; they found that talking scripture to 


a bulldog is about as fruitful in results as 
advertising palmleaf fans in Alaska or fly- 
screens in January—which latter advertising, 
by the way, some of our retail merchants do. 
All of which is by way of preamble to say that 
there isn’t any job in the world—whether it is 
winning a war or stopping a gas leak—that 
you can make a success of by the slap-’em-on- 
the-wrist method. Whatever you go into you 
want to go in up to the hilt and the handle. 
If you are advertising a business, put some 
enthusiasm into it—it isn’t the amount of space 
you use that counts but the amount of pep. If 
you are selling something over the counter, talk 
as though you mean what you say not as 
though you are in some doubt yourself. If you 
are doing a job, use a little gray matter and 
red muscle and do it the best you know how. 

There is many a seven or eight dollar a day 
man, who, if you could put him through a 
reduction plant, wouldn’t pan out more than 
a nickel’s worth of enthusiasm. He doesn’t 
hate work, not by any means. He is determined, 
just as some of us were when the war began 
regarding the enemy, not to hate it. On the 
subject of work he is a pacifist. When he 
has a job in hand he wants to slap it on the 
wrist, not soak it on the head. Then some day 
when the eight-dollar job gets away from him 
wonders why. He finds that it was because 
it was the seven or eight dollars he loved; and 
not his work. 

Loving your work is alright, unless you are 
so affectionate with it that you fondle it instead 
of finishing it. Loving your work is commend¬ 
able unless you hesitate to hurt its feelings by 
making it get a move on. Loving your work is 
good, but living your work is better. 

Some men treat their work like some men 
treat their wives. They are always telling their 
wives how much they love them, but they never 
bring home any porkchops. It would be a good 
thing if they would kiss their wives a little 
less and turn the wringer a little more. If your 
wife has to take in washing because you love 
her so much that you haven’t any time for work, 
you ought to at least be willing to help squeeze 
the suds out of the clothes. Ten to one your 
wife would rather have fewer compliments and 
more coin. 

There is only one job worth loving, and that 
is the job that is well done. And you will win 
both your job’s and the kaiser’s respect by 
going at them with a punch instead of with a 
slap on the wrist. 


Profit by the other fellow’s failures—don’t 
think the only business lessons lie in the stories 
of success. 
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this 

screw 

driver 


Test the strength of the 
oil-tempered steel blade. 

Grip the gnurled handle 
and see how comfortably 
and securely it fits your 
hand — how well it is bal¬ 
anced. 

Then order a supply 
from your jobber. Every 
one you sell will make a 
friend for you. 

3 Sizes — Retailingjat 
65c, 70c, 75c 

CRESCENT TOOL COMPANY 

Jamestown, N. Y. 




The Favorite for 

Pipe 

Threading 

P LUMBERS and other 
users like the TRIO 
DIE STOCK. It cuts 
smooth, clean threads. 
Three dies in one stock, 
always ready, always 
right. The Trio is light 
and compact and packs 
well in a kit. It's adjust¬ 
able. 

Send for folder. 


Greenfield Tap and Die 
Corporation 

Greenfield, Mass., U. S. A. 

New York, 28 Warren Street 
Chicago, 13 South Clinton Street 
Canadian Plant: Wells Brothers Company of 
Canada, Limited, Galt, Ontario 
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DISPOSAL OF ROOF DRAINAGE 

Editor Questions and Answers—Is it advis¬ 
able to run the water from the roof into the 
ventilating stack of the plumbing system of a 
house. 

R. M. WALLACE. 

It is not good practice to use the roof drains 
in this manner. They should never connect with 
the plumbing system of the house for numer¬ 
ous reasons which should be apparent to any 
one who has ever had to clean out the eaves. 
The ventilating stack of a plumbing job has its 
own particular office and should not be utilized 
for saving as some country architects seem 
to think. 


THE COLD AIR DUCT 

Editor Questions and Answers—So much 
dirt seems to enter the house through the cold 
air flue of our furnace that we some times close 
it entirely. Will you kindly suggest a remedy 
for this nuisance. 

MRS. A. J. SIMMONS. 

The air that is passed through this duct 
may be screened. One can use cotton cloth or 
burlap. A good way to do is to put both in, 
separated by a distance of at least three feet. 
You will notice after using, that these screens 
will have to be changed and the number of 
times you have to change them will prove to 
you just how badly you need same, and show 
you how much dirt was going into the house 
that you seldom expected. 


SIZE OF BATH ROOM 

Editor Questions and Answers—Can you tell 
me how large an ordinary bath room should be 
in order to be sanitary. 

C. H. REEVES. 

The latest information we have on this sub¬ 
ject is obtained from Mr. Charles B. Ball, chief 
inspector of the Bureau of Sanitation, Chicago, 
Illinois, who says, that the minimum floor space 
for fixtures should be: 

Water closet 12 square feet. Lavatory 12 
square feet. Bath tub 30 square feet. That 
would give fifty-four square feet of floor space 
for a bath room containing said three fixtures. 
A room of nine by six feet would give same. 
Mr. Ball is regarded as one of the best posted 
authorities in these subjects, his long connec¬ 
tion with the bureau in Chicago having given 
him unusual opportunities. 


HEIGHT OF KITCHEN SINK 

Editor Questions and Answers—Please state 
in your next issue the proper height at which 
the kitchen sink should be set. 

B. T. SMITH. 

A few years ago there was a certain estab¬ 
lished rule for the height of sink, but practices 
(and sinks) have changed so greatly in the 
past few years that it no longer holds the same. 
We should say that the best practice would be 
to set the sink at the most convenient height 
that was agreeable to the people who are to 
occupy the house. 


SPEED IN PIPE WORK 

Editor Questions and Answers—Can you 
give us any suggestions for increasing the speed 
of doing pipe work! 

A. J. BENNAGE. 

Keep your vises and dies in first class shape. 
Also the pipe wrenches. See that the men do 
as much of the making up of the pipes as. is 
possible at the bench. Insist that your pipe 
fitters and plumbers take, on the average, at 
least five measurements to cut before going 
to put in same. A mechanic who takes only one 
or two measurements and then runs to put 
them in and then takes one or two more must 
be a slow man. He is too long on the road. 


VENT STACK FILLS FULL OF FROST. 

Editor Questions and Answers—During the 
severe cold of last winter the vent pipe on our 
plumbing job stopped full of frost in the attic 
and through the roof. How can a similar oc¬ 
currence be prevented! 

M. R. FISHER. 

We suggest increasing the size of the pipe 
in the attic and through the roof, from four inch 
to six inch. Then in the attic and up to the 
point where the pipe enters the roof we believe 
that it would be good policy to cover the pipe 
with a good, frost proof pipe covering which 
can be obtained from a regular supply house. 


The spread of socialistic theories in this 
country is now known to have been fathered 
solely through German propaganda. 


A strong clerk can make a business; a weak 
one can break it. 
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YOU GET THE SIMFLBST AND BB8T 
COCK BVBR MADB ■*» YOU 8FBCIPY 


B. B. HIGH PRESSURE BALL COCK 


Has Only One 
Packing which 
la Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and Including 4-ineh 
carried In stock. 

No Special Packing Required. Oround 
Joint Coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing I*ever on Cam, Reducing fric¬ 
tion to lowest amount. 


Baoon and Plimpton St* Waltham,' 


“Always Reliable” 


The Most 
Practical Line 
Manufactured 

Since 1876 we have 
spent large sums for 
experimenting. We, 
therefore, control many 
patents covering im¬ 
provements which no 
other manufacturer 
can equal. We give you 
the benefit of those 
improvements without 
charge. Our superior 
quality is therefore 
within reach of all. 


On account of our qual- ~ 

ity, the Government 
and its Allies are favor- Patented 

ing us with many or- -No* 2 Furnace, 
ders. Our plant, there¬ 
fore is quite congested. You should place your 
order NOW with the jobber for your future 
wants so as to allow him plenty of time to obtain 
such goods from us. Your jobber will supply at 
factory prices. 

OTTO BERNZ, Newark, New Jersey 


Dependable Tanks 


No. 10—Steel—% la, to 4 In. 


Why Experiment 

with untrademarked floor and coiling plates that 
are offered as equal or superior to our famous 
“B. A 0.” brand! 

Our No. 10, illustrated, la one of many styles, 
and carried by the leading supply houses. We are 
the old original company. Look for our trademark 
on the labels, the B. A 0. oircle of red. 

Catalog on request 

The Beaton A Corbin Mfg. Go. 

Southington, Conn. 

Largest and oldest plate company In the world 

Pacific Ooast Representative 
W. ERWIN GILCHRIST 

681 Market S tree t San Francisco, California 


If you desire the best, choose our 

“Copper Brazed” Construction 

Positively hold air without loss of preamre. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmoot, Pa. 
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CLAIMS FOR LOST OR DAMAGED FREIGHT 
CAN BE MADE ON ANY ROAD 
HANDLING IT. 

(Copyright, by Elton J. Buckley) 

We are in a dilemma as to how to make claim for 
some goods shipped to us from the West, but partly 
lost in transit. The shipment was from Indiana and 
the goods left there on the Vandalia Bailroad, con¬ 
signed to us in New York. The Vandalia issued a 
bill of lading for through shipment to us in New York. 
The Vandalia carried the shipment as far as its line 
proceeded, and next turned it over to the Lehigh 
Valley Bailroad Company, which delivered to us in 
New York. The condition of the shipment when 
delivered was very bad. About one-third of the goods 
were missing and part of the balance were damaged. 
The loss on the shipment will probably be about 50 
per cent, if we have to stand it. We accepted the 
goods from the railroaf, signing in bad condition 
and then made claim on the Lehigh Valley. The latter 
has turned our claim down, stating that their records 
show the goods were delivered to ns in same condi¬ 
tion as received and that our claim is really against the 
Vandalia We are not in position to fuss with the 
Vandalia Bailroad Company in the West, and we think 
we should be allowed to bring claim against the Lehigh 
Valley, since that is the railroad that delivered the 
goods. Our attorney is looking up the matter now, but 
meanwhile we should like your opinion. 

N. B. McMASTEBS & BBO. 

I cannot see why the Lehigh Valley Railroad 
Company, or any other railroad, should attempt 
to deceive a shipper in this way. It knows the 
law perfectly well, and it knows that under the 
law this correspondent can make claim on either 
of the roads concerned with a shipment like 
this. They are not obliged, as they formerly 
were, to hunt out the railroad which actually 
caused the loss, and sue it. This is one of the 
greatest conveniences ever enacted into law. 

Before the Carmack amendment to the Inter¬ 
state Commerce Act was passed, the shipper or 
the receiver of freight was at a tremendous dis¬ 
advantage regarding the making of claims. Let 
us say that goods were shipped from Illinois 
to Pennsylvania, and in the course of the 
journey had to pass over three roads, Road A, 
Road B, Road C. Somewhere en route they 
were damaged or lost, and were delivered at 
their destination in that condition. Under the 
old law the consignee could sue Road C, which 
delivered, but if Road C could prove the damage 
did not occur on its line, it was considered a 
good defense and the consignee was thrown out 
of court and told to seek out the responsible 
road. He might make the same mistake again, 
and the result was that many hundreds of right¬ 
eous claims were never brought. The Carmack 
amendment was intended to cure this, and it has 
done it. It provides that when goods, in the 
course of an interstate shipment, pass over more 
than one line, and are delivered at their desti¬ 
nation in a condition justifying a claim, the 
consignee can claim on the line most convenient 
to him without regard to which road caused 
the loss. This is usually the last line handl¬ 
ing the shipment, in the ease cited by the cor¬ 


respondent the Lehigh Valley. If the shipment 
has passed over two lines,, the consignee can 
sue either, regardless of which line is responsi¬ 
ble for the damage. No matter which road is 
sued, if the claimant makes out a case, that 
road must pay, and it cannot defend on the 
ground that the loss arose on some other line. 
But the rights of a road that thus must pay for 
damage caused by somebdoy else, are perfectly 
protected, for the law gives it the right to 
make its own claim, after it has paid, against 
the road which was really responsible. Thus the 
damage is fastened on the proper shoulders, and 
the consignee is spared the bother and expense 
of hunting down the road on which the loss 
arose. 


IT ISN'T YOUR FIRM—IT'S YOU 
If you want to work for the kind of a firm 
Like the kind of a firm you like, 

You needn't slip your clothes in a grip 
And start on a long, long hike. 

You'll only find what you left behind, 

For there's nothing that’s really new. 

It's a knock at yourself when you knock vour 
firm; 

It isn't your firm—it's you. 

Good firms are not made by men afraid 
Lest somebody else gets ahead, 

When every one works and nobody shirks, 

You can raise a firm from the dead; 

And if while you make your personal stake 
Your neighbor can make one, too, 

Your firm will be what you want to see: 

It isn't your firm—it's you. 


A NEW IDEA IN RAIN TROUGH SUPPORTS 

Hrali-Kkmp LV^'Vct 

of Two Bivers, 
Wia., have re 
cently brought 
out a patented 
hanger for the at- 
tachment and 
support of rain 
troughs which, it 
is said, can be at- 
t a c h e d to the 
trough without 
the need of a 
single tooL 
Formed ready for 
attachment, the 
hanger is so con¬ 
structed as to al¬ 
low same to be 
sprung upon the 
trough, when by 
the aid of a novel locking device it is securely held in 
position and cannot be accidentally disengaged. Made 
of a single piece of band iron, its practical arrangement 
provides a safe means of support, even when in open 
position. This new hanger, the concern claifus, can be 
attached in less than one minute, thus saving labor and 
expense. Made in standard shapes and sizes for single 
and double bead troughs. 



Eaves Trough Hanger 

(A) Indicates lock when closed (AA) 

when open. 

(B) Indicates reinforcement stop. 
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The Savill Swan Neck Faucet 

The Original Quick Opening Perfect Sink Faucet 

ONLY faucet with all operating parta within basin. 

If hands are soiled or holding something, faucet can be 
opened or closed just as easily with a finger, the wrist or arm. 
Opens to full stream and shuts off in fraction of a minute. 
“SAVILL’’ Faucets are a profitable and most satisfactory 
line. Investigate now. 

Send for Booklet 

Made in S. O. T. See A*5 Catalog. 

THOS. SAVILL’S SONS jjijMj Wallace St. Philadelphia 

HOLBROOK, MERRILL ft STETSON, 

Ssn Francisco. Cal., and Los Angeles, OaL 



Ho. 1 Tin Pot. List Price Each $27.20. 

Ask for Discount 

ONLY ONE G. ft L. LINE 

Bemember the best and the highest grade 
Fire Pots and Torches are always the cheapest 
in the end, because they produce more heat, burn 
less fuel, are stronger made, and will outlast 
several of ordinary make. You have the ad¬ 
vantage of our experience of over thirty years 
in this line. All leading Jobbers will supply at 
factory prices. Send for catalog—it's free. 

CLAYTON & LAMBERT MFO. CO. 
Detroit, Mich,, U. S. A. 



WATER SYSTEMS 



FULLER 

AND 

JOHNSON 

ENGINES 

STAR 

WINDMILLS 

AND 

HOOSIER 

PUMPS 


PACIFIC PUMP ft SUPPLY CO. 

853 Folsom Street 
San Francisco, California 


Sole Distributors 



A PERFECTION IN SCIENTIFIC GAS HEATING 

THE GLEEWOOD FLOOR FURNACE 

Health—Comfort—Convenience—Economy 

These points win instant favor and continued popu¬ 
larity. 

Stock this new, valuable line. 

Cash in on its large profits. 

Write us for special dealer’s propositions. 

FOSS & JONES, 28 East Union St., Pasadena, Cal. 


“The Heater That Delivers the Heat.” 
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Bride No. 1 who had been married the long¬ 
est—so long she was almost not a bride—was 
wheeling her baby carriage down the street 
when she met Bride No. 2. The latter ex¬ 
claimed with delight over the contents of the 
carriage—a delightful brace of twins. 

“Yes,” said Bride No. 1, “and the funniest 
coincidence about it. At our wedding supper 
the orchestra played ‘Two Little Girls in 
Blue.’ ” 

The other bride—Bride No. 2—turned pale. 
“Heavens,” she exclaimed, “the orchestra 
played the ‘Sextette from Lucia’ when I was 
married.” 


STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Con Get It et the 

Largest Stove Re¬ 
pair House in the 
Northwest 


THE SPOKANE STOVE & FURNACE 
•REPAIR WORKS, Inc. 

912-14 First Avenue Phone Mein 1790 

SPOKANE, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 


THE HUMBLE ACCOUNTANT 

The accountant, he is humble—he admits it; 
Not boastingly, but in an humble way; 

For, if anything goes wrong, he always “gits 
it,” 

So, of course, he hasn’t very much to say. 

There is ink upon his fingers and his eyebrows, 
So he doesn’t grade so very high on looks; 

He is not among the doers of the highbrows— 
He is just the bloke that keeps the blooming 
books. 

The accountant, he is humble—he concedes it; 
Being humble comes quite natural to him. 

If there’s sympathy to spare, he surely needs it, 
Though his chance of getting anything is 
slim. 

He is zero multiplied by minus zero— 

He’8 the fabricator of the strawless bricks; 

If he ever should aspire to be a hero, 

It is certain that the Fates would answer, 
“Nix!” 

The accountant, he is humble—yes, he’s humble! 
And compared with him the office boy’s a 
gent, 

While the janitor would curse and swear and 
grumble, 

If he had to balance ledgers to a cent. 

Oh, he makes a punk impression on the ladies— 
People wonder what they have accountants 
for! 

That today he’s all puffed up and proud as 
Hades, 

For they tell him he can help to win the war. 

DR. SURPLUS. 


WHAT’S THE USE! 

What’s the good of knowing 
That the sun shines on the sea, 
And the silvery waves are flowing 
Where the fish are gay and freet 
What’s the good of rustic beauty, 
What’s the good of country air! 
When you’ve got to ’tend to duty 
In a darned old office chair! 


- “WE KNOW THE STOVE REPAIR BUSINESS’ - 

WE WE 

Aw " igwc Stove and Furnace Repairs a ” y ™ nc 

%# IP I I 11 TE know your want* and can fill mail or - 

IWI ¥ Kim S. ImUHKNS Vv d«r» 99-100# correct and with dispatch. 

W W We can *upply part* for over 500,000 

STOVE AND FURNACE REPAIR WORKS different Stoves, Ranges and Furnaces from Spo¬ 
kane. IS years experience filling mail orders for 
We Furnish DUPLICATE ORDER BOOKS Free on Request Stove Repairs in Spokane. 

“We Know the Stove Repair Business” 

MYER S. RUBENS 3T< RS»AIR I Wrei?K^ l ' E 1009 W. First Ave., Spokane, Wash. 
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No. 204 Turner Torch 

r A strictly high grade torch sold 

under the maker’s guarantee. If 
■v { ^Sp y<m want be«t torches on the 
f jlfHgzgjl T^ et f ° r y0UT Work w 

No - 204, Quart Size, Each, $7.60 List 
^ Ask for Catalog No. A 

THE TURNER BRASS WORKS, SjfNlora, III., U. S. A, 


JL i QUALITY TALKS 

That is wh y c - * L- Tire Pots and 
Torches are so well known and ex¬ 
tensively used. They are first in qual- 
A jf- CTW ity ’ durability and heating efficiency. 

They will actually save you some of 
1 j i your bard-earned dollars, because they 
^ produce hotter flames, last longer and 
*>arn less fuel than any other make. 
Watch your 8tock - Be forehanded. 
Bach f 1 @j 90 A11 lead j n S Jobbers will supply at fac- 

Aak for Dis- tor y prices. Send for catalog—it's 
count free. 

Wm* « MMKRT MFC. CO, Detroit. Mich, 0. S. A. 


\ -'Mrft,,. 



In writing the 
company addrera 
Department HW. 


ARMSTRONf 

TOOLS 

Tools bearing th< 
name of the Arm 
strong Mfg. Co 
are superior mad< 
tools. Perfect ii 
construction, accu 
rate and depend 
able. 

The name of Arm* 
strong has evei 
stood for the best 
in service, quality 
and workmanship. 

Tools with an Sn- 
viable Guarantee. 

Send for our catalog of Gen- 
A"" 8 *™** Stocko and 
Of«s, Watoff Gas andStmam 
Fittmrg Tool s and Pipe 
Threading Machinee, 

THE ARMSTRONG 

MFG. CO. 

276 Knowlton St. 

Bridgeport, Coon. 



“I’m Nye 
the Die Man ‘ 


Save a Penny a Minute 
And Your Immortal Soul! 

They Cut Without Cuss Words 

cijrrrM k L U L """"Eo 

SEE i fc || SB 

_ NT ™ 


Made in All Sizes to Fit All Standard Makes R|' 
of Pipe Cutters 

THE NYE TOOL & MACHINE |WORKS 

108-128 N. Jefferson Street, Chicago, Illinois 
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HARDWARE WORLD—PLUMBING AND HEATING. 



AMERICAN STEEL WOOL 

The material for this window display is being 
supplied by the American Steel Wool Mfg Co., 451 
Greenwich St., New York City to retail dealers in 
prominent sections of any city in the United States. 

In and about New York City, these window dis¬ 
plays were a big attraction, and a great business 
puller, as it appeals to the patriotic American spirit. 
The center panel is one of the most beautiful window 
display signs ever produced. Size 22" by 42" in five 
colors, and shows a soldier cleaning his mess-kit with 
American Steel Wool. 

The solgan—“Help Him Keep His Mess Kit Clean— 
Send Him American Steel Wool’* appears on the sign. 

The United States Government has placed a large 
order for Steel Wool from the American Steel Wool 
Mfg Co., to be used by Our Boys in France for clean¬ 
ing their mess-kits, pots, pans, etc., but it is not being 
supplied to the Boys in the cantonments here. 

The window displays above shown was at 42nd 
Street and Fifth Avenue, and the sale of the goods 
during the display was enormous. 

There is a wide and promising field for the utiliza¬ 
tion of Steel Wool, especially by house keepers. More 
than a million housewives will learn the manifold uses 
of American Steel Wool through a smashing full page 
Advertisment. It is only one of a series of Advertise¬ 
ments that will appear monthly in the magazines read 
in the home. 

Merchants stocking and displaying the new and 
approved package will be sure to find it in ready and 
increasing demand. 


No man is really old until those pockets in 
which he once carried photographs, cigarettes 
and pressed flowers are filled with dyspepsia 
tablets. 


IT CANT BE DONE; HE DID IT! 

Somebody said that “it couldn’t be done,” 
But he, with a chuckle, replied 

That “maybe it couldn’t,” but he w T ould be one 
Who wouldn’t say so till he tried. 

So he buckled right in, with a trace of a grin 
On his face. If he worried he hid it. 

He started to sing as he tacked the thing 
That couldn’t be done—and he did it. 

Some scoffed: “Oh, you’ll never do that, 

At least no one ever has done it.” 

But he took off his coat and he took off his hat. 
And the first thing we knew he’d begun it. 

With the lift of his chin and a bit of a grin, 
Without any doubting or crying, 

He started to sing as he tackled the thing 
That couldn’t be done—and he did it. 

There are buyers who tell you it can’t be done; 
There are buyers to prophesy failure; 

There are buyers to enumerate one by one 
The jobs we are losing by insisting. 

But just buckle in with a bit of a grin, 

Then take out your price-book and go to it. 

Just start in to sing as you quote to him 

That “There’s one price to all”—and you 
win. 


LADIES, BEWARE 

Doctor—This is a very sad case, sir; very 
sad indeed. I much regret to tell you that your 
wife’8 mind is gone—completely gone. 

Peck—I’m not one bit.surprised. She’s been 
giving me a piece of it every day for the last 
fifteen years. 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION— 


Blank Bim Fire— 

Black 

Bmhla. 

22 Short. 

.$ .15 

$ ... 

82 Short . 

. .85 


82 S. A W.. 

. .55 


88 RAW. 

. .70 


88 Long Colt. 

. 1.20 


44 W. 0. F. 

. 1.60 

• • • 

Shot Bim Fire— 

22 Long . 

. .56 

.60 

92 Long . 

. 1.05 

... 

Shot Center Fire— 

82 & A W. 

. .96 


82 W. C. F.. 

. 1.80 

- 

88 S. A W.••«•••«•••• 

. 1.15 


88 W. 0. F........... 

. 1.50 


44 W. 0. F. 

. 1.60 

1.75 

44 Id* • • ••••eeeeee* 

. 1.60 

1.80 

44 Game Getter. 

. 1.60 

1.60 

Bim Fire. Ball— 

BB Caps. 

. .85 

.85 

CB Caps. 

. .45 

.45 

22 Short. 

. .25 

.80 

22 Short H. P. 

. .85 

.85 

22 Long . 

. .86 

.40 

22 Long H.P. 

. .40 

.45 

22 Long Rifle. 

. .40 

.45 

22 Long Rifle H. P.... 
22 W. & F. 

. .45 

.45 

. .50 

.65 

22 W. R. F., H. P. 

. .55 

.60 

22 Win. Ante. 


.55 

22 Win. Anto, H. P_ 


.66 

26 Short Stevens. 

. .60 


25 8tevens . 

. .80 


82 Short .. 

. .60 


82 Long . 

. .70 


88 Short. 

. 1.00 


88 Long . 

. 1.00 


41 Short. 

. 1.05 


Center Fire Pistol— 

22 Win. SS. 1.30 

1.50 

25 Colts Anto. 


1.85 

25-20 Single Shot. 

. 1.56 

1.75 

25-20 Win. 

. 1.35 

1.60 

25-20 Win HV . 


1.76 

7.68 MM-Manser . 


2.15 

7.65 MM-Manser . 


2.16 

9 MM-Luger. 

. 

2.80 

32 Colts Auto. 


1.85 

82 Oolts Short. 

. 1.00 

1.10 

82 Colts Long. 

. 1.15 

1.25 

82 Colts Police Positive 

. 1.16 

1.25 

82 8 . A W . 

. 1.00 

1.10 

82 8 . A W. Long . 

. 1.15 

1.25 

82-20 Marlin . 

. 1.40 

1.80 

82 Winchester . 

. 1.40 

1.80 

82-20 Win HV . 


1.80 

85 8 . A W. Anto . 


1.55 

88 Colts Anto . 

# #f f 

2.20 

88 Colts Short . 

. 1.25 

1.85 


88 Oolts Long. 1.80 1.50 

88 Oolts Polios Positive. 1.26 1.85 

88 S. A W. 1.20 1.80 

88 A A W. Speoisl.1.45 1.65 

88 Winchester . 1.66 2.06 

41 Oolts Short DA.1.80 1.50 

41 Oolts Long DA. 1.60 1.76 

44 Bull Dog. 1.26 

44 & a W. Anter.1.76 1.05 

44 S. a W. Bus.. 1.75 1.06 

44 8. a W. Speoisl. 1.00 2.10 

44 Webley . 1.50 

44 Winchester . 1.66 2.05 

45 Oolts . 1.05 2.10 

45 Oolts Anto. 2.50 

Oenter Fire Military 
and Sporting— 

22 Savage . 1.40 

250*8000 Savage. 1.05 

25*21 Stevens. 1.00 2.66 

25-26 Stevens. 1.00 2.56 

25- 85 Winchester. 1.20 

26- 85 Short Benge. 1.20 

26-86 Marlin. 1.20 

26 Bemington Bimleas. 1.20 

6 MM U. S. N. 1.85 

7 MM Special Manser. 1.85 

7.65 MM Bel Manser. 1.85 

8 MM Manser. 1.86 

0 MM Manser. 2.05 

80-80 Winchester. 1.85 

80 Bemington Bimleas. 1.25 

80 Government Bimlese. ... 2.05 

808 Savage. 1.25 

82 Bemington Bimleas. 1.25 

82-40 Winchester.1.05 1.20 

82*40 Winchester HV. 1.25 

82 Winchester Slf. Ldg. 2.45 

82 Winchester Special.. ... 1.86 

88 Winchester. 1.80 

85 Bemington Bimleas. 1.55 

85 Winchester. 1.05 

85 Winchester Slf. Ldg. 2.65 

851 Winchester Slf. Ldg. ... 2.85 

88-55 Winchester Lead.. 1.80 1.55 

88-55 Winchester HV. 1.65 

88-56 Winchester.1.80 1.55 

40-60 Marlin . 1.85 

40-60 Winchester.1.86 1.66 

40-65 Winchester . 1.86 1.66 

40-70 Winchester. 1.40 1.65. 

40-72 Winchester.1.40 1.65 

40-82 Winchester.1.40 1.65 

401 Winchester Anto. 1.65 

405 Winchester . 2.20 

45-60 Winchester. 1.40 

45-70-405 Government.. 1.40 1.60 

45-75 Winchester. 1.40 

45-90 Winchester.1.50 1.65 


SHELLS, LOADED— 

Winchester Repeater or Remington 
U. M. C. Nitro Club— 

12 3 drs. x 1 oz., 24 grs. x 1 

oz., drop shot.$1.25 

3 drs. x 194 oz., 24 grs. x 

1% oz. drop shot. 1.25 

8% drs. xl94 oz., 26 grs. 

x 194 oz., drop shot. 1.25 

8% drs. x 1% os., BB shot, 

drop shot . 1.80 

3% ars. x Buck shot, drop 

shot . 1.85 

16 2% drs. x % os., 22 grs. x 

% oz., drop shot. 1.20 

294 drs. x % oz., BB shot, 

drop shot. 1.25 

20 2% drs. x 94 oz., 18 grs., x 

94 oz., drop shot. 1.15 

Winchester Leader or Bemington 

U. M. C. Arrow— 

12 3% drs. x 1% os., 26 grs. x 

1 % oz., chilled shot.1.85 

3 94 drs. x 1% oz., 28 grs. x 

194 oz., chilled shot.% 1.40 

16 2% drs. x % oz., 22 grs. x 

% oz., chilled shot. 1.30 

20 2% drs. x 94 oz., chilled 

shot .. 1.25 

294 drs. x % os., chilled shot 1.35 
Trap Loads— 

12 3 drs. x 194 oz., 7 94 chilled 1.85 
8 94 drs. x 1% oz., 7 94 chilled 1.40 
Black Powder Loads— 

12 3 94 drs. x 194 oz., drop shot 1.05 
Caps and Primers— 

Percussion .80 

Mnsket Gaps. .16 

Primers, 100 in box.85 

Primers, 850 in box.80 

Empty Paper Shells—Blaok Pow.— 
18, 16, 20 Ga. par 100 ... 1.50 

10 Ga. per 100. 1.05 

For Smokeless Powder, Bepeater or 
Nitro Club— 

18. 16, 80, 88 Ga. per 

100 . 1.80 

10 Ga. per 100. 8.10 

Leader or Arrow ■ 

18. 16, 80, 88 Ga.. 8.80 

10 Ga. per 100. 8.40 

Empty Brass Shells— 

Best Qnal. 18, 16, 80, 

88, Bon 85. 8.75 

and Qnal. IS. 16, 80, 

88. box 85 . 8.10 

Wads— 

'Cardboard, box 850.80 

Black Edge, Beg., box 

850 ..50 

Black Edge, 94 in., 185 

in box.40 

Black Edge, 94 in.. 850 

in box. .80 


ADZES (UNHANDLED)—Carpenters, No. 80, 4 White, 08.86 
each; No. 30, 494 White, $8.25 each; No. 881, 3 94 Sierra, 
$2.75 ea.; No. 231, 4 Sierra, $2.75 ea.; No. 231, 494 Sierra, 
$8.75 each. Railroad, No. 80 B, 5 White, $8.50 each: No. 
80 B, 594 White, $8.50 each; No. 288, 5 Sierra, $8.00 
each; No. 283, 594 Sierra, $8.00 each. Ship, No. 44, 4 
White, $3.85 each; No. 44, 494 White, $8.85 each; No. 44; 
494 White, $4.00 each: No. 45, 494 White, $4.50 each; No. 
45, 5 White, $4.50 each; No. 285, 4 Sierra, $8.50 each; No. 
235, 494 Sierra, $8.50 each. 

AN0H0R8—Screws per 100, 8-16, $4.15; 94. $6.25. 
ANVTL8—Vulcan—No. 2, 20-lb., $6.50; No. 8, 80-lb., $7.50; 
No. 4, 40-lb., $8.75; No. 5, 50-lb., $10; No. 6, 60-lb., $11; 
No. 7. 70-lb., $12; No. 8, 80-lb., $18. Trenton—80 to 425 
lb., 2294c lb.; 70 to 79 lb., 23c lb.; 60 to 69 lb., 2894e 
lb.; 50 to 59 lb., 2494c lb. With Clip Horn, 2c per lb. 
extra. Columbia, All Steel—80 lbs. and over, 2094 c lb. 
ANTIMONY—Slab, 45e lb. 

APBONS—Carpenters—California Leg, $1.50; No. 18 Long 
Brown, $1.25; No. 2 Short Brown, 60c. 

ASBESTOS— 

Mill Board, 35c lb.; Cot, 40c lb. 

Paper, 85c 1b.; Cut, 40c 1b. 

Wieking, 94-lb. balls, 80c each. 

Wicking, 1-lb. lots, $1.50. 

Cement, per sack.$6.00 


AUGEBS—Greenlee Carpenters Nut, No. 67. 

Size . 94 % % ] 

Eaoh.$1.00 $1.00 $1.15 $1 

Size . 194 1% 

Each .$2.00 $2.85 $2. 

Greenlee Ship. 

16ths .8-10 11-12 18 

60 each .$1.60 $1.75 $1.75 

62 each . 1.96 2.00 2.00 

16ths . 17 18 19 

60 each .$2.15 $2.25 $2.80 

62 each . 2.50 2.65 2.60 

16ths . 28 24 25 

60 each .$2.86 $8.00 $8.80 

62 each . 8.50 8.60 8.65 

16ths . 29 80 81 

60 each .$4.40 $4.70 $5.00 

62 each . 4.70 5.85 5.95 

AXES—Boys* Handled, Bine Wing, $2.00 each; Pacemaker, 
$1.90. Hunters, 670, $1.50 each; 671. $1.50 each; 678, 
$1.65 each. Boy Scout, 655 8, $1.85 each * 655, 81.50 each; 
50 S (Sheaths), 50c each. Double Bit Unhandled, Dread- 
naught, 3-4, $2.75 each; Dreadnaught, 894*494. $2.75 each: 
Dreadnaught, 4-5, $2.75 each. Double Bit Handled, Tuff 
Temper, 3-4, $3.25 each; Tuff Temper, 3 94-494. $8.25 each; 
(Continued on Page 163) 


% 

$1.25 

2 

$2.65 

14 

$1.85 

2.15 

20 

$2.40 

2.80 

26 

$8.45 

8.76 

82 

$5.85 

6.26 


1 

$1.86 

294 

$4.00 

15 

$1.96 

2.20 

21 

$2.50 

8.15 

27 

$8.76 

4.10 


194 

$1.65 

8 

$8.00 

16 

$2.00 

2.25 

22 

$2.60 

8.15 

28 

$4.10 

4.40 
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BET AIL SELLING PBIOEfl—Continued. 


L. A G. ENAMELED WAKE— 


Oral Foot Botha. 

0 .$1.16 

150 . .60 

Drlnkinf Cups. 

08 _77. ...V.15 

110 .9.00 

Covered Bake Pans. 

1 . Tt | of 

150 .66 

111 .1.50 

1 . 1.40 

860 .66 

09 . .16 

1111 .1.10 

Round Bake Pans. 
90 .9 .40 

9 . 1.66 

460 . JO 

010 .90 

1141 . 1.46 

a .a.oo 

660. 1 M 

s _ T 15 

1161 1 76 

4 .1.60 

860 .. T _ - - 1 16 

g . Tf 90 

*181 . 9 OA 

80 .45 

Coffee Biffin*. 

0 .$ .80 

1060 1 50 

10 .., . T 10 

**oi . T t , T .. f y k 

40 .60 

I960 % 76 

11 ... ,16 

9**1 . . T . T . . T 1 76 

50 .56 

01 . T is 

1501 60 

Pieced Cups. 

10 .9 .15 

Milk Kettles. 

70 .9 .40 

60 .60 

00 .96 

*601 . f t 70 

Bed or Douche Pans. 
9 .91.00 

Bed Pans. 

1 .|3.OC 

010 . 1 06 

ftRAY DA 

090 _ l 10 


15 .10 

71 .60 

010 1 to 

Covered Buckets. 
6501 .91.05 

40 .80 

71 .65 


Straight Cups. 

0 .9 .10 

78 .76 


74 .90 

Bread Pane. 

1 .9 .95 

Coffee Bollor*. 

60 .81.10 

8501 . 1.40 

7A 1 Aa 

10601 . 1 TS 

6 .16 


1*601 * on 

110 .40 


11 .95 

tO . 1.16 

Rd. Dinner Buckets, 
nan n is 

Miners' Cup*. 

80 .9 .40 

89 .75 

84 .70 

11 .45 

60 . 1.60 

19 .. .55 

on t an 

Oblong Pans. 

09 .9 .85 

04 . . , 40 

100 .1.60 

040 . 1.15 

Measuring Cups. 

10 ..9 .90 

86 .1.05 

51 .66 

•01 . 1.16 

501 .1.15 

701 .. 1.40 

501 . 1.86 

After Dinner Cups A 
Saucers. 

10 . 9 .86 


01 an 

•01 . 1.66 

608 . 1.60 


o* 86 

901 .1.10 

1001 .1.76 

_Fiah Boiler*. 

Miners' Dinner 
Buckets. 

10 .61.60 

66 . 1.65 

Sponge Cake Pans. 
800 .9 .86 

Oblong Stove Pans. 

100 . T .1 .46 

Cups A Saucers. 

100 .9 .86 

Lipped Reserving 
Kettles. 

14 T 9 80 

110 .4.60 

111 6 00 

Acme Dinner Buckets 
140 .91.76 

10 .86 

400 .40 

19 t - T 86 

900 .’ .60 

1181 416 

140 .1.00 

Cuspidors. 

10 .9 .46 

is . . t 40 

800 .65 

190) r T * 76 

840 . 1.60 

10 . T . .50 

896 .76 

1111 6 60 

8401 . 1.65 

90 . Ttt T .66 

9* _ T . . T . T 66 

860 .86 

Ham Boiler*. 

Oral Dinner Buckets. 
14 .91.80 

BO .86 

94 .60 

400 .96 

Flaring Cocoa Shaped 
Dippers. 

16 .66 

496 . 1.00 

ITU .. . 6S.70 

81 .^1.60 

18 .80 

460 . 1.06 

176 .1.00 

Milk or Rio* Boilers 
If . t t os 

41 .1.80 

80 .90 

476 . 1.16 

Oblonf Dinner 
Buckets. 


81 .1.06 

500 . 1.16 

Genuine Ooooa 
Shaped Dippers. 

65 .9-60 

84 .1.15 

560 . 1.45 

16 ."l.OO 

86 .1.85 

Square Stove Pans. 
110 .9-88 

18 . 1.16 

10 . 1.86 

11 . 1.60 

Ill . 1.75 

111 . 1.86 

40 .1.00 

50 .8.00 

Oup Dippers. 

9 .9 .15 

Tea Kettles. 

10 .9 .75 

111 .75 

14 . 1.76 

Aurora Dinner 
Buckets. 

775 .91-86 

118 T _ S6 

16 .1.AO 

10 .80 

114 1 AA 

18 .1.60 

11 .. .86 

SO .80 

11 a i i a 

SB . r T _ T 8 00 

Flaring Dippers. 

40 .90 


141 . 1.00 

776 . 1.90 

875 . 1.90 

876 . 1.16 

Qismbers. 

i t an 

50 . 1.00 

118 1 40 

161 . 1.10 

181 . 1.16 

101 . 1.40 

m i of 

Q1U .*9 <Io 

Oil .80 

Oil .85 

Windsor Dippers. 

100 .9 AO 

•0 . 1.16 

70 . 1.15 

80 . 1.50 

90 . 1.75 

Square Jelly Cake 
Pans. 

99 .9 .80 

i on 

1 «4 JKK 

070 . 1.00 

100 . .86 

If 1 1 If 

its .. .no 

m mm 

110 . ,80 

080 . 1.16 

90 .95 

111 r . 1 76 

s 86 

111 .86 

090 . 1.60 

Jelly Cake Pans. 

8 .9 .15 

am a an 

Chamber Oorers. 

1 .9-86 

134 _. T an 

114 .40 

160 . 1.15 

61 105 

Oblong Soap Dishes. 
50 .9-80 

170 . 1.45 

9 . .15 

5934 . 1.16 

180 .1.66 

10 .90 

58 .1.10 

6834 . 1.85 

64 _ T .1 60 

1 . .86 

8 .40 

Wall Soap Dishes. 

00 .9 .80 

190 .. 1.00 

Deep Ladles, 
so _ . T 8 70 

69 . .80 

70 . .80 

66 .1.00 

Colanders. 

1 .9-60 

060 . .10 

Sink Drainers. 

7 .9 .60 

100 .96 

Mountain Cake Pans. 
7A 9 90 

68 .1.60 

no. 15 

SOI - T » 1 16 

1 .60 

i*n 80 

<70 W «A 

611 ^4.l 16 

8 .75 

40 .40 

91 26 

1(1 9f 

611 .1 IS 

104 .60 

Orff*, nuki. 

10 .$ .50 

Round Coffee Flasks. 
110 .9 .66 

loi 25 

Oval Dish Pans. 

15 .91.50 

58134 . 1.50 

541 . 1.65 

105 .60 

806 .70 

111 . *.80 

111 .85 

661 .1.16 

681 .1.76 

407 .85 

Child's Commodes. 

Soup Ladles. 

** | 20 

11 .2.00 

110 .75 

Dish Pans. 

80 .9 .06 

8ml*. Bowls. 

••10.9 .10 

1 .9 -46 

Covered Commodes. 

5 .91.50 

Pieced Funnels. 

01 . .80 

80.. 95 

88 . 10 

100 . 1 00 

11-14 . .16 

n* fn 

Graduated Measuree. 

11 . r f to 

i4n 116 

16.80 

Odorless Commodes. 

6 . |1 fS 

08 .86 

170 . 1.86 

18 .85 

04 .40 

(No Lip.) 

Oil ....8.45 

*10 . 1 66 

10 .40 

11 .46 

Oombineta. 

05 .55 

06 .66 

800 . 9.85 

400 . 9 60 

14 .50 

16 .60 

18 .70 

40 .98.96 

Pot Covers. 

4 DIR 

Fruit Jar Fillers. 

10 .9 .95 

Standard Measuree. 

01 .9 .15 

01 . .80 

101 .96 

141 . 1.05 

1VI 1 AC 

80 .86 

414 1(| 

Berlin Kettles. 

09 .9 .65 

08 .40 

Rinsing Pans. 

08 .9 .85 

010 .95 

Soup Bowl*. 

115 .9 .16 

Wash Bowls. 

16 .9 .85 

6 1R 

04 .60 

514 .15 

a ik 

08 .66 

04 .75 

06 .65 

06 .95 

836 . llO 

7 fA 

06 .86 

06 .90 

Jelly Moulds. 
ada a •* 

012 . 1.00 

014 .1.05 

017 .1.25 

Lipped Fry Pans. 

OA n nn 

18 .40 

80 .46 

*a jca 

734 . .85 

8 .85 

08 . 1.16 

010 .1.86 

Children's Mugs. 

8 .. 0 T fO 

84 .60 

834 . .85 

A |A 

Oil .65 

5 .15 

80 .9 .80 

81 .86 

86 .70 

V ...BU 

014 an 

081 .75 

Chamber Palls. 

1 .91.40 

82 .40 

Oorered Bucket*. 

ID B BR 

V* .. 4W 

f n fa 

041 .90 

88 .45 

t a 14 aa 

051 . 1.00 

1 . 1.50 

84 .50 

11 - - 40 

11 *6 

061 . 1.15 

8 . 1.75 

85 .00 

tl 14 46 

11 14 aa 

081 . 1.40 

4 .1.00 

86 .95 

of r - an 

11 40 

0101 . 1.65 

16 .1.15 

National Fry Pans. 
40 a aa 

ts. an 

1*14 . 46 

0111 . 1.85 

80 .1.85 

14 .70 

18 .50 

Convex Kettles. 

Ill .91.06 

Water Palls. 

110 .91.15 

50 .16 

16 .85 

1834 .80 

51 .46 

19 .1.00 

14 .76 

114 . 1.16 

119 . 1.96 

5* .60 

80 .1.16 

1434 .85 

116 . 1.60 

114 . 1.60 

58 .. T .68 

81 . 1.80 

15 . 1.00 

118 . 1.75 

116 . 1.86 

1 54 .65 
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RETAIL SELLING PRICES—Continued 


55 .70 

Lipped Samoa Pans, 

9 .$ .25 

Soup Plates. 

58 .$ .25 

1450 . . T . - - T 1 60 | 218 A 00 

56 .75 

1650 . T 1 90 224 7 5Q 

Muffin Pans. 

406 .$ .45 

408 .55 

409 .66 

10 .' .30 

59 . .80 

lftSO __2 «6 1 23ft _ .. o nn 

12 .. .80 

60 .85 

Berlin Sauce Pots. 

02 .$ .55 

03 .65 

812 . . 9 00 

14 .85 

Coffee Pots. 

2ft .$ .55 

318 12 00 

16 .85 

824 . 16 00 

ift an 


412 .75 


8 .’ .60 

04 .75 

Bread Raisers. 

10 .$1.75 

Cora Oaks Pans. 

706 .$ .55 

54 85 

& .65 

05 .85 

24 60 

15 .65 

06 .90 

26 66 

25 .75 

08 . 1.15 

14 .'2.00 


2ft 80 

85 .85 

010 . 1.40 

17 .2.25 

709 .75 

no 0$ 

45 .90 

012 . 1.65 

21 .2.75 

712 ..86 

Milk Pans. 

Straight Sauee Pans. 
250 .$ .55 

55 . 1.05 

021 .65 

101 .2.00 

21% .55 

031 .75 

141 .2 25 

31 .60 

041 .90 

171 .2.75 

00 $ 20 

0 20 

850 .65 

51 .65 

051 . .. 1.00 

061 . 1.15 

211 . 8.25 

11 25 

450 .80 

151 .75 

Nesco Perfect 
Roasters. 

150 .$2.50 

■«; 

650 . 1.00 

251 .85 

081 . 1.85 


Shallow Stew Pans. 

8 .$ .80 

851 .90 

0101 . 1.65 


451 . 1.00 

0121 . 1.85 


551 1 16 

Convex Sauce Pots. 

180 . 3.25 

40 .40 

50 .50 

4 .85 

05 .90 

200 . 4.20 

60 .55 

80 .65 

loo ., . .70 

6 .50 

Deep Stew Pans. 

14 .$ .35 

16 .85 

015 1.00 

025 1.15 

035 . 1.20 

414 ......... $1.05 

214 . 1.25 

216 . 1.50 

218 . 1.75 

220 . 2.00 

222 2.50 

Grocers' Scoops. 

2 . $.40 

3 50 

120 .85 

Pudding Pans. 

60 .$ .26 

1 045 . 1.85 

055 . 1.50 

4 .55 

5 .65 

18 .40 

20 46 

0151 . 1.05 

2121 . 1.20 

2141 . 1.40 

20 .55 

100 .25 

22 .50 

! 0251 . 1.16 

40 .85 

150 .80 

Molasses Pitehers. 
601 .$ .55 

0351 . 1.80 

2181 .2.00 

50 . 1.00 

son fta 

0551 1 KK 

2201 . 2.25 

Flat Skimmers. 

400 40 

Convex Water 
Pitchers. 

401 $ 60 

Tea Pots. 

00 .$ .50 

2221 . 2.75 

9 .$ .20 

son .. nn 

Oval Sauce Pots. 

10 . .20 

600 .55 

11 .25 

800 .65 

402 .., 65 

Oi . .55 

3 '2 25 

12 .25 

1000 .70 

403 . 75 

0 .65 

4. j 50 

Spittoons. 

2on $ 85 

Pus Pans. 

1 .$ .50 

2 .55 

3 .65 

404 .85 | 

10 .70 

20 . 2 25 

405 .90 

20 .80 

80 . 2 50 

300 110 

406 . 1 00 

30 .85 

40 ., 2 75 

Club Spittoons. 

100 .$1.25 

. Water Pitchers. 

5 .$1.00 

40 .95 

CA | or 

Straight Sauce Pots. 
014 . $ 50 

an 78 

001 .60 1 

Oil .65 

01% 70 

Hotel Spittoons. 

150 .$2.50 

Basting Spoons. 

10 .$ .15 

12 30 

Berlin Sanea Pans. 

02 .$ .55 

03 .65 

10 . 1.15 

016 ... 65 

20 . 1.25 

018 , . . 70 

0 ., 70 


1 .80 

, 101 .80 

022 . 1.00 

04 .75 

201 .85 

05 .85 

aa 08 

2 .90 

8 . 1.05 

801 .95 

Ant i ae 

024 . 1.25 

026 . 1.50 

14 .20 

08 . 1.15 

4 . 1.20 

ft 4 nn 1 

4U1 . l.UO 

501 . 1.15 

028 . 2.00 

AOA A Ag 

16 .20 

18 .25 

010 . 1.85 

Pitchers A Bowls. 1 

100 .$1.55 I 

200 . 1.75 

1000 .05 

UoO .2.25 

082 . 2.50 

80 . 1.25 

100 . 1.50 

Steamers. 

7 .: .$1.15 

8 . 1.35 

012 . 1.65 

021 .65 

1010 . 1.00 

1020 . 1.15 

(U1 78 

inan i 

041 on 

Dinner Plates. 

10 .$ .25 

20 gn 

1040 1 40 

120 . 1.75 

160 . 2.25 

200 . 2.75 | 

801 . 1.40 

1001 . 1.75 

1 1201 . 2.00 

1601 2.50 

2001 . 8.00 

9 . 1.50 

051 . 1.00 

061 . 1.15 

1 1050 . 1.55 

2000 . 1.00 

Tea Steepers. 

2. $ 50 

081 . 1.40 

21 35 

2010 . 1.10 

3 . 55 

0101 1.65 

0121 1.85 

Comb. Dbl Sauce 
Pans. 

1 $1.50 

Pie Plates. 

27 .$ .20 

28 .20 

2020 . 1.20 

2030 1.35 

2040 1.45 

2050 1.65 

Tireless Cooker Pots 

420 .$ .85 

020 . 1.15 

Handy Strainers. 

140 .$ .15 

Gravy Strainers. 

2. $ 35 

29 .25 

Covered Stove Pots. 

j 706 .$1.25 

1 707 . 1.50 

1 708 . 2 00 

30 pn 

Jelly Strainers. 

20 .$ .80 

Cake Turners. 

13 $ 15 

11 . 1.75 

Comb. Triple Sauce 
Pans. 

10 .$2.25 

81 85 

89 25 

40 .30 

41 35 

820 . 1.40 

709 . 2 50 

1420 1.25 

1620 . 1.60 

1820 1.90 

450 115 

7061 1.50 

7071 1.75 

7081 . 2.25 

7 0 Q1 9. 7^ 

101 . 2.50 

Lebanon Pie Plates. 

47 .$ .25 

48 .25 

14. 20 

8auce Pans. 

162 .$ .55 

Female Urinals. 

1 .$2.00 

163 .60 

49 .30 

650 1 55 

Soup Stock Pots. 

212 .$4.50 

Male Urinals. 

2 .$1.85 

104 . .70 

50 . an 

850 . 1.85 



(Continued from Page 161) 

Tuff Temper, 4-5, $3.50 eaeh. Single Bit Handled, Blue Wing, 
3-4, $3.00 each; Blue Wing, 3^-4^, $3.00 each; Blue 
Wing. 4-5, $3.00 each; Dreadnaught, 3-4, $2.75 each; Dread- 
naught. 3%-4*4. $2.75 each; Dreadnaught, 4-5, $2.75 each; 
Bluebird, 3-4, $2.75 each; Bluebird, 3%-4%, $2.75 each; 
Bluebird, 4-5, $2.75 each; Pacemaker, 3-4, $2.75 each; Pace¬ 
maker. 3%-4%, $2.75 each; Pacemaker, 4-5, $2.75 each; 
Tuff Temper, 3-4, $2.75 each; Tuff Temper, 3%-4%, $2.75 
each; Tuff Temper, 4-5, $2.75 each; Quaker City, 3-4, $2.75 
each; Quaker City, 3^-44, $2.75 each; Quaker City, 4-5, 
$2 75 each; Old Forge, 3-4, $2.50 each; Old Forge, 3%-4%. 
$2.50 each; Old Forge, 4-5, $2.50 each; Freighters, 3-F, 
$2.50 each. 


BABBITT—rricuuuieBB, 35e lb.; Magnolia, 45c lb.; No. 4, 25c 
lb.; No. 1, 30c lb.; No. A, $1.30 lb.; Challenge. $1.25 lb.; 
Special Motor, $1.10 lb.; Excelsior, 30c lb.; Acme, 65c lb.; 
XXXX Nickeled, $1.40 lb. 

BARS—Crow, Pinch Point No. 10, 15e lb.: Wedge No. 16, 
15c lb.; Lining No. 30, 15c lb.; Digging No. 580, 25c lb.; 
Tamping No. 25, 15c lb.; Claw No. SO, 18c lb. Ripping or 
Wrecking, Goo so Neck No. 3657—% x 18, 50c each; Goose 
Keek No. 3659—% x 24, 75c each; Goose Neck No. 3662— 
\ x 24, 90c each. 

BATTERIES DRY CELL—Columbia, No. 6, 45c each: No. 6*8, 
45 c Me h* No. 16, $1-40 each. Red Devil or Red Label, No. 
6-D 45c'each. Hot Shot Multiple, No. 1562,$3.00 each; 
So 1662 $3 35 each. Ever Ready same price as Columbia. 


BIBBS—Compression— 

Plain 1112—%-jnch Rough, $1.00 each; %-inch, $1.25 each; 
%-inch. $1.75 each; 1-inch, $3.50 each. 

112— Vi-inch Finished, $1.25 each; %-inch, $1.50 each; 
%-inch. $2.25 each; 1-inch, $4.25 each. 

0112—Vi-inch Nickel-plated, $1.50 each; %-inch, $1.7*5 
each; %-inch, $2.50 each; 1-inch, a. 50 each. 

Hose 1113—%-inch Rough, $1.10 each; %-inch $1.40 
each; %-inch, $1.90 each; 1-inch, $3.75 each; 1 Vi-inch 
$7.00 each; 1 Vi-inch, $9.00 each. 

113— %-inch Finished, $1.50 each; %-inch, $1.85 each; 
%-inch. $2.40 each; 1-inch $4.50 each. 


0113—%-inch Nickel 
each; %-inch, $2.75 

ITS—Auger 

plated, 

each. 

$1.60 each; %-inch, 

$1.85 

Size 16ths. 8 
31—List. 

4-8 

9*10 

10-12 

13-14 

14-16 

18 

20 

Doz.. .. 6.00 
31—Sell. 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

Each... .45 
100 —List. 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

Doz.. . . 6.00 
100 —Sell. 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

Each. . . .45 

101—List. 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

Doz. 

101 —Sell. 

5.00 

6.00 

7.00 

8.25 



... 

Each. 

.40 

.45 

.60 

.75 

... 

.. . 

... 
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HARDWARE WORLD 

RETAIL BELLING PRICES—Continued 


BITS—Auger—Continued. 


Sise 16tns. 

8 

4-6 

7 

8 

9 

10 

11-13 

18-14 

85—List. 
Dos.... 
85—Sell. 

4.50 

4.00 

4.50 

5.00 

6.50 

6.00 

7.00 

8.00 

Each. .. 

.80 

.25 

.80 

.85 

.40 

.45 

.50 

.60 

Sise 16ths. 




15-16 

17-18 

20 

22 

24 

35—List. 

Dos. 

85—Sell. 




. 9.00 

10.50 

12.00 

18.60 

15.60 

Each.... 

.... . 



.75 

.70 

.§5 

.95 

1.00 

Sise 16ths. 

4-6 

7 

8 

9 

10 

11 

13 

12 

47—List. 

Dos.. .. 
47—Sell. 

9.00 

10.00 

11.25 

12.50 

18.75 

15.00 

16.36 

17.50 

Each... 

.45 

.65 

.75 

.90 

.95 

1.00 

1.10 

1.16 

Sise 16ths. 






14 

15 

16 

47—List. 
Dos. ... 
47—Sell. 






19.00 

30.60 

22.00 

Each .. 






1.20 

1.20 

1.46 

Sise 16ths. 

5-8 

9 

10 

11 

12 

18 

14 

16 

58—List. 









Dos. ...11.25 

12.50 

18.75 

15.60 

16.25 

17.50 

19.00 

20.50 

58—Sell. 









Each... 

1.85 

1.60 

1.66 

1.80 

1.90 

1.95 

3.86 

2.45 


Solid Center, in Seta—11134, 91.00 set; 15, $9.55 aet; 26, 
$5.40 aet; 85, $7.00 aet; 85 0. $5.00 aet. 

Irwin, in Seta—58, $4.00 aet; 55. $4.75 aet: 55 O, $5.00 aet. 
Rneaell Jenninga, In Seta—452034* $4.90 aet; 4682M, 
458234 0, $8.25 aet; 472034. $5.10 aet. 

BELLS—Kentucky Cow—No. 0, $1.00 eaeh; No. 1, 85c each; 
No. 2, 75e each; No. 8, 55o each; No. 4, 45e eaoh; No. 5, 
85© each; No. 6, SO© eaoh; No. 7, 25e eaoh. 

BELLS—234*inch, Nonpareil, 60e each; 3-inch. Nonpareil, 70e 
each. 

BEVELS—Sliding T—No. 18: 6 -Ul, 75e 8-in., 90e; 10-ln., 
$1.00. No. 25: 6-in.. 50c; 8-la., 55o; 10-ln., OOe; 12-in.. 
65e; 14-in., 75c. 


BLOCKS—Wood Tackle. 

Com. Com. Com. Pat. Pat. Pat. 

Sngl. Dbl. Triple Sngl. Dbl. Trpl. 

8-inch .$ .80 $1.45 $1.90 $1.20 $2.20 $8.20 

4- inch.95 1.75 2.85 1.80 2.50 8.60 

5- inch . 1.00 1.90 2.50 1.40 2.80 8.85 

6- inch . 1.20 2.20 8.20 1.65 8.15 4.85 

7 inch . 1.45 2.65 8.85 1.65 8.65 5 50 

8-inch . 1.80 8.10 4.66 2.60 4.60 6 60 

10-inch . 8.00 4.90 6.85 8.85 6.60 9 85 

12-inch . 4.86 8.25 11.70 5.80 10.00 14.60 

BLOCKS—Steel Tackle 

Sise Single Double 

8-lnch ..$ .90 $1.60 

4- inch . 1.00 1.85 

5- inch . 1.10 2.00 

6- inch . 1.25 2.25 

8-inch . 1.85 8.26 

10-inch . 8.00 5.00 

BLOCKS—Wood Snatch. 

6-inch .$8.00 

8-inch . 4.85 

10-inch . 6.35 

12-inch .•. 7.60 

BLOWERS—No. 400 Champion, $85.00; No. 40 Lancaater, 


$20.00; Royal. 880.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.00 each; No. 14, Holdfast, 
$2 00 each; No. 10, Springer, 60x15 in. aleere board. 
$8.00 each; No. 20, Springer, 54x18 in. aleere board, 
$2.75 each; No. 80, Springer, 54x18 In., no aleere board, 
$2.25 each; No. 40, 8pringer, 50x12 in., no aleere board, 
$2.00 each. 

Without Table (Skirt Boarda)—4 foot, 75c each; 5 foot, 
$1.00 each; 534 foot, $1.25 each; 6 foot, $1.50 eaeh. 
BOARD8. STOVE— 

Paper Lined—No. 45—18x18, 85c each; 24x24, $1.00 each: 
20x20. $1.10 each; 2Hx28, $1.25 each; 30x30, $1.50 each; 
32x32. $1.85 each; 30x30, $2.25 each. No. 125—24x36, 
$1.60 each; 26x30, $1.65 each; 28x34, $1.85 each; 30x36, 
$2.15 each; 32x42, $2.75 each. No. 200—18x18, 90c 
each; 24x24, $1.05 each; 26x26, $1.25 each; 28x28, $1.40 
earh; 30x30, $1.60 each; 32x32, $1.90 each; 36x36, 

Wood Lined—No. 80—24x21. $1.75 eaeh; 26x26, $2.10 

each; 28x28, $2 35 eaeh; 3ox30. $2.75 each; 33x33, 

each; $3 25 each; 36x36, $3.75 each. No. 90—24x36, 
$2.40 each; 26x32. $2 40 each; 28x34. $2.75 each; 30x38, 
$3,25 each; 32x42, $3.75 each 
BOARDS. WASH—Toy No. 815. 30c each; Single Zinc No. 
H20, 55c each; 980, 60 each; 983, 5oe each ; Double Zinc 
No. 93 1. 90c each; Brass No 801, $1.05 each; Blue En- 
nainel No. 964, 85c each; Glasa No. 963, 80c each. 
BOLTS— 

Carriage— Contractors. Retail, by dot. 

Small .Plus 10% Plus 60% 

Large .Pins 36% Pins 59% 

Machine— 

Small .Plus 16% Plus 60% 

Large .Plus 25% Pins 50% 

Stove Bolts, 80% off List. 

Stud . 


BOLTS— 


Common Carriage—3-16& M-in. 5-16-in. M-in. M-in. 

Dos. 100 Dos. 100 Dos. 100 Dos. IOC 


l'lfc 



.20 

1.00 

.25 

1.40 

.30 

1.90 .55 

8.72 

2 



.20 

1.10 

.25 

1.52 

.80 

2.06 .55 

8.72 

2K 



.20 

1.20 

.80 

1.64 

.85 

2.22 .60 

8.81 

8 



.20 

1.80 

.80 

1.76 

.85 

2.88 .60 

4.02 

3% 



.25 

1.40 

.80 

1.88 

.40 

2.54 .65 

4.81 

4 



.25 

1.50 

.80 

2.00 

.40 

2.70 .70 

4.61 

4% 



.25 

1.60 

.85 

2.12 

.45 

2.86 .75 

5.0C 

5 



.25 

1.70 

.35 

2.24 

.45 

8.02 .80 

5.8C 

5M 



.30 

1.80 

.40 

2.86 

.50 

8.18 .85 

5.62 

6 



.80 

1.90 

.40 

2.48 

.50 

3.84 .85 

5.94 

6% 



.85 

2.15 

.45 

2.80 

.55 

8.72 .90 

6.26 

7 



.35 

2.40 

.45 

8.11 

.60 

4.10 .95 

6.59 

7H 



.40 

2.75 

.50 

3.24 

.65 

4.82 1.00 

6.90 

8 



.40 

8.05 

.50 

8.87 

.65 

4.54 1.05 

7.20 

m 



.. 

. , 

.55 

8.51 

.70 

4.72 1.10 

7.37 

9 



, . 

, , 

.55 

8.65 

.75 

4.90 1.15 

7.54 

9% 



, , 

, , 

.60 

3.79 

.80 

5.08 1.20 

8.02 

10 



. . 


.60 

8.92 

.80 

5.27 1.25 

8.50 


BOLTS— 

Machine Square Head and Nnt— 



M-in. 

5-16-in. 

M-in. 

7-16-in. 


Dos. 100 

Dos. 100 

Dos. 100 

Dos. 100 

11M. 

. .25 1.7# 

.80 2.00 

.85 2.40 

.40 2.86 



M-in. 

M-in. 

M-in. 



.60 3.68 

.80 5.86 

1.20 7.85 


M-in. 

6-16-in. 

M-in. 

7-16-in. 

2 . 

. .25 1.78 

.80 2.12 

.85 2.66 

.45 8.06 



M-in. 

M-ln. 

M-in. 



.65 8.78 

.85 5.69 

1.80 8.42 


Min. 

5-16-in. 

M-in. 

7-18-in. 

2M... 

, .80 1.86 

.85 2.24 

.40 2.72 

.50 8.27 



M-in 

M-in. 

M-in. 



.70 4.10 

.9(1 6.89 

1.40 8.99 


M-in. 

5-16-in. 

M-in. 

7-16-in. 

8 . ... 

. .80 1.94 

.85 2.86 

.40 2.88 

.65 8.47 



M-in. 

M-in. 

M-ln. 



.70 4.47 

.95 6.08 

1.45 9.55 


Min. 

6-16-in. 

M-in. 

7-10-in. 

8%... 

. .80 2.02 

.40 2.48 

.45 8.04 

.55 8.67 



M-in. 

M-in. 

M-ln. 



.75 4,78 

1.05 6.66 

1.55 10.10 


Min. 

5-16-in. 

M-ln. 

7-16-in. 

4. 

. .80 2.10 

.40 2.60 

.45 8.30 

.60 8.88 



M-in. 

M-in. 

M-in. 



.80 5.00 

1.10 7.24 

1.60 10.66 


Min. 

6-16-in. 

M-in. 

7-16-in. 

4%... 

. .85 2.20 

.45 2.75 

.50 8.40 

.65 4.08 



M-in. 

M-in. 

M-in. 



.85 5.26 

1.15 7.63 

1.70 11.22 


Min. 

5-16-in. 

M-in. 

7-16-in. 

5. 

. .85 2.80 

.45 2.90 

.60 8.59 

.70 .428 



M-in. 

M-in. 

M-ln. 



.85 5.58 

1.20 8.01 

1.80 11.78 


M-in. 

516-in. 

M-in. 

7-16-in. 

5%... 

. 40 2.89 

.50 8.02 

.55 2.75 

.70 4.49 


M-in. 

M-in. 

M-in. 



.90 5.80 

1.25 8.40 

1.90 12.84 


M-in. 

5-16-in. 

M-in. 

7-16-In. 

6. 

. .40 3.47 

.50 8.14 

.60 8.91 

.75 4.70 



M-in. 

M-in. 

M-ln. 



.95 6.06 

1.80 8.79 

1.95 13.90 


M-in. 

5-16-in. 

M-in. 

7-16-in. 

6%.... 

. . 

.55 8.27 

.65 4.0T 

.80 4.90 



M-in. 

M-in. 

M-in. 



1.00 6.88 

1.40 9.17 

3.10 18.46 


Min. 

5-16-in. 

M-in. 

7-16-in. 

7. 

. 

.55 8.89 

.65 4.34 

.85 5.10 



M-in. 

M-in. 

M-ln. 



1.00 6.59 

1.45 9.56 

2.20 14.08 


Min. 

516-in. 

M*in. 

7-16-in. 

8. 

• • • • • • • • 

.60 8.68 

.70 4.59 

.90 6.51 



M-in. 

M-in. 

M-ln. 



1.10 7.12 

1.60 10.84 

2.85 15.16 


M-in. 

5-16-in. 

M-in. 

7-16-in. 

9. 

. 


.75 4.90 




M -In. * 

M-in. 

* * M -In. „ 



1.15 7.65 

1.75 11.12 

3.50 16.27 


Min. 

5-16-in. 

M-in. 

7-16-in. 

10. 

. 

. 

.80 5.33 

.... 



“Min'* 

Min. 

* M -in. 



1.20 8.18 

1.85 11.89 

3.65 17.40 * 


Min. 

5-16-in. 

M-ln. 

7-16-in. 

11. 



.85 5.55 




‘"Min.*’ 

M-ln. 

’M-in"*’ 



1.80 8.71 

1.95 12.67 

2.80 18.51 


M-in. 

5-16 in. 

M-in. 

7-16-in. 

12. 

• • • • * • • 

... .... 

.90 5.87 

. 



M-in. 

M*in. 




1.40 9.24 

2.05 18.44 

8.00 19.68 ^ 

18 


1.50 9.77 

2.20 14.22 

8.20 20.75 

14 


1.60 10.30 

2.80 15.00 

8.40 31.88 

15 . .. . 


1.70 10.88 

2.40 15.77 

8.60 33.00 

1 « ... 


1.75 11.36 

3.50 10.54 

3.80 24.18 


a 


Plaa 90% 


Pins 60% 


Digitized by LjOOQie 






















































HARDWARE WORLD 

BETATL SELLING PBIOES—Continued. 


BOTTLES V tcaom. 


.$1.75 


Thermos. Universal. 


lOq 

11 . 

11 Q . 

ifV::::::::::::::::::::::::: 

15. 

i 5 ?.:::::::::::::::::::::::::: 

. 

Fillers-Thermos end Universal. 

% Pint . 

1 Pint . 

1 Quart . 

Lunch Kits— 

891 A 395. 

892 A 895. 

893 * 897. 

894 A 898. 

BRACKETS-Shelf— 


2.75 

2.00 

8.25 

2.25 

8.50 
2.75 
8.00 

4.50 

8.25 
5.00 


61 

62 

21 

22 

71 

72 

91 

92 
81 
82 


Thermos. 
...$ 8.00 
... 8.25 410 

... 8.50 510 

... 4.25 


Gooden— 

Each 

Stanley— 

Each 

285 . 

. 19.90 

50% . 

. 10.50 

305 . 

. 20.00 

246 . 

. 22.00 

306 . 

. 22.00 

358 . 

.25.00 



460 . 

. 30.00 

Langdon— 


Star— 


72 . 

. 19.50 

40 .. .. 

. 8.75 

73 . 

. 20.50 

41 . 

. 4.25 

74 . 

. 23.00 

Steam's Perfection— 

75 . 

. 24.00 

20 . 

..... 8.25 

ADS-Wire. 

Bulk per lb. %-Ib. pkgs. 

K*lb. pkgs. 

Vk A % inch .- 

-$ .80 

$ .15 

$ .10 

% to 1 % inch . .. 

.... .20 

.15 

.10 

la to 1 inch . 

.15 

.15 

.10 


BRASS—Sheet-Soft, per lb., 90c; Half Hard, 85c; Sign, 

Spring. $1.10. 

BREAD AND CAKE MAKERS—Universal—No. 1, 

No. 4, S3.75 each; No. 8, $4.50 each; No. 44, 

BRIGHT WIRE GOODS— 

Gate Hooke end Eyes 


80s; 

each; 
8.25 each. 


$8.75 

$8 


40. . 
1040.. 
BROOMS- 


Dos. 

Doe. 


1* 

.20 

.85 


2 2 % 8 
.25 .80 .40 

1.10 1.25 1.65 

Household 


8 % 

.45 

2.00 


4 

.55 

2.25 


No. or Brand 

0 Toy. 

00 Toy. 

Axtec . 

Cortez. 

Verde . 

Each 

.30 

-1.00 

- 1.10 

- 1.25 

* • • . 1.15 

No. or Brand 

Pima. 

Navajo . 

Warehouse . 

10 . 

229 . 

230 

Each 

_ 1.50 

_ 1.30 

- 1.35 

. . . . 1.20 

.65 

... 9Q 

Apache . 

- 1.25 

Puah or 

8treet 


114 B.- * ♦ 

* • • . 1.25 

262 . 

. . . 1 85 

116 B. 

120 . 

- 1.40 

• • • • 1.00 

253 . 

264 . 

... 1.50 
. . . 1.75 

121 .... - 


266 . 

. . . .85 

122 . 

• • • • 1.85 

258 . 

. . . 1A0 

123. 


260 . 

... 1.60 


BRUSHES- 

Casting 

3. 

5* . 

7. 

10 . 

15 . 

Counter 
15 . 


.60 

.60 

.65 

.80 

.65 


or 


17 

20 

7 


Dusting 

. .70 

. .90 

1.00 


Floor or Garage 


1.75 

.90 


14 . 

. 1.15 

16 . 

. 1.30 

112 . 

. 1.50 

114 . 

. 1.70 

116 . 

. 2.00 

214 . 


216 . 

. 1.85 

218 . 

. 2.10 

220 . 

. 2.40 

224 . 

. 3.00 

812 . 


314 . 

. 1.60 

316 . 

. 1.85 

614 . 

. 4.00 


$1.75 

2.75 

2.00 

8.25 

2.25 
8.50 
8.00 
4.60 

8.25 

6.00 


616 

618 


Hand or Nail 

Daisy. 

Windsor. 


4.75 

5.5u 


_$1.25 

-1.60 

_2.60 

Universal. 
810 $8.25 


8.50 

8.76 


Collie . 

Hound . 

Mastiff 
Pointer 
Spaniel 
St. Bernard . 
Shoo Fly . . . 
Wolf . 

72 . 

73 . 

73 P. 

800 . 


Horse 


240 

310 


Japanned— 

Pair 

B. P.— 

Pair 


8x 4. 

... $ .90 

Bx 4_ T . 

.$ .gfi 

1 

4x6 . 

..." .26 

4x 6. 

. 40 

2 

6x 7. 


5x 7. 

.60 

3 

6xS. 

.. ,40 

6x B. 

.65 

4 

7x O. 

... .45 

7r 9. 

.76 

5 

8x10. 

• • • .50 

8x10. 

.BO 

6 

10x12 . 

... .65 

10x12 . 

. 1.00 


12x14 . 

... 1.00 

12x14 . 

. 1.25 


16x18 . 

... 2.25 

N.P. A 0.0. 

same as B.P. 

151 


Kalsomine 


Marking 


.05 

.10 

.95 

.70 

.65 

.50 

.35 

.90 

.45 

.70 

.40 

.55 

.50 

.70 


5.50 

1.75 


.10 

.10 

.10 

.15 

.15 

.15 


165 


Scrub 

Alligator.40 

Bird .45 

Boston .30 

('at .30 

Crusier.35 

Duck.25 

Gem .20 

Goose .35 

Hub. 35 

Monitor.40 

Mouse.20 

Rat 


501 

510 

512 

601 

604 

00 

2 

14 

21 

22 

88 

214 

608 


.Jo 

.25 

.30 

.25 

.25 

.60 


Shoe 


Paint 


BRACES- 

P. 8. A W. BRACES—508, 95c each; olO, $1.05 each; 8308, 
$1.85 each; 3310, $2.00 each; 8708, $2.40 each; 8710, 
$2.50 each; 3712, $2.60 each; 4608, $3.00 each; 4610, 
$3.25 each; 4612, $3.50 each; 5008, 83.85 each; 5010, $4.10 

each; 5012, $4.25 each; 5014, $4.50 each; 7008, $4.00 each; 

7010, $4.15 each; 7012, $4.35 each; 8208, $5.25 each; 8210, 

$5.50 each; 8212, $5.75 each. 

BOXES- 


3 . . 
3% 

4 . . 
155 3 .. 

3% 

4 . . 
4% 
159 2% 

3 . . 
34 

4 . . 
165 3 

3% 

4 . . 
4% 
228 3% 

4 . . 
4% 


.25 

.35 

.45 

.60 

.40 

.60 

.80 

.90 

.50 

.60 

.80 

1.00 

.95 

1.35 

1.60 

2.00 

1.60 

1.85 

2.60 


401 . 
404 . 

20 2 
4 
6 

8 


Roofing 


1.40 

1.65 


.30 

.20 

.40 

.25 

.85 

.35 

.75 

.50 

Sink 

Magic .15 

Owl.15 

1 Pot (0).05 

01 Wire.15 

Shaving 

124 .60 

125 .75 

126 .85 

221 .90 

222 . 1.25 

250 .40 

252 . 2.75 

260 . 2.00 

275 .25 

310 .35 

349 .35 

350 .35 

357 .90 

371 . 1.00 

491 .85 

492 .95 

493 . 1.25 

500 .45 

2731 .35 

6870 .75 


Sash 


6 

.85 

8.50 


00 . 

8 . 

7 . 

1510, Squeegee ... 

BUCKETS— 

Common Gslv. _ 

8 .$ .40 

10.50 

18.60 

14 . .66 

1«.75 

Garbage Galv. Bach 

00 .$1.60 

02 . 1.86 

08 .9.25 


.20 
.20 
.25 
.35 

Window 
.75 
.60 
.85 
.80 


408 4 
6 
8 

10 


Stencil 


.25 

.80 

.40 

.50 


1512, Squeegee ... 
1614, Squeegee ... 
1616, Squeegee ... 

... .85 

... .40 

... .75 

Stock- 

14 . 

16 . 

Xsch 

-$ .90 

.... 1.00 

18. 

... • 1.15 

20 . 

.... 1.25 

Well Gslv. 

10 Qt. 

Each 

... .$ .85 


.... 1.00 

Wood- 

Short csr. 

Strap csr. 

Bach 

-$ .85 

.90 


CANS—Garbage—15, $8.50; 16, $4.00; 18, $4.50; 20, $5.00. 
Oil. Galv., size 1 Gal., each, 50c; size 2 Gal., 85e; 6 Gal 
with fancet, $1.50; 5 Gal. with spout, $1.25. 

CANTHOOKS—Maple Handle 2%x4%, each. $2.85. 

GAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 60c. 


Chipboard 
Bach No. or Brand 


CATCHES— 

No. or Brand 

024 .$ .10 

829, R, BA, E.10 

4002, R. EA HA.10 

4002, SR, SKA, KF, E .1$ 

4112, R, EA HA.10 

Elbow 

10 .05 15 

12 .10 18 


Each 

4112, SR, SHA KF, E .10 

8002, EA. SHA, B... .25 

9400, R, EA.60 

9400, SHA, E.55 


.15 

.05 


Forga 

85 F .05 12 F.20 

11 F.10 

French Window 

2108 .10 4102, 8R* 8HA, KF, B .15 

4102, R, EA, HA.15 


Digitized by (^.OOQLe 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


CATCHES—Continued. 


01830)4, EA 


Friction Cabinet 


21 


8278)4 . 

4438, R, EA. KF. .. 

4483, SHA, E. 

4433)4, R, EA. KF. 

4433)4, SHA, E_ 

4433%, R. EA_ 

4433%, SHA, KF. . 

4442, R 5 A. 

4442, SHA, KF, B. . 

4442)4. R. EA. 

CHAINS—Tire. 

Size 

3 x30 . 


x31 

x32 

x33 

x34 

x3G 


.15 

01820%, SHA, E... 

. .20 

Screen 


.20 

R 25 . 

. .30 

.25 

E 25 . 

. .80 

Show 

Case 


.25 

24 . 

. .45 

Transom 


.65 

4442%. SH, KF, E. . 

. .80 

.25 

4633, R, KA. 

4633, SHA, KF, E. . . 

. .50 

.30 

. .60 

.25 

8433. EA .......... 

. .70 

.30 

8433, E. 

. .75 

.25 

8433%, EA. 

. .70 

.80 

8433%, SHA, E _ 

. .75 

.25 

8442%, EA . .. 

. .60 

.30 

8442%, SHA, E _ 

. .65 

.25 

Dual Solid Truck 

Pair 

Size 

Pair 

$5.65 

5 x36 . 

.16.75 

6.25 

6 x36 . 

.17.25 

6.90 

3%x36 . 

.18.50 


7.50 

7.50 

8.20 

8.05 

9.30 


4)4x33 9.00 

4)4x34 9.30 

4)4x35 10.00 

4)4x36 10.00 

5 x35 11.20 

Rid-O-Skid 

3 x30 3.75 

3)4x30 4.00 

3)4x32 4.15 

4 x31 4.45 

4 x32 4.50 

4 x33 4.65 

4 x34 4.80 

Single Solid Truck 

3)4x32 $9.50 

4 x31 12.50 

4 x36 18.50 

CHAIN—Herman Straight Link 


8 

3) 4 

4 

4) 4 

5 


x34.18.50 

x36 19.75 

x36 21.00 

x36 25.00 

x40 26.00 

x42 27.00 

Weed Cross Chains 


.07 
.10 
.11 
.12 
.15 

Truck Cross Chains 
Single 3)4 .18.50 

4 .23.50 

5 .29.50 

6 .33.25 

Dual 

4 .37.00 

5 .43.00 

6 .46.75 

(coil) — 


6-0, 18c ft.; 5-0, 13c ft.; 4-0, 12c ft.; 3-0, 11c ft.; 2 0, 10c 
ft.; 0, 9c ft.; 1, 8c ft.; 2, 7)4c ft. 

Norway Straight Link (coil) — )4, 20c lb.; %, 20c lb.; 
%, 18c lb. 

Passing Link (coil)—4-0, 13c ft.; 3 0, 12c ft.; 2-0, 11c ft. 

Proof Straight Link (coil)—3-16 black, 32c lb.; %, 27c lb.; 
5-16, 24c lb.; 22c lb.; 7-16, 20c lb.; )4, 18c lb.; %, 
1 He lb.; %, 18c lb. 

Proof Twisted Link (coil)—8-16 black, 83c lb.; %, 28c 
lb.; 5-16, 24e lb.: %, 23o lb.; 7-16, 22c lb. 

B. B. Proof Straight Link (coil)—5-16, 27c lb.; %, 25c 
lb.; %. 23c lb.; %, 22c lb.; %, 21c lb. 

Twisted Machine Coppered (coil)—4-0, 18c ft.; 8-0, 17c 
ft.; 2 0, 16c ft.; 0, 15c ft. 

Jack—20 Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c yd.; 12 Iron, 10c yd.; 10 Iron, 12)4c 
yd.; 8 Iron, 15c yd.; 6 Iron, 15c yd.; 120 Brass, 10c yd.; 

118 Brass. 15c yd.; 116 Brass, 15c yd.; 114 Brass, 20c 
yd.; 113 Brass, 25c yd.; 112 Brass, 80c yd.; 110 Brass, 
45c yd. 

Safety Brass and Nickel Plated—00 A N00, 20c yd.; 0-N0, 
25c yd.; 1 Nl, 30c yd.; 2-N2, 35c yd.; 3, 40c yd. 

Sash—01 Copper Plated, 4c ft.; 02 Copper Plated, 8c ft.; 
XXXX Copper Plated, 25c ft.: 02P 8teel Plain, 2)4c ft.; 
10 Cable* 25c ft.; 56 Universal,7c ft. 

Sash Chain Fasteners—12, Sst U„ 15o sst; 100, Set OB, 
25c set. 


CHALK—Carpenters, per piece, 2)4e. School Crayon, per 
gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15c. Braided 
White, 20-ft. hanks, size 120, each 5c; sise 220, 5c* else 
820. 5c. 50-ft. bat , site 150, each 10c; sise 260, each 

10c; size 850, each 10c. 

0HECK8—Door—All Makes, Liquid Checke—A-ll, ^.25; 
B-12, $5.50; 0-13, $6.80; D-14, $7.85; E 15, $10.50. For 
hold open arm, add 75c each. 

OI1I8EL8 (CARPENTERS)—P. 8. and W., Butt, No. 170, %- 
inch, 75c each- 1-inch, 85c each; 1%-inch, 95c each; 1%- 
Inch, $1.00 each; 1 %-inch, $1.10 each; 2-inch, $1.25 each. 
P. 8. and W., Corner, No. 165, %-inch, $2.35 each; %-lnch, 
$2.50 each; 1-inch, $2.75 each; 1 %-inch, 28.00 each. 

P. 8. and W., Firmer, No. 100 Plain, %, % inch 60c each; 
%-inch, 65c each: %-inch, 70c each; %-inch, 76o each; 1- 
inch, Hoc each; 1 %-inch. 85c each; 1 %-Inch, 95c each; 1 % - 
inch, $1.05 each; 2-inch, $1.15 each. 

15 Berel«*d. %, %-inch, 75c each; %-ineh. 85c each; %• 
inch, 90c each: %-inch, 95c each; 1-inch, 21.00 each; 1%* 
trx-h, $1 05 each; 1 %-inch, $1.15 each; 1 %-inch. $1.20 each; 
2 in«-h. $135 each. 

P. 8. and W., Firmer (sets)—No. 116, 6, % to 2 Plain, 
$5 50 set; 112, 12, % to 2 Plain, $10 50 set; 106, 6, % to 
2 Bevel, $8.50 set; 132, 12, % to 2 Bevel. $18.00 set. 


P. 8. and W., Framing—No. 30, %, %-lnch, 85c each; %• 
inch. 90c each; %-inch, $1.00 each; %-inoh. $1.05 each; 
1-inch, $1.15 each; 1 %-inch, $1.25 each; 1%-inch, $1.85 
each; 1%-inch, $1.50 each; 2-inch, $1.65 each. 

P. S. and W., Pocket—No. 91, %. %-inch, 75c each; %-inch, 
80c each; %-inch, 85c each; %-inch, 90c each; 1-inch, 95c 
each; 1%-inch, $1.00 each; 1%-inch, $1.05 each; 1%-inch, 
$1.15 each; 2-inch, $1.25 each. 

P. S. and W., Slicks—No. 175, 2%-inch, $8.85 each; 8- 
inch, $3.75 each; 8%-inch, $4.25 each; 4-inch, $5.00 each. 

CHOPPERS—Meat and Food— 


0. . . . 

universal 

.$1.85 

602. 


1. . . . 

. 2.25 



2 ... . 



Russwin 

3 . . . . 


OR .. 



Enterprise 

1 R . . 

. 2.75 

5. . 


2 R . . 


10. . 


3 R .. 



CHURNS—Barrel, No. 0. $6.00 each; 1, $7.00 each; 2, $7.75 
each; 3, $8.50 each; 4, $11.00 each; 5, $12.50 each. Dash- 
Glass, Dazey (Churns), No. 10, $1.50; 20, $2.00; 30, $2.85; 
40, $3.20. Glass, Dasey (Jars), No. 10, 45c; 20, 80c; 80, 
$1.05; 40, $1.30. 

Tin, without Dasher, 1%-gallon, $1.50 each; 2-gallon, $1.56 
each; 3-gallon, $1.60 each; 4-gallon, $1.75 each; 5-gallon, 
$1.90 each. 

Dashers only, No. 40, 20c each. 

OLAMPS—Carriage Makers, No. 12 (plain), 45c each; 18, 50c 
each; 14, 50c each; 15, 75c each; 16, 95e each; 17, $1.30 
each; 18, $1.55 each; 20, $2.10 each; 22, $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.66 each; 68, $2.00 
each; 64, $2.75 each; 65, $3.50 each. 

Quilt Frame, No. 1, 10c each; 8, 15c each; 82, 10c each; 
83, 15c each. 

CLEANERS—Window- 

Rubber— Wood Floor— 

10-inch ...$ .25 16-inch ...$ .40 14-inch ...$ .40 

12-inch ... .30 18-inch ... .45 16-iach ... .50 

14-inch . .. .35 


CLEVISES—Malleable. 15c lb. 


CLIPS—Wire Rope 

"Bulldog* 

'—3-16 to 

%. 15c; %, 20c; 

%. 80c; 

%. 85c; 1-1 

CLIPPERS—Bolt- 
New Easy— 

No. 0 . 

.. .$8.50 

No. 0 

No. 1 . 

... 4.50 

No. 1 

No. 2 . 

... 6.25 

No. 2 

No. 8 . 

... 8.00 

No. 8 


% Inc., each 15c; 


Extra Cutters 

.$2.00 

. 2.25 

. tt.00 

. 8.75 

O. K.— 

10-inch . 1.50 

14-inch . 1.75 


CLOCKS (ALARM)—Ace, $8.00 each; America, $1.85; Auto¬ 
matic, $4.25; Bingo. $3.00; Brownie, $3.00; Circle, $2.65; 
Columbia, $3.00; Ideal, $2.65; Indian, $1.40; Iron Clad, 
$2.25; Lookout. $1.75: Prompter, $2.75; Simplex, $4.00; 
Sleepmeter 2. $1.85; Sleepmeter 3, $2.60; Startle, $2.25; 
Tattoo, Jr., $2.50; Tattoo Int., $2.65. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; No. 8, 15c, 
2 for 25c. Carborundum or Aloxite—Nos. FF-90, 10c 
straight. 

CLOTH WIRE—Screen. 12 M, black, 4c sq. ft: 14 M, black, 
4%c sq. ft.; 16 M, black, 5%c sq. ft.; 14 M, bronze, 15c 
sq. ft.; 14 M, galvanized, 5c sq. ft.; 16 M, galvanized, 5%c 
sq. ft.; 14 M, opal, 5c sq. ft.; 16 M, opal, 5%c sq. ft. 

CO AL— B1 ack sm i t h— 

Catch weight sacks, per 100 lba. .$1.85 

Per 125-lb. sack . 2.25 


COAL CHUTES—Hercules— 

No. 1, 16x18.$13.00 

No. 2, 18x20. 15.00 

No. 3, 20x24. 20.00 

No. 4, 16x18. 11.00 

OOLOR8—Dry— Lb. 

Lamp Black.$ .25 

Ivory Drop Black ... .25 

Prussian Bins ...... .85 

Ultra Blue.60 

Umber Raw.15 

Umber Burnt.15 

Sienna Raw.15 

Sienna Burnt.16 

Van Dyke .18 

Chrome Green.25 

Chrome Yellow.25 

Ochre Golden.10 

Ochre Yellow.04 

Venetian.04 

Indian Red.16 

Eng. Verm. %-lb.... 1.40 

Eng. Verm. 1-lb. 2.80 

Tuscan.45 

Indian .80 

Venetian .25 

Rose Pink.60 

Rose Lake . 1.05 


No. 5, 20x24.$17.50 

No. 6, 16x18. 14.50 

No. 7, 20x24. 17.50 

No. 8, 18x24. 28.00 

COLORS—In Oil— 

Black—Eng Ooach lb.$ .50 

Ivory Drop, lb.40 

Lamp, lb.45 

Bine—Prussian % lb. .40 

% lb.65 

1 lb. 1.25 

Ultrum % lb.20 

% lb.85 

1 lb.60 

Cobalt 1 lb.80 

Brown—BAB Sienna 1 .40 
Umber 1 lb........ .40 

Van Dyke 1 lb.60 

Green—Chrome 1 lb.. .40 

Red—Amer Verm. lb. .60 

Dutch Pink.76 

Carmine . 1.40 

Turkey . 1<70 

Para . 1.80 

Yellow—Chrome lb.. .50 

Oehre—Golden lb... .85 

Yellow. 1 lb. S 5 
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COPPER—Sheet. 75c lb. 

CORD, SASH—Samson Spot (Hanks)—No. 6 S, $2.00 hank; 
7S. $2.70 hank; 8 S, 8 SC, $8.25 hank; 10 S, 10 SC, $5.25 
hank; 12 S, 12 SC, $7.25 hank; WP 12 SO (coils), $1.30 

Pnoenix (coils only)—6 C, $1.00 lb.; 7 C, $1.00 lb.; 8 C, 
$1.00 lb.; 10 C, $1.00 lb.; 12 C, $1.00 lb.; 14 C, 16 C, 
WP 8 C, $1.00 lb. 

Union (hanks)—6, $1.40 hank: 7, $1.75 hank; 8, $2.40 
hank; 10, $3.50 hank; 12, $4.75 hank. 

COTTERS—Hammer Lock or Regular Spring. 

1 16, 5-64,8-82 in. K in. 5-82 in. 

Length- 100 1000 100 1000 100 1000 


No. 649, 6-inch . . 

DOORS—Screen. 

Common, %-iaeh, 2-6Z0-6 .$2.15 

Gammon, % -inch, 2-8x6-8 .2.85 

Common, 1^4-inch, 2-6x6*0 .2.50 

Common, 1V6 -inch, 2-8x6*8 . 2.65 

Common, 1^4-inch, 2-10x6-10 . 2.85 

Common, 1H -inch, 8x7 . 8.25 

DOORS—Anh Pit. ^ 12x15 . 8.50 

8x8, each.11*40 Ash Traps— 

8x10 .. 7x9 .55 

10x12 .1*80 

DRILLS— Millers Falla (Breast) 


No. 650, 8*inoh 


10 .$ 7.25 029 . 6.25 

11 7.00 87 11.50 

12 ’**.'.*. I . 6.50 97 12.00 

13 . 7.50 118 7.25 

Yankee 

555 . 8.00 5555 . 

Millers Falls (Hand) 

1 . 3.25 5 . 

2 . 4.75 981 . 

4 . 1.15 

Millers Falls Drill Points, 1 to 8, set 50c. 

Y ankee 

1530 4.00 1 545 .. 

Yankee Automatic 


Yankee Chucks and Drill Points 
So. Set. No. Set. 

..85 305 50 

301.85 

Yankee Drill Points 

So. Each. No. Each. 

310 . -76 820 10 

Bell Hangers* or Electricians 
C 114 E, S’ 109 B - - - Open O 114 F (Fish Wire) Open 

Bit Stock 

0 114. M 390 . 


0 114. M 390 . 

X 109 . 8 108 . 

Blacksmiths’ Round Shank 

0 lie . Open O 120 . Open 

X no . Open M 112. Open 

X 418 Open M 412. Open 

8 119 Open 8 111 . Open 

Square Ratchet Shank ^ 

C in Open M 400 . Op«n 

X 109 e! !!. Open s 194 A. Open 

Straight Shank _ 

C ins .... O 109 . Open 

X 105.. M 106. Op®n 

* ?05.II_ S 106 . Op®n 

s 10? »*•«». 0p " 


Taper Shank 

0 106 . Open M 302 . 

M 102. Open S 104 . 

Bite, Wood (’Syracuse Pattern) 

0 114 A, 8 109 A— 0 114 A, 8 1 

2 .25 12 . 


%-inch.25 1.40 .80 2.00 .40 . 8.00 

1 -inch.25 1.65 .35 2.26 .45 3.25 

IK-inch.25 1.80 .40 2.66 .50 8.50 

IK-inch.80 2.05 .45 2.85 .60 4.00 

2 -inch.85 2.50 .50 8.40 .70 4.75 

8 -16 In. "% in. 5-16 in. 

K-inch.$ .50 $3.75 . 

1 -inch.60 4.26 $1.00 $6.75 $1.75 $11.00 

IK inch...70 6.00 1.10 8.00 2.00 14.50 

IK inch.80 5.60 1.25 9.00 2.00 14.50 

1 \ -inch.90 6.00 1.50 10.00 2.25 16.00 

2 -inch. 1.00 6.75 1.75 11.50 2.50 17.50 

2 K-inch. 1.10 7.75 2.00 14.00 8.00 20.00 

CRAYON—Lumber, 10c; 8oapctone, 5c. 

CUTTERS—Pipe—Barnes. No. 1, $2.95 each; No. 2, $8.90; 
No. 3. $6.50; No. 4, $18.00; No. 5. $19.50; No. 6. $26.00. 
Saunters—No. 1. $1.25; No. 2, $3.25; No. 8, $8.00; No. 4, 
$12.60. 

DAMPERS—Stove Pipe—8, 15e; 4, 10c; 6, 10c; 6, 25c; 7, 
80c; 8, 40c; 9, 60c; 10, 60c. 

DIVIDERS—Wing, No. 85, 6-Inch, 85c pair; 8-inch, 35e pair; 
10-inch, 50c pair; 12-inch, 75c pair. 

Wing Extension, No. 9, 6-inch, 90e pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 

DOLLIES—Timber- 


0 114, M 109 or M 
890. and 8 108— 


0 114 A, 8 109 A— 

.25 12 . 

.26 IS . 

.25 14 . 

.25 15 . 

.80 16 . 

.30 17 . 

.85 18 . 

.45 19 . 

.45 20 . 

.50 24 . 

Bit Stock 

0 114, M 109 or M 
890, and 8 108— 

.10 15-82 . 

-10 K . 


5-82 . 


9-16 . 

1.20 

8-16 . 

. AS 

19-82 . 

1.25 

7-32 . 

.85 

% . 

1.85 

K . 

.40 

11-16 . 

1.40 

9-32 . 

.60 

18-16 . 

1.80 

5-16 . 

.60 

% .. 

1.85 

11-82 . 

.60 

% . 

1.85 

% . 

.70 

15-16 . 

2.25 

18-82 . 

.80 

1 . 

2.46 

7-16 . 





Straight Shank 

Jobbera 


108, M 105 

or M O 

108, M 105 or M 


880, S 105— 


880, 8 105— 


1-82 . 


7-82 . 

.25 

8-64 . 


15-64 . 

.25 

1-16 . 

.15 

K . 

.25 

5-64 . 


9*32 . 

.30 

8-82 . 

.15 

5-16 . 

.85 

7-64 . 


11-82 . 

.40 

K . 

.16 

% . 

.45 

*64 . 

.15 

18-82 . 

.60 

5-32 . 

.15 

7-16 . 

.66 

11-64 . 


15-82 . 

.75 

3-16 . 

.20 

K . 

.85 

8-64 . 





108 A, M 107 or 


Straight Shank, Wire Gauge 


M 840, 8 

107— 


M 

840, S 107— 


1 to 5. 


.25 

36 

to 

40. 

.15 

6 to 10. 


.25 

41 

to 

45. 

.16 

11 to 15. 


.20 

46 

to 

56. 

.15 

16 to 20. 


.20 

51 

to 

66. 

.15 

21 to 26. 


.15 

66 

to 

60. 

.15 

26 to 80. 


.15 

61 

to 

80. 

.15 

31 to 85. 


.15 





ELBOW 8—Conductor— 





.. 

PL 

Rd. 

So 

. Oor. 


Rd. 


2-inch. 

$ .85 

2tf 

^xl% 


lH-lneh.. 

3-inch. 

.50 

8 3 

i*2% 


2-ineh_ 

.. .20 

4-inch. 

.60 



8-inch... • 

.. .26 

Corrugated—Conductor 




Shoot 



2-inch.$ .25 

8-inch.80 

4- inch.45 

5- inch.90 


2-ineh.$ .28 

8-inch.80 

4- inch.45 

5- inch.90 


ELBOWS—No. 8 Oorg., 20c each; 4, 25c; 5, 25c; 6, 80o; 7, 
40c. No. 8 Adj. 4 Pc., 25c each; 4, 86c; 5, 30c; 6, 85e. 
8-inch Adj. Galrd., 85e each; 4-inch Galrd., 45e each. No. 
3 Corg. Jap., 85e each; 4, Oorg. Jap., 45e. 

EMERY—Grain— 

No. 60, por lb.$ .25 Flour Emery- 

No. 70, per lb.25 Per lb.26 

No. 80, per lb. .25 Stones—(See Stones) 

No. 90, per lb.25 Cloth—(See Cloth) 

No. 100, por lb.26 Wheel*— (See Wheels) 

No. 120, por lb.25 


FASTENERS (BRONZE)—No. 582, EA, 45c each; SHA, 8HB, 
E, 50c; 815, EA, 80c; 8HA, E, 85c; 1831K, EA, SHA, 
E, 80c. 

Oast Iron and Steel—No. 824, 10c each; 824, R, EA, 15e; 
E, 15c: 500. R, EA, 15c; KF, E, 15c; 542. R, EA, 10c; 
SR, SHA, KF, E, 10c: SHB, 10c; 800, R, EA, 10c; SHA, 
KF, E, 10c; 1831K, F, 50c; 88181, R, EA, 15c; KF, SHA, 
E, 20c. 

FAUCETS— Cork Lined— 8-inch each.$ .20 

7-inch each.$ .15 9-inch each.25 

FELT—Deadening, Siie Roll, %-lb., $8.00; 1-lb., $4.00; 1K- 
lb., $6.00. Tarred, 250-ft. roll, $1.85 each; 500-ft. roll, 
$2.60 each. 

FIGURES AND LETTERS (STEEL)— 




Figurea 



Letters 




Set 

Each 


Set 

Each 

K 

inch 

.$ .65 

$ .15 

K inch 


$ .16 

■16 

inch 

.85 

.15 

8-16 inch 

.2.60 

.15 

K 

inch 


.15 

K inch 

.8.25 

.15 

•16 

inch 

. 1.75 

.85 

5-16 inch 


.85 

% 

inch 

.2.50 

.45 

% inch 


.45 

K 

inch 

.4.25 

.75 

K inch 

.12.75 

.65 

% 

inch 


1.65 




% 

inch. 

.20.00 

2.60 
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FILES—Band Saw, 4 inches long, 15c each; 0, 20c; 8, 85c; 
10, 45c. Knife. 3-3 %, 80c; 4, 30c: 5, 85c; 5, 40c; 8. 50c; 
10, 60c. Regular Taper, 8-3%, 15c; 4, 15c, 4%, 15c; 5, 
15c; 5%. 20c: 6, 20c; 8, 80c; 10, 50c. Slim Taper, 8-8%, 
15c; 4, 15c 4%, 15c; 5, 15c; 5ft, 20c; 6, 20c; 8, 80o; 10, 
40c. Warding, 8*8 %, 25c; 4, 25c; 5, 25c; 5, 80c; 8, 40c. 
Flat Bastard, 3*4, 20c; 5, 20c; 5, 25c; 8, 30c; 10, 40c; 12, 
60c; 14, 75c; 16, $1.20. Half Round Bastard 8-4, 25c; 5, 
25c; 6, 80c; 8, 85c: 10, 50c; 12, 75c; 14, 85o; 16, $1.15. 
Mill Bastard, 8*4, 15c; 5. 15c; 6, 20c: 8, 25c: 10, 80c; 12, 
85c; 14, 60c; 16, 80c. Round Bastard, 8*4, 16c; 5, 15c; 6, 
20c; 8. 25c; 10, 85c; 12, 40c; 14, 60c; 16, 80c. Square 

Bastard, 8*4, 20c; 5, 25c; 6, 25c; 8, 30c; 10, 45c; 12, 60c; 

14, 80c; 16, $1.00. 

Rasps—Flat Wood, 8 inches long, 50c each; 10, 75c; 12, 
00c; 14, $1.80; 16, $1.75. Half Round Wood; 10, 75e; 12, 

85c; 14, 81.85; 16, $1.80. Half Round Cabinet, 8, 75e; 10, 

OOo; 12, $1.25; 14, $1.60, 16, $2.00. 

FIXTURES—Grindstone—Auto: 01, $1.50; 02, $2.50. Com¬ 
mon: 15, 75c; 17, 85c; 10, $1.00; 21, $1.25. Am. 

Heavy: 17, $1.00. Extra 8hafta, 18-inoh, 26c; 17-inch 
85c. Extra Cranks, 25c. 


FLASHLIGHTS— Ever- ready—Complete 

No. 6061 each.$ .00 No. 2610 each. 2.00 

No. 6062 each. 1.20 No. 2616 each. 1.75 

No. 6001 each. 1.20 No. 2680 each. 1.50 

No. 2604 each. 1.50 No. 2688 each. 2.85 

No. 2681 each. 1.75 No. 2684 each. 2.40 

No. 2632 each . 1.60 No. 2650 each . 3.50 

Kwik-lite Flashlights, Complete with Battery— 


6241 Reg. 2-cell.... 

6848 Reg. 8-cell. 

6240 Miners' 2-cell.. 
6851 Miners' 8-cell. 

Metal Vest Pocket 
8475 2-cell (Vest)... 
8577 8-cell (Vest)... 
8570 8-cell (Coat)... 


1.50 

1.75 

2.00 

8.46 


1.06 

1.20 

1.70 


Fibre Tubulars 
No. Each 

5220 Baby 2-cell.$1.25 

5221 Reg. 2-cell.1.50 

5228 Reg. 8 cell.1.75 

5228 Miners' 2-cell.. 1.75 
5331 Miners' 8-cell... 2.00 

Metal Tubulars 
6240 Baby 2-cell.... 1.16 

Kwik-lite Seamless Osll Flashlight Batteries— 

No. 1208 2-oell Baby Tubular.$ .80 

No. 1202 2-cell Reg. Tubular..80 

No. 1801 8-oell Reg. Tubular.40 

No. 1204 2-oell Penlite.25 

No. 1206 2-cell Vest Pocket.80 

No. 1207 2-cell Vest Pocket.80 

No. 1808 8-cell Vest Pocket.85 

No. 1300 8-oell Coat Pocket.86 

FLATTERS—Blacksmith—8-in., $1.26; 2tt-tn^ $1.65; 8-ln^ 
$2.00; SH-ia., $8.00. 

FORGE8—No. 150 Ohieago, $11.25; No. 151 Chicago, $12.76. 

FREEZER8— Arctic 


No. 

1 

2 

3 

4 
6 

30 

10 


Each 

.$3.00 

. 3.50 

. 4.00 

. 5.00 

. 8.25 

(Toy) . 2.50 

White Mountain 
. 8.60 


12 

13 

14 
16 


4.50 

5.35 

6.25 

8.00 


18 .10.25 

20 .13.00 

22 .16.50 

24 .19.50 

26 .25.00 


FROES—Special—Each, 12-in., $1.65; 14-in., $1.75; 16-ln., 

J 2 00. Common—Each, 12-In., $1.25; 14-in., $1.85; 16-in., 
1.50 


GALVANIZED WARE— 
Boilers, Coffee 
No. Each 

801% .$1.10 

802 . 1.25 

803 . I.H5 

80 4 . 2.15 

806 . 2.40 

808 . 2.85 

810 . 3.25 

812 . 3.75 

Boilers. Wash 

407 A. 3.00 

408 A. 3 25 

409 A. 3.40 

Bowls, Wash 

70 .40 

80 .5o 

Buckets, Fire 

112 . 1.15 

114 . 1 25 

314 . 1 40 

Buckets, Well 

101 90 

121 . l.oo 

141 . 1.20 

Cans. Ash 

2% . 4 7 5 

3 . 5.50 

4 . 7 00 

5 . 8 50 

Cans, Garbage, Smooth or 

Corrugated 

115 (16). 6 75 

2oo.2. 1.35 


300, 3. 

. 1.60 

400. 4. 


500, 5. 

. 2.25 

600, 6. 

. 2.75 

700. 7. 

. 3.25 

800 (80).. 


900 (90).. 

. 8.50 

(’ana, 

Gasoline 

1 P & B. . . 

. 4.00 

110 . 

.85 

255 . 

. 2.35 


255 . 2.35 

605 . 2.25 


01 . 

’ 

.70 

02 . 


1.05 

O i\ 


*> o 

105 . 


1 85 

205 . 


2.10 

Dippers 


210 . 


.40 

Hoc 

s, Coal 


616 . 


1 25 

617 . 


1.40 

Kettl 

es, Camp 


1 Gallon . . . 


.60 

1 % Gallon 


.80 

2 Gallon . . . 


.95 



1.15 

4 Gallon . . . 


1.23 

Pails, 

Cement 


110 . 


2 10 

1140 . 


3.00 

Pailn. 

Chamber 


410 . 

412 . 


1.35 

1 30 


Pails, Stock 

12 S. 1.20 

14 8. 1.30 

16 S. 1.40 

18 S. 1.60 

20 8. 1.85 

Pails, Water 

8 .65 

10 .75 

12 .85 

14 .95 

16 . 1.10 

320 . 1.10 

Pans, Refrigerator 

1 .85 

2 . 1.00 

3 . 1.30 

Pots, Watering; or Sprink¬ 
lers 

514 . 1.25 

516 . 1.50 


518 . 1.75 


522 . 



2 .UU 

. 2.25 

526 . 

Tubs, 

Foot 

. 2.60 

50 . . 



. 1.00 

51 . . 



. 1.25 

52 . . 



. 1.40 

53 . . 



. 1.60 

54 . . 

Tubs, 

Wash 

. 1.85 

0 . 


. 1.85 

1 . 



. 2.15 

2 . 



. 2.50 

3 . 



. 2.85 

10 . 



. 2.50 

20 . 



. 2.85 

30 . 



. 3.20 

410 S 



. 2.50 

420 S 



. 2.85 

430S 



. 3.20 


GARBAGE CANS—(See Gens) 


GATE8—Molaaaee— 


Stebblua 


Pert. 

2 . 


...9 .46 

% 

9 .90 

8 . 


... .50 

1 

1.00 

4. 


... .60 

m 

1.15 

5. 


... .65 

m 

1.40 

6 . 


... .76 

2 

1.85 

GAUGES—Butt— 





No. 98. 

. .$1.18 

No. 96. 


.. 1.15 

No. 94. 

.. 1.86 

No. 96%.., 


.. 1.00 

Marking 


No. 90. 


.. .50 

No. 61. 

16 

No. 91. 


.. .00 

No. 64. 

.. .86 

No. 91_ 


.. 1.50 

No. 66. 

.. .76 

No. 97_ 


.. .7* 

No. 77. 

.. 1.00 

No. 99_ 


.. 1.00 

No. 71. 

.. .66 




GLASSES— 





Ground Level— 


Proved Level— 


1%. 

. .9 .60 

1%. 


... 9 . 10 

2. 

.. .60 

2. 


... .10 

2%. 

.. .65 

2 %. 


... .16 

8. 

.. .70 

8. 


... .16 


8 %.75 

Gauge Glaases 40% off list. 


5 %. 


.20 


GLOBES, LANTERN—Gold Blast—No. Gem. 20c eeoh; Pony, 
80c; 2 Plain, 25c; 2 Bullaeye, 85c; 2 Ruby, 40c. 

Railroad—No. 89 Olear, 15 each; 89 Green or Red, 80e. 
Tubular—Cadet, 10c each; Fig. Plain, 20c; 8-0 Ruby, 40e; 
4-0 Bullaeye, 85c; 5-0 Wliard, 25c; 6-0, 20c each. 

GLUE—Dry—AAA, 60c lb.: B, 55e lb.; GX, 45e lb.; D, 
85c lb.; GX, 50o lb.; LXX, 45e lb. 


Liquid 

Imperial— 1 os. % pt. % pt. 

List.Dos. 1.06 1.80 2.80 

Bug. Ret..Each .10 .20 .25 _ 

Le Pagee— 1 os. 2 os. % pt. M pt. % pt. 1 pt. 1 qt. 

List.Dos. 1.60 1.65 1.80 2.80 4.50 7.00 11.26 

Sug. Ret..Each .15 .15 .20 .25 .40 .65 1.00 


.40 


1 pt. 1 qt. % get 
7.00 11.25 21.00 
.65 1.00 1.75 


GRAPHITE—Plake, per lb., 75c. 


GRINDER8—Carborundum, No. A, $2.85 each; B, $8.50; 0, 
$5.25; D, $5.75; 1, $8.75; 2, $5.00; 8, $7.00; 4, $9.50; 10. 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 68, $14.75. 
GRINDSTONES—Family, No. 020 7-inch, $2.25 each; 8-inch, 
$2.75; 10-inch, $3.25; 12-inch, $8.75. Loose. 15 to 40 lbs., 
$6.00 cwt.; 40 to 200 lbs.. $5.50; over 200, $6.00. Mounted, 
No. 710, 1-inch, $8.50 each; 2. $9.50; 3, $10.00; 04, $10.50; 
05, $9.00; 015, $16.50; 025, $11.50. Fixturea, 15-inch, 
$1.10 set; 17, $1.40; 19, $1.65. 

HACKSAWS—Hand, Star—Length 8-in., 10c each* 75e dos.; 
9-in., 10c each, 85c doc.; 10-in., 10c each, $1.00 dos.; 
11-in., 15c each; $1.15 dos.; 12-in., 15e each, $1.20 dos. 
Hand, Victor. All regular hand (including rail) blades—8-in., 
10c each, 85 dos.; 9-in., 10c each, $1.00 dos.; 10-in., 10c 
each, $1.15 dos.; 12-in., 15c each; $1.85 dos. 

HAMMERS—Maydole Carpenters’ Nail—No. 1, $1.25 each; 
1%. $1.25; 2, $1.10; 3, $105; 11, $1.25: 11%. $1.20; 12, 
$1.10; 12%, $1.05; 13. $1.00; 14, 90c; 200, $1.60; 611%, 
$1.70; 710. $1.50: 711. $1.25; 711%, $1.20; 712 $1.10; 

811%. $1.30. Maydole Chipping—No. 100, $1.75 each; 101, 
$ 1 . 60 ; 102. $1.40; 103, $1.25. Maydole Machinist Ball 
Pein —No. 375. $1.75 each; 376, $1.65; 377. $1.60; 378, 
$1.50; 379. $1.40; 770, $1.85; 770%, $1.50; 771. $1.35; 
772. $1.25; 773, $1.15; 774, $1.05; 775, 95c; 776, 90c; 
777, H5<\; 778, 80e. 

HANDLES—Adse, No. 820, House, 70c each; 821, 8hlp, 70c 
each. 

Auger—No. 1, 75c each; 2, 75c each; 8, $1.00 each; 4, $8.50 
each; 5, $2.76 each. 

Axe, Broad, No. 315, 70c each. 

Axe, Double Bit, No. 812, 70c each. 

Axe. Single Bit, No. 101, 85c each; 102, 85c each; 108, 75c 
each; 201, 60c each; 302, 70c each; 401, 50c each; 502, 
60c each; 602, 45c each; 505, Freighters, 65e each; 506, 
Boys, 40c each; 507, Boy 8cout, 20c each; 00, Huntera, 15c 
each; 1, Hunters, 20c each. 
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RETAIL SELLING PRICES—Continued. 


tX!*!!: 10c ••«*! ®3. 25c eaoh; 95, 15c each; 508, 

i?c tich : 616, 15c eacb; 617 » 15c each J 62 °t 10c ®» ch ; ®21, 

SjJTJ'v 2 » nil finishes, 60c each; 264, 55c each; 7, 
X1 * H? c • mch I 01000, 25c each; 01007, 80e each; 
010 18 30c each; 9854, 30c each. 

15°c ^ > ch (B ®» ul * r) * 5c ®»ch; 41 (Large), 5c each; 56 

Aff* 12 . 25 « ••<*; 13, 25c each: 15, 20c each; 19, 
15c 115L, 15c each; 124L, 15c each. 

t arriers No. 28, 20c each. 

? 5 * 14 *inch, 20c; 16-inch, 20c; 18-inch, 25c; 
20-inch, 25c. Machiniat No. 29, 16-inch, 20c; 18-inch, 25c. 
i£f. **°- 83 * IS-inch, 25c. Machinist No. 125, 14-inch. 

V. l 6 ‘lS k ch * X 5 c; 18 *inch, 15c. RiTeting No. 21, 12 and 
13 inch, 20c each. 

«^ ox No - 48 » 18% inch. 20c each; Broad No. 89. 
16-Lnch, 25c each; Broad No. 89, 18-inch, 80c eachj Broad 
Ao. 40, 16-ineh 20c each; Broad No. 40, 18*lnch, 25c each; 
Sir 87 14-inch, 20c each; Claw No. 187L, 14-inch, 20c 
No * 47 i 18-inch, 25c each; Lath No. 45, 18- 
meh, 20c each; Shingling No. 85, 14-inch, 25c each. 

Hoe, OXR, 4H, 85c each; XR, 4%, 85c each; XRM, 614. 
J5c each; XRM, e. 70c eachyXRMO. 6, 70c each; XO, 4%, 
55e each; XMH, 4 64. 55o each* XMH. 5, 60c each; XP, 51®. 
50c each; XP, 52, 60c each; XP, 5214. 60c each; XP, 5214. 

• uC 6ICQ, 

X*? 1 * S°‘ 888 * 55c each; 336, 50c each. 

827 * drifting, 75c each: 427, Drifting, 40c each; 
? 27 » 45c each; 627, Drifting, 40c each; 825, 8ur- 

7 A® e » cb i 425, Surface, 40e each; 525, Surface, 60c 
«ech; 625, Surface, 40c each. 

Hake, XB, 514. 50c each; XR, 6, 60c each. 

H 4J CI ® T S—®°x. No. USD 2, Underhill's, $2.15 each; 8010, 
Plumb's |2.15; 8011. Plumb's, $2.50. 

graf. JS?* TB 1. Plumb's, $2.00 each; TB 2, Plumb's, 
82.10; TB 8, Plumb's, $2.2lS; TB 4, Plumb’s, $2.85; TB 5, 
Plumb's. 82.65; PTB 1, Philadelphia, $1.45; PTB 2, Phila- 
{1.50; PTB 8, Philadelphia, $1.60; PTB 4, Phila- 
delphia, $1.90; PTB 5, Philadelphia, $2.00: 640, Plumb's, 
11.75; 641, Plumb's, $2.00; 642, Plumb's, $2.15; 648, 

82 -85; 644, Plumb’s, $2.75; 2991, Plumb’s, $1.65; 
LtA ^Jumb's, fl-75; 2998, Plumb’s, $2.00; 2994, Plumb’s, 
82 25; 2995, Plumb's, $2.50; 2996, Plumb's, $2.85. 

N £; T< J x * P^mb's, $1.75 each; TC 2, Plumb’s, $2.00; 
J£. 3 t Plumb's, $2-10; PTC 1 Philadelphia, $l.lrf; PTC. 
Philadelphia, $1.25 ; PTC 8, Phifadelphia, $1.4$; 93, All Steei 
m c: ^, 610 * Plumb’s, $1.25; 611, Plumb’s, $1.25; 612, 

2971, Plumb's, $1.15; 2972, Plumb's, 
81.25; 2978, Plumb's, $1.50. 

Derrick—No. 582, Plumb’s, $2.00 each. 

^^inr^ (Plumb's), No. 2985, $2.15 each; 2986, $2.25; 

Half’(Plumb's), No. TH 1, $1.75 each; TH 2, $2.00; TH 8, 
82DO; 600. $1.50; 601, $1.50; 602, $1.65; 2961, $1.50; 
2962 $1.50; 2968, $1.50. 

Lading, No TL 1. Plumb’s, $1.75 each; TL 2, Plumb's, 
81. 7 5; iOO. Underbill's. $2.15; 110, Underhill's, $2.85; 545, 
™? b ^/ 8 215; 620, Plumb’s, $1.50; 621, Plumb’s, $1.50; 

pb ”“ b W-IS; 1961, Plumb's, $2.25: 1962, Plumb’s, 
82 25; 2980, Plumb's, $1.50; 2981, Plumb's, $1.50; 2982. 
rramb s, $1.50. 

No. PST 1. Philadelphia *1.10 each; PT8 *. 
Philadelphia. *1.15; PT8 8. Philadelphia, *1.85; T8 1, 
»i h ^ b : «.T S , Kuinb'i, *185; T8 3. Plnmb'a, 

81.85; 90, All 8teel, 50c; 565, Plumb's, $2.40; 591. 

^“h* 8 * 81-50; 598, Plumb’s. $1.50; 
81 50 PInmb ■* * 1 - 26; 2952, Plumb’s, $1.50; 2958, Plumb's, 

Warehouse. No. 650 W, Plumb's, $2.00 ssch. 

- Cotton * No- 8, 45c each; 12, 60e; 15, 75c; 

Linen, No. 012. 55c each; 015, 65c; 018, 85c; 020, $1.00. 
HIV0R8 A BUTTS (Screws Included)— 


No. 900 Li. Strap 

8-ineb __$ .20 

4- iaeh.25 

5- ineh.80 

6- inch. 88 


No. 985 Obr. 


lESt 

$ 1.75 
2.10 
2.15 
2.90 


Strap Hn. 
Pr. I>a. Pr. 


8-inoh.76 8.00 

10-inch . 1.20 12.78 

12-inch . 1.75 17.00 

No. 888 Bntts. 

Pr. Ds. Pr. 
64-inch.$ .10 $ .75 

1- ineh.10 .85 

1%-inch.10 .96 

164-inch.10 1.05 

164-inch.15 1.20 

2- inch.15 1.80 

2%-inch.15 1.45 


12-inch . 1.85 18.00 

No. 904 Li. Tam Hinges. 

Pr. I>i. Pr. 

3- inch .$ .15 $ 1.75 

4- ineh.80 1.90 

5- inch.80 2.10 

6- inch.85 2.40 

No. 987 Oor. Tern Hingjm. 

Pr. D».ft. 

4-inch .$ .85 $ 8.00 

Wneh. .40 8.40 

6-ineh.80 6.00 


164-inch.15 

2- inch.15 

2 *4-inch.15 

2 64-inch.20 

2 64-inch.20 

3- ineh.26 

8 64-inch.25 

No. 840. 
Pr. 

164-inch ....$ .15 

164-inch.15 

2-inch.15 

2%-inch.20 

2H-ineh.29 

264-inch ... .20 

8-Inch.25 


No. 78164. 

Oont. Ret. 
264x264-in. ..$ .40 $ .45 

8x8-in.40 .46 

864x864-in. .. .40 .45 

4x4-in.50 .56 

464x464-in. .. .75 .85 

5x6-im..95 1.05 

564x564-in. .. 1.25 1.86 

8 64-in.60 .70 

4-in..70 .80 

464-in..90 1.00 

No. 165 PAD2. 

Omt. Ret. 

164-in. .$ .85 $ .40 

2-in..40 .45 

2 64-in.45 .50 

8-in.56 .65 

864-in..65 .76 

4-in..80 .95 

464-in. .1.20 1.85 

No. 165NA8F2. 

Oont. Ret. 

164-in. .$ .40 $ .45 

2-in..45 .50 

264-in..50 .55 

8-in..60 .70 

8 64-In. 70 .80 

4-in.80 .90 

4 64-in.1.20 1.80 

No. 295 FAD2. 

Pr. Ds. Pr. 

164-in.$ .25 $2.90 

2-in..80 2.90 

2 64-in.80 8.86 

8-in.40 4.00 

No. 295 8F2. 

Pr. Ds. Pr. 

164-in. .$ .80 $8.20 

2-in.85 9.70 

264-in..85 4.00 

8-in.40 4.60 

No. 296 N. 

Pr. Ds. Pr. 

164-in.$ .85 $8.80 

2-in.40 4.20 

2 64-in..45 4.60 

8-in.50 6.85 

No. 788. 

264x264-in. ..$ .40 $ .45 

8x8-in.40 .45 

364x864-in. .. .40 .45 

4x4-in..50 .65 

4 64x4 64-in. .. .75 .85 

5x5-in.1.00 1.10 

564x564-in. .. 1.26 1.85 

6x6-in. .1.40 1.50 

No. 241 FAD2. 

264x264-in. ..$.40 $.45 

8x3-in.40 .45 

864x864-in. .. .40 .45 

4x4-in.55 .66 

464x464-in. .. .80 .95 

5xo-in.1.00 1.20 

564x564-in. .. 1.80 1.50 

6x6-in. . 1.60 1.66 

No. 241 SP 2. 

Oont. Ret. 

264x264-in. ..$.45 $.50 

8x8*in.46 .50 

864x864-in. .. .50 .55 

4x4-In.60 .65 

4 64 x4 64 -in. .. .85 .95 

HINGES—FLOOR— Set 

Bommer, D 15.$ 1.5C 

R, EA, 815 . 1.6C 

SHA, E, 265 . 1.75 

Chicago, R, EA, KF, 

200 . 3.5C 

SHA, E, 200. 4.0C 

R. EA. KF, 230. 4.25 

SHA, E, 230. 4.5(1 

Corbin, D, R. EA, 512. 1.75 

SHA, E, 512. 1.85 

Katz, R, EA, KF, 2.. 1.35 

SHA, E, 2. 1.5(1 

R, EA, KF, 3. 3.25 

SHA, E, 3. 4.0(J 

HODS—Coal— 


5x5-in. ...... 1.05 1.15 

564x564-in. .. 1.85 1.50 

No. 241 HAN. 

Oont. Ret. 
264x264-in. ..$.50 $.66 

8x8-in.60 .55 

864x864-in. .. .50 A6 

4x4-in..66 .76 

464x464-in. .. .90 1.00 

5x5-in.1.10 1.80 

564x564-tn. .. 1.85 1.60 

6x6-in.1.60 1.75 

1475 FAD2 .20 2.20 

1475 8T2AN .25 2.80 

1474 7AD2, 164 .25 2.40 

No. 160 7AD2. 

Oont. Ret. 

264-in.$ .40 $ .50 

8-in..45 .65 

864-in..55 .65 

4-in.70 .60 

4 64-in..95 1.05 

No. 160 N. 

Oont. Ret 

264-in. .$ .45 $ .50 

8-in..50 .60 

864-in..60 .70 

4-in.65 .75 

464-in. .1.00 1.16 

No. 160 8 P2. 

Oont. Ret. 

264-in. .$ .45 0 .65 

8-in..56 .05 

No. 205 H. 

Pr. Dm. Pr. 

164-in. .0 .80 $8.85 

2-in..86 8.06 

264-in..40 4.00 

8-in..45 4.05 

No. 280 PAD2. 

Pr. Dm. Pr. 

2x2.$ .80 08.20 

264x2 .80 8.85 

264x264 .86 8.66 

8x8 .45 4.80 

No. 280 8FD. 

Pr. Ds. Pr. 

2x2 .$ .80 $8.85 

264x2 .85 8.55 

264x2 64 .85 8.65 

8x1 .45 4.90 

No. 299 N. 

Pr. Ds. Pr. 

2x2.$ .40 $4.60 

264x2 .45 4.75 

264x264 .45 4.90 

8x9 .56 0.00 

No. 280 H. 

Pr. Dm. Pr. 


Open Jspsnned— 
15 . 

.$ .50 

15 

16 . 

. .60 

16 

17 . 

. .70 

17 

18 . 

. .75 

18 

20 . 

. .90 

20 


2x2 .$ .80 $8.85 

264x2 .40 4.26 

264x264 .40 4.40 

8x8 .50 5.00 

1480 7AD2 Hgs .85 4.00 

1480 N .40 4.86 

1481 7AD2 .25 2.50 

1481 8F2AN .25 2.00 

1478 7AD2 .25 9.60 

1478 8P2AN .25 2.80 

1480 FAD2 .25 2.10 

1480 SP2AN .25 2.10 

1474 7AD2, 2 .80 8.80 

1474 8P2, 164 .25 2.20 

1474 8P2, 2 .86 8.60 

Set 

R, EA, KF, 3 64. 8.75 

SHA, E, 3 64 . 4.00 

Rixon, 7. 10.75 

8. 11.25 

10. 12.00 

15. 14.50 

20 . 25.00 

25 . 32.00 

30 . 38.00 

40 . 62.00 

Standard, R, EA, 450. . 6.75 

SHA, E, 450. 7.25 

R, EA, 452 . 10.50 

SHA, 452 . 11.00 

Open Galvanized 


HOLLOW WARE, CAST IRON—Dutch Ovens. No. 8 E, $3.00 
each; 9 E, $8.50 each; 10 E, $4.00 eacn; 11 E, $5.00 
each; 10-incn, $1.90 each; 11-inch, $2.25 each; 12-inch, 
$2.70 each; 18-inch, $3.05 each; 14-inch, $8.75 each; 10- 
inch lids, 90c each; 11-ineh lids, 95c each: 12*s»eh lids. 
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HARDWARE WORLD 

RETAIL SELLING PRIDES—Continued. 


HOLLOW WARE—Continued 

$1.25 each; 13-inch lids, $1.45 each; 14*inch lids, $1.00 
each. 

Gem Pans—No. 1. 90c each; 2, 90c each; 5, 90c each; 8. 
90c each; 10, $1.20 each; 11. $1.00 each. 

Qriddles—No. 17, 80c each; 18, 95c each; 19, $1.15 each; 
20, $1.50 each; 010, $1.50 each; 012, $1.65 each; 014, 
$2.00 each. 

Kettles, Stove—No. 7, $2.25 each; 8, $2.65 each; 9, $8.25 
each; 07, $2.25 each; 08. $2.65 each; 09, $8.25 each. 

Pots, Stove—No. 17, $2.85 each; 18, $8.25 each; 19, $3.75 
each; 017, $2.75 each: 018, $3.25 each; 019, $3.75 each. 
Skillets or Spiders—No. 3, 75c each; 4, 80c each; 5, 85o 
each; 6, 95c each; 7, $1.05 each; 8, $1.15 each; 9, $1.85 
each; 10, $1.65 each; 11, $2.10 each; 12, $2.50 each; 7 W, 
$1.35 each* 8 W, $1.45 each; 70, $1.00 each; 80, $1.10 
each; 90, $1.25 each. 

Waffle Irons—No. 7, $2.00 each; 8, $2.25 each: 9, $2.50 
each; 7 D, $2.40 each; 8 D, $2.75 each; 9 D. $8.25 each; 
11, $3.25 each; 12, $4.50 each; 14, $7.50 each. 

HOOKS—Bright. 


Gross—60% Discount from List. 
Brass No. 1412— Dus. 

.$ .10 

. JO 

, 1 for So.10 

, 1 for So. Jf 

, 1 for 6o.80 

Brass Oup No. Ill— 

Dos. 

.$ .10 

. JO 

. 10 

, 1 for So. JO 

. 1 for So.IS 


n Hi m AVI ••#••• 08V 

1, 1 for 18o. JS 

1, 1 for So.$ JO 

1J4 . *0 

1% .SO 

1%. 1 for ISo.75 

1. 1 for ISo.86 


jia m avi vv.« ••«•••• m tut ••»•••• .ov 

HOSE COUPLINGS—Com. Sise %, each 20c; %, 20c; %, 20c. 
H08B (GARDEN)— 

Coupled Fifty Foot Lengths—Aztec, % inch 24c foot. 
Aztec, % inch 28c; Deluge, % inch 28c, Deluge, % inch, 
27c; Delphos, % inch, 20c; Delphos, % inch 23c; Sierra, 
% inch 22c, Sierra, % inch, 25c; Simi, % inch 17c, Simi, 
% inch 21c; Solar Cotton, % inch, 20c, Solar Cotton, % 
inch 23c; Summit, % inch 20c; Summit, % inch 23c; Ten 
Cee, % inch 17c. Ten Cee, % inch 21c; Torrent, % inch 
28c, Torrent, % inch 27c; Union Arrow, plain, % inch 18c, 
Union Arrow, plain, % inch 21c, Union Arrow. WW. % 
inch 21c, Union Arrow, % inch 20c; Whirlpool, % inch 
20c, Whirlpool, % inch 23c. 

Reel Not Coupled—Endurah Ribbed, % inch 24c, Endurah 
Ribbed, % inch 28c, Endurah Smooth, % inch 25c, Endurah 
Smooth, % inch 28c; Goodrich Ribbed, % inch 27c, Good¬ 
rich Ribbed, % inch 31c; North Star Ribbed, % inch 28c, 


North 8tar Ribbed, % inch 27c; 
22c, Rajjah Ribbed, % inch 26c; 
22c, Rajah Smooth, % inch 26c; 
21c, Utility Ribbed % inch 24c, 
21c, Utility Smooth, % inch 24c. 
ICE TOOLS— 


inch 27c; Rajah Ribbed, % inch 
inch 26c; Rajah Smooth, % inch 
inch 26c; Utility Ribbed, % inch 
inch 24c, Utility, Smooth % inch 


.. .$40.00 


No. 816 Plow, 10-in.. 47.50 

No. 817 Plow. 12-ln.. 54.00 

No. 820 Plow, 8-in. 42.60 

No. 821 Plow, 10-in.. 50.00 

No. 822 Plow. 12 in. 57.00 

No. 456 Splitting Qiisel. 4.76 

No. 496 . S.86 

No. 520 lee Hooks, 4-ft. 1.86 

4%-ft. 1.40 

5- ft. 1.S0 

6- ft. 1.65 

No. 1 Ice Tongs V h B. 1.7S 

No. 3 . 3.00 

No. 8 . 3.35 

No. 540, 18-inch . 8.00 

14 H-inch . 3.15 

16%-inch . 3.36 

Pond Ice Baws—Tiller Handle. 

4%-foot. 6.76 

5-foot . 6.36 

5%-foot . 6.75 

IRON—Bars Small Lots. 

(Cutting Extra) 

Common Bar .$ .06 lb. Base 

Angle Iron, %-lneh .10 

Angle Iron, 8-16-inch.08 

Angle Iron, %-inch and heavier.07% 

ltd,, sq. and sq. twisted— 

%-inch and smaller . 7.50 Base 


5-16-lneh 7.00 

% to 2% -inch . 6.50 

8-inch and larger . 7.50 

Flats, all sizes . 6.50 


IRONS—Sad. Common, 9c lb.; Mrs. Potts No. 50, $1.76 set; 

Dover No. 70, $2.75 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75; 1L, $2.50; 2L, $8.50; 
8L, $6.75. 

KNIVES * FORKS—Iron Handled, $1.25. 


Butcher— 

No. 

Each 

No. 

Each 

526— 5 . 

..$ .65 

1600— 7 _ 


526— 5% . 

.. .75 

1500— 8 .... 

. 1.50 


.. .85 

1910— 0 . . . . 

.50 

626— 6% . 

.. 1.05 

1910— 7 _ 

.60 


.. 1.50 

1910— 8 _ 

.75 

526— 9 . 

.. 1.90 

2200— 6 _ 


526—10 . 

.. 2.35 

2200— 7 _ 


526— 7 . 

.. 1.25 

2200— 8 ... 


526—12 ...... 

.. 8.85 

3047— 6 _ 

.60 

526—14 . 

.. 4.00 

8047— 6% - 



.. 1,00 

8047— 7 .... 

.85 

790— 7 . 

.. 1.80 

8047— 8 _ 


790— 8 . 

.. 2.00 

3047—10 _ 


1500— 6 . 

.. 1.00 

8047—12 _ 

.2.50 

Cheese— 

675 . 

Cooks French— 


Draw— 


267— 6 . 

. . .80 

84— 4 . 


267— 8 . 

.. 1.80 

100— 6 . 


267— 9 . 

.. 1.50 

100— 7 . 


267—10 . 

.. 1.85 

100 — 8 ...... 


267—12 . 

.. 2.00 

100— 9 . 

.5.00 

Corn— 


105— 6 . 


2 . 

.. .75 

105— 8 . 


8 . 

... .40 

105— 9 . 

.1.65 

5 . 

.. .50 

105—10 . 

.1.75 

10 . 

.. .60 

105—12 . 



KNIVES—Hay—Lightning $1.85; Iwan Sickle, $3.00; Iwaa 
Serrated, $2.00; Heath's Upright, $1.85. Cforn—Corn 

King, 40c; No. 13 Hooks, 60e. 

KNOBS—Msple, Base, 5e each; 85c dos. 

LACING—Belt— 

Leather Bristol 

Sise %, per ft.$ .08 111, per inch.$ .01% 

Sise 5-16 per ft.08 112, per inch.03 

Sise %, per ft.04 118, per ineh....$ .02% 

Sise %, per ft....$ .05 114. per ineh.08 

8ise %, per ft. .Of Wire— 

8**e %, per ft. m No. 1, box 50 ft..50 

No. 3.65 

LADDERS—Extension, No. 1, 80c foot; Step, Climax, 55c foot; 

Special, 40c foot; Standard, 80c foot. 

LANTERNS—Boys'—No. 589. 45c each; 1590, Cadet, 35e. 
Dash—No. 821, Prisco. $1.85 each; 881, Prisco, $2.15. 

Cold Blast Tubular—No. 830, Prisco (Little Wisard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Prisco, $1.50. 
Hot Blast Tubular—No. 165, Prisco, 21.00 each; 165R, 
Prisco (Ruby), $1.80; 176, Prisco (Bullseye), $1.50; 217, 
Prisco, $1.00. 

LEAD—White—13%-lb. Keg. $1.85; 35-lb. Keg. $8.65; 50-Ib. 

Keg. $7.15; 100-lb. Keg, *14.00. 

LIFTS—Sash—Large Bar, $1.25 dos.; Small Bar, $1.10 dos.; 
Hook, 40o dos. 

LOCKS—Rim—Steel, 75e set; Cast, 60e set. 

LINES, CLOTHE8—Cotton, Braided—No. 850, 65e each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 85c each; 150, 40c. 

Wire, Twisted—50 foot, 20 gauge, 85c each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge, 50c; 50 foot, 18 gauge, 50c; 
75 foot, 18 gauge, 60c; 100 foot, 18 gauge, 70o. 

Wire, Solid—100 foot, 9 gauge, 75e each. 

MATS, DOOR—Cocoa— No. 1, $1.50 each; 2, $1.75; 8, $2.00; 
02, $2.50; 03, $3.00; 04. $3.75; 05, $4.50. 

Steel—No. 20. $1.50 each; 40, $2.00 each; 60, $2.85 each; 
80, $4.50 each; 100 rolls, 55e square foot. 


MATTOCKS— 

Short Cutter, No. 1800 .Each $1.90 

Long Cutter, No. 1790 .Each 190 

Pick, No. 1810 .Each 1.90 

Handled, D E 3 .Each 1.85 

Handled, C E 3^.Each 1.35 

Handled 8Q3V6 .Each 1.10 


MAULS—Handles Extra—Post, east, 7e lb.; R. S. Trask, 
920, 35c: Woodchoppers, 960, 35c; Woodehoppevu, 960A, 
25c. Dble Face (see Hammers). 

MILLS—Cider- 

Junior .$35.00 Senior.$40.00 

Medium. 80.00 Force Teed ...16.00 

MOPS— Slasher Cotton 

15 os., each.$ .75 15 os., each.$ -Js 

18 os., each.85 18 os., each. ••£ 

21 oi., eaeh. 1.00 21 os., eaeh. 1-00 

MOP 8TICK8—No. 7, S5o eaeh; No. 18, 35« eaeh; No. 70 
or Janitor's, 65e eaeh. 
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BETAn. SELLING PRICES—Continued. 


MOWERS—Great American—15-in.. $16; 17-in., $18; 19-in., 
$20; 21-in., $22. Common—12-in., $6; 14-in., $6.25; 16- 
in., $6.50. 

NAILS—Base per Keg, $5.80. 50 to 99 Dm., add 50e per 

100 lba. to Keg price. 1 to 50 lb- 
Fine Bine 2A8.$ .08 Barb Box 8 to 20d. 


Fine Bright.08 

Common 2A8d.08 

Common 4A5d. .08 

Common 6A7d.07 

Common 8 to 60d.07 

Caaing 2A8d.08 

Caaing 4A5d.08 

Caaing 6 to SOd.08 

Finishing 2*8d.10 


Barb Roof % to % .. 
Barb Roof 1 to 1% .. 

Plaster Board. 

0. 0. Box. 


Finiahing 4*5d. 


.08 


.08 
.10 
.10 
.10 

__ _ .10 

Out Casing 6*8.08 

Galr. Felt.15 

Galv. Boat.12 

Clout- 

Balk, lb.80 

% lb. Papers, ea... .20 

Cigar Box— 

Bulk, lb. 


.80 


5 fc 


1 lb. Papers, ea.... .85 

** . 20 

.15 

Horseshoe— 

Cape well, lb. 80 

Northwestern .80 

Union .25 


¥G, POULTRY—Hexagon. Galvanised After Wearing— 
h, 20 gauge—List roll, 12in., $2.14; 18in., $8.08; 241n., 
2; 80m., $4.68; 36in., $5.85; 48in., $7.18; 60ln„ $8.91; 


Finishing 6 to 20d.. .08 

Smooth Box 4 to 6d. .08 

Smooth Box 8 to 20d .08 

Barb Box 4 to 5d.. .08 

Barb Box 6.08 

Trunk— 

Bulk, lb.80 

1 lb. Papers, ea.... .86 

H lb.10 

H lb.16 

NETTING, POULTRY—Hexagon. Galranised After Wearlnj 

2 inch, ... 

8 92 

72in; $10.69. 

Sell Full Roll—12in., $1.95; 18in„ $2.80; 24in„ $8.50; 
SOin., $4.25; 36in., $4.80; 48in.» $6.40; 60in., $8.00; 
72in., $9.65. 

Sell Cut (lin. ft.)—12in., l%c.; 18in., 2He; 24in., 8He; 
30in., 3%c; 36in., 4He; 481n., 5%c; 601n., 7He; 72in., 
8 He. 

1H inch, 20 gauge—List roll, 12in., $8.15; 18in„ $4.58; 
24in., $5.78; 80in., $6.90; 86in., $7.88; 48in., $10.50; 
60in„ $18.18: 72in., $15.75. 

8eU Full Roll—12 in., $2.85; 18in., $4.10; 24in„ $5.20; 
30in., $6.20; 86in n $7.10; 48in n $9.45; 60in., $11.80; 
72in., $14.20. 

Sell Cut (lin. ft.)—12in., 2He; 18in„ 8%e; 24in., 4%c; 
SOin., 5He; 86in. t 6He; 48in. t 8He; 60in H 10He; 72in., 
12 He. 

1 inch, 20 gauge—List Roll—12in., $4.95; 18in., $7.12; 
24in n $9.08; 80in., $10.88; 36in., $12.88; 48in., $16.50; 
60in.. $20.68: 72in., $24.75. 

Sell Full Roll—12in., $4.45; 18in., $6.40; 24in., $8.20; 
SOin., $9.75; 86in., $11.15; 48in., $14.85; 60in., $18.60; 
72in., $22.80. 

Sell Out (lin. ft.)—12in., 4c; 18in., 5%c; 24in., 7%c; 
SOin., 8%c; 86in., 10c; 48in„ 18He; 60in., 16Hc; 72in n 
19Hc. 

% inch, 20 gauge—List Roll—12in., $8.55; 18!n., $12.80; 
24in., $15.68; 80in., $18.71; 86in., $21.88; 48in., $28.50; 
60in., $85.68; 72in„ $42.75. 

Sell Full Roll—12in., $7.70; 18in., $11.05; 24in., $14.10; 
SOin., $16.85; 86in., $19.25; 48in., $25.65; 60in., $82.05; 
72in., $88.48. 

8ell Cut (lin. ft.)— 12in., 6%c; 18ln., 9%e; 24in„ 12He; 
SOin., 15c; 86in„ 17He; 48in., 22He; 60in., 28Hc; 70in„ 
84 He. 

HIPPER8—Nettleton—8-in., $1.75 eaeh; 10-in., $2.16; 12-in., 
$2.25: 14-in., $2.75. 


Sise 



2 

2% 

8 

8% 

4 

6 

6 

7 

6 

.04 

.m 

.06 

06 

.07 

.08 

.10 

.12 

.16 

.06 

.ii 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.05 

.07 

.07 

.07 

.08 

.10 

.11 

.14 

.16 

.06 

.11 

.11 

.11 

.18 

.16 

.18 

.22 

.16 

.06 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

.08 

.14 

.14 

.14 

.14 

.18 

.21 

.25 

.82 

.08 

.18 

.18 

.18 

.18 

.15 

.18 

.28 

.25 

.11 

.19 

.19 

.19 

.19 

.24 

.28 

.84 

.88 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.17 

.17 

.29 

.29 

.29 

.89 

.88 

.45 

.52 

.18 

.18 

.20 

.20 

.20 

.25 

.90 

.86 

.40 

.21 

.21 

.85 

.85 

.85 

.89 

.46 

.54 

.60 

.18 

.18 

.27 

.27 

.27 

.82 

.88 

.50 

.54 

.27 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 

ched U. S. 

d. Hexagon, Tapped—Sise %, 

70c 


OPENERS (CAN)— 

Each. 

No. 

No. 

4 . 

-.$ .10 

, 140 


.. .10 

840 

100 . 

.. .25 



OIL—Boiled Linseed, $1.60 gal. 

OILERS— 14 B.45 

Mowing Machine— 16.50 

No. Each 8teel, Railroad— 

8 A .$ .25 10. 1.00 

8 B.40 11. 1.25 

1100 .20 Zinc, Chace’s— 

1120.$ .40 00 .10 

1140 .80 0 15 

Steel, Spring Bottom— 1.15 

12 .25 2 20 

13 .80 8 25 

13 A.85 4 80 

14 .85 5 85 

14 AA.40 6 45 

OUTFITS—Gobblers—Eclipse, $1.00 each; Family, $1.85; 
Home, No. 1, $2.00; No. 2, $1.50. Lasts and Stands, No. 
15. eaat, 90c; No. 15, extra beery, $1.85; No. 24, malle¬ 
able, $2.25. 

OVENS, PORTABLE—Boss 

No. Each No. Eaeh 

012.$5.26 560 $5.50 

055 . 5.75 700 5.50 

0200 . 5.25 750 6.50 

450 . 5.50 755 6.75 

Perfection 

121 G . 4.75 122 G. 5.75 

Pinney 9s Boyle 

18 . 2.50 83 8.60 

17 . 3.00 87 8.25 

17 G. 8.25 37 G. 8.50 

PACKING—Sheet Rubber—Standard, 20o lb.; Rainbow, 90e; 
Italian Hemp, Common, 40c; Square Flax, braided, 50e; 
Piston Spiral Steam, High Pressure, $2.25; Steam or Water, 
Low Pressure, $1.26. 

PAD8—Sweat—No. 68 N12. Red Edge, 75c; No. 146 All, 
Blue and White striped, $1.50. 


PADLOCKS—Corbin 


No. 

Each 

No. 

Each 

9902 . 


958 . 

. .25 

9902 N 0. 


2802 M . 

. .85 

21090 . 

.75 

2822% . 

. .50 

Yale 


2889 . 

. 1.00 

228 .....- 

.65 

2879 . 

. 1.50 

225 . 


2880 . 

. 1.75 

453 J . 

.85 

2881 . 

. 2.25 

468 X . 

.85 

2883 . 

. 8.00 

568 . 

. 1.25 

Miller 


565 . 

. 1.50 

1 . 

. 1.50 

585 . 


016 . 

. .25 

685 . 


18 . 

. .30 

645 J . 


18 B. 

. .35 

808 . 

. 1.40 

19 . 

. .40 

805 . 

. 1.50 

21 . 

. .50 

805% . 

. 1.76 

75 . 

. .50 

818 . 


76 . 

. .75 

815 . 


78 . 

. .85 

823 . 


96 . 

. .50 

838 . 

. 2.00 

96 C. 

. .65 

848 . 


121 . 

. .50 

853 . 


5441 . 

. .85 

8454 . 


Slaymaker 

. . .60 



1902 . 



1903 . 

.. .50 




ID.; o-io, ooc id.; owe id.; i-ao, id.; 7* , id.; 

9-16, 85c lb.; H, 80c lb.; %, 25c lb.; H, 25c lb.; 1, 
25c lb. 

Hot Pressed U. S. S'. Square, Tapped—Sise %, 35c lb.; 
5-16, 80c lb.; %, 27c lb.; 7*16, 25c lb.; %, 21c lb.;%, 19c 
lb.; H, 17o lb.; %, 16c lb.; 1, 16e lb. 

OAKUM—Plumbers, 16e lb.; Nary, 25e lb.; Best Unspun, 
85c lb. 

OAR LOCKS—2-ln„ per pair 40e; 2%-in., per pair 60c; 
2%-in., per pair, 70e. 

Eaeh. 

.$ .10 

.25 


PAINT SUNDRIES— 

Alcohol (Denatured) Gal. 

1-gallon.$1.50 

5-gallon. 1.40 

Barrel .$1.20 

Glue Lb. 

No. 2 Gelatine.65 

Chicago White.65 

Lead, Selby White 

500 lbs. or more.18 H 

100-Ib. kegs.14 

50 and 25-lb. kegs.. .14H 

12 %-lb. kegs.14 H 

Paint, Dry Colors 

Burnt Umber.05 H 

Chrome Green, Med.. .15 

Graphite .06% 

Princess Metallic ... .04 

Raw Sienna.07 

Venetian Red.04 

Yellow Ochre.03 

Paints, Ready Mixed 
1st Grade, White— 

Gals.Gal. 4.40 

% -gals.%-Gal. 2.80 

Quarts.Qt. 1.25 

Pints.Pt. .70 

%-pints.%*Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.25 

%-gale.H-Gal. 2.25 

Quarts.Qt. 1.20 

Pints.Pt. .65 

%-Pints.H -Pt. .85 

2nd Grade White or Colors- 
Gals.Gal. 2.90 


H-gsls.%-Gal. 1.60 

Quarts.Qt. .95 

Inside Floor— 

Gals.Gal. 2.90 

H -gals.H-Gal. 1.60 

Quarts.Qt. .95 

Porch— 

Gale.Gal. 4.25 

H-gsls.%-Gsl. 2.25 

Quarts.Qt. 1.20 

Oil Gal. 

Floor.65 

Gloss.60 

Lard, No. 1.2.50 

Lin-O-Oil.90 

Linseed, Boiled.2.25 

Linseed, Raw. 2.28 

Neatsfoot No. 1.2.50 

Neutral.45 

Paraffine.55 

Tints, Kalsomine Lb. 

Barrels .07% 

Kegs .07% 

100-lb. Bulk.08 

25-lb. Bulk.09 

Less 25 lbs.10 

Turpentine Gal. 

1-gal. 1.05 

5-gal.90 

Barrel.76 

Wax Lb. 

Johnson's.65 

Old English.65 

Bradley's.60 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


PANS—Acm® Frying— 

No. 00, each.$ .15 

No. 0, each.25 

No. 1, each.80 

No. 2 t each.85 

No. 8, each.85 

PAPER—Asbestos, site 1-16 and under, 80e lb. cut; over 
115, 80s lb. 

Paper Sheathing, Red or Gray, 20-lb., 
roll; 80-lb., roll. 

Tarred Inaulating, No. 8, roll $1.50 (ent 6e lb.); 10, roll, 
$2.50 (cut Oc lbj 


No. 4, eaeh.$ .40 

No. 5, eaeh.45 

No. 5, eaeh.50 

No. 7, each.00 


$5e roll; 25-lb., $1.15 


PAPER—Building— 
P A B 


Imitation PAR 


No. 1—500. 

No. 1—1000.... 

_$2.00 

.... 8.90 

No. 1—600. 

No. 1—1000.... 

_$1.80 

.... 8.40 

No. 2—500. 

.... 2.95 

No. 2—600. 

.... 2.56 

No. 2—1000.... 
No. 8—500. 

-6.75 

.... 4.00 

No. 2—1000_ 

No. 8—600. 

.... 4.95 
.... 8.60 

No. 8—1000.... 

.... 7.70 

No. 8—1000.... 

.... 6.76 

Bad Resin- 

17 lb. 

20 lb. 

_1.40 

25 lb. 

80 lb. 

....$1.66 
.... 1.90 


PAPER—Roofing, Smooth or Sanded—Ply %, $1.85 lb.; ply 1, 
$2.25; ply 2, $2.75; ply 8, $8.25. 

PAPER, SAND AND EMERY—Astec Sand Paper, in Sheet*— 
No. 0<Mfc, 40o or.; 1, 45e qr.; 1)4, 50c qr.; 2, 55c qr.; 2)4, 
50c qr.; 8, 65c qr. 

PEA VIES— 

Maple 

2)4x4 .$2.50 

4% . 2.75 

214x4)4 . 2.75 

5 . 2.75 

2%x4% . 8.00 

5 . 8.00 

8x5 . 8.15 


Hickory 

$2.75 

2.85 

2.85 

8.00 

8.25 

8.25 

8.50 


—Bangpi 
Maple Hlekoi 
$2.80 
2.85 


8.00 

8.10 

8.25 

8.85 

8.75 


$8o5 

8.10 

8.25 

8.85 

8.50 

8.80 

8.85 


44 . 

Each 

.$4.00 

1204 

46 . 


1206 

48 .. 


1208 

52 . 


1210 

54 . 


1304 

56 . 


1306 

58 . 


1308 

64 . 


1310 

66 . 


1404 

69 . 


1406 

614 . 


1408 

74 . 


1410 

76 . 


1504 

79 . 


1506 

714 . 

. 7.25 

1508 

464 . 

. 5.50 

1510 

466 . 

. 6.00 

1704 

469 . 

. 6.75 

1706 

474 . 

. 6.00 

1708 

476 . 


1710 

479 . 




Each 


4.25 


5.00 


6.25 

5.50 

4.25 

4.50 
4.75 

5.25 

4.25 
4.50 
4.75 


PICK8—Railroad, No. 1710, $1.85 each; 1711, $1.50; 1712, 
$1.60; 1718, $1.75; 1714. $1.85; 1715, $2.00. 

Drifting, No. 1, $1.25 each; 1)4, $1.85; 2, $1.50; 8, $1.60; 
4, $1.75. 

PINS—Eecuteheon—Small lota, 15c ©».; largo lota, 40% orer 

List. 

PIPE FITTING8 (STOVE)—Gape, No. 0 15, 50c each; 0 16, 
60c eaeh. 

Collars, No. 018, 014, 25, 25)4, 26, 10c eaeh; 27, 15e each. 
Cylinders, No. 54 (1508), 75c each; 64 (1608), $1.00 each; 
65 (1612). $1.10 each; 75, $1.20 each. 

Damper®, No. 3, 4, 15c each* 5, 6, 20c each; 7. 25c each. 
Elbows, No. 8 Oorg., 20c each; 4 Corg., 25c each; 5 Oorg., 
25c each; 6 Oorg.. 80c each; 7 Oorg., 40c each; 8 Adj. 4 
Pc.. 25c each; 4 Adj. 4 Pc.. 80c each; 5 Adj. 4 Pc., 80c each; 
6 Adj. 4 Pc., 85c each; 3-inch Adj. Gslvd., 85c each; 4-inch 
Adj. Galvd., 45c each; 8 Oorg. Jap., 85c eaeh; 4 Oorg. Jap., 
45c each. 

Floe Stops, Nos. 1 and 86, 15e each; 8, 15c each; 80, 20e 
each; 40, 20c each. 

Roof Plates and Saddles, Nos. 15, 16 (Side), OOo eaeh; 50, 
60 (Ridge), 75c each. 


Caps 


Elbows, 20 Deg. 
Elbows, 45 Deg. 
Elbows, Red.... 
Elbows, Street .. 

Floor Flanges .. 

Lock Note.05 

Plugs . 

Redueors .... 

Return Bends 

Tees . 

Unions .20 

Wsate Nuts 


Vt. H, 

%-in. 

in 


%-in. 


1-in. 

Blk. 

Gal. 

Blk. Gal. 

Blk. Gal. 

Blk. 

$ .06 $ 

.10 $ 

.05 $ 

.10 

$ 10 $ 

.15 

$ .10 

.05 

.10 

.10 

.12) 

4 .15 

.15 

.15 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

.15 

.20 

.25 

.80 

.85 

.50 

.45 

. .10 

.15 

.10 

.15 

.15 

.15 

.20 

. .10 

.10 

.10 

.15 

.15 

.25 

.25 

.15 

.16 

.20 

.20 

.25 

.80 

.25 

.10 

.10 

.15 

.20 

.20 

.85 

.25 

.20 

.40 

.80 

.60 

.85 

.60 

.40 

.05 

.10 

.10 

.15 

.20 

.80 

.80 

.05 

.05 

.06 

.05 

.05 

.10 

.10 

.10 

.15 

.15 

.20 

.20 

.25 

.25 

.20 

.85 

.26 

.46 

.30 

.45 

.50 

.10 

.15 

.15 

.20 

.15 

.20 

.20 

.20 

.25 

.20 

.80 

.25 

.85 

.80 

.10 

.10 

.10 

.10 

.10 

.15 

.10 



1-in. 

1)4 

•in. 

1% 

•in. 

2-i 

n. 


Gal. 

Blk. 

Gal. 

Blk. 

GaL 

Blk. 

Gal. 

Bushings . 

.15 

.10 

.25 

.15 

.80 

.20 

.85 

Gaps . 

.20 

.20 

.40 

.25 

.45 

.40 

.66 

Couplings . 

.20 

.20 

.25 

.25 

.80 

.86 

.40 

Grosses . 

.75 

.55 

.90 

.60 

1.10 

1.00 

1.75 

Mbows, 45 Deg. 

.80 

.40 

.65 

.45 

.70 

.65 

1.10 

Elbows, 45 Deg. 

.80 

.40 

.65 

.45 

.70 

.65 

1.20 

Elbows, Red.... 

.85 

.85 

.60 

.40 

.65 

.65 

1.10 

Elbows, Street . 
Floor Flanges .. 

.40 

.80 

.55 

.85 

.60 

.75 

1.25 

.70 

„45 

.80 

.50 

1.10 

.76 

1.50 

Lock Nuts. 

.40 

.35 

.60 

.40 

.65 

.65 

A5 

Plugs. 

Reducers . 

.10 

.10 

.15 

.15 

.20 

.15 

.26 

.85 

.25 

.45 

.85 

.55 

.60 

.90 

Return Bends . 

.80 

.65 

1.30 

.85 

1.50 

1.25 

2.40 

Tees . 

.80 

.80 

.50 

.40 

.75 

.70 

1.20 

Unions . 

.45 

.45 

.65 

.60 

.85 

.80 

1.00 

Waste Nuts ... 

.15 

.20 

.80 

.40 

.65 

.60 

.90 


)4, 


-in. 

%-i 

In. 

1-in. 


Blk. 

Gal. 

Blk, 

Gal. 

Blk. 

Gal. 

Elk. 

Gloss . 

.05 

.05 

.05 

.07)4 .05 

.07) 

4 .10 

Long . 

.05 

.10 

.05 

.10 

.10 

.15 

.10 

4-in. Long. 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

6-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.10 

6-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.15 

1-in. 

1)4 

•in. 

1)6 

-in. 

2-in. 


Gal. 

Blk. 

Gal. 

Blk. 

GaL 

Blk. 

Gal. 

Close . 

.10 

.10 

.15 

.15 

.20 

.15 

.26 

Long . 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

4-in. Long. 

.20 

.15 

.25 

.20 

.80 

.25 

.40 

5-in. Long. 

.20 

.15 

.25 

.20 

.80 

.25 

.4® 

6-in. Long. 

.25 

.20 

.80 

.25 

.85 

.80 

.45 


PIPE, GAS AND WATER—Black, % inch, 7c foot; % inch, 
7e; % inch, 7c; )4 inch, 9c; % inch, 11c; 1 inch, 15e; 1)4 
inch, 20c; 1)4 inch, 27c; 2 inch, 85c. 

Galvanised. % inch, 9c foot: )4 inch, 9c; % inch, 9e; % 
inch, 11c; % inch, 14c; 1 inch, 20c; 1)4 inch, 25e; 1)4 
inch, 35e; 2 inch, 45c. 

PIPE, 8TOVE—29 Gauge, Nested. Full Joints—Sise 8-lnch, 
25c joint; 4-inch, 30c, 5-inch, 80c; 6-inch, 30c; 7-inch, 
40c. 3-inch Japan, 80c joint; 4-lnch, 35c; 5-inch, 45e. 8- 

inch Galvanised 40c joint; 4-inch, 45c. 

Half Jointa—5-inch. 15c joint; 6-inch, 20c. 

Taper Joints—6 -incn to 5-inch, 85c joint: 7-inch to 6-inch, 
40c joint. For future delivery, prices withdrawn. 

PITOH—Asphaltum—5-lb. can, 85c; 10-lb. can, 70c; 25-lb. 

can, $1.50; 50-lb. can, $2.75; )4 Bbl., $4.50; Bbls., $8.00. 
PLANES—Wood Smooth. 81.25 each; Wood Jack, $1.50. 
Block-Bailey—No. 9%, $2.00 each; 9%, $2.40; 15, $2.15; 
16, $2.20; 17, $2.40; 18, $2.40; 19, $2.65. 

Block, Stanley—No. 60, $2.52 each; 60)4, $2.00; 61, $2.00; 
65, $2.70; 100, 50c; 101, 45c; 102, 80c; 103, $1.00; 110, 
$1.00; 120, $1.50; 130, $1.50; 131, $2.35; 203, $1.30; 
220, $1.50. 

Iron, Bailey—No. 2, 2 C, $3.60 each; 3, 3 C, $3.75- 4, 4 C, 
$4.15; 4)4, 4)4 C, $4.50; 5, 5 C, $4.50; 5)4, 5)4 C, $5.60; 
6 , 6 C, $5.90; 7, 7 0, $7.00; 8, 8 C, $8.50. 

Iron, Stanley—No. 602, 602 C. $4.00 each; 603, 603 C, 
$4.20; 604, 604 C, $4.65; 604)4, 604)4 C, $5.35; 605, 605 
O, $5.35; 605)4, 605)4 C, $5.80; 606, 606 C, $6.80; 607, 
607 C, $7.65; 608, 608 C, $9.25. 

All Wood—Plain, No. 15W, $1.25; 21W, $2.25; 27W, 
$2.50; 029W, $2.65. Razee, No. 17W, $1.50 23W, $2.65; 
29W, $3.00. 

Wood Bottom, Bailey—No. 22, $2.60 each; 23, $2.60; 24, 
$2.60; 26, $3.00; 27, $3.25; 28. $3.75; 29, $3.85; 30, 
$4.00; 31, $4.15; 32, $4.40; 35, $3.25: 36, $3.65. 

Rabbit—No. 10, $6.00 each; 10)4, $5.00; 75. 75c; 90, 
$3.60; 92, $3.60; 93, $4.50; 190, 191, 192, $2.35. 


PLTERS—Bernard’s, No. 100, 4)4-inch, 80c each; 5)4-inch, 
$1.00; 6)4-inch, $1.25. No. 101, 5)4-inch, $1.00; 6)4-inch, 
$1.25. No. 102, 4)4-inch, $1.50; 5)4-inch, $1.75; 6)4-inch, 
$2.25; 8-inch. $3.15. No. 108, 4)4-inch, 75c; 5-inch, 90c. 
No. 104, 4)4 inch. 75c; 5-inch, 90e. No. 105, 5-inch, $1.50. 
No. 106, 4)4 inch, 90c; 5-inch. $1.05. No. 108. 6-inch, 
$1.15. No. 109, 7-inch, $1.50. No. Ill, 5)4-inch, $1.40. 
Klein's, 6-inch, $2.00 each; 7-inch, $2.25; 8-inch, $2.76; 
9-inch, $8.00. 


PLUGS—Spark—$1.00 eaeh. 

PLUMBS AND LEVEL8—Wood, Stanley or Disston—No. 00, 
$1.00 each; 0, $1.15; 2, $1.50; 8, $1.75; 18, $2.10; 25, 
$2.85; 30, $2.15; 35, $2.85; 45)4. $3.00; 90, $2.75; 98, 
$3.75; 95, $5.50; 98, $2.75; 101, $2.75; 102, 60c; 104, 75c; 
6012, $2.00; 6018, $2.75; 6024, $3.15; 6521, $2.00; 6518, 
$2.50; 6524, $8.00. 

POINTS * OHUCK8— 

For 80 and 81.$ .76 

For 85.50 

Nos. 11 and 16, 2-in.. .65 

8-inch.60 

4-ineh.65 

6-inch.75 

6-lneh.85 

POLISH (FURNITURE)—Calol, 

85c; 1 quart, 60c; % 
gallons, $6.75. 

Liquid Veneer, 4 ounce, 25c each; 12 ounce, 50e; 1 quart, $1. 
O-Oedar, 4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
)4 gallon, $1.50; gallon, $2.50. 


8-inch.95 

10-inch . 1.10 

No. 75. 8.26 

60. 1.00 

80 .85 

81 .95 


No. 

No. 

No. 


. )4 pint, 25e eaeh; 1 pint, 
gallon, $1.00; 1 gallon, $1.50; 5 
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Johnson's Prepared Wax, 5 ounce, 85c each; 1 pound, 70c; 

2 pound, fl.40; 5 pound, $8.00. 

Metal—NonOlio, % pint, 50c each; 1 pint, 75e; 1 quart 

$1.25. 

Shoe—Shu white. 15c each; Midnight Oil, 25e; Royal, 15c; 
Jet-Oil, 15c; 4 0 8 Shoe Satin, 10c; 9 O 8 Shoe Satin, 3.5c; 

1 G Satinola, 10c; 2 O Satinole, 15c 5 P 8 Shoe Satin, 10c; 
10 P 8 Shoe Satin, 15o; 5 P Satinola, 10c; 10 P. 

Satinola, 15c. 

Store—-Liquid, No. 6 Black Silk, 15o each; 8 Black Silk, 
20e; 2 Black Eagle, 20c; 10 E Enameline, 15c. 

Paste, No. 5 Black' Silk, 15c each: 10 Blgck Silk, 20o; 20 
Black 8ilk, $1.85; 01 Blaek Eagle, 80c; 96 Black Eagle, 
$1.10; 4 E Enameline, 10c; 0 E Enameline, 15e; 75 Black 
Jack, 15c; 1 Rising Sun, 15c. 

POTS—Fire 

Gasoline, O. A L. 8 Quart. 1.10 

1.$19.00 10 Quart. 1.40 

5. 17.00 12 Quart. 1.50 

21. 14.50 18 Quart.1.75 

71 . 19.00 Tin— 

72 . 17.00 4 Quart .$ .55 

221 . 22.50 8 Quart.85 

Watering Galvanised 8 Quart. .85 

4 Quart.$ .86 10 Quart. 1.00 

6 Quart .1.00 

PULLERS—Nail—Rex. $1.45 each: Rex. Jr., $1.25; Red 
Deril, $2.00; Morrilla, $2.00; Little Giant, $1.80. 
PULLEY8—Brass Screw, No. 350, % inch, 10c each; %, 10c 
each; \, 10c each; 1. 15c each; 1%, 25c each; 1%, 40c 
each. No. 870, % inch. 25c each; 1, 40c each. 

Brats side. No. 1150, % inch, 20c each; %, 25c each. No. 
1170, % inch, 25c each; %, 80c each. 

Brass Upright, No. 500, 25c each. 

Clothes Line, No. 610, 2 15c each; 2% 20c each; 660, 15c 
each; 670, 15c each; 1610, 2 15c each; 2% 25c each; 
1660, 20c each; 1670, 20c each; 6350 G, 35c each; 6500, 
55c each. 

Hay Pork, No. 1267, 60 each 692, 60c each; 796, 75c each; 
46, 85c each; 1651, $1.95 each. 

PULLEYS—Frame—No. 4 Ottumwa per dos., 65c; No. 6, 
70c; No 9, 70c; No. 105, 65c; No. 109, 65c. 

PUMP8—P. 8.—1, $8.00; 2, $8.40; 8, $8.85; 4. $4.26. 
PUTTY—Per lb.. 10c. 

BAIL (HOUSE DOOR)— 

Pronty 

No. 5 . Foot, $ .15 

Richards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16,019 .$ .80 

182. 0132 .50 150 .10 

RASPS—Flat wood, 8 inches long, 50c each; 10, 75e; 12, 
90e; 14, $1.80; 16, $1.75. Half round wood. 10, 75c; 12, 
95e; 14, $1.85; 16, $1.80. Half round cabinet, 8, 75c; 
10. 90c; 12, $1.25; 14, $1.60; 16, $2.00. 

RAZORS ( 8AFETY ) — Eveready 

No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .40 

2, each .8.00 

Gem 

800, each . 1.00 800 B, Blades, Pkg... .50 

Enders 

900, each . 1.00 900 B, Blades, Pkg... .26 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg.. .60 

Gillette 

00, each .......... 6.50 480, each . 5.00 

460, each .......... 5.00 500, each .5.00 

460 B, each. 5.00 500 B, each. 6.00 

470, each . 5.00 501, each . 5.00 

501 B, each. 6.00 6 X B Blades, Pkg.. .50 

12 X B Blades, Pkg.. 1.00 

Auto 8trop 

1, set. 5.00 2541, set. 5.00 

15, set. 6.00 600 B Blades, Pkg.. 1.00 

25, set. 6.50 600Vi B Blades, Pkg.. .50 

25L set.- •. 6.00 

REGISTERS— _ , 

Jtp 6x8.$1.65 White 6x8.$1.85 

Jsp . 1.65 White 8x10.2.00 

Jsp 10x12. 2.40 White 10x12.2.90 

Jtp 10x14.8.15 White 10x14. 8.80 

Jap 12x14.4.85 White 12x14. 6.25 

REGIOTER FACES— 

Jtp 6x8.$1.00 White 6x8.$1.80 

Jap 8x10.1.10 White 8x10. 1.45 

Jap 10x12.1.70 Whita 10x12.2.10 

Jsp 10x14.2.20 White 10x14.2.86 

Jsp 12x14.2.80 White 12x14.8.65 

REVOLVERS— „ ^ 

Colts, Model Each Each 

Pocket Positive.$15.00 204, 224 . 8.50 

Police Positive. 16.00 204 B. 224 B. 9.00 

Police Positive Special 17.00 268, 278 . 9.00 

Police Positive Target. 18.00 268 B, 278 B. 9.50 

Army Special.$18.00 264, 274 . 9.50 

New Service.80.00 264 B, 274 B. 10.00 

8ingle Action.18.00 Iver Johnson 

Harrington A Richardson 800, 308, 828. 12.00 

203, 228 B . 8-00 800 B, 808 B, 828 B. 12.50 

208 B, 228 B. 8.50 304, 824 . 12.50 


Each Each 

804 B, 824 B. 18.00 Regulation Police .... 21.00 

848. 858 . 18.00 1908 Hand Ejector... 21.00 

348 B, 358 B. 18.50 88 S. & W. Perfected. 20.00 

844, 854 . 13.60 1908 Military. 24.50 

344 B, 854 B. 14.00 1911 Target. 22.50 

360 B, 865 B.14.25 New Departure 82.... 18.50 

Smith A Wesson New Departure 88.... 20.00 

1905 Military, Police. 22.00 

RIVETS—Slotted Clinch, Ooppered Steel—No. 9, 10c box; 98, 
10c box. 

Tinners', in Pepere—Black: Plus 10% ;tinned, plus 10%. 
Tinners', in Kege—Blaek, all sites, 80s lb.; tinned, 8, 85c; 
3%, 85c; 4, 35c; 5, 35c; 6, 85c; 7, 85c; 8, 85c; 10, 85c. 

RIFLES—No. and Model— 16 A TD—Stenderd .. 82.75 

Daisy Air Each Stevens 

25 .$ 4.25 Little Scout. 4.00 

40 . 4.25 Crack Shot. 4.85 

8. 2.65 Marksman. 6.50 

80 .$ 2.25 Favorite. 7.85 

11 . 1.50 70 TD—.22. 11.50 

12 . 1.85 Winchester 

King Air 1886 SF—Round Brl.. 86.00 

4 .... . 2.26 TD—Round Brl.. 42.00 

5 . 2.65 1890 TD—Oct’gn F'cy 48.50 

21 . 1.86 TD—Oct’gn Plain 22.50 

22 * . 1.50 1892 8F—Round Brl. 25.50 

Marlin SF—Octagon Brl. 27.00 

20 TD—Octagon BrL 17.50 SF—Carbine ... 24.00 

27 TD—Round Brl.. 20.50 TD—Octagon Brl. 85.00 

TD—Octagon Brl. 28.00 1894 SF—Round Brl. 27.50 

29 TD—Round Brl.. 15.50 8F—Octagon Brl. 29.50 

1897 TD—Round Brl.. 21.50 SF—Carbine ... 25.50 

TD—Octagon Brl. 23.50 TD—Octagon Brl. 85.25 

Remington 1895 SF •••••;•• \ • • • 

4 TD—Octagon Brl.. 11.00 1895—Gov’t Model .. 41.00 

6 td—R ound Barrel. 7.60 1895 TD . ... 44.00 

8 A TD—Round Brl.. 45.00 1902 TD—.22. 7.50 

12 TD—Round Barrel. 18.20 1908 TD—Plain .82.00 

TD—Octagon Brl.. 20.20 TD—Fancy -56.00 

14 A TD—Standard .. 82.85 1906 TD .21.00 

14 TD—Carbine .. 82.75 1907 TD . 40.00 

ROPE—Cotton Thread—Slse 8-16, 75c lb.; % to 5-16, 75c; 
% to 75c; % to 1, 75c. 

Manila—Base, 45c lb.. Sieal, Baee, 85c lb. 

RULES, BOXWOOD—Lufkin Stanley—No. 171, (86) 85c each; 
RULES, Boxwood—Lufkin Stanley—No. 171, (86) 50c each; 
Q7Q /<a a 14\ 70c* 878 (8) $1.15; 886 (82) 70c, 888 
(82%) 95c* 465 (69) 20c; 488 (57) 60c; 651 (68) 20c; 
702 (18^ 40c* 751 (61) .&0c; 752 (70) 40c; 762 B (7) 

81 10* 771 (84) 65c; 780 (62%) 80c; 781 (62) 80c; 861 
A (53%) 80c* 871 (52) 75c; 881 (54) 85c; 981 (66%) 
6O0; 8851 T ’(66) 6O0; 888i (66^) 70e; 8881 

Ru'it.; Steel—B 86, BI.ekimith. » 100 «»« h i 
smith 75c* 041. Pocket. 20c; 4141, 4641, Zig-Aag, 

4142, 4642, $150; 4143, 4643,’ $2.25; 4144, 46*4, $3.00. 
RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 50c each; 
No. 806 F, 70c; 8513 (°8)i 40c; 8614 (04) 66e, 

8515 (05), 70c; 8516 (06), 80c; 8518 (08>, $1.05, 

8523 (408 fr). 40c; 8524 (404 F), 50c; 8525 (405 F), 65c, 
8526 (406 Pi, 76c; 8618 (108), 50c; 8615 (i®®) 

8616 (106), 90c; 8624 (854 F), 60c; 8626 (856 F), 85c. 


SAWS, DIS8TON— 
No. 


.*190 *8.00 *8.16 *1.85 *8.86 *8*0 

tvq L ig74 . 2.85 2.50 2.60 2.70 2.85 8.10 

?0 8 ... I... 2.85 2.50 2.60 2.70 2.85 8.10 


16 

12 

112 


D-20 A 28. 


18-ln. 

20 -in. 

$1.90 

$2.00 

2.85 

2.50 

2.85 

2.50 

2.70 

2.86 

2.80 

2.96 

2.50 

2.65 

2.50 

£65 

8.15 

8.25 

8.80 

8.90 


28-ln. 
26-ln. Rip 
.85 $2.60 


120 . 

D-115 A 15. 

8 AW 8—One Man— 

81monds Disston 
2% ft. 8.25 $2.50 

4 ft. 8.85 4.00 

4% ft. 4.80 4.50 

5 ft. 4.80 5.00 


8.05 

8.20 

2.86 

2.85 

2.85 

8.40 

4.05 


8.25 8.46 8.70 

8.85 8.60 8.85 

8.05 8.25 2.50 

8.05 8.25 8.50 

8.06 8.25 8.50 

8.60 8.76 4.00 

4.20 4.40 4.66 


Royal 

Ohinook 0.0. 

6 ft. $9.60 
6 % 10.80 

7 12.00 

7 % 18.25 


Ohinook 0.0 
5% $6.75 


6 

6 % 

7 

7% 


6.60 

7.20 

8.15 

9.60 


8 imonds Felling same price as Royal Ohinook 0. 0. 
Atkins No. 400 and 401— 

.........$6.85 

.5.50 


28 In 
26 in 


24 in... 

.. 5.20 

18 

Atkins 

No. 68 and 69— 


28 in... 


22 

26 in... 

.8.15 

20 

24 in... 


18 

Atkins 

No. 58- 51 and 65— 

28 in... 


22 

26 in... 


20 

24 in... 


18 

Atkins 

No. 64— 


28 in... 


22 

26 in... 


20 

24 in... 


18 


22 in.4.85 

20 in.4.40 

18 in.4.15 


22 in.* 70 

20 in.* 5° 

18 in.*.*0 

22 in.* 60 

20 in. *.40 

18 in.*.10 

22 In. * 00 

20 in.* 70 

18 in. * 40 
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SAWS—Continued. Hand— 

22 >“.*8.80 

2® n . 8.16 

24 in.2.90 

Atkins No. 70— 

22 !“.82-85 

2® ». 2.40 

24 in.2.20 

No. 5 Simonds, No. 12 Dias 
ton or No. 69 Atkins. 

20 -inch.$ 2.66 

22 -inch. 8.00 

No. 8 Simonds, No. D 8 
Disston or No. 61 
Atkins. 

20 -inch.$2.60 

22 -inch . 2.75 

24-inch.2.85 

26-ineh . 8 00 

28-inch . 8.60 

80-inch . 8.76 

No. DI0O or No. D20 
Disston. 

221 n< *. 28.88 

28-inch . 8.50 


Atkins 
22 in. 


No. 66 and 


20 

18 


67— 

. 2.65 
. 2.50 
. 2.20 


Back 12 
Back 14 
Back 18 

Back 20 in. 

Back 22 in. 

Compass No. 2 , 10 in. 

12 in. 

14 in. 

16 in 


2.25 
2.50 
2.76 

8.00 

8.25 
.60 
.65 
.70 
.76 


14 in 

16 in _ 

Mitre 24 in. 

26 in. 

28 in. 

80 in. 

Nest Complete No. 8 . 


.65 

.65 

8.50 
8.78 
4.25 
5.00 

1.50 


No. 10 Simonds or No. 7 
Disston. 

16-inch.$1.80 

18-inch. 1.90 

Buck— 

Com Sal Brace V tooth . i 00 

Com Dbl Brace Tuttle tooth ... 1^75 

Com Dbl Brace V tooth . 1 50 

® A W CLAMPS—Stearns. 8 , $1.75; 0 , $ 1 . 00 ; 105, $2.50; 

JSSf® 3 ’ * 2 - 50 j Perfection, $ 1 . 00 ; NoT 10 . 
*1-50 ;N 88 , $2.00; No. 11 with guide, $8.26. 
oETb— 


BAW 

201 G. A P.$1.00 

8pec. Morrill. 1.10 

105 Morrill.60 

1 Morrill. 1.00 

12 . 1.00 

77.60 

X Out— 

Morrill No. 8.$1.86 

Baker No. 8.2.25 

SAW TOOL8— 

Clipper Outfit.$ .75 

Morin Raker Gauge— 

go. 1 . 1.00 

go. « . 1.85 

No. 9 . 1.60 

Atkins Raker Swage. .40 

5-M Tooth Gauge.15 

Jointers Pikes Perf.. .60 

Jointers No. 7 8terns .65 


SCALES—Pamily, No. 11021 , $2.85 each; 1102. $2.50 each; 
Peddlers, No. 101 . $4.00 each; 108, $4.00 each; 115, $4 00 
each; 485E, $4.00 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 808. 
$5.50 each. 

SCISSORS—Cast, No. 10, 40c each; 44, 7% inch 40c; 8% 
inch 45c: 240, 4 inch 25c; 4*4 inch 80c; 225, 4 inch 80c* 
4% inch 30c: 5 inch 35c; 5% inch 40c; 6 inch 45c* 820 
70c; 350, 05c. * 

WJf*. No. 4 B II, $1.25 each: 5 B H, $1.30; 4 R, $1.85; 
54*4, 95c; 55, $1.00: 55%, $1.05; 56, $1.10; 56*4, $1.15; 
57, $1.20: 154*4. $1.10; 155. $1.15; 155*4, $L20* 156, 
$1.25; 156*4, $1.35; 157, $1.45; 364, $1.20; 364%, $125; 
2?«^ a i*5 0; p 36fi ‘ 463 - $1.10: 403*4. $1.15; 464, 

fi 20 *’ 57 3, $1.45; 573%, $1.60; 574*4, $1.65; 663, $1.45; 
663V4, $1.00; 604, $1.65; 763, $1.05; 763*4, $1.10; 764 
$1.15; 764*4, $1.20; 765, $1.25; 765*4, $1.30; 766, $1 35; 
77 J 73 **' * 115 ; 774 - $1 20; 814, $1.20; 814%, 

$1.25; 815, $1.30; 815*4, $1.35; 816, $1.45. 

, n 2 ° 60 a * u ,2as ** ch: a # l » 2< ° : 

8 TEEL 


$2.00; 8 , $2.00; 4, 
$2.60; 9, $2.75; 10, 


23 in.2.10 

20 in. 1.96 

18 in.. 1.79 

24-inch. 8.50 

26-inch . 8.85 

28-inch. 4.25 

30-inch . 4.75 

20-inch.2.26 

22-inch. 2.50 

24-inch.2.65 

26-inch. 2.75 

28-inch. 8.25 

No. 4 Simonds or No. 120 
Diaston. 

26-inch.$4.00 

28-inch. 4.25 

No. 112 Diaston. 

26-ineh.$8.25 

28-inch . 8.50 

Butcher No. 10, 16 in. 1.25 

in. 1.88 

2? in. 1.65 

Kitchen No. 2, 12 in. .45 


D Handle, No. 1 A F, $1.90 each; 2, 

$2.15; 5, $2.25; 6 , $2.40; 7, $2.50; 8 , 

$2.90; 742, $2.25; 743, $2.40; 744, $2.50; 745, $2.60; 746! 
$2.75; 747, $2.90; 748, $3.00; 749, $8.15; 750, $3.25. 

The last figure in the number of a scoop shows its 
SCREW 8 — Iron 


% . 

% . 

. .$1.00 
. .. 1.10 

1% ... 

Ik . . . 

1 . 

.. 1.20 

1% .. 

Wood Hand— 

6 inch. 

.. .$ .45 

14 inch 

8 inch. 

.. . .65 

16 inch 

10 inch. 

... .85 

18 inch 

12 inch. 

.. . .95 

20 inch 

Jorgensen— 

No. 0. 

...$1.16 

No. 8.. 

No. 1. 

.. . 1.25 

No 4.. 

No. 2. 

... 1.50 

No. 5.. 


1.40 

1.50 

2.25 


SCREWS—Wood— 


PH Brt 
PH Bl. 
RH Bl. 


1.10 

1.85 

1.00 

1.70 

1.65 

2.00 

2.50 


PH Brs. 


Oontr. 

Broken 

Plat Hd. Brt.—Small Quant. 

Pull Pkg 

Pkg. 

6 c 

Dozen 

to 

$1.00 List 

....60% 

50% 

10 c 

Dosen 

to 

2.00 List 


50% 

15c 

Dozen 

to 

8.00 List 

....60% 

50% 

20 c 

Dozen 

to 

4.00 List 

....50% 

40% 

25c 

Dozen 

to 

5.00 List 

....40% 

80% 

30c 

Dozen 

to 

6.00 List 

.... 20 % 

20 % 

85c 

Dozen 

to 

7.00 Ust 

.... 20 % 

20 % 




Retail 


Lag 
Cap V. 

Cap 

Set 


Oontr’s. bp dos. 


Plus 30% 
List Pries; 


lM-ln. 


85. 


Cblonial . 1.25 

7 Taintor. 1.10 

28 Triumph. 1.95 

Hammer.85 

Lever. 95 


Morin No. 9.9.95 

Morin No. 9%.9.75 

Morin No. 8 . 1.00 

Setting Tool Dteeton— 

No. 100 .65 

No. 4 Setting Block*— 

No. 4 Blocks, Morin. 1.00 
Swages No. 0 Diset.. 4.50 
Gwagee, Whitings.... 1.00 

Atkins Rex. 1.00 

Atkins Excelsior.75 


thread .list 

ap 8 AE .list 

.list 

Machine Iron 80% off list. 

Machine Brass .list 

Nats for Machine Screws—Iron, add 90% to 
Brass, 40% to List Price. 

Bench—Iron— 1 -inch, $1.00; 1%-inch, $1.95; 

$1.50; 1 %-inch, $9.95. Wood—9-inch, $1.25. 

SCREW DRIVERS—Yankee—80, $9.00; 81, $2.76; 

$1.50; 180. $2.25; 181, $2.90 
SCREW DRIVERS—G. A 
SCYTHES—Bush— 

No. 

400 . 

Weed 

800 . 

Grass 

200 . 

250 . 

8 TEEL—Mild— 8 ee Iron. 

STEEL GOODS—Forks, Alfalfa—Aol84%, $2.00 each; Aol85, 
$ 2.00 each. 

Porks, Barley—Bol85, $2.00 eech; B0505, $2.75; B 0 I 8 D, 
$2.00; Bo5oD, $2.75. 

Forks, Barn or Ensilage—No. 508, $2.60 each; 510, $2.76. 
Forks, Hay—No. o 3154 %B, $1.60 each; o 3155B, $1.65 
each; o 8155%B, $1.75; 0 8164%, $1.80 - - 


P.—867—1%, 15c; 8 , 

40c; 4, 

, 45c. 

Each 

No. 


Each 

$1.90 

450 . 


$1.90 

1.90 

850 . 


1.90 

1.90 

100 . 


1.90 

1.90 

150. 


1.90 

Tool. 

20 c; Drill, Oom., 

, 20 c. 



o 3165%, 92.00. 

Forks, Header—Rol54% 
Rol55%, $2.25; Rol56, 
$2.50; Rol65%, $2.50; 

Sol55%. $2.35. 

Forks, Manure—No. o4D, 


8165, $1.85; 


$2.25 each: Rol55, $2.25; 
$2.35; Rol64%, $2.40; Rol65, 
R 0 I 66 , $2.60; 8ol55, $2.25; 

$1.50 each; o5DX, $1.60; o5D. 


$1.75; 06 DX, $1.75; 06 D, $2.25; 44Z, $1.00; 44X, $1.25; 
44%X, $1.35; 54%X, $1.50; 64%X, $1.75; o44%XZ, $1.35; 
o44X, $1.40; o44%X, $1.50; o44%, $1.50; o54%X, $1.75; 
o54%, $2.15; o64%X, $2.15; o64%, $2.25. 

Forks, Spading—No. B4D. $1.10 each; LDX, $1.50; oLDX. 
$1.50; L4X, $1.85; oL4X, $1.50; o5H4, $2.50; Jo4, $2.00; 
JoW, $2.50. 

Hoes, Weeding—No. A, $1.25 each; IP, 50e each; 2P, 60 
3W, 60c; 4P, $ 1 . 00 ; 4PM, 50c; 6 P, $1.25; 6 PM, 65c; 
BB 6 , 90c; W7, $1.10; W7%, $1.10; 34W, 75c. 

Hooks, Potato—No. 4BHD, $1.25 each; 4BHFM, 

5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR* 

6 GNR, $1.50. 

Hooks, Manure—No. M40, $1.35 each. 

Rakes, Oast Steel—No. 10, 85c each; 12, 90c; 14, 

16, $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakes, Lawn—No. 36LR, $1.15 each; 120R, 65c; 124R, 
65c; 2046, $1.15. 

Rakes, Malleable—No. 10 BM, 50c each; 10 SM, 50c; 12 BM, 
65c; 128M, 60c; 14BM, 60c; 14SM, 65c. 

Rakes, Steel Bow—No. Bll, $1.10 each. SB12, 90c; B18, 
$1.25; SB14, 90c; B15, $1.85; SB16, $1.00. 

GOOD 8 — 


$1.25; 

$1.35; 


$ 1 . 00 ; 


Potato Porks. 

P064 . 1.70 

P06D . 1.85 

Sluice Forks. 

308 .$2.25 

210 . 2.50 

312 .2.75 

Coko Porks. 

710.$3.00 

7 12. 8.25 

7 14. 8.75 

Shavinge Porks. 
$06L . .. 2.15 


Fish Forks. 

IP .$ .75 

Stone. 

HH4 . 1.65 

99R .9.25 


W7 . 
W7% 
W 8 .. 

LY5 


Werren. 

Hose. 


Ladies’, 


Riveted. 

RA.40 

Socket. 

G078 .95 

G078X. ,90| 

Beebe. 

BB 6 .90 

1 . 10 'BB 6 %. 

1.15; Acme. 

120 !a . 1.16 

Mettock. 

.65 DE 8 .75 


Snathes. 

50 1.85 

100 . 1.50 

Smith's Hoes. 

50A . 1.00] 

Nursery. 

No. 7 . 1 . 00 | 

German. 

GE 2-0 .90] 

Planter's Eye. 
AES.65 

I AES.75 


Mortar. 

9 .$1.15 

810. 1.85 

M210. 1.85 

M29. 1.25 

Invineiblo. 

1905 .$1.10 

Asphalt. 

914.2.50] 

Turf. 

Edger .$1.00 

Dandelion. 

Spuds.SO.. 

Dock Ontter. . .91.25 


Florel Seta. 

1 .60 

9.66 

8 PP . 1.85 

4P8P.2.60 

Floral Shovels. 
PSD.80 

Floral Hoes. 

TY 4 .85 

Floral Rakes. 
|GR 6 .45 

Olam Rakes. _ 

1120 .. 8*5 
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Bach 

1 .$ .45 

26 50 

6%.65 

097 1.25 


Each 


0267 85 

460 60 

07%.90 

11 G. 1.50 


SHEARS—Dressmakers', Etc., Wiss— 


No. 

Each 

No. 

Each 

130 . 

.$2.60 

189 . 

. 2.00 

136 . 

. 1.25 

190 L . 

.2.45 

136%. 

. 1.35 

198 . 

. 1.60 

137 . 

. 1.45 

199 . 

.2.00 

137%. 

. 1.50 

347 . 

. 1.65 

137% L H .... 

. 1.90 

347%. 

. 1.75 

138 . 

. 1.60 

348 . 

. 1.80 

138 L H . 

.2.00 

447 . 

. 1.80 

138%. 

. 1.65 

447% . 

. 1.90 

139 . 

.2.00 

448 . 

. 2.05 

147 . 

. 1.45 

1030 . 

. 2.45 

147%. 

. 1.55 

1036 . 

. 1.25 

148 . 

. 1.60 

1036% . 

. 1.35 

148%. 

. 1.65 

1037 . 

. 1.45 

180 . 

. 2.45 

1037% . 

. 1.55 

182 . 

. 3.00 

1038 . 

. 1.60 

184 . 

. 3.80 

1038% . 

. 1.65 

186 . 


1039 . 

.2.00 


SHEETS—Galvanised, Pull Sheets—10 to 16, 12 %o lb.; 18 
to 24, 13c; 26 to 27, 13c; 28, 14c; 30, 15c.. Black 
Sheets—Full Sheets, 12 to 16, 11c lb.; 18 to 28, 12c. 
For cutting sheets, add 10% to aboTe. Corrugated—Ptd., 
28 Ga., $6.75; Galv., 26 Ga., $10.50; Galv. 28 Ga., $0.50; 
Rock Face Siding, $10.50. 

8HZETS (STEEL)—-Black, Soft, 18*20, 22*24, 26, 27, 28, 80 
range, 15c cut, 10c full sheet. 

Galvanized Flat, 12*14, 16, 18*20, 22*24, 26, 27, 28, 30 
range, 18c cut, 12c full sheet. 

Galvanized, Corrugated, 26-gauge, 6 to 10 feet, open; 26- 
gauge, 12 feet, open; 28*gange, 6 to 10 feet, open. 

Painted, Corrugated, 28-gaoge, 6 to 10 feet, open. 


SHIELDS— 

Diamond—Expansion 

3-16, each.$ .05 

each.06 

5*16, each.07 

%, each.. - - .08 

each.1* 

%, each.15 

SHINGLES—Tin, 5x7, $3.00. 


% .each.20 

Diamond—Lead 

%*%. each.$ .04 

8*16x% each.04 

8*16zl each. ,04 

%x% each.06 

%xl .06 

5*16x1 each.07 


SHOES—Horae—Light, extra light or snow. All sixes, lOelb. 
Male—No. OO * 0, 12e lb.; 1, 11 %c; 2 A larger, lie. 

Oast Sleigh—Flat. 9c lb.; Concave or Convex, lOe lb. 

SHOT—Air Rifle. No. 25 (bulk), 20« lb.: No. 125 (l ib. bars), 
20c lb.; No. 525 (tubea), 10c pkg. Balia, Not. 0, 00. 000 
20e lb. Buck. Noa. 1, 2, 8, 20c lb. Drop, Nos. 1, to 12, 20c 
lb.; B, BB, BBB, 20c lb. 


8H0VELS—D Handle, Round Point, No. 102, $2.60 each; 201, 
12 25; 401, $1.90; 1008, $2.15; 1004, $2.25; 1005, $2.50. 

D Handle, Square Point, No. 104, $2.60 each; 203. $2.25; 
307, $2.7&; 408. $1.90; 404 B, $1.90; 1009, $2.50; 1010, 
$2.25; 1111, $2.15; 1112, $2.25. 

Long Handle, Round Point, No. 200, $2.25 each; 300, $2.25; 
400, $1.90; 400 A, $2.25; 700, $2.25; 701, $2.50; 800, 
$2.50; 801. $2.50; 1000. $2.15; 1001, $2.25; 1002, $2.50. 
Long Handle. Square Point, No. 103, $2.60 each: 202, $2.25; 
304. $2.50; 402, $1.90; 702, $2.60; 1006, $2.15; 1007, 
$2.25; 1008, $2.50. 


A8SE8* SKIN—25. 45c; 50e, 65c; 75, 85c; 100, $1.00. 


SLED8—Hand and Coaster. 

Flexible Flyer— 

No. 1 $800 

No. 2 3.50 

No. 8 4.50 

No. 4 5.50 

No. 5 .7.5C 

No. 6 15.00 


Jr. Racer . 

.... 4.25 
.... 5.00 

Tux 

. Racer .... 

_7.50 

Fire Fly— 


No. 

9 . 

_$1.75 

No. 

10 .. 

_2.25 

No. 

11 . 

.... 2.76 

No. 

12 . 

_8.25 


SMOOTH-ON—75c lb. 

80LDER—% and %, 70c lb.; No. 1, 90-100, 65c lb.; Wiping, 
40 60 60c lb.; Wire, 50-50, 75c lb.; Electrical Wire, 40-60, 
65c li>. 

SNIPS TINNERS—Wiss, Regular—No. W 6%, $4.25 pair; 
W7, $3 75; W8, $8.00; W9, $2.65; W 10, $2.35; Wll, 

Wiss, Curved Blade—No. W 6 % OB, $6.25 pair; W7CB, 
$5 25* W8CB, $4.50; W9CB, $4.00; W10CB, $8.65; WllCB, 
$3.00; W12CB, $2.65. 

SQUARES, STEEL— 

No. 

3. 

3 B, 8 G. 

10 . 

14 .. 

14 B, 14 G. 

.. 


Each No. 


Each 

. 2.00 
. 2.60 
. 1 50 

24 .. 
27 .. 


_1.35 

_1.75 

100 


_2.50 

. L75 
. 2.50 
. 1.25 

100 A 
100 B, 
100 C 


_8.25 

100 G. 

R . 

_8.00 

_8.35 


No. Each No. 

100 G V R . 8.00 100 R G T D . 

100 R . 3.75 101 . 

100 R B T D. 4.25 1016, 1018 . 

Try and Mitre 

2 6 . 75 15 7% . 

2 7%.85 20 4%. 

2 9 1.00 20 6 . 

12 4 .45 20 7% . 

12 6 50 20 9 . 

12 8 65 20 10 . 

12 10 85 20 12 . 


4.25 


2.25 

3.75 


1.15 

.45 

.65 

.65 

.75 

.85 

1.00 


STONES, SHARPENING—Aloxite or Carborundum—No. 107, 
$1.25 each; 108, $1.50; 109, $1.00; 110, $1.25; 111, 75c; 
112, 65c; 115 to 117, $1.25; 118 to 120, $1.00; 121 to 123, 
75c; 124 to 126, 75c; 133 to 135, $1.00; 136 to 188, 
65c; 142 to 144, 50c; 145 to 147, 35c. 

Pike's Oil and Water—No. 13, 60c each; 14, 60c; 16, 
10c; 20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42, 
35c; 48, 50c; 51. $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 
55, $1.25; 66, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, 
$2.75; 68, $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 
50c; 94, 60c. 

Pike’s Scythe—No. 89, 15c each; 40, 15c; 41, $15c; 42, 20e. 

SPRAY PUMPS—Faultless, Tin, eaeh, 60c; Barnes No. 254, 
$4.50; Barnes No. 276, $7.00. _ 

STAPLES—Netting, Galv., 15c lb.; Barbed Wire,, Polished, 
7%c. 


8TARRETTS* TOOL8—‘'Shop** or "Retail"— 

Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% above list. 

G. & P. GOODS—Hack Saw Frames— 

69.. $1.75 69B. .$1.50 247.. $2.00 5..$ .50 14. .$2.00 


STOCKS A DIES— 

Green River List pine 25% 
Little Giant, List plus 25% 
Armstrong No. 1 pipe $5.85 

No. 2. 7.80 

No. 2%. 8.50 

No. 8, 1% to 2.18.00 

No. 8, 1 to 2.15.80 


Common No. 1 pipe. .$7.75 

No. 2.9.90 

Stocks Only— 

Common No. 1 Pipe $2.75 
Common No. 2 Pipe 4.75 
Armstrong No. 2. ... 8.50 
No. 8. 5.85 


STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T*Handle or 
No. 20 Lever Handle— 

% inch.$1.26 % inch. 2.00 

% inch. 1.75 1 inch. 8.00 

No. 80 High Grade "Cap" Pattern T or Lever Handle- 
Rough Brass, Iron Pipe Threads 

% inch.$1.50 % ineh. 2.50 

% inch. 2.10 1 ineh. 8.75 


STOVES—Common Air*TIghts— 

No. 16 Unlinod.$2.25 No. 22 Lined.$4.50 

No. 18 Unlined.8.00 No. 24 Lined.5.00 

No. 20 Lined.4.00 No. 26 Limed. 6.00 

STRIP—Weather—Rubber, %-in. So per ft; %*in. 4c ft. 

SUPPORTS—Wagon Tongue— 

No. in. Price No. in. Price No. in. Price 

1 % $1.50 2 % $2.00 8 % $2.75 

SWEEPERS, CARPET—Biasd's—American Queen (N), $5.50 
each; Club (N), $10.00 each; Grand Rapids (N), $5.00 
each; Grand Rapids (J), $4.50 each; Parlor Queen (N), 
$6.00 each; Princess (N), $5.26 each; Superba (N), $7.00 
each; Universal (N), $4.75 each; Universal (J), $4.25 each. 


TACKS—Bill Posters*, No. 545 Wire, or 555 Out—8, 85c 
lb.; No. 4, 85c lb.; 6, 85c; 8, 35c; 10, 86c. 

Carpet, No. 484 Out, or 484 Wire % lb. papers—8, lOe 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 438 Out, 

or 488 Wire % lb. papers—8, 7%c box; 4, 7%c; 6, 
7%c; 8, 7%c; 10, 7%c. No. 495 Wirs in bulk— 
8, 35c lb.; 4. 35c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Gimp—No. 324, 2%, 15c box; 8, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholstereri*—No. 304 Out, % lb. papers—1% 15c box; 
2, 15c; 2%, 15c; 3, 15c; 4, 10c; 6, 10c 8. 10c; 10, 10c; 
12 to 16, 10c. No. 305, Cut, or 355 Wire in bulk—8, 85e 
lb.; 4, 85c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Double Pointed—Blued, % lb. papers—9, 5s box; 10, 5c; 
11, 5c; 12, 5c; 14, 5c. Blued in bulk—209, 80c lb.; 210, 
30c; 211, 30e; 212, 30c 


TAPS—Machine Hand— 


1*16 to 15*64. 

.80% 

% to 1. 

,.80* 

1 1-16 to 2. 

SO* 

Left Hnd Dbl Hat plus 20% 

Machine Screw— 


1% to 12. 

.85% 

14 to 24. 

.85% 

Machine Nut— 


8*16 to 1. 

.80% 


1 1*16 to 2.. 
Stove Bolt— 

8-16 . 

% to %. 

Pipe— 

% to 2. 

2% to 8. 

8% to 4. 


Dime. 

. 20 % 


.80% 

.25% 
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TAPES— 

Starratt Lufkin 

No. 510. 25-ft. 260 $8.85 

No. 510. 50-ft 268 4.85 

No. 510. 75 ft. 265 6.15 

No. 510. 100 ft. 266 7.75 

No. 505. 25 ft. 240 8.25 

566 4.75 

666 6.00 

100 4.00 

108 5.00 

TEES—Stove Pipe—Cylinder— 
Aebeetoe 8 Imok— 

8x4, each.$ .90 

6 x 6 , each. 1.26 

6 x 8 , each. 1.85 

8 x 6 . each. 1.75 

TENTS— 


No. 505, 50-ft. 248 4.00 

No. 505, 75-ft. 245 6.25 

No. 505, 100-ft. 246 6.76 

8 tarrett Lufkin 

550 8.00 

558 8.76 

105 6.25 

1260 8.60 

1268 4.50 

1265 6.75 

Adjustable 6 inch— 

4 to 8 . 66 

6 to 12 . 75 

Adjustable 7 ineh— 

6 to 12 . 86 

Poles * 


„ Stakes 

8 ise 8 -oi. 10-os. Per Set 

7x7.$10.40 $12.15 $2. 8 b 

7x9 12.85 14.85 2.85 

9x9 14.25 16.65 2.85 

9%xl2 . 16.76 19.55 8.25 

12x14 . 22.50 26.25 8.90 

12x18 . 27.75 82.45 5.20 

14x16 . 29.50 84.65 5.20 

14x20 . 86.65 42.55 6.20 

16x18 . 40.25 47.85 6.20 

16x20 . 44.86 51.75 6.50 

16x24 . 50.50 . 58.75 7.80 

16x80 . 61.10 71.25 8.46 

A or Wedge— 

5x7 . 6.50 7.55 1.95 

7x7 . 8.20 9.55 2.25 

7x9 . 9.80 11.50 2.60 

Flys—% urice of tent. Pins, 8 e each. 

THIMBLE 8 —Asbestos—Each, 6x4, 90s: 6 x 6 , $1.26; 6 x 8 , 
AdJ. 8 tove ripe-—4 to 8 , 60e; “ ~~ 


? 1.65; 8 x 6 , $1.76. 

So. 

THIMBLES—Flue— 6 -in., lOe; 7 in., 10c. 
THI0KNE88 GUAGES—40% abovo list price. 
TIN—Common Roofing—40e per sheet. 

TINWARE— 

Boilers, Coffee 
No. 

017 . 

018 . 

019 . 

027 
028 
029 


6 to 12 , 


Each 

.$1.85 
. 1.50 

. 1.75 

. 1.50 

. 1.70 

. 1.85 

85H4 . M 

852 1.08 

858 125 

854 1.50 

856 .. 1 85 

Boilers, Wash 

8 7.60 

9 . 8.00 

028 A . 8.25 

28 A . 8.50 

29 A . 8.75 

0128 B . 8.50 

128 B . 8.65 

129 B . 8.85 

0228 B . 8.75 

229 B . 4.00 

Bowls, Wash 

06%. 20 

07 25 

08 .80 

6 % .85 

7 .40 

8 .45 

Buckets, Covered 

11 . 20 

11%.25 

12 .80 

18 85 

14 40 

Buckets, Dinner 
1 


2 . 

8 . 

04 . 

80 . 

40 . 

600 . 

650 . 

674 . 

675 . 

Cans, Milk 

1 . 

2 . 

8 . 

4 . 

• 1 . 


.75 

.85 

.95 

1.10 

.75 

.85 

1.50 

1.85 

1.65 

1.75 

.40 

.50 

.65 

.80 

.40 


02 . 


08 . 


04 . 

,80 

12 . 

. .. 9 7 s 

14 . 

... 8.25 

500 . 

. . . 4.00 

502 . 

... 4.50 

508 . 


505 . 

.! . 5.50 

610 . 

.. . 7.50 

Kettles, Tea 


01 % .......... 

... .40 

02 . 

. .. .45 

027 . 

.60 

028 . 

... .75 

029 . 

... .90 

047 . 

... 2.00 

048 . 

... 2.50 

049 . 

. .. 2.75 

067 . 

... 2.00 

068 . 

... 2.60 

om .. 

... 8.25 

Kettles, Lipped Preserving 

160 . 

... .85 

180 . 

. .. .40 

200 . 

. . . .50 

220 . 

... .60 

240 . 

... .70 

260 . 

... .85 

280 .. 

... .95 

300 . 

. . . 1.00 

320 . 

... 1.25 

Ladles 


010 . 

... .25 

012 . 

.80 

11 . 

.80 

29 . 

. 25 

Makers. Universal Bread 

and Cake 


1 . 

_ 3.75 

4 . 

_ 8.75 

8 . 

_ 4.50 

44 . 

_8 25 

Measures 


1 

2 

80 

88 

84 

85 

86 
122 
12 ? 

124 

125 

126 


.20 

.80 

.15 

.80 

.40 

.50 

.70 

.15 

.20 

.80 

.40 

.50 


Moulds. All Kinds 


nuuiuB, A.u Ainaa 

1 Melon. 

. 1.35 

2 Melon. 

. 1.50 

2 Pudding. 

. 1.40 

02 . 

. 1.05 

3 Melon. 

. 1.65 

3 Pudding. 

. 1.60 

03 . 

. 1.15 

4 Melon. 

. 1.90 

08 . 

. .16 

10 . 

. .80 

15 . 

. .40 

25 . 

.45 

61 . 

.45 

061 . 

45 

61% . 

. .50 

061H . 

. .50 

62 . 

. .55 

062 . 

. .50 

63 . 

65 

063 . 

. .60 

80 . 

.25 

Paila, Dairy 


10 . 

. .75 

12 . 

. .86 

14 . 

.95 

40 . 

. 85 

60 . 

. .35 

60 . 

. .40 

80 .. 

.45 

100 . 

. .50 

104 . 

. 1.25 

105 . 

. 1.40 

120 . 

. .55 

124 . 

. 1.85 

125 . 

. 1.50 

140 . 

.65 

144 . 

. 1.60 

145 . 

. 1.75 

200 . 

.45 

220 . 

. 1.10 

240 . 

. 1.25 

410 . 

. 1.35 

412 . 

. 1.50 

414 . 

. 1.65 

512 . 

. 2.15 

514 . 

. 2.25 

Pans. Dish 


8 —IX Tin. 

. .90 

10 . 

. 1.00 

14 . 

. 1.10 

17 . 

. 1.25 

21 . 

. 1.50 

10—IXX Tin. 

. 1.25 

14 . 

. 1 50 

17 . 

. 1.65 

21 . 

. 1.85 

17—IXXX Tin_ 

. 1.90 

21 . 

. 2.25 

80 . 

. 8.00 

Pans, Milk 


200 10, Plain ... 

. .10 

200% 10, Plain... 

. .10 


201 

IC, Plain . . 

. .15 

201 % 

IC, Plain .. 

. .15 

202 

IC, Plain . . 

. .15 

208 

IC, Plain . . 

. .20 

204 

IC, Plain . . 

. .20 

205 

IC, Plain . . 

. .25 

206 

IC, Plain . . 

. .25 

208 

10, Plain . . 

. .30 

2100 

IC, Plain . . 

. .35 

2120 

IC, Plain . . 

. .45 

300 

IC, Ret. . .. 

. .15 

800% 

IC, Ret. . .. 

. .20 

801 

IC, Ret. . .. 

. .20 

301% 

IC, Ret. ... 

. .25 

802 

IC, Ret. . .. 

. .30 

308 

IC, Ret. . . . 

. .35 

804 

10, Ret. . . . 

. .40 

805 

10, Ret. . .. 

. .45 

806 

IC, Ret. . .. 

. .50 

308 

10, Ret. ... 

. .55 

3100 

IC, Ret. .. . 

. .65 

8120 

10. Ret. . . . 

. .80 

504 

IX, Ret. . .. 

. .45 

505 

IX, Ret. . . . 

. .50 

506 

IX. Ret. . . . 

. .55 

508 

IX Ret. ... 

. .65 

510 

IX, Ret. ... 

. .70 

512 

IX, Ret. . .. 

. .85 

Pans, 

Muffin 


6 


.30 

8 


. .35 

9 


. .45 

12 


. .60 

Pots, 

Coffee 


1 


. .85 

1 % 


. .40 

2 


.45 

8 


. .50 

4 


. .55 

6 


. .85 

Scoops 


0 


. .15 

000 


.25 

2 


. .45 

8 


. .50 

4 


. .55 

12 


. .20 

14 


. .25 

20 


. .60 

80 


. .70 

40 


.90 

164 


. 2.00 


165 . 2.50 


Sifters, Flour 

0 . 

1 . 

4 . 

5 . 

10 . 

60 . 


Fairy 


.85 

.85 

.45 

.80 

.85 

.85 

.20 


TONGS—Vulcan Chain—81, $8.60; 82, $5.00; 88 . $7.00; 
88 %. $9.00; 84, $11.00. 


TORCHES—Alcohol, No. 28, $2.00 each. 

Gasoline, No. 14, $4.00 each; 87, $6.76 each; 88 , $7.25 each; 
81, $7.75 each; 82, $8.00 each; 48, $9.25 each; 61, $7.25 
each; 62, $10.50 each; 112, $6.50 each; 114, $6.00 each. 
Kerosene, No. 95, $7.25 each; 96, $ 8.00 each. 

TRAPS—Fly—Paragon. 85c each; Balloon, 25c; Edgewood 

(1) , $2 00; Edgewood (2), $2.00; Avia (1). $2.10; Avis 

(2) . $2.00; Avia (3), $1.90; Perfect, $1.45. 

Game—0 Newhouae. 40c each; 1 Newhouae, 50c; 1% New- 
house, 70c; 2 Newhouae, 90c; 8 Newhouae, $1.35; 4 New 
house, $1.60; 5 Newhouae, $9.25; 1 Oneida Jump, 30c; 
1% Oneida Jump, 40c; 2 Oneida Jump. 55c; 0 Victor, 
20c; 1 Victor 25c; 1% Victor, 85c; 2 Victor, 45c; 8 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western, 25c each; Noxall, 25c; Maccabee, 25e; 
Easy Set, 25c; Newhouae, 25c; California Pocket, 25c. 
Mole—Reddick $1.00 each: Out-O Sight, $1.25. 

Mouse—Sure Catch, 5 each; Security, 10c; Choker-Wood, 
15c; ChokerTim, 15c; Delusion, 25c; Holdem, 50e; 
Care. 25c. 

Rat—Sure Catch, 10c each; Security, 25c; Holdem, small, 
75c; Holden, large, $1.00. 


TROUGH— 

Eaves— 

4 in.$ .18% 

5 in.15 

6 in.IS 

Mitres— 

4 in.$ .45 

5 insh.50 

6 in.60 

H angers—Wire— 

4 inch, per dos.$ .80 


5 

inch, per dos.... 


.86 

6 

ineh, per dos.... 
End Caps— 

• 

.40 

4 

in. 

.$ 

.16 

5 

in. 


.20 

6 

in. 

End Pe. Comp.— 

• 

.25 

4 

in. 

.$ 

.25 

5 

in. 


.80 

6 

in. 


.86 
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RETAIL SELLING PRICES—Continued. 


T110WBL3 (BRICK)—Farmers, No. 555 (Handy), 25c each. 
Standard. No. 55, 8 to 12 (177), $1.00 each. 

P. U fl on ’ **o. 10 * 10 **» 9l - 59 ®» ch : 11. ?l-60 each; 11H, 
$1.65 each; 12, $1.75 each; 18, $1.85 each; 14, $2.00 each. 
HV? h \ IUown * "°- 19 w * 1°%. $150 each; 11, $1.50 each; 
11H. $1.50 each; 17 L, 11, $1.75 each; 11H, $1.75 each. 
TURNS—Cupboard—Brass Plated—Small, 20c; large, 25c. 
TWINE—Sacking—H -lb. hank, 20c. 

TWINE—Cotton—Wrapping, $1.00 lb.; Budding, $1.00 lb.; 
FI**—No. 18 B B, 50c lb.; 24 B B, 50c; 18 B C, 60; 
24 B C, 60c; 36 B C, 60c; 30 Sacking, 55c; 40 Sacking, 
5oc; 33 Sacking, 75c; 44 Sacking, 75c. 

Hemp— No. 4% 40c lb.; 6, 40c; 07, 40c; 1018Bc, 60c; 
1024 Be, 60c; 1036 Be, 60c. 

UNIVERSAL PLATES—Mild Steel Bars. 

34 -inch and thicker and wider than 6-inch... 9.25 ewt. 

VA LLE Y—Tin—4-in., 6c ft.; 10-in., 10c; 14-!n., 14c: 20- 
in.. 20e. Tin Valley—Painted 2 sides—14-in., 16c. 
VALVES— 

Standard Globe and 
Anglo ValTca 


.$ .75 
. .80 
. .85 

. 1.10 
. 1.45 
. 2.00 
. 2.75 
. 8.85 
. 5.75 


Standard 
Gate Valve 


VISES—Stolid Box- 

85 lb.$12.60 65 lb. 17.50 90 lb.25.00 

£. 1816 70 lb. 18.75 95 lb.26.26 

45 lb. 18.76 75 lb. 20.00 100 lb.27.50 

50 lb. 14.40 80 lb. 21.90 125 lb.85.65 

£5 lb. 15.00 86 lb. 28.16 150 lb.48.60 

60 lb. 16.25 

WAGON S—Express. 


Steal— 

No. 04 .. 

No. 08 . 

..$1.50 
.. 1 65 

No. 80 
No. 40 
Wagnei 

No. 08 . 

.. 1.85 

No. O . 

.. 2.25 

No. 18 . 

No. 1 . 

.. 2.75 

No. 20 . 

No. a . 

.. 8.00 

No. 24 . 

No. 8 . 

.. 8.50 

Mare- 

No. 10 . 
No. 11 . 

Coaster—Star. 
No. 10 . 

. .$5.75 

No. SO . 

.. 6.50 

No. 12 . 


Welle 


Junior.2.76 

Midret .2.75 

Radio lite . 


2.50 


WA8HERS—Cast Iron—Size H to %, 12He lb.; % to 1, 
12He lb.; Angles, all sizes, 15c lb. ’ * 

Malleable—Standard, 18c lb.; Nail Hole, 18c lb.; Angle, 
20c lb. 

Wrought Steel—Size 8-16, 80c lb.; H, 25c lb.? 5-16. 25e 
lb.; H, 20c lb.; 7-16, 20c lb.; H, 15c lb.; 9-16, 15c lb.; 
*. 15c lb.; %, ISo lb.; %, lieW.; 1, 15c ID. 

WASTE—Cotton—No. 6 X White, 30c lb.; 1 White* 28c lb.; 
2 White. 26c lb.; 01 Colored, 24c lb.; 02 Colored, 21c lb.; 
10 Wool, 26c lb. 

WATCHES— 

Yankee .$1.85 

Triumph .1.60 

Eclipse .2.00 

WAX—Floor, 60:.. 

WEANERS—Calf—8haws No. 1, 50c; No. 2, 65c. Hoosier 
N 11, 75c; No. 12, 85c. Kantsuk—Calf, 40c; Cow, 50c. 

WEDGES—Truckee-Alki, lb., 15e; Oregon-Atha, 25c: Cedar- 
Atha. 25c; Cedar-Alki, 15c; Falling, 27c; Saw, 19c. 

WEIGHTS—Sash—8 lbs. and over, 4c lb. Breners or Bal¬ 
ances—H. 7c lb. 

WHEELBARROWS — Brick — No. 10 B, $10.75 each; 20, 
$10.75. 

Garden—No. 2 V, $9.50 each; 8 V, $11.25; 21, $6.25. 
Railroad—No. 15, $5.50 each; 17, $6.50; 19, $6.75. 

8teel Tray, Wood Frame—No. 2 A, $12.00 each; 23. $8 50: 
27. $12.50; K 29, $16.50. 


Steel Tray and Frame 
$14.25; 10, $19.50. 


-No. AX, $11.25 each; 4, $13.00; 6, 


.$1.60 
. 1.60 
. 1.65 
. 1.80 
. 2.25 
. 8.10 
. 4.00 
. 5.50 
. 7.75 


WINDOW GLASS — 8B Grade — 

Single Strength— 

1st 8 Brackets.80% 3rd 3 Brackets.80% 

2nd 3 Brackets.80% Double Strength .80% 

Extras for Putting in Glass— 

J # *A B « ack , et8 ’ H 6 h M * 50 8rd 8 Brackets, light.$1.00 
2nd 8 Brackets, light .75 

Larger Lights .75c per hour, per man 

WIRE—Plain Fence— 

Black—Nos. 6 to 16, 5 to 24-lb., lots.$ 08 

tin I vnnixed—Nos 6 to 16, 5 to 24-lb., lots. 10 

Black, 1 to 5-lb.$.10 Galr.. 1 to 5-lb.12 

Barbed Fence— 

Glidden Ptd, $6.30; Glidden Galr., $7.00; Baker Ptd, $6.55; 
Baker Galr.. $7.25; Waukeganito Galr., $8.00; Am. Bpci 
S a !T- 89 r< * B P U * $ 4 -45; Glidden 80 rd spla, $6.90; 
Baling Wire—14 Ga., Full Coils, $6.55 100 lbs.; 15 Ga., 
$6.65; 16 Ga., $6.75. 

Broken Coils—1 to 24-lb. add 8c lb.; 25 to 50-lb. add 2e 
lb.; 50 to 100-lb. add 1 c lb. 

w Bai® Ties— 9 H ft., 15 Ga., per bundle of 250, $8.25 
WIRE, FENCE—Barbed—2-pt. Glidden (galranized), open; 
2-pt. Waukegan (galranized), open; 4-pt. Lyman (gal¬ 
ranized), open: American 8pecial (galranized), open. 
Smooth-Twisted—Two 8trand, open. 

WIRE CLOTH—Hardware Galranised—Mesh and Kind, 1-inch 
mesh, 16c square foot; %-inch mesh, 18c: •*-inch mesh, 18c; 
2-mesh, 9c; 3-mesh, 9c; 4-mesh, 9c; 6-mesn, 10c; 8-mesh. 10c. 
Screen—U2 M, Black, 3He square foot: 16 M, Black, 5c; 
14 M, Bronze, Ifc; 14 M Galranized, iHc; 16 M, 5c; 14 
M, Opal, 5 c; 16 M, Opal, 5c. 

WOODENWARE— 

Boards, Pastry 

No. Each 

16x22 inches.$ .80 

18x24 inches.90 

20x27 inches. 1.05 


Bowls, Chopping 

11 inches.T.20 

18 inches.85 


No. Each 

15 inches.$ .65 

17 inches. 1.75 

19 inches.2.00 

Pins, Rolling 

20 (1)..40 

80 (2).45 

10.25 


WOOL, 8TEEL—2-oz. Package (all numbers), 15c each; 1-lb. 
package—0, $1.00 each; 1, 75c; 2, 70c; 8, 60c. 


WOOL—Steel—1-lb. rolls—O, 85c; 1, 75c. 
Diacount 40%. 


Wheels—Grinding 


WRINGERS (CLOTHES)—American—No. 10, $4.25 each; 10 
M, $3.85; 100, $6.75; 110. $4.75* 117 E, $6.25; 180 E, 
$6.00; 180, $6.00; 180 E. $6.50; B 180 E, $10.50; 190 E, 
$6.50; 300, $6.00; 801. $6.25; 802, $7.00; 860 K $7.25; 

861 E, $8.00; 870 E, $6.75; 890 E, $6.75; 570 E. $7.50; 

571 E, $8.00; 590 E, $7.50: 591 E, $8.00. 

Mop — Eagle, No. 10, $2.50 each; 14, $2.75; 22, $8.50. 

White, No. 2, $2.25 each; 3, $8.00; 1, $8.50; 0, $4.25; 8, 
Steel, $4.00. 

WROUGHT BRASS BUTT8—Narrow, Middle A Broad Add 
85% to List. 

WRENCHES—Agricultural— No. 6, 75c each; 8. 90c; 10. 
$1.05; 12, $1.35; 15, $1.75. 

Alligator—No. 0, 20c each; 1, 25c; 2, 60c; 3, $1.45; 12. 
30c; 13, 50c. 

Bemis & Call—No. 12, $2.50 each; 15, $3.75; 18, $6.75. 
Coes—Key (28), $21.00 each; Key (36), $40.00: Knife (6), 
$1.35; Knife (8), $1.60; Knife (10), $2.00; Knife (12), 

$2.75; Knife (15), $3.50; Knife (18), $4.50; Knife (21), 

$5.50; Steel (4), $1.15; Steel (6), $1.35; Steel (8), $1.60; 
Steel (10), $2.00; Steel (12), 82.75; Steel (15), $3.50; 

Steel (18), $4.50; Steel (21), $5.50. 

Crescent—No. 188 (4), $1.85 each; 188 (6), 95c; 188 (8), 
$1.00; 188 (10), $1.25; 188 (12), $1.50; 188 (15), $1.85; 
68 (8 Dbl. End.), $1.85; 618 (10 Dbl. End.), $2.25. 

Parts add 30%. 

Hawkeye—No. 200, 60c each. 

WRENCHES—. 

P. S. & W. Stronghold 

Each 

25 6 $1.25 

25 8 1.50 

25 10. 1.90 

25 12. 2.65 

ZINC—Full Sheets. 40c lb.; less than Sheets, 50c lb. 


Each 

25 15.$3.35 

25 18. 4.35 

25 21 . 5.25 


Retail Selling Prices are Revised up to Time of Going to Press 
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INDEX TO ADVERTISERS 


Abendroth Bros. 15 

Abingdon Trap Co. 48 

Adjustable Sales Corp. 99 

Alabama Pipe & Foundry Co. 15 

Aluminum Goods Mfg Co. 69 

Allegretti Mfg. Company. 57 

American Bolt & Screw Case. 36 

American Chain Co.121 

American Grinder Mfg. Company. .113 
American Kver-Ready Company... 122 

American Foundry & Pipe Co. 15 

American Enameline Mrg. Corp.. 15 

American Steel & Wire Co. 18 

American Steel Wool Company. ... 62 

Armstrong Mfg. Co.169 

American Wire Fabric Company.. 72 

Anniston Foundry Co. 15 

Atlas Auto Supply Company.130 

Atlas Mfg. Co., The. 61 

Atlas Tack Company. 9 

Automatic Lawn Sprinkler Co. 46 


Baker, Hamilton & Pacific Co.... 42 

Baldwin Refrigerator Co. 68 

Bassick Co. 69 

Bear Mfg. Company.124 

Beaton Ac Cad well Mfg. Co. 62 

Beaton & Corbin Mlg. Co.155 

Berger Bros. Co. 38 

Bornz, Otto.156 

Bessemer Soil Pipe Co. 15 

Bommer Bros. 37 

Boston Brass Co.155 

Bridgeport Hdw. Mfg Co. 33 

Brier Hill Steel Co. 32 

The Brininstool Co.140 

Brown Company.Cover 

Buckeye Aluminum Co. 69 

Buffalo Forge Company. 26 

Buffalo Sled Co. . 29 

Buffum Tool Co.Cover 


California Paint Co.141 

Campbell Mfg. Co. 15 

Philip Carey Co.139 

Casey-Hedges Co. 15 

Central Foundry Co. 22 

Central Stamping Company. 67 

Century Plainfield Tire Co.115 

Charlotte Pipe & Foundry Co. 15 

Chicago Flexible Shaft Co.138 

Champion Blower Sc Forge Co. 30 

John Chatillon & Sons. 63 

C. F. Church Mfg Co.147 

Clayton Sc Lambert.157*159 

Cleveland & Buffalo Transit Co... 40 

Coldwell Lawn Mower Co. 40 

Coleman Lamp Co. 65 

Colt’s Patent Firearms Co. 25 

Columbian Rope Co. 27 

Connors, Wm., Paint Co. 47 

H. C. Cook Co.139 

Coosa Pipe Sc Foundry Co.. .. 16 

Cordley Sc Hayes.136 

Corbin Screw Corporation.114 

Corbin Cabinet Lock Co.Cover 

P. & F. Corbin . 8 

Corning Glass Works.106 

Crescent Tool Co.153 

Crown Pipe & Foundry Co. 15 

Curtis Pneu. Machinery Co.120 


2 > 

Delta File Works. 39 

Detroit Automatic Sales Co. 73 

Dexter Company. 3 

Diamond Rubber Co. 101 

Henry Disston St Sons. 24 

Joseph Dixon Crucible Co.120 

Duluth Show Case Co. 73 

Dunham, Carrigan & Hayden Co... 50 

DuPont Chemical Company.117 

DuPont Powder Co.27-117 


Eagle Wooden war© Mfg. Co. 54 

EH ipse Mfg. Co.120 

Elastic Tip Co. 61 

Enterprise Mfg. Co. 62 

Eyelet Tool Company.139 

F 

Faultless Caster Company. 60 

Foss 8c Jones.157 

Freiden Mfg. Company. 63 


a 

Gadsden Pipe Co. 15 

Geneva Cutlery Company. 5 

Giant Powder Co. 17 

.1. E. Gilson Co. 41 

Goodell-Pratt Co. 14 

B. F. Goodrich Co.101 

Goodyear Rubber Co. 34 

Goulds Mfg. Company. 33 

Greenfield Tap & Die Corporation 153 

H 

Haines, Jones & Cadbury Co. 16 

J. H. Haney & Co.128 

Hays Mfg. Co.147 

C. A. Hazlett Dandelion Rake Mfg. 

Co.136 

Hercules Powder Co. 23 

Hess-Snyder Mfg. Co. 55 

A. M. Holter Hdw. Co. 51 

Honeyman Hardware Co. 61 

Hunt, Helm, Ferris & Company... 12 

Hyfield Mfg. Co. 73 

Z 

Robt. Ingersoll & Bro. 71 

International Silver Co. 66 

lrving-Pitt Mfg Co.139 

J 

Jensen-King-Byrd Co. 48 

J. D. Johnson Co. 15 

Johns-Manville Co. Ill 

K 

Kerr Wire Products Company. 53 

King Bull Mfg. Company.125 

King Lock Company.130 

M. L. Kline.147 

lvrupp Foundry Co. 15 

Jm 

Lalance & Grosjean Mfg. Co. 57 

Landers, Frary & Clark. 68 

Lane Bros. Co. 41 

" ill B. Lane.133 

Lansing Company . 38 

Lawson Mfg. Co. 31 

Lee Broom & Duster Co. 54 

Lindemann, O Sc Co. 4 5 

Lufkin Rule Co. 35 

Lyknu Polish Co. 98 

M 

Machine Appliance Corporation. .. 136 

Maine Mfg. Co. 56 

Mangrum Sc Otter. 47 

Manhattan Electrical Supply Co...116 

McCaffrey File Co. 37 

McGraw Tire Sc Rubber Co.109 

McKinney Mfg. Co.137 

Medina Foundry Co.,. 15 

Meriden Brittannia Co. 66 

Meyers Mfg. Co., Fred J. 54 

Miller Rubber Co.131 

Monarch Refrigerator Company. .. 64 

Monitor Stove Co.149 

Montauk Paint Mfg Co.140 

Motor Car Supply Co.116 

Motor Mercantile Company.106 

Mound Tool Co.130 

V 

R. N. Nason Co.140 

National Cash Register Co.21 

National Foundry Co. 15 

National Pipe & Foundry Co. 15 

National Wire Wheel Works.112 

New Haven Clock Co. 47 

New York Stamping Co. 65 

Nicholson File Company. 6 

C. S. Norcross & Sons. 38 

North Bros. Mfg Co. 36 

Nu-Sink Co.140 

Nye Tool & Machine Works.159 

O 

The James Ohlen & Sons Saw Mfg. 

Co.136 

Ontario Knife Co. 66 

F 

Pacific Pump & Supply Co.157 

Pacific Sanitary Mfg. Co.151 

Packham Crimper Co. 47 

Parker Supply Company. 72 

Peck, Stow 8c Wilcox Co. 19 

Polouze Mfg. Co. 63 

Pennsylvania Lawn Mower Co. 39 

lvnn Mfg Co. 55 

Peters Cartridge Co. 43 

N. A. Petry Company, Inc.124 


Philadelphia Lawn Mower Co. 41 

Phoenix Horse Shoe Co. 20 

Pioneer Paper Co.131 

Pittsburg Steel Co. 35 

Porter, H. K. 32 

Portland Cordage Co. 34 

Progressive Mfg. Co. 31 

Protex Mfg. Company.133 

Pull Easy Mfg. Co.135 


Randolph A. Rehrauer & Co. 4 7 

Reading Foundry & Supply Co. lb 

Remington Arms. U. M. C. Co. 11 

Rhode Island Fittings Co.151 

Richards-Wilcox Mfg. Co. 31 

Ringen Stove Co. 49 

Itomort Mfg Co.126 

Wm. Rose & Bros. 45 

H. Roth & Sons. 46 

G. D. Rowell & Son. 38 

Royal Iron Mfg. Co.127 

Myer S. Rubens, Stove & Furnace 

Repair Works.158 

A. C. Rulofsen Co.32- 35 

Russell & Erwin Mfg. Co. 13 

Rutenber Electric Co. 72 

8 

Safety Door Hanger Co. 29 

Salem Brass & Iron Mfg. Co. 15 

Salt Lake Hardware Co. 48 

Samson Cordage Works. 28 

Sanitary Co. of America. 15 

Sargent & Company. 15 

Wm. B. Scaife & Sons.155 

Schaw-Batcher Co. 46 

Schlueter Mfg. Co.49 

R. F. Sedgley. 118 

Sedwick Machine Works.136 

Shelby Spring Hinge Co. 24 

Simonds Mfg. Co. 40 

Simmons Hardware Co. 4 

Smith Mfg. Co.. F. II. 32 

Somerville Iron Works. 15 

Smooth-On Mfg. Co. 70 

Specialty Mfg. Co. 28 

Spokane Stove & Furnace Repair 

Works .158 

Standard Foundry Co. 15 

Stanley i\ule and Level Co. 30 

Stanley Works.Cover 

Star Expansion Bolt Company.... 40 

Star Rubber Co.119 

Starrett L. S. & Co. 74 

Staybestos Mfg. Co.110 

Edwin B. Stimpson Co.64-97 

Strevell-Paterson Hardware Co. . 51 

Stuber & Kuck. 41 

Superior Mfg. Co. 15 

Superior Spring Hinge Co..|. 36 

Jas. Swan Co. 28 


T 


Thomson-Diggs Co. 43 

Thomas Savill’s Sons.157 

Thompson Mfg. Co. 33 

Thermoid Rubber Co.103 

Triner Scale Mfg. Co. 45 

Tritch Hardware Co. 44 

Tungsten Mfg. Company.107 

Turner Brass Works.159 

U 

Union Foundry Co. 15 

Union Fork 8c Hoe Co. 10 

United Royalties Corp. 53 

Universal Caster 8c Foundry Co... 59 

U. S. Steel Products Co. 18 

U. S. Tire Co.123 

▼ 

Vaughan & Bushnell. 37 

W 

R. M. Wade & Co. 16 

Wagner Mfg. Co. 35 

Weed Chain Tire Grip Co.121 

Weiskittel & Son, Co. 15 

Joe Welsh.174 

H. Wetter Mfg. Co. 15 

Wheeling Corrugating Co. 26 

Whitman 8c Barnes. 29 

Whitaker-Glessner Co. 26 

.1. H. Williams Co. 45 

Hamp Williams Hardware Co. 52 

T E. Wilson 8c Company.134 

Winchester Repeating Arms Co... 7 

Wrought Washer Mfg. Co. 37 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 



EH_J 


“High Grade Tools for High Grade Workmen” 

“Swastika” Trade Mark Registered U. 8. Patent Office 






No. 1754—Three-Go rnered Bearing Scraper 
List 25c each 


These are the 
tools every auto¬ 
mobile owner 
needs. 

Display them 
and you will make 
sales. 



If your Jobber 
cannot supply 
you, write to us 
or our agents. 



C. W. GAUSE COMPANY 

WESTERN SALES AGENTS 
Room No. 605 Williams Building 

693 Mission Street - - San Francisco, California 
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Corbin Cabinet Lock Company 

THE AMERICAN HARDWARE CORPORATION SUCCESSOR 

New Britain, Conn., U. S. A. 

NEW YORK CHICAGO PHILADELPHIA 
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OCTOBER 1918 



REMARKABLE CONVENIENCE, SPLENDID STRENGTH AND GREAT DURABILITY 
CHARACTERIZE THIS WELL DESIGNED 


Stanley Barn Door Latch 


VN 


With dairy and farm products bringing wonderful profits, the farm owner nowadays can 

afford to, and does, demand the best. 

Write today for our complete catalog describing Stanley Hardware . Sent free on request 


THE STANLEY WORKS 

New York. 100 Lafayette Street 


NEW BRITAIN CONN. 

Chicago, 73 East Lake Street 


Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley Ball Bearing Butts. Also 
PuIW, Brackets. Chest Handles, Peerless 8torm Sash Hangers and Fasteners; Screen'Window ana Blind Trimmings; Twin- 
rold Box Strapping, and Cold Rolled Stripped Steel. Stanley GaragepHf^ware is adaptable for factory and mill use. 


















The 

Right Kind 

of 

Scenery 


When you purchase NIBROC KRAFT as the wrapping paper for the par¬ 
cels that leave your store, there is no denying you are providing your 
merchandise with the right kind of scenery. 

For parcels, well and strongly wrapped, are good advertising —the flimsy 
kina that fall apart before your customers are half-way home are bad 
advertising That is decidedly true. A store's wrapping paper and its 
stationery certainly have an influence upon its business. 

The reason is simple: These are days of advertising. A store must keep 
its name before tne public, or the competitive store will! As its very 
location is part of that advertising, so are its parcels that leave the store. 

For as you know, a bundle of merchandise is the one piece of advertising that your 
customers take with them when they leave your store. It stays right with them all the 
way home. But if sharp corners poke their way through, tearing their clothes, aren’t 
they apt to unpleasantly remember the store where the bundle came from? You may 
be sure that there will he no danger of trouble of this sort if your bundles are effici- 
cently wrapped in NIBROC KRAFT. And they will have an atmosphere of quality— 
of crisp, business-like service. 


You admire a store that has its cash register, and respect the office that uses an adding 
machine. So will the public approve of your parcels, well and strongly wrapped—with 
NIBROC KRAFT wrapping paper. 


Whatever has kept you from using this excellent 
and economical wrapping paper before , brash it 
aside. Make your next wrapping paper order— 
a NIBROC KRAFT order . It is sold by leading 
paper jobbers everywhere . 

Brown Company 

fountletl 1852 Portland, Maine 

With offices in the Woolsvorth Building in Neiv 
York City , and at 110 South Dearborn Street in 
Chicago . 
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Washing 'time in Tito 

X 7 >* 




- 


For Gasoline Engine 
or Electric Motor 


THE DEXTERJjCX Fairfield,Iowa 

Warehouses at Albany, Toledo and Peoria 


Dexter 


Double 


Tub 


Is the rapid fire weapon for home laundry work 

it handles all kinds of soiled garments—shoots them 
straight through from the hamper to the line like a ball from 
Busy Bertha—makes them beautifully clean without boiling 
or hand rubbing. It has complete washing gearing in two 
tubs—an improved swinging wringer easily moved to any 
desired position. 

It washes—rinses—wrings by power—all at the same 
time. It cuts washing time in two and eliminates all the 
hard labor of the home laundry. It is the most popular 
washer in the world—growing in public favor every day. 
Made with flat pulley for engine drive, or complete with 
electric motor, as ordered. 

This Dexter “Double Tub” 
will quickly double your wash¬ 
ing machine business — and 
your washing machine profits. 
^ It sells easily—stays sold—and 
creates more sales by its re- 
markable time and labor sav- 
|1 ing qualities. Writo today for 
B the new Dexter catalog and ex- 
y elusive agency proposition. 
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The latch that says—STAY OUT! 


Your customer’s barn, granary, garage, 
implement shed and other out-buildings will 
be secure against all intrusion if you supply 
him with McKinney Door Latches. 

This latch cannot be taken off or tam¬ 
pered with when the door is locked, as all 
screws are completely concealed. It locks 
automatically as door closes and cannot re¬ 
bound open. Another thing that appeals to 
latch users is the fact that this latch has no 
springs to break or wear out, which feature 
in itself insures long life. To make it even 


more durable, it is first galvanized and then 
japanned. 

Although it consists of only four simple 
parts, the McKinney Door Latch can be used 
on sliding and swinging doors, both right and 
left hand, and doors from 1% in. to 2 % in. 
thick. 

Suggest to the farmers who trade with 
you to take one, at least, and see how soon 
they’ll be back for more to safeguard other 
farm buildings. Every McKinney Latch you 
sell will net you a liberal margin of profit. 
Write for copy of folder “L4.” 


McKinney manufacturing company 

PITTSBURGH, PBNNA. 

for fifty years makers of wrought stool builders' hardware 
JOHN H. GRAHAM A CO., 268 Market Street, Sea Freacieco, RcpreaeatatWee 
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Display Sells Razors 

The cutlery counter in most hardware stores stands near 
the door, where the customer lingers, looks around, and won¬ 
ders what he forgot to buy. 

Men are always on the lookout for good razors. The 
GENCO Display Case, sent you with your first order of GENCO 
Razors, gets their attention. 

The handsome case will make them look more closely. Your 
salesman then simply reaches under its glass top and says: 
“Just examine the edge on this razor.” 

In a few T minutes your cash register will ring. And your 
customer will be a satisfied customer. For the GENCO Razor 
has an edge that we guarantee: “GENCO Razors must make 
good or we will.” 

Write us today for terms and details. 

GENEVA CUTLERY CORPORATION, 157 Gates Ave., Geneva, New York 

Largest Exclusive Manufac¬ 
turers of High Grade 
— Baz ors in the 

World. 
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USA. 




The 

3,000 

Mile Bridge 


Our Soldiers are speeding to meet the common foe. 

Our Sailors are keeping the sea-way open and safe. Our 
Mechanics are fashioning the ships on hundreds of ways, day by 
day building a mightier bridge—and speeding their work with 

NICHOLSON FILES 

the World’s fastest cutting file. There are over fifty years’ of 
file making experience built into every keen edged tooth of a 
NICHOLSON FILE. That’s why great ship builders use them. 

A file for every purpose. 

NICHOLSON FILE COMPANY, Providence, R. I., U. S. A. 
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Get what you ask for 



WINCHESTER 

High-power Rifles 



WINCHESTER 

Metallic Cartridges 


T\ON'T substitute! ”—Wh en you 
sign your name to an order for a 
bill of goods, just write those two 
words above it. 

"Don't substitutel "— Those two 
words insure that you will get what 
you ask for. They protect you 
against the misreading of your order, 
against carelessness of the jobber’s 
shipping clerk. If the jobber is 
temporarily “out” of the goods you 
order, those two words will remind 
him that he can get them for you 
quickly and easily. They will show 
him that it will be a loss of time, 
money and good-will for him to ship 
you a substitute order. 

****** 

Winchester arms and ammunition 
are known among sportsmen and 
hunters everywhere as “world stand¬ 
ard.” Winchester arms and ammu¬ 
nition have a very definite reputa¬ 
tion among your customers. It is 
your duty to your trade and to your 
business to carry a representative 
Winchester line, and to keep it as 
complete as possible. 

When you order Winchester guns 
or ammunition, therefore, be sure 
you specify that you want Winchester 
goods — and then write "Don't sub¬ 
stitute" just above your signature. 

Winchester Repeating Arms Go. 

Department 897 New Haven, Conn., U. 8. A. 


WINCHESTER 

World Standard Guns and Ammunition 
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A MONEY MAKER 


for the hardwareman. The Corbin 1911 Model Door Check sells easily and gives satisfaction. 
Does not break or get out of order. Of the first 100,000 checks sold only 3 have been re¬ 
ported as defective and these had springs broken from flaws. The liquid tests to —86° 
F. (86 degrees below zero, Fahrenheit) without becoming solid. The parts are few and 
sturdy, and generously proportioned. As to the profit—ask for prices. Your jobber can 
quote you. 

Send for the “Door Check Book” which is a guide to quiet doors. 


CHICAGO 


P. & F. CORBIN 

The American Hardware Corporation Successor 

NEW BRITAIN, CONNECTICUT 

NEW YORK PHILADELPHIA 
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Quality First 



Registered 

Trademark 


T HE world-wide business and high reputation of the Atlas Tack 
Company is due, first of all, to quality: “The greatest quantity 
of quality at the price.” 

The occasional buyer of a small package of carpet tacks will not 
return them or make a row with the dealer when he finds a large 
percentage of imperfect tacks, slivers and dirt in the package. It is 
not worth his while; but it helps to form his opinion of the dealer’s 
intelligence or honesty, and there may be another store in town 
worth trying for both on more important purchases. 

When upholsterers, trimmers, shoe and other kinds of tacks and 
nails which are in constant use by the purchaser are sold, do not for¬ 
get that it means the saving of time, money and annoyance to him if 
the count, weight and make are all that they should be; and if they 
are not, that he will take the earliest opportunity to buy where he 
can get these qualities when he knows they are obtainable. 

Every product of ours is guaranteed to be of the Highest quality, 
and is subject to return at our expense if otherwise. 

Twenty thousand styles, sizes and finishes at prices comparable 
with those of any manufacturer whose work approaches ours in 
quality. 

Some jobbers may not like to sell ours, for reasons which do not 
benefit the retailer, but they will if you insist. The majority of 
/ them do. 

— 


Atlas Tack Company 

Fairhaven, Massachusetts 
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HEIN it comes to 
mowing your 

own lawn, the mower 
can’t be too good. 

Thousands 

_ _have had to come 

,???? to it for the first 

be found on the fol- ^ ^ 1 • 1 * 

“sss&ssv*. time in their lives, 

"Pennsylvania Golf" « • # 

and are asking for 

"Great American 

“ PENNSYLVANIA” 

"Red Cloud B. B." ^ m 

!;sP- Quality Mowers. 

' 'Panama'' 

"Delta B B." 

"Electra" 

"Pennsylvania 
Pony’ r 

"Pennsylvania 
Horae r ' 

"Pennsylvania Grand 
Horse" 

"Pennsylvania Trio 
Horse r *—86-inch 



John . Braun c^Sons 

rouNoeo ie>r — Philadelphia 


uiictuinuniiniQinimiiniTniKiiniiniiinniii 
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REMINGTON 
UMC 


Every Boy- 


'Smr A Possible Sportsman 



Hr BmMM 


.22 Calibre Rifles and Cartridges 

Every boy in your community is a possible sportsman. The boy usually starts with his 
little single shot .22 rifle — later he gets a repeater, either slide action or autoloading 
model—ultimately many boys graduate into the field, trapshooting and big game sports¬ 
man class. 

Selling small caliber arms and ammunition not only means better business for the pres¬ 
ent, but it means bigger business for the future—shotguns, shotshells, big game rifles, 
metallic cartridges. 

Remington UMC .22 caliber rifles are turned out with the same care and workmanship 
that have made the large caliber rifles standard among the nation's critical shooters. 
Accuracy, ease of operation and symmetry make these rifles good sellers wherever they 
are displayed. The name “Remington” has back of it over 100 years of experience in 
small arms manufacture. The Red Ball on a box of metallics, every shooter knows, 
means accuracy and dependability. 

ASK YOUR JOBBER 


The Remington Arms Union Metallic Cartridge Company, Inc. 

Woolworth Building, New York City 
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Cannon Ball Combination 

( Foldin g- Sliding ) 

Garaqe Door Sets 

The makers of the best known bam door hangers in America—the Cannon Ball— 
have added to this line a new garage door hanging which is unquestionably the most 
practical set for this purpose yet evolved. 

Briefly the Cannon Ball Combination (Folding-Sliding) Oarage Door Set fits any 
door opening up to 8Vfe ft. and takes care of any thickness of door—makes them abso¬ 
lutely weather tight and secure against sagging. The doors fold inside requiring 
minimum space and are automatically held open by the heavy spring attached to the 
supporting track bracket. It is easy to install—neat in appearance—easy working and 
strong and substantial in use. 

Comes packed in complete sets including Hangers, Track, Hinges, Floor and Ceiling 
Stops, Door Latch, Bolts, Screws, etc. 

And the selling-helps put back of this new Cannon Ball item absolutely insure its 
rapid sale. 

Send for Details of the New Cannon Ball Garage Set 

HUNT, HELM, FERRIS & CO. 

EAS1 ib5«»5Si 4 BlSdin« t n«w York Main Office and Factory, 54 Hunt Street, Harvard, I1L 

Pacific Coaat Distributors 

Pacific Hardware & Steel Co., San Francisco, Cal. Schwabacher Hardware Co., Seattle,'Washington 

Dunham, Carrigan & Hayden Co., San Francisco Morse Hardware Co., Bellingham, Washington 

Honeyman Hardware Co., Portland, Oregon Holley-Mason Hdwe. Co., Spokane, Washington 

Failing-McCalman Co., Portland, Oregon Jensen-King-Byrd Co., Spokane, Washington 

Seattle Hardware Co., 8eattle, Washington 
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completing thought 

RUsswiN I 

Builders or Finishing 

Ha i»rlura i # 0 
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I PRATT n 


1500 GOOD TOOLS 



High Speed Bench Grinder 

The Goodell-Pratt High Speed Bench Grinder No. 485 will stand a most 
critical structural or practical comparison. It is a tool which should be on 
the bench of every Home Workshop and Garage, as well as in the tool kit of 
every Carpenter and Mechanic. 

It is a speedy, powerful, compact, serviceable machine of great durability. 

A series of gears, packed in grease and completely enclosed, revolve the 
high grade 5x1 inch abrasive wheel 22 times to each turn of the crank. 

Send for Tool Book No. 13 which describes the 1500 Good Tools. 


flnodell - Pratt Cnmnanv 
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KEO. V. 8. PAT. OFT. 


The Nation’s present business—your present 

business—is War 

"When this fact shall have taken firm root in the hearts and minds 
of the men, women and children of this country, our industrial prob¬ 
lems will be found comparatively easy of solution, and the task of re¬ 
adjusting and mobilizing the industries of the Nation to meet the re¬ 
quirements of the military program more than half discharged. 


The above is an extract from Circular 
No. 5, issued by the Priorities Division 
of the War Industries Board and ad¬ 
dressed to all producers, manufacturers, 
dealers and consumers, which shows how 
necessary it is to economize in the use of 
steel for non-war purposes. In con¬ 
formity with this circular and in co-op¬ 
eration with the Government in all other 
conservation measures we are readjust¬ 
ing our business and putting it on a war 
basis. We are reviewing our lines for 
the purpose of canceling unnecessary 
sizes and needless styles and discontinu¬ 
ing the manufacture, for the period of 
the war, of duplicate and unessential 
styles, finishes, etc. This action will not 
affect the goods we have in stock at our 
factory or our warehouses, or goods in 
process of manufacture, and we will con¬ 
tinue to sell these lines or items until 
our stock is disposed of, when due no¬ 
tice will be given to our customers. 


The lines, styles, sizes and finishes 
which we shall continue to manufacture 
will include a sufficient variety to meet 
the actual requirements of the buying 
public and to supply suitable goods for 
every purpose, but as our stock of the 
canceled or suspended items is depleted 
it will be necessary to substitute the pat¬ 
terns, sizes or finishes on which we have 
decided to concentrate. 

This will bring about a change in the 
buying habits of consumers in many 
cases where a dealer has been carrying 
in stock certain articles to which his 
community has been accustomed and for 
which substitutions must be made, but 
we believe that the situation will be 
cheerfully accepted and that each dealer 
will regulate his business in conformity 
with the wishes of the Government, for 
the purpose of helping in this way to 
win the war. 


NEW YORK 


SARGENT & COMPANY 

Hardware Manufacturers 

NEW HAVEN - CONNECTICUT 

BOSTON 


CHICAGO 
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tsaws 


The WADE is taking the country by storm. Thousands in use. Made by the oldest 
heads in the Drag Saw business, and backed by a reputation of 53 years’ standing. 


MAKES PLAY OF THE HARDEST WORK 


The WADE is ten times faster than man power at one-tenth the cost. The market is 
unlimited—it’s a time and labor saver for farmers, land clearing contractors, road con¬ 
tractors, mills, lumber camps. In fact, it takes the back-breaking work out of the 
wood sawing wherever a Cross Cut Saw is used. 


AN ALL-ROUND PORTABLE POWER PLANT 


When not sawing wood the WADE runs separators, pumps, feed cutters, washing 
machines, grind mills, emery wheels, or any of the odd jobs of a powerful 4 H. P. motor— 
it’s the best handy man on the place and can be moved or used anywhere. Simple, 
easy and economical to operate, and it costs less than many 4 H. P. motors alone. 


It’s the fastest, and one of the most satisfactory, sellers the Dealer has had in 
years—you want to know more about it. We are closing territory fast—write or wire 
at once for our SPECIAL DEALER PROPOSITION. 


Immediate Delivery From the Following Points 


Little Rock, Ark. 
Jackson. Tenn. 
Birmingham Ala. 
Ban Francisco, C 
8pokane, Wash. 
Portland. Oregon 


New Orleans, La. 
Ashland, Ala. 
Greenwood, Miss. 
Los Angeles, Cal. 
Tacoma, Wash. 


as 
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Newspaper electrotypes 
free to GIANT dealers 

B Y USING some of our striking advertisements in your local newspapers 
you can bring to YOUR store the farmers, ranchers and orchardists 
who are in need of explosives for stump-blasting, tree-planting and other work. 

Our assortment of Giant newspaper electrotypes will bring you new trade both 
for explosives and for other merchandise. Furnishing such electrotypes is one 
of the many ways in which we help the hardware trade sell Giant Farm Powders. 


MAKEJHIS TEST 


Iff 

Wm 

r 


Come in and get a 25 or 50-pound case of either 

of the Giant Farm Powders. Try them out 
and you will find that they go further and 
therefore cost less to use. We have noticed 
that when farmers try them once, for any kind 
of blasting, they always come back for 


Let us tell 
you more 

You need not carry Giant 
Farm Powders in stock in 
order to make money on 
them. Giant magazines 
will supply you promptly, 
so you can make a profit 
on every order. 

If you are not already 
selling Giant Farm Pow¬ 
ders, let us send you our 
confidential trade bulletin 
entitled, “Helping the Re¬ 
tailer Sell Giant Farm Pow¬ 
ders." This shows seven 
ways in which we will help 
you to build up a more 
profitable business in ex¬ 
plosives. 

The coupon below will 
bring you full information. 
Tear it out and mail today. 
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Ideal Poultry 

and 


Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


AMERICAN STEEL & WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

San Francisco Jjom Angeles Portland Seattle 

▲warded the Grand Prise at the Panama-Pacific Exposition. 
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owerful ad¬ 
vertising, in¬ 
cluding Satur- 
d a y Evening 
Post, is going 
to make this 
a big Pull- 
Easy year. 


Help Arm the 
Home Army 

A S GREAT as the need for arms “over there” 
is the need for garden tools at home. What the 
Government is doing for the soldiers you must 
do for the gardeners. Help them to make their 
gardens feed more mouths. You serve your nation, 
your customers and yourself by selling 


Adjustable Garden Tools 


They exactly fit the re¬ 
quirements of the great 
host of inexperienced gar¬ 
deners. They need no other 
tool from planting to har¬ 
vest. They rake, cultivate 
and weed—are adjustable 
to wide and narrow rows 
and will work two rows at 
the same time. Light, 
strong, durable — easy to 
operate. 

While ordering your steel 
goods, include Pull-Easy 
Tools. Order from your 


The Pull-Easy Mfg. Co. 

482 Barstow Street 
Waukesha, Wis. 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE KEPT XN STOCK 
BY THE FOLLOWING HOUSES 

BAKES, HAMILTON A PACIFIC COMPANY 

San Francisco, California 

WATEBHOUSE A LESTER COMPANY 

San Francisco, California 

PEROIVAL IRON COMPANY 

Loa Angeles, California 

NORTHWESTERN HARDWARE A STEEL COMPANY 

Portland, Oregon 

J. E. HASELTINE COMPANY 

Portland, Oregon 

WEST COAST WAGON COMPANY 

Tacoma, Washington 

GRAY SROTHER8 

Seattle, Washington 

KOLLEY-MASON HARDWARE COMPANY 

Spokane, Washington 

8C0VEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTSWOOD HARDWARE COMPANY 

Baa Francisco* California 

SPOT8WOOD-HELFER COMPANY 

Baa Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 

Balt Lako City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 

Ogden, Utah 

WATERHOUSE A LESTER COMPANY 

Los Angeles, California 

INLAND IRON COMPANY 

Fresno, California 

80HAW-BATGHER COMPANY 

Sacramento, California 
MANUFACTURED BY 

PHOENIX HORSE SHOE CO. 

Largest Hone Shoe Manufacturers in the World 

BOXJJNO 1IIIU AMD FACTORIES JOUST, ILL., POUOHKEEPSIB, SEW YORK 
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The old wmy The new way 


A man should not do the work a 
machine will do for him 


A merchant, with all his troubles, 
should never do the work that a 
machine does better and quicker. 

Our newest model National Cash 
Register makes the records which 
a merchant needs to control his 
business. It does fifteen necessary 
things in three seconds. 

Without die register a man cannot 
do these things in half an hour. 


With the register, even a new cleric 
can do them just by pressing the keys. 

Our new electric machines are as 
much better than old machines as 
an up-to-date harvester is ahead of 
a sickle for cutting grain. 

The latest model National Cash 
Register is a great help to merchants 
and clerks. 

It pays for itself out of what it saves. 


Merchants need National Cash Registers now more than ever before 

...- FILL OUT THE COUPON AND MAIL TODAY.-. 

Dept. 13707, The National Cash Register Company, Dayton, Ohio. 

Please give me foil particulars about the up-to-date N. C. R. System for my kind of business. 


Name_ 

Business. 

Address. 
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Have You Made Your Columbian Window Display? 

Bo YOU want to make $5.00 or more easily and quickly, and at the same 
time build up your sales of Columbian Rope during the summer monthsf Then 
make one or more Columbian Rope displays, sending its photographs of each one. 

THE “WHY” OF THIS $5.00 OFFER. We are constantly in need of photo¬ 
graphs of Columbian Rope window displays. To encourage hardware dealers and 
their employees to make them, we f ll pay $5.00 for a clear photograph of each 
window display. No red tape—a straight, clean cut, liberal offer. 

WINDOW DISPLAY MATERIAL FREE. Ask us on your letterhead to 
send display material, consisting of cards, signs, hangers, combed samples of 
rope. etc. When they arrive it will be an easy matter to arrange attractive 
winaow displays. 8end us photographs of each one as made, for which we will 
pay $5.00. It would be pretty hard to suggest an easier or better way of making 
95.00, so send for the display material and start making Columbian window 
displays at once. 

COLUMBIAN ROPE COMPANY, Auburn (The Cordage City), New York 

Branches: New York, Boston, Chicago. 
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INFALLIBLE 


What’s Inside of Them? 


will have no difficulty in getting your 


HERCULES POWDER CO 

1025 Chronicle Building 
San Francisco California 
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PRICE is not a determining 
factor unless QUALITY 
is considered 


Quality can be determined 
only by practical use. 

Satisfactory use over a 
long period of time causes 
an ever increasing demand. 

Continued demand conclu¬ 
sively demonstrates real 
worth and reliability. 


That is Disston history. 
It’s the reason why the 
great majority of saws in 
use are Disston Saws, and 
this is the highest recom¬ 
mendation obtainable for 
service given. 



Eotabliahod 

1840 


HENRY DISSTON & SONS. Inc. 

Kcvitonc Saw, Tool, Stool and Filo Worko 
PHILADELPHIA, U. S. A 


The Shelby “CHIEF” Floor Hinge > 

With Improved Pivot and Socket 

“The hinge without woes, 

I As the wise buyer knows.” 

The attractive features about the Shelby 
Chief Double - Acting, Ball - Bearing Surface 
■ Floor Hinges are, strong construction, durabil- 
j5 ity, beauty, simplicity of installation, and low 
r price for superior quality. 

v .> • — Sell the Shelby Chief and watch your 

'"ft atmmn —profits grow. 


A NEW CATALOG READY FOR YOU 

A card willbring you one of our new No. 18 catalog* juat off the presa. which illustrate* Floor Hinges, Spring Butte, Door 
Check* Push and Pull Plates, Door Holders. Push Bars. Foot and Chain Bolt*. Door Bolts, Cupboard Turns, Cupboard 
Catches Card Holders, Toilet Paper Holders. Garaae Door Holders. Chest Handles, Casement Window Adjusters and 
Fasteners Sesh Locks, Sash Lilts. Mortise Locks and Latches, Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks. Hall Hooks. Screen Window Hangers. Door Braces, large line of Screen Door Hinges, and a number of items not 
mentioned. Ask for catalog today. 


SHELBY SPRING BUTTS 

Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. (g) 

They have no equal. 

The Shelby Spring Hinge Co., Shelby, Ohio © 

Coast Representatives: ^ 

Pond Hardware Specialty Oo. D. L. Herman y = y - 

Loa Angeles, Calif. Seattle, Washington l ==^ , 
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OUR DUTY- 


That they who fight may be first served with 

Colts 

“Th« Proven Beat 
by Government Teat" 

“NEW SERVICE” REVOLVERS, CAL. .45, 

AUTOMATIC PISTOLS, CAL. .45, Government Model, 
COLT’S AUTOMATIC MACHINE GUNS, 
VICKER’S MACHINE GUNS, 

BROWNING MACHINE GUNS, 
BROWNING MACHINE RIFLES. 

Today the entire COLT ORGANIZATION, with its 
immense work shops, its loyal men and women—everything 
COLT—has b een pl aced at the disposal of our Government 
in order that THEY WHO FIGHT shall be well armed— 
the sooner to bring about that complete victory towards which 
every patriotic American is bending every effort. 

The time has come when it is inconsistent for us to serve 
anyone but UNCLE SA M. HIS business—every true 
American’s business—is to WIN THE WAR. 

We believe that you dealers and your customers will back 
the -position we take at this time, when the lives of OUR 
Boys and the Country’s Honor are at stake. 

Therefore, we ask that you wait patiently for YOUR 
COLTS until we have furnished the American soldiers with 
the Arms that are crushing the Him. 

Colt’s Patent Fire Arms Mfg. Co- 

Hartford, Conn., U. S. A. 
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Keep Your Store Cool 

Just an ordinary electric fan will not ventilate. 
Real ventilation means t« replace bad air with 
good. 

Hot, stuffy, stagnant air—air that is full of 
fumes, steam or dust must be removed—and 
often—to keep the efficiency of your clerks up 
to the mark. 


Electric 


Disc 


Fans 


can be placed in an 
opening in any wall 
or window. 

They positively make a complete change of air 
every few minutes. 

You get fresh air and continuous circulation. 
Put your problem up to us — we’ll recommend 
the proper equipment—but be sure to write for 
Bulletin 262-37. 

Buffalo Forge Company 

BUFFALO, N. Y. 


3 


CORCQ 

Re*u*MForr* 

Sheet Metals and Sheet Metal Products 

Manufactured by 


Whitaker- Glessner Company 


16 Desbrosses Street 

Wheeling Corrugating Department 

Wheeling, West Va. 

Branch Offices and Warehouses: 
2547 Athington Street 

1006-1010 Spruce Street 

NEW YORK 

CHICAGO 

ST. LOUIS 

1234 Hamilton Street 

214-222 West Third Street 

Main and Boyce Streets 

PHILDELPHIA 

KANSAS CITY 

CHATTANOOGA 

805 McDonough Street 
RICHMOND, VA. 

Mills and Factories: 

Wheeling, W. V. Martins Ferry, Ohio Portsmouth, Ohio 

Beech Bottom, W. Va. 
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DU PONT AMERICAN INDUSTRIES 


(j Q3 POND Hand Traps Keep Shotguns Busy 

The Hand Trap makes a hunting ground of the neighboring 
field. This means a continual market for shotgun shells. Many 
arguments are settled over a Hand Trap and on a few minutes’ 
notice—no expensive equipment is necessary. 

STRONG—DURABLE—EAST TO OPERATE 

—The Da Pont Hand Trap can be made to throw 
targets in every direction, so that they will simulate 
actual field shooting conditions. No dealer can 
afford to be without Hand Traps in his stock. 

Good Profits and a Mover of Shotgun Shells 



POWDERS 


Standarda for 116 Years 


There is no shortage of Du Pont powders. 

Many emergencies in the history of the country have 
demanded unusual efforts on the part of the Du Pont 
Company, but never in its 116 years of experience in 
powder manufacturing has the Du Pont Oompany been 
unable to supply the demands of Amerioan Sportsmen. 

Du Pont—Ballistite—Schultse are still the most popular 
shot gun powders and the easiest to get. They are loaded 
in the shells stocked by every Jobber in this country. Do 
not allow substitution. 


man 


THE BIG SIX-IN-ONE TOOL 

FOR THE AUTOMOBILE OWNER, FARMER AND HOME MECHANIC 

The Six-in-One Tool mm -Y " 

comprises a two-speed drill press, grind¬ 
ing outfit, powerful vise and pipe vise, 

heavy anvil, metal cutter and a sturdy — ^ i 

three-speed machine with clamp spindle 
for attaching and operating emery 
wheels, scratch brushes, buffing wheels, 

85 pounds net. 100 pounds boxed. 

Retail Prioe 

Complete with all tools, grinding wheel 
and attachments shown, - $ 16.00 


Western States - 


$ 18.00 




Dealers' Profit Right 


The Stewart Handy Worker in Operation 



"Tb U A T 17 D C The Stewart Handy Worker speaks for itself. Give it a chance to make 
1 J u ia a-j XV u money for you in your store. You will lose money by not stocking it 

If your Jobber can't supply you, write us. Write before you forget 


CHICAGO, FLEXIBLE SHAFT COMPANY, 5604 Twelfth Street, Chicago, U. S. A. 
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The Bridgeport Hdw. Mfg. Corp. 

BRIDGEPORT, CONN. 


i 


‘TIGER” NAIL PULLER 


■moLMrwmjiuA ^ lust 
No. 48 Black Liberty Finish, 18-in. $8.00 dx 
With Hand Guard 


8UREGRIP NAIL PULLER 




No. 56 Black Liberty Finish, 18-in. $15.00 dz 
With Hand Guard 


REX NAIL PULLER List 

No. 64 Black Handles, 18-in.$12.00 doz 

No Hand Guard 


THE “HOOKER” BOX OPENER 

Forged Steel. Warranted. 




No. 40 Oil Finish. Claw and Head Pol'd. $7.20 doz 
Weight 15 oz., length 9 inches. 


UNBREAKABLE BOX SCRAPER 

Knife Handle 



No. 15 Length 12% ins., Blade 2 ins.$6.00 doz 


AUTO HAMMER 

Drop Forged. Properly Hardened 


No. 18 Oil Finish. Pol'd Head and Pein. $4.20 doz 
Weight 15 oz. Length over all 11 inches. 

% dozen in a box. 10 dozen in a case. 


O. W. GAUSE A 00. 
Western Sales Agents 
San Francisco, Cal. 


J.C. McCARTY A CO. 
Eastern Sales Agents 
New York City 


Samson Spot 
Sash Cord 


Extra quality ? guaranteed free from 
all imperfections. Can be distin- 

g uishea at a glance by the Colored 
pots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades, for all pur¬ 
poses. Carried by all jobbers. 

SASH CORD 

CLOTHESLINES 

SOLID BRAIDED ROPE 

SHADE CORD 

MASONS' LINES 
CHALK LINE8 

Send for catalogue and aamplee. 

Samson Cordage Works 

Boston, Massachusetts 


Catchers 



“ Favorably known 
the world over" 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 

Durable 

Many exelusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Write fer it 

Some of Our Pacific Coast Jobbers 
California Hdw. Co. Paoiflo Hdw. A Steal Co. 
Pailing-KoCalman Co. Tha Schaw-Batohor Co. 
Konaymaa Hdw. Co. Schwabacher Hdw. On. 
Kallar-Mason Hdw. Oo.8eattle Hardware Co. 
M a ra h al l -Walla Hdw. Tha Thomaoa-Diggs 
Co. Co. 

Dunham. Oarrftgaa A Kaydaa Oo. 
Hoffman Kdwa. Oo. 

The Specialty Mfg. Co. 

St. Paul, Minn., U. S. A. 
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Better Than Good Enough TRAOI f.SAT.Of?. 


When you find “W k B” inside a diamond on a drop forged wreneh you know it f s the real goods. Sixty-four 
years of “better than good enough” tool making guarantees the best steel for the purpose, the highest attain¬ 
ments in manufacture and the severest tests, from raw materials to finished product. Grip a ”W k B” wrench 
and you are ready for anything that has to be pulled off or pulled tight. 


^'Whitman & Barness? 

Established 64 Tears 

Factories, Akron. O.; Chicago, Ill.; St. Catharines, Out. General Offices, Akron. O. New York Offices and Store, 64 Beads St. 



YOU ABE BIGHT IN 
RECOMMENDING 

"WORLD'S BB8Y" 

IN NAMB AND FACT 

World’s Best 
Tubular Truck 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 

Frame is best grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Banning Hanger on the market. 

Packed one pair in box complete with bolts; one- 
half dozen pairs in a case. 

Track has Slidable Bracket, which has made the 
World’s Best Hangers so popular with the building 
trade. 

If your jobber can't supply you we will. 


SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, U. R A. 

0. H. ft T. w. JONAS, BUlto Bids., Baa rrancUeo, 0*L 
and Equitable Savings Bank Bldg., Los Angelas 
Western Bepresentauvee 




tVveYluyV&jouWwi 
Appeds totvwy YovttweAsv 



Dealers should not overlook the fact that 
the Auto-Wheel Convertible Roadster is 
different from other wagons and that this 
difference is patented. It’s two wagons 
in one—a roadster and a coaster. 






Every boy and girl in your town would Tike to 
own an Auto-Wheel Convertible Roadster, and you’ll 
find it easy to sell parents if you explain the con¬ 
vertible feature and show them that they’re getting 
two wagons for one price. There are good profits 
for you, too. 

Get the full benefits of our national advertising. 
Write today for cntalog and information regarding 
denier helps—the Auto-Wheel Convertible Roadster 
and Auto-Wheel Coaster. 

BUFFALO SLED COMPANY 

A North Tonaw&nda, N. Y. 

Factories: North Tonawanda. N. Y., and 
Preston, Ont., Canada 
New York Office: 108 Chambers Street 
San Francisco Office: 

979 Monadnock Bldg. 

Seattle, Wash., Office: 

211 Maritime Bldg. f 


Dept. 
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Dependable 

The word that should typify your 
store; the word you like to use about 
a man; the word you can use when 
selling Simonds Hand, Hack, or 
Crescent Ground Cross-cut Saws— 
Dependable. 

Most attractive discounts offered 
Dealers and Jobbers. 

Simonds Mfg. Co. 

“THE SAW MAKERS' * 

.Jan Francisco, Cal. Portland, Ore. 

Seattle, Wash. Vancouver, B. C. 


CHAMPION 

BLOWERS 
FORGES DRILLS 


Re. 408 Forge 


No. 203 Drill 


CHAMPION TOOLS 

Built for Service 

Carried in Stock by all 
Leading Jobber* 

Write for 365-Page Cata¬ 
logue 


THE 

CHAMPION 
BLOWER AND 
FORGE CO. 

Lancaster, Pennsylvania, 
U. 8. A. 
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CHAMPION 

BLOWERS 
FORGES DRILLS 


WBUEM 


No. 400 Blower 


CHAMPION 

Built for 8< 

Carried in 8to 
Leading J 

Write for 365 


CHAM 

BLOW 

















jilting system is a prospect for a Goulds “Hi-Speed 
>ing outfit. Both are equipped with ^4 h. p. 32 vol 
re especially adapted to the current generated by farm 
re furnished in various other motor driven and engine 
H —a new pump—is a marvel. It operates at 500 revo- 
iraple in construction: few parts to wear—no gears to 
(less. When driven by motor, only the slight hum of A 
/ feet away. It is self oiling. And most important 
Pump is the same high quality which has char- 
since 1848. Yet the price is much less than that 
roaching it in serviceability and general attrac- 
it* remarkably unique, simple, original design. w 


JDUTFIT WITH EXTRA PARTS I I Pi 1 

able with the corresponding parts of laKwhPdJ 

you need to keep on hand only one _ 

a parts — a great dealer proposition. ^ 

f ps have been recognized for many 
ars among small pumps for private 

PUMP 

at the left') has a ranuritv nf fi <7a1. Equipped with 1-4 h. p. lTfiO r. p. m.. 32 roll direct 

*“«.*«*;• **»■ » capacity OI b gal- current motor 2 Outllta—' E" and 'T‘— h BT # a 

lte against 100 feet elevation. It IS capacity of 6 gallon* per minute. 2 Outfit* —‘’H’* 

ther elevated or pneumatic tank water- *nd •L”—have a capacity of 3 gallon* per minute, 

as. This "Pyramid’ ' Pump has many Both Outfits lift to an elevation of loo feet. 

\ exclusive patented features not found in any other small-capacity 
pump. It is a typical Goulds product—high quality in every respect 
and guaranteed to do the work for which it is recommended. 

k Writ* today for details and prices on both the "Hi-Sfieed" and the " Pyramid * 

The Goulds Manufacturing Company 

Main Office and Works - Seneca Falls, N. Y. 

Northwest Agent: D. L. Herman 

214 Maritime Building 


MID” PUMP 

•d to 1-4 h. p 32 
tor Capacity of 6 
against 100 feet 
Ltion. 


Seattle, Washington 


map* 


WATER SYSTEMS 


A FULLER 

f JOHNSON 
ENGINES 

WINDMILLS 

HOOSLER 

PUMPS 

PACIFIC PUMP & SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 


CS 

r N SPRINKLER 

-ray. Very novel 
f .Iade of zinc, lined 
area. Order now. 
rs. Write at once 
of sprinklers and 


taring Company 

•anta Fe Avenue 
fiGELES 





HARDWARE WORLD 


BrierHiU Sled 

Co mp^tf/ 

A. C RDLOflOK, Fni't 


BRIER HILL STEEL CO. 

OF CALIFORNIA 



BnerHffl Steel 

Ccmfvo! 
J.S.BU80P. Sm> 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 


Mills at 
Youngstown 

WRITE FOR PRICES 

Mflk 

at Niles 

Ohio 

WE WILL DO THE REST 

Ohio 


BRANCH OFFICES 
1213 L. C. 8mlth Bidg., Seattle, Wash. 

403 Railway Exchange Bldg., Portland Oregon 
1446 Malvern Ave., Los Angeles, Cat 

3S9-36S MONADNOCK IUILDINQ, SAN FRANCISCO 


PORTER’S 


New Easy Bolt Clippers 



Are you handling the 


10-in. *nd 14-in. 0. IL Cutters? 


If not, my Pacific Coast representatives 
will tell you why you should. 


Omer Cox, 
Underwood Bldg., 
San Francisco, OsL 


Address 

Jones A Cox, 
Newhonse Bldg., 
Balt Lake City, Utah 


Bands k Cox, 
San Fernando Bldg., 
Los Angeles, Cat 


Turn Iran a Cox 
Mint Block 
Denver, Colorado. 


Btrlmple a Cox, 

L. C. Smith Bldg., Beattie, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

0 ASHLAND STREET, EVERETT, MASS. 


The “PONT" 

Is the very beet Hand Machine that 
money can buy, for setting Tabular 
or Bifurcated Rivets 


IT'S GUASAirraD 
SOLD BY J0BBBB8 BVBkYWHSU 

F. H. SMITH MF6. CO. 

CHICAGO, U. 8. A 
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Motor Driven Pumps for Farmers 

Every farmer with a private lighting system is a prospect for a Goulds 11 Hi-Speed 1 ’ 
or a Goulds 1 ‘Pyramid 1 * Pumping outfit. Both are equipped with % h. p. 32 volt 
direct current motors, which are especially adapted to the current generated by farm 
lighting systems. Also, they are furnished in various other motor driven and engine 

S driven outfits. The “Hi-Speed"—a new pump—is a marvel. It operates at 500 revo- A 
lutions per minute. It is simple in construction: few parts to wear—no gears to 
grind. It is actually noiseless. When driven by motor, only the slight hum of 
the motor can be heard 10 feet away. It is self oiling. And most important 
, of all this “Hi - Speed" Pump is the same high quality which has char- 
|k acterized Goulds Pumps since 1848. Tet the price is much less than that 
I of any other pump approaching it in serviceability and general attrac- w 

V tiveness, a result of its remarkably unique, simple, original design " 


IKKIBgSaSlilj 



YOU CAN BUILD 13 STYLES FROM ONE OUTFIT WITH EXTRA PARTS 

T>- ''omponent puU of each style are Interchangeable with the corresponding parts of 
each of the other styles; you need to keep on hand only one 
outfit and a stock of extra parts — a great dealer proposition. 

BrSn Goulds “Pyramid" Pumps have been recognized for many 
years as leaders among small pumps for private 

iBJ H—^ water-supply systems. Figure 1531 “Pyramid“ GOULDS “HI-SPEED" PUMP 

NOy Pump, geared to % h. p. electric motor, form Q Rquipprd with 1-4 h p. 17&0 r p. m., 32 rolt direct 

W drive (shown at the left), has a capacity of 6 gal- current mot.-r 2 Outfit*— E" and •T”— have a 

i\W -Hk M Ions P er minute against 100 feet elevation. It is capacity of « gallon* per minute. 2 Outfit*— “H” 

f ll#\| adapted to either elevated or pneumatic tank water- * n< l'‘ L ’’r h * v . c * fapac , ity ^ per minute. 

\* supply systems. This “Pyramid" Pump has many Both Outau ..fi u> .. .l...Uon of 100 f..t, 

exclusive patented features not found in any other small-capacity 
pump. It is a typical Goulds product—high quality in every respect 
tv 'r VWf an< * guaranteed to do the work for which it is recommended. 

J§ Writ 0 today for dot ails and pricos on both tho “Hi-Spotd *’ and tko ” Pyramid * 

_ The Goulds Manufacturing Company 


GOULDS “PYRAMID" PUMP 

Form “Q” Drive—reared to 1-4 h. p. 32 
volt direct current motor Capacity of 6 
gallon? per minute ngainat 100 feet 
of elevation. 


Main Office and Works 


Seneca Falls, N. Y. 


Northwest Agent: D. L. Herman 

214 Maritime Building Seattle, Washington 


Here’s the Sprinkler that’s 
in Big Demand 




THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Avenue 
LOS ANGELES 


WATER SYSTEMS 

FULLER 

5* JOHNSON 
ENGINES 
STAR 

WINDMILLS 

AWT) 

3* AJNLt 

HOOSIER 
w PUMPS 

PACIFIC PUMP & SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 
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Clover Leaf Manila Rope 

Nothing Better 

❖ 

Trad* Mari 

PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 


GARDEN HOSE 



WHITE FOB CATALOGUE AND PBICES 


Goodyear Rubber Company 


B. H. PEASE, Prest. J. A. SHEPPARD, Vice-Preit. H. B. PEA8E, JR., Treaa. C. F. RUNYON, Soof. 
639 WmLom Stmt Not. 61, 68, 66, 67 Fourth 8t * Pino 

SAN FRANCISCO, CAL. PORTLAND, OREOON 

GOODS SOLD TO THE TBADB ONLY 
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Wagner Cloztite Hanger 
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"Pittsburgh Perfect” 

Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO. 

359-365 Monadnock Building 
SAN FRANCISCO 

Carload Shipments from Pittsburgh Mills to All 
Points on the Pacific Coast 

A. C. RULOFSON CO. 

Sales Managers 

BRANCH OFFICES: 1213 L. C. Smith Bldg., Seattle, Wash. 
403 Railway Exchange Bldg., Portland, Oregon 
1446 Malvern Ave., Los Angeles, Cal. 


AN 

UNEQUALED 

ASSORTMENT 

FOR 

HARDWARE 

STOCK 


In every race there’s a “CHAd-ENGE” a “RIVAL” and a “BANNER” 

AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

TAPES, BOXWOOD and SPRING JOINT RULES 

th e /ufk/n Pule 


UFK/N 


SAGINAW, MICHIGAN 

106 lafayttU St., N. Y. 
Send for Catalogue 


Stocked by Your Jobber 


? For Factory and Warehouse Doors. Works on folding-sliding principle. Two 
or three doors are hinged together and operate as one door. Doors are hinged 
to jamb at one side and are supported at opposite side by one Wagner Cloztite 
Hangar, operating in Wagner self-cleaning, bird-proof track. 

Works quietly and smoothly—doors require very little clearance room, fold 
up out of the way when open and fit as snug and tight as a one-piece door 
when closed. 

Cloztite No. 78 for factories, warehouses, etc.—No. 58 for private garages, etc. 

n Writ* for circular, giving full details. 

Complete stock carried at our Tigard, Ore., branch. WAONEB MFO. 
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“YANKEE” 

QUICK RETURN 

In 3 Sizes 

With spring in the handle to 
drive bit back quickly. 

Holds it extended for 
overhead work. 


No. 130 —For all general work. 
Very popular. 

No. 131 —Heavy pattern, for general house 
carpentry and heavy screw driving. 
Becoming very popular. 

No. 136 —Small size, for smaller screws, electrical 
work, and wherever a large number of small screws are 
frequently driven. Tour Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia, Pa. 



MADE BT 

SUPERIOR SPRING HINGE 


SIIPFRIOP Screes Door Check 

The only Cheek that has the jaek-knife lever whieh 
allows the door to open clear np against the wall with¬ 
out strain on the Cheek. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the best Cheek for user, dealer and jobber. 
Quickly and easily attached by anyone. 

If vour jobber can not supply you, write us and we 
will give you the address of your nearest jobber whe 
handles our Cheek. 

COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Ante Supplies, ete^ find that 
time and space are saved by using the Revolving Oases 
for keeping loose Bolts, 8erews and Auto Accessories. 
Everything is kept right at the clerks 9 fingers 9 end. 
Catalog sent on application. All jobbers handle these 

CHOI 

American Bolt & Strew Case Co., Dayton, 0. 
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LOOKS BETTER 


LASTS LONGER 


SELLS MORE READILY 



A CARD TO US WILL BRING A SAMPLE TO YOU 

We Alto Manufacture 
Bronze, Copper, Pointed end Gelvenized 

AMERICAN WIRE FABRICS CO. 

208 La Salle Street, Chicago, Illinois 


Mt. Wolf, Pennsylvania 


Factories : 
Clinton, Iowa 


Nilet, Michigan 



ONLY 


Just as in any other commodity. Our Washers 
are made of the Best Material and with the 
utmost care. That’s why the largest users of 
Washers prefer those of our make. 

We also make 

Rateable Washers and Cast Iroa Washers 
Wroegbt and Steel Plate Washers 

of all descriptions. Round and Square, Plain or 
Galvanized. 

foaled Hvet Bars Felon Plates 
Sheared and Pinched Plates 

PBOMPV SKXFHBNTS 

Wrought Washer Mfg. Co. 

MllwaukM, WIs. 

Coast Representatives, 

EUOBSOV fc HESTON, Xno. 

■an Francisco, OaL; Sos Angelas, OaL: Portland, 
Ore.; Seattle, Wash.; Denver, Colo. 


■ 

i 
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DOUBLE ACTING 
SPRING BUTT HINGES 

have the weight 
supporting 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une¬ 
qual wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface ’Spring Hinge 

Bas Neleass and Koldback Features, Ball 

Bearing and Alignment Devloe 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
^ free, without spring-action, by inserting a 

■ wire nail (when the door is open) into a 

■ hole provided in the side plates. The 

■ spring - ac- 

H—. tlon can be 

W a e"9HSSBHWWWWWNH|||||P Hrv restored by 

■ ii|BM|P withdrawing 

the 

^ No. 18 Type 

BOMMER BROTHERS, BfrA, Breeklyn, N. Y. 


1 
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GARDENS — GARDENS — GARDENS 



Never—were there eo many people angmgud In 
Gardenia*. 

Increased production, le our Country's cry. 

“NORCROSS” GARDEN CUL.TIVATOR-HOE8 
AND 'W3EEDERS ere playing en important part 
in this Nation-wide movement. They are favorite 
tools; hut—the demand almost exceeds the pos¬ 
sible supply. 

DEAXtERS: Don't delay your orders. 

Jobbers are buying heavily, that you. may. be 


dends. 

Remember the name 


"NORCROB8." 


C. S. NORCROSS & SONS 

MiMfaemn BUSHMILL. ILL- U. S. A. 



Sold by All Buy a 

Leading Jobbing and Supply Houses SAMSON or ROWELL 

Railway Car Mover 


little switch engine 

Mad, Only ky YOUR OWN 

CL D. ROWELL & SON, Appleton, Wisconsin - 

Mayrant Ooun, BBS HMn It. Ban Fraaeteeo, Fadflo Ooa* IvnMUttn PRICE EACH, $8.00 


SNAPS 

FOR THE HARDWARE MAN 

FROM THE BIST LINI MANUPACTURBO 


TKOJAN OPBN BYB SNAP 
Noa. 520 Bit. S21 Chain, 522 Traaa 

S»U hy AU J»U*rt 

COVERT MFG. CO. 

TROY, N. Y. 




Wheelbarrows for All Uses 

Wood or Steel 

70 STYLES AND SIZES 
And Immense Stock 

Alb for Price* 

Concrete Mixers, Warehouse end Factory Trucks 
Casters, Cert Iron Wheels, Milk and 
Hand Carte, Etc. 


838 - 848 Brannan Street, Near Second 
SAN FRANCISCO, CAL. 
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DELTA 


Is the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL’ 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 





DELTA 


This trade mark safeguards tIts 
Interest* of thousands of fllo 
usors everywhere. Always look 
for it 


DELTA FILE WORKS 

PHILADELPHIA, PA. 


S*i S' 



STANLEY 
MITRE BOXES 

STRONG 

DURABLE 

ACCURATE 

A Specially Made Back 
Saw with Each Box 

Every mechanic that 
visits your store will 
be interested in this 
up-to-date mitre box. 

May we send you 
some] special^ circu- 
lars containing com¬ 
plete description. 

Stanley Rule & Level C$ 

New Britain. Conn. U.S.A. 
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ChicacO 

mark 

SPRING HINGES 

Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 


1 K * 1 




You can safely stake your 
reputation on its quality and 
performance. It swings doors 
faultlessly. Thousands in use. 

Sell a product that brings sat¬ 
isfaction and nets a good 
profit. Keep well stocked. 


Send for Catalogue 

H-32 


Chicago SpriosSnlt CompBqg, 


CHICAGO 



NBW YOU 


COLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Writ9 far price Hite aud full particular* 

Coldwell Lawn Mower Company 


Factory and OfXlees 01 

at Nawburgh, New York 68 Bast 


Chicago Ofiloe 
si Lake 8t». C 


8t», Ohloage 


“STAB" EXPANSION BOLTS 

M * rk 

"SEBOO’* 

JjL 1! fi £ A Pleasure to Sell 


Uifc»»e twl fcw* TmA Motof MaA* 
Tih In* Mi S«* Keti 


Standard the 
World Oyer 


STAB EXPANSION BOLT 00. 

120 West Lake Street, Chicago 
147-149 Cedar Street, New York 


FARE $423 DAILY BETWEEN 

^CLEVELAND & 
BUFFALO 


The Great Ship “SEEANDBEE” 

Tho largest and most eoetly steamer on any inland water of 
the world. Sleeping accommodation* for 1600 paaatngcrs. 

“CITY OF ERIE" "CITY OF BUFFALO" 

3 Magnificent Steamer * ■ 

DAILY BETWEEN 

CLEVELAND AND BUFFALO 


MAY l.t TO NOV. 15th 

Loaves Cleveland - 8:00 P.M. Leave* Buffalo - 8:00 P.M 

Arrive Buffalo - 6:30 A.M. Arrive Cleveland • 7:00AM. 

S J S. Central Standard Tune) 
uffalo for Niagara Foil* anti all Eastern and 
Canadian Pointa.and at Cleveland for Cedar Point Put-in-Bay. 
Detroit and all point* West and Southwest. Railroad ticket* 
reading between Cleveland and Buffalo are good for transpor¬ 
tation on our steamer*. Ask your ticket agent or American 
Express Agent for tickets via C. A B. Line. 

New Tourist Automobile Rate—S7.50 Round Trip, with 
2 day* return limit, for car* not exceeding 127 In. whoclbaae. 


Beautifully colore*! sectional puzxle chart of The Great 
.ton receipt of five cent*. Also 
I ask for our 24*page pictorial and descriptive booklet free. ■ 


THE CLEVELAND & BUFFALO TRANSIT CO. 
QevtUnd, Ohio 
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Number 8—8 
inohM long. 

Holds Nutt 
8 * 16" to %* 
outside meas¬ 
urement 

Number 6—-7 iuehet long. Holds Nutt 7-16" to 1" out- 
tide meaiurement. 

Peeked ft dosen in e box. 

Tbit it one of the moot popular toola we hare ever 
manufactured. For tale bj all jobbers. 

VAUGHAN A BUSHNBLL MFQ. CO. 

Makers of Fine Tools CHICAGO 




” Surface Floor Spring Hinges 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET. MADE OP WROUGHT METAL. NO 
MORTISING REQUIRED. SAVES TIME AND 
MONEY—COST NO MORE. Write for catalog and 
prices. 

LAWSON MFC. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois 

N«w York Office, 85 Walker Street 


“Forstner” Brace and Machine Bits 

For Fins Ovpmkr, Cabinet and Pattern Work 

Specially Adapted for Hardwood Working 

____ The Forstner L*bor Saving Auger Bit, 

unlike other is guided by its Circular 

Rim instead of its center: consequently 
will bore any arc of a circle and can be 
guided in any direction regardless of grain 
or knots, leaving a true polished surface. 
It is preferable and more expeditious than chisel, gouge, scroll-saw, or lathe tool combined, for oore¬ 
boxes, fine and delicate patterns, veneers, soreen work, scalloping, fancy scroll twist oolumns, newels, 
ribbon moulding and mortising, ete. 

Manufactured by THE PROGRESSIVE M7G. 00., Dept. “A,” Torrington, Conn. 

Enquire of Tour Hardware Jobbers, or Write Us Direct Supplied in Sets Write for Catalogue 
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GILSON GARDEN TOOLS ^ 

GILSON WEEDER—LIBERTY CULTIVATOR W/. 


The Gilson Line offers a profit-making opportunity 
to the dealer and Jobber who appreciate modem 
garden tools of unquestioned quality—tools that 
have mad# good —including Hand and Wheel Culti¬ 
vators, Weeders, Lawn Edge Trimmers, Dandelion 
Diggers, etc. 


Write for Samples and Booklet. 

J. L GILSON CO., Port Washington, Wisconsin 



JOHN KEGLEY, 
Western Representative, 
Lankershim, Cal. 


THOS. M. GARDINER, 
Oregon and Washington 
Representative. P. O. 
Box 299, San Francisco. 



Nazlett Patent Dandelion 
Killer and General 
Utility Lawn Rake 


oral Rake that 

l 3 ^****^0**^& / \\K P roy idea an 

Ike JjA/j/Ki easy and 

®ure way 

' lawn of the dande- 

f lion P e8t - Takes off the 
y J blossoms and foliage, prevents 
/seeding and the root dies. Does 
not injure the grass, but culti* 
f rates it. Not an experiment, it 

does the work. Three big, suc¬ 
cessful years, thousands of 
users. Order now for Spring from your 
jobber—if he doesn’t have it. write us. we 
will put you in touch with a hundred 
who do. _ 

Be sure it is the HAZLETT Rake. For 
further information write 

0. A HAZLETT DANDELION RAKE 
Murvt. uv., a«uu<j, 


Do You SeU Hose Menders? 


Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanised clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to 
grip the hose. Prioes right. 

Send for our general oatalog 
—to-day. 

STUBCR * KUCK CO. 

Peeria, Illinois 

New Yerk OWks-154 Chambers Street, 1. M. Sherwood. Masagor 
Sob Francisco 9Hk»-IUalto Beildiac. William P. Bora. Messier 



Double Hanger 
We have the essentials— 

QUALITY PRICE DELIVERY 

20,000 Hangers in 100 Sizes. Bush orders are 
shipped immediately. Send for catalog showing 
other styles. 

LANK BROS. CO. P*ughk«*pal«, N. Y. 


Sedgwick Hand-Power and Elevators 

Manufactured by Specialists and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 


153 WEST 15TH STREET 


MEW YORK 
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NATURALLY—YOU HAVE 

W. ROSE TROWELS 

but do you make your store a place where 
^ bricklayers gather t Well tempered W. BOSE 
' BRICK HAMMERS bring them in. 

Catalog or display card t 

wtotaa^*a >> mSr^Mn »«w Toik WM. ROSE & BROS., Sharon Hill, Pa. 


A REMINDER 


A Hatfield Grind¬ 
ing Machine in yonr 
store or window will 
suggest 11 doll blades’’ 
and 1 * resharpening’ 9 
to every man who 
sees it. 

And the men who 
don’t shave and who 
don’t shave with 
safety razors are few 
and far between now- 
a-days. 


THEY HOLD THE 
TRADB YOU NOW 
HAVE-AND HELP 
YOU GET MORE 
BESIDES 


parKER EXPANSION BOLTS 

“Can’t Turn in the Hole” 


is sharpening safety razor blades at the rate of 
from 100 to 700 and more blades every day. 

Many of these improved sharpening machines 
are paying the rent for their owners. There’s 
such a demand for them that we’re now making 
them in six different sizes, 1-blade to 24-blade. 

And we sell them on such easy payments that 
you don’t feel the outlay. 

We’ll send Booklet and Full Particulars on 
request. 

HYFIELD MFG. COMPANY 

21 WALKBR ST.. NBW YORK CITY 


If we can prove that statement, you’re inter¬ 
ested, aren't you? 

Well, just write that you’re interested, and we 
will prove it — to your satisfaction. 


PARKER SUPPLY COMPANY 

Manufacturers of Parker Products 
784 EAST 135th STREET - NEW YORK 


The 

Hatfield Grinding Machine 


Williams , Improved “VULCAN” Chain Pipe Wrench 


Fully guaranteed 

Williams 9 Chain Pipe Wrenches have been standard for nearly half a century. They are 
made entirely of drop-forged or wrought steel. Ask for catalog—it’s free. 

J. H. WILLIAMS & CO., “The Drop Forging People” 


Western Office and Warehouse 
60 South Clinton Street, Chicago, Illinois 


General Offices 

60 Richards Street, Brooklyn, New York 
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“HOT STUFF” 

ELECTRICAL SUPPLY 
JOBBERS 

We are Handling All Kinds of Electrical Appli¬ 
ances as Heating, Lighting and Power 

Power Heating 

Washing Machine Cooking 
Fan Heating 

Vacuum Cleaner Toasters 
Vibrators Irons 

Every Want in Electrical Appliances— 

Wiring and Devices 

BANNER MAZDA LAMPS 
All of High Quality 


Baker, Hamilton & Pacific Company 

SAN FRANCISCO 
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Wmm 


1918 N. R. A. .22 Cal Indoor Matches 


Practically a Clean Sweep for Users of 


Semi - Smokeless 

Cartridges 


Civilian Club Team Championship — Won for 
the third successive year by the Peters Bifle & 
Revolver Club team, of King’s Mills, Ohio; score 
9945 ex 10,000 points. 

Military School Championship — Won by St. 
John’s Military Academy, of Delafield, Wiscon¬ 
sin; score 9831 ex 10,000 points. 


High School Championship—Won by Iowa City 
High School (sixth successive year); score 9819 
ex 10,000 points. 

Woman Champion — Mrs. O. L. Garl, of the 
Birmingham. Alabama, team, who scored 199 ex 
200 in the ninth match of the series, and the pos¬ 
sible 200 in the 10th match. 


AND THE HIGHEST INDIVIDUAL SCORE 
2000 Out of a Possible 2000 Points 

Bjr T. JL Lee, of Birmingham, Who Already Held the World’* Reeord 4599 ex 4400 Point* 

EveryOoeof thtse victories is an inaRswerablo Proof of the Superior Quality of the (^Bnnd 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 585-587 Howard Street San Frandaco 
Marshall -Walla Hardware Co., Portland-Spokane, Duluth, Winnipeg-Edmonton 
Hibbard, Spencer, Bartlett A Co.. Chicago, 111. 

Butler A Britain, Inc., San Francuco 


If yes are ese el 
§nf vitoner* yes 
fcaowtheaL 


If yea are Bet ese 


tmity ef shewiig 
yea why it wi he 
to year hrterest to 


ef Fair art Spn Paring a» hr Cest o nors 


BYBRYTHINO IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 


THE THOHSON-DIGGS COMPANY, SACRAMENTO, CAL. 
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“TRY US FIRST" 

It will pay you to make inquiry of 
us before purchasing elsewhere. 


BUILDERS HARDWARE 

SHELF HARDWARE 

HOUSEHOLD GOODS 

TOOLS 

MACHINERY 

ETC. 


H. ROTH & SONS 

942-944-946 MISSION STREET 
SAN FRANCISCO, CAL. 


The 

Schaw-Batcher Co. 

SACRAMENTO, GAL 

WHOLESALE 

HARDWARE 

Pipe mi Fittags Sargaat & Co. 
Caatoo Stool BMMors’ Hardware 
MM Ibte 
Sportiog Goods SoppAos 
Blachsodth SnppBos 




Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER CO. 

209 Scott Bldg., Salt Lake City, Utah 
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MANGRUM & OTTER, Inc. 

827-831 MISSION STREET 
SAN FRANCISCO 

Stoves, Ranges, Household Goods 

Floor, Wall and Mantel Tile 

KITCHEN EQUIPMENT—HEATING APPLIANCES 

Andirons, Fire Sets, Screens, Basket Grates 








N1 


EW HAVE 

JUNIOR 


With Radium Dial and Hands 

The Popular One-day Intermittent 
Alarm Clock 

The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The elock is only S^4 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20-sec- 
ond intervals for five 
minutes. 

The daintiest and most 
useful elock on the mar¬ 
ket. Just riffht to 14 slip 
in the grip.’ 9 

MORGAN a ALLEN CO. 

160 Post Street 
SanPranciaoo^Oallfomia 




American 

Seal 

Cements 


ASBESTOS FUBNAOB CEMENT will withstand mora 
heat than iron, bakea aa hard aa the eaatihg itself, 
and will not eraek, shrink, crumble or fall out. 

ELASTIC OIL BOOr CEMENT fa a superior article in 
colors for bedding slate and tile roofa and repairing 
leaks in tin, metal, gravel and eomposition roofs. Es¬ 
pecially adapted for pointing np around akylighta and 
fire walls. 

CABBON CEMENT, the poor of all lightweight co¬ 
ntents, is made np of lohg asbestos fibre, and elestie, 
adhesivo waterproof gums. The ideal cement for mak¬ 
ing an old roof now, using the old roof aa a founda¬ 
tion. 

T-00 is a watorproofing cement in colon, especially 
recommended for use on sldo walla exposed to heavy 
driving rains, preventing tho water from pe rm ea ting 
these walla. 

Manufactured by 

The Wm. Connors Paint Mfg. Co. 

18S2 TROY, N. Y. 1918 
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r W\ k j-L/% TL/y ///, • Below is shown a cut of our main building as it will appear with the new 
1 O Trlts 1 rU/lMs • addition now in process of construction. 
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PR|OMPT SHIPMENTS OF 

HARDWARE 

You can increase your sales very materially by send¬ 
ing us your hardware requirements. 

Our stocks are exceptionally well assorted and com¬ 
plete at this time, and we can give you prompt service. 

Our lines embrace Builders’ Hardware, Paints, Oils 
and Glass, House Furnishings Goods, Stoves and 
Ranges, Harness and Saddles (made in our modern 
factories), Machinery, Mechanics’ Tools, Auto Tires 
and Accessories. 

THE SALT LAKE HARDWARE CO. 

Salt Lake City, Utah-Pocatello, Idaho 


JENSEN-KING-BYRD CO. 

Spokane, Washington 

HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 



Digitized by v^.ooQle 












HARDWARE WORLD 


51 



Digitized by 


Googk 






52 


HARDWARE WORLD 


“ENTERPRISE” 
Baatui Staffer and 
Lard Praaa 

4-qt., Jap’n’d $11.00 
6-qt., Jap'n’d $12.60 


“ENTEBPBI8E" 
Sauaagt Staffer sod Laid Preaa 

It ia better to own it than 
to lose its cost in lost lard. Be 
sure to give this fact to every 
customer who is a producer of 
lard. 


When Is a 
Meat Chopper? 

The answer is in three words: When It Ontal 

The principle that distinguishes the chopper MM 
that really cuts instead of crushing and tw 
mangling is the four-bl&ded steel knife of 
the “ENTERPRISE” Meat-and-Food Chop- Wffl 
per, revolving against the perforated steel \ * 
cutting plate. ^ 

As compared with other choppers, it is simply a 
choice between cast-iron cutters (not knives) and 
the keen, steel, razor-like blade of the 

• “ENTERPRISE” 

Meat-and-Food Chopper 

8 There you have the big, built in, 

self-selling force which will bring you 
a profit from every customer who 
wants the best chopper. 


*‘ENTERPRISE” 
Meat-and-Food 
Chopper 

No. 5 f family sdse, $8 
No.10, large Hse,$4.75 



“ENTERPRISE” literature furnished any dealer on request 

THE ENTERPRISE MFG. CO. OF PA. 

Philadelphia, U. S. A. 


Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 

HAMP WILLIAMS 
HOME CANNER 

so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 

Retails for Only $14.00 

Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about Order 
one and get die agency for your town. 

HAMP WILLIAMS HARDWARE CO. 

Mannfacturin HOT SPRINGS t ARKANSAS 
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6 BEATING 
BLADES 


OlRfCT CEKTRt 
DRIVE 




WESTERN SALES REPRESENTATIVES 
Omer Cox, Underwood Building. San Francisco, Calif. 
Banda A Cox, 207 San Fernando Bldg., Los Angelo* 
Btrlmple A Cox, L. 0. Smith Bldg., Seattle, Wa 


Ladd All - Steel Beaters 


Store-keeping: Unless you run 
a junk-shop (and you don’t), 
the public has a right to ex¬ 
pect it will find QUALITY 
GOODS in your store. This ex¬ 
pectation, realized, provides 
satisfaction, your very BEST 
ADVERTISEMENT—far bet¬ 
ter than printed words. In 
every line of goods there is one 
established, unquestioned SU¬ 
PERIOR: everyone knows 
the LADD ALL-STEEL is in 
UNDISPUTED FIRST PLACE 
—it’s made to taxe that place 
and to stay there. 

U. S. Govt., wanting best to 
be had, buys LADD BEATERS 
for Field Medical Supply and 
Medical Supply Depts. They 
and you KNOW QUALITY. 
Accept no inferior substitutes. 

Choice of 3 holding handles. 

JOBBERS, the world over, 
and US. 



LADD 

Mixer-Churns 


¥ SATURN 
Clothes-Line 
Reels 


Btrlmple A Cox, L. 0. Bm 
Jones A Cox. Newhouse Bli 
Turnbull A Cox, 205 Mint 


ock, Denver, 


United Royalties Corporation 

1133 Broadway, New York 


Lalance & Grosjean Mfg. Co. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra lone handle—10 
s very neatly 


soft green felt — oannot 
mar the finest furniture 
Espeeially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 6 oent swatter Is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
Insertion of your ad. if 
you desire 

Now is the time to 
place stock orders. We’ll 
gladly quote prices and 
forms. 

Atlas Mfg. Co. 


HUGHSON * MERTON 
PacMcCoostAgonts 
Sen Frandoco Loe Angeles 
end Portland, Oregon 



2BROOMS 1 

Supply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 

Lee Broom it Duster Company, TJnnnin, Heb. 
(Nearly 50 years making better brooms) 





GENUINE 

HUNTER’S SIFTER 

The Standard for a 
Quarter-Century 

Order from your jobber. 


Sectional View Order from your jobber. 

Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible^ Made in one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Easy to remove all parts for cleans¬ 
ing. 

THE FRED J. METERS MFG. CO 
Bender Street Hamilton, Ohio 


QUALITY, pbs SERVICE, eauafe SATISFACTION 



In offering you our line of goods, we are offering yon 
QUALITT and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the test of 
time. In stocking our goods, you get this SATISFACTION. 

Our EAGLE MOP WRINGERS and BUCKETS COM¬ 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell- 
era and big profit producers. st?—— 


msTs < qT : Our products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


THE EAGLE WOODENWARE MFG. CO. 

Manufacturers, 

Hamilton, Ohio U. 8. A. 


win hold • to, n or is 

dothM wrlngtr. 
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YOUR CUSTOMERS WANT THE BOOMER 

IF TOTT OHIiT SHOW IT TO THBM 

BOOMER CANNON 

Adapted for every nee. Is the strongest and most durable Cannon Stove made. Constructed so that a 
sheet iron drum may be attached, and thus increase the heating capacity. 


Made in six sices,— 
Diameter of Fire Pots 
Weights, 


12 3 

13%" 16" 18" 
182 240 300 


5 6 

22 " 24 %" 
525 575 


OUB LOW PRIORS WILL SURPRISE YOU—Write for t he m. 


THE HBSS-SNYDER CO., Manufacturers 


Trade mark "Boomer" Begletered—No. 58228 


MASSILLON* OHIO 



i 


A HOT WEATHER QUICK SELLER 

When the mercury is high and housewives want to 
iron in comfort, easy sales are ready and waiting for 
yon. Prospects are half sold on the 

Heating DlfOIfll 

It's simple, it's sure, it’s sound in principle and de¬ 
sign—850,000 satisfied users now, and more being added 
every day. 

We supply you with Window Trims, Counter Dis¬ 
plays, Movie Slides, Electrotypes, Circulars, etc. 

Write for details and address of your nearest dis¬ 
tributor. 

ROYAL IRON MFO., COMPANY 
553 Wayne Street Big Prairie, Ohio 


O.UNDEMANN & CO. 

35 and 37 Wooster St, New York EgtablUh^d 1863 



Manufacture cf JAPANNED. BRASS and 
TINNED WIRE 

Bird Cages aid Cage Sundries 


A. L. Gongtr Go., 731 Market Street San Francisco, Oat 
Representative for California 
T. D. McLean, L. O. Smith Building, Seattle, Wash. 
Representative for Washington, Oregon, Idaho, 
Utah, Montana and British Colombia. 




Sell the Coleman “ Quick-Lite ” 

|| This newest Coleman Lamp is the best seller yet. So 
s simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 

LIGHTS WITH A MATCH 

The Coleman “Quick-Llte" is the most wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 


torch needed. Lights with ordinary matches like any plain kerosene 
lamp. Makes and bums its own gas from common gasoline or kerosene. 
Gives a brilliant, steady light of 300 candle power without glare or flicker — more light 
than 20 old style oil lamps. Can’t explode. No danger if tipped over. Very ornamental 
^ and comes in variety of styles. 

Dealers wanted in all parts of the country. Write at once for catalog 36 and 
| agency propoeition. Address nearest office, 

THE COLEMAN LA MR COM RA NY 

Wichita, Kens., St. P.aul, Minn., Toledo. Ohio, Dallas, Texaa, Chicago, III. 
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White Mountain Refrigerators 



‘The Chest With the Chill in It” 

. The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 /"/««,Emm 

catalogues and booklets. IBi 


Maine Manufacturing Company - Nashua, N. H n U. S. A. 




York Otty Boston, 




01 orrxoam 

Dallas, To 
do, Australia 


laa Yraaoftsoo, OaL 


The Ontario Knife Company, Frankilnvillo, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and hare not oar catalog and prices, you should write for them at once 



WJ TOMB 
SKINNING 

momma 

BONING 

SHEATH 

SUOIHO 

OOBN 

SHOE 


KNIVES 


kitchen 

CANNING 

FISH 

VEGET ABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 


We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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< mihro 

ALUMINUM 


ninicrt 

GOOD 

HOUSCKCIMNC 


Nine Quality Features 

Found In This Mirro Coffee Pot 


The nine quality features of this splendid 
Coffee Pot, typify the high standard of excel¬ 
lence wrought into every Mirro utensil. 

Mark, if you please, these advantages: The 
sure-grip, ebonized, detachable handle (1) in¬ 
sures comfortable handling and easy pouring. 

* Handle sockets (2) are welded on, as are 
the spout (3) and the combination hinge and 
cover tipper * (4). 

*The rivetless, no-burn, ebonized knob (5). 

This, with the other star features 2 and 4, be¬ 
longs exclusively to Mirro. 

Aluminum Goods Manufacturing Company, Manitowoc, Wise., U. S. A. 

Makers of Everything in Aluminum 

Dealers: Tf you are not already handling this popular line , 
write today for dealer catalog and interesting sales plan 


Flame guard (6) protects handle when the 
utensil is on the stove. Number (7) is the 
famous Mirro finish. Number (8) is the rich 
Colonial Design. Also made in plain round style. 

*AU these advantages are insured by (9), 
the well known Mirro trade-mark stamped on 
the bottom of every piece. If it hasn’t this it 
isn’t Mirro. 

The Mirro trade-mark is more than a symbol 
of quality; it is the mark of a quarter century’s 
achievement by one of the world’s largest 
makers of better aluminum ware. 


ALUMINUM 

Reflects 

Good Housekeeping 
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BALDWIN Dry-Air Refrigerator 


A Baldwin Refrigerator can be had to fill your every demand—from 
the smallest sizes for small families to the largest sizes for large 
families, hotels, dubs and grocers. Every one is of the highest 
quality. Prices are moderate. Oak and ash cases. Porcelain, Gal- 
vanized and white enamel lined. 


The Baldwin Refrigerator Co 

Burlington. Vt. 

Stock Carried by Heyman-Weil Co., San Francisco 
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MADE IN OHIO, U. S. A. 


ALUMINUM 

“Real Solid” 


ANNOUNCEMENT 

Tho “MIL IOZO” LINE has bean for 20 
years, the Strong, well . known, dependable 
Aluminum line ofKitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his rROFIT, but the housewife’s contin¬ 
ued patronage, we have now added 

A New Une off 

"REAL SOLID WARE" 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL Into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers* Shelves. 

We have added 25 New Items, all prac- 
ficaL This makes the “REAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
1918 Catalog just off the Press. 


Tin Buckeye Aluminom Gempany 

WOOSTER, OHIO 


“UNIVERSAL” 

SLIDES 


Are an Absolute Business Getter 



No. 4— y£" Diam. 



An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieeee of 
furniture where Casters 
are unsuitable. 

They are easy sellers 
and afford a good mar¬ 
gin of profit for ths 
merchant. 


No. 3— H* Diem. 



“Universal* 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 


They are constructed of 
high grade steel, ease 
hardened and neatly 
nickel plated. 


No. 2—13/16* Diam. 



No. 1—1" Diam. 


Made in four 
Fifty sets of size one, 
two, and three, and one 
hundred sets of size four 
in & box. At so slight a 
cost yon cannot afford 
to pass them np. 

Write for 
SAMPLE CARD 
No. 25 H.W. 



M&nnf aotnred exclusively by the 

Universal Carter & Foundry Wnrks 

Division of The Basslck Oo. 
BRIDGEPORT, CONN. 

EUGENE C. SAUL 
Pac. Coast Representative: Monadnock Bldg. 

San Francisco, OaL 
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Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


Move the FAULTLESS Way’ 
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Model 206 


“You Should Have Our 
Catalogues Illustrating 
This Profitable Line” 


These scales represent the 
best that skilled labor, years 
of experience and finest ma¬ 
terials can produce. They 
appeal to scale buyers. 


Foster Bros.’ Cutlery, 
which is a part of the com¬ 
plete Chatillon Line, needs 
no introduction. 


This cutlery is world 
known for its high quality, 
attractive design and long 
service. 


Write today for 
copies of our scale and 
cutlery catalogues, to¬ 
gether with price lists 
less dealer discounts. 


JOHN (HAflLLON 6 SONS 

E*tabllih*d 1835 

85 CUFF STREET NEW YORK CITY 


RUTENBER ELEC¬ 
TRIC TABLE 
STOVE 


Is one of the Job¬ 
ber’s o r Dealer’s 
quick, sure sellers. 
Square cooking sur¬ 
face, seven by seven 
inches. 

Furnished complete 
with all the neces¬ 
sary cooking utensils. 
Full nickel finished. 


W e manufacture a 
full line of Household 
Appliances. 

Write for our com- 
plete Catalog and 
Trade Discounts. 

RUTENBER 
ELECTRIC CO. 

Marlon, Ind., U. S. A. 


For over 85 years, Chatil¬ 
lon Scales have been sold 
by thousands of dealers 
throughout the world. 
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Make Your Shelving Sell Hardware 


Eqnip your store with shelving that displays mer¬ 
chandise—that creates a good impression on each cus¬ 
tomer who enters. Cut your expenses and increase your 
sales at the same time by the use of effective and 
efficient shelving—not just the ordinary kind that 
stores goods haphazardly without regard to system or 
display. 

“DULUTH" Sectional Hardware Store Shelving 
fill all the most rigid requirements of the up-to-date 
and wide awake modern merchant. It is a system of 
Hardware Shelving that cannot be equaled for results. 
Write for our booklet, "Cutting Costs and 
Increasing Sales," also our Special Store 
Planning Blank. 

DULUTH SHOW CASE COMPANY - Duluth, Minn., U. S. A. 

Manufacturers of Sectional Hardware and Grocery 
Store Furniture. 
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PYREX BAKING WARE 
SAVES 

METAL— FUEL— WOOD 

SAVES The use of Pvrex conserves the metal used 
METAL in old-fashioned utensils. 

SAVES Pyrex absorbs nearly all the oven heat and 
FUEL requires about one-half the usual amount of 
fuel. 

SAVES Less expensive foods cooked in Pvrex are 
FOOD appetizing and nutritious. It bakes war 
bread light and delicious. 

IS GUARANTEED — Every dealer is authorized to replace any Pyrex Dish that 
breaks in use in the oven. 

THE NAME “PYREX” IS ON EVERY PIECE 
Leading hardware and house furnishing jobbers have “PVREX” in stock 

PYREX SALES DIVISION 

CORNING GLASS WORKS 
301 Tioga Ave., Corning, N. Y., U. S. A. 
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Monarch Refrigerators 

Big Stocks Carried Where You Can Get 
Them Quickly. No Waiting 
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Attractive designs and popular sixes, which sell easily and show you a good 
profit. An old established make, but abreast with the times in all details. 
Cabinets of ash and oak. Lined with porcelain, white enamel and galvan¬ 
ized. Removable flues, waste pipe, and inside trap. Tinned wire shelves 
and strong, handsome hardware. 

Monarch Refrigerator Co., Burlington, ?t. 


Union Hardware A Metal Co. 
Lot Angeles 


Butler A Brittain 
San Frandsoo 
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J^ilfrola 



The 
Art of 
Coffee 
Making 



C OFFEE making in the United States 
has been a “national disgrace” until 
the “Filtrola” made its appearance. 
Bad coffee, drugged with Tannin and Caf- 
fein, ruthlessly robbed of its aroma, has 
been a fault all the years of the history of 
the nation. This was due to the “biled” 
coffee pot and subsequently to the metal 
percolator. 


The “Filtrola” Cures the Fault and 
saves nearly half the coffee. 

The “Filtrola” is the machine you have 
seen used in exclusive hotels and restau¬ 
rants. It produces coffee containing but 
a negligible percentage of Tannin and Caf- 
fein, with all the wealth of the perfect 
coffee aroma. 


SOLD BY FIRST CLASS JOBBERS EVERYWHERE 


W. P. Horn Co., Pacific Coast Representatives 
Los Angeles Rialto Building, San Francisco, Cal. Portland 


New York Stamping Company 

BROOKLYN, NEW YORK 
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MAKE TOUR STORE ATTRACTIVE TO 
WOMEN 

Let them know you handle the ware they have 
seen advertised in leading publications. Display 
the patterns they admire—especially the “Queen 
Anne,” which appeals to every one who sees it. 

INTERNATIONAL SILVER CO., 
Meriden, Conn. 

150 Post Street, San Francisco 
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Help Win the War 

We are trying to help direct raw material into chan¬ 
nels where it will help most in the prosecution of the war. 
The production and distribution of war essentials is our 
patriotic duty. 



Food Choppers, Bread Makers and Coffee Percolators 
are war essentials to the housewife because they help in 
the conservation of food. 

UNIVERSAL Bread Maker — saves wheat, makes 
war bread without waste. 

UNIVERSAL Food Chopper—saves food, makes left¬ 
overs into palatable dishes. 

UNIVERSAL Percolator—makes better coffee from 
less coffee with all its strength and aroma preserved. 

Are you taking advantage of the wonderful selling 
possibilities of UNIVERSAL Bread Makers, Food Chop¬ 
pers and Percolators? Every woman in your city needs 
the help these appliances can give her. Universalize the 
housewives with this “Win the War” trio. 


LAKPERS-r Mlf &. CLARK 

~^7^£ w-z3^/TAjr/<^ coMMEcrsccrr - * 
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STAR HEEL PLATES 

There are no Keel Plates as good as the Star Heel Plates. Supply the 
INCREASING DEMAND FOR HEEL PLATES WITH STAR—The Pioneer of All Brands 


STAR HEEL PLATES 

Sell and Sell and Sell 
Because 

They Are the Best 



STAR HEEL PLATES 

Are Made in Six Sizes 
Nos. 0 to 6 
Order Today Sure 


COBBLER OUTFITS and LASTS and STANDS 


We Make 


Different 

Kinds 



We want some of the job¬ 
bers who have not han¬ 
dled our well-known line 
to get in touch with us 
immediately with request 
to send catalog No. 15 and 
price list, showing the best 
and most complete line of 
heel plates, cobbler outfits 
and lasts and stands man¬ 
ufactured. 


*■ We Make 

I 30 

I Different 

I Kindi 

■ Empir* 

Guaranteed 


Star Heel Plate to. ( u> «. ( ? cs ) 357-391 Wilson Ave„ Newark, N. J. 


UNIQUE 


EASY TO SELL 


PROFITABLE 


The New PERFECTION Patented 

Curtain and Shade Fixture 



A new idea, and one that fills a long* 
felt necessity. Neat, compact, conven¬ 
ient. Can be put up by anyone with a 
screw - driver, and can be used sepa¬ 
rately or in combination for shade and 
curtain. 

Is deservedly popular because there 
is nothing better on the market; hence 
has a ready sale and a quick turn-over. 

Made in old brass, oxidized copper, 
hand-buffed nickel, plain nickel rolling 
barrel finish, or can be made in special 
finishes. 

Write right now for prices and 
dealers’proposition. It will pay yon. 


dealers ’ proposition. 

THE BEATON & CADWELL MFG. CO. 

New York Office and Store 
234 Water Street 


NEW BRITAIN, 
CONN. 
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FULLY 
GUARANTEED 


STANDARD 

AMERICA 


KgeNKurm 


- We manufacture Tools 
and Cutlery for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

• * *y. a * ’ ' •*, ‘ | V * • V A *\ *y. * ♦ 

HANDLE A L/NE THAT SHOWS YOU 

A SATISFACTORY PROFIT 

51MMPN5 HARDWARE COMPANY 

ST. LOUIS, U.S.A. 

'TMC RECOLLECTION OF QUALITT REMAINS LONG AFTER THE PRICE IS FORGOTTEN.'' 

TRADE HARK RCC. U.S. PAT. OFF. E C.SIMMONS- 
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Chi-Namel Varnish 

Heel Proof: Hammer Proof: WaterProof 

CHI-NAMEL Stains and Varnishes With One Application. 
CHI-NAMEL is Elastic, Self Leveling, no Brush Marks. 
Anyone Can Apply Chi-Namel 



CHI-NAMEL Auto Colors are Positively Water Proof — Eas¬ 
iest to Apply — Lett Longest. 

The Tritch Hardware Co. 

DENVER 

Distributors for Colorado, Wyoming and New Mexico 
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AMERICAN sK 


GRINDERS 



For Rapid, Accurate, Satisfactory 
Work, the 

American line of High 
Duty Grinders 

Have no Equal 

Oil-tight gear case, with contin¬ 
uous bath in oil for working parts. 

Malleable Iron Clamp — Semi- 
Automatic attachments for sharp¬ 
ening Chisels, Adzes, Drills, etc. 

NEW PRINCIPLE TWIST DRILL GRINDING ATTACHMENT 
WITH GRADUATED ADJUSTMENT FOR RADIUS AND CLEAR¬ 
ANCE, ALSO MICROMETER FEED REGULATOR. 

These superior, exclusive features, make American Grinders easy 
to sell. They stay sold and make other sales. Made in 12 different 
sizes. Good profit for the dealer. 

IMMEDIATE DELIVERIES 

Ask your Jobber or write to us direct 
Attractive proposition to dealers 


AMERICAN GRINDER MFG. CO 

MILWAUKEE, WISCONSIN 


WESTERN DISTRIBUTERS 
Jobbers 


Dunham, Carrigan ft Hayden Co. 
Baker, Hamilton ft Pacific Co. 
Thomson-Diggs Co. 

Ducommon Hardware Co. 

Harper ft Reynolds Co. 
Honeyman Hardware Co. 

Whiton Hardware Co. 

A. M. Holter Hardware Co. 
George A. Lowe Co. 


Butler ft Brittain. 

Chanslor ft Lyon Co. 

George Tritch Hardware Co. 

Krakauer. Zork ft Moye’s Sues., Inc. 
Momsen-Dunnegan-Ryan Co. 

Z. C. M. I., Salt Lake, Utah. 

Western Metal ft Supply Co., San Diego. 

Auto Hardware ft Equipment Co.. San Diego. 
Northwest Auto Supply Co., Billings. 
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The Precision Machinist 
Knows Good Tools 


hoc a jl 




The precision workman is the one who 
insists on Starrett tools, for he knows 
that no job can be right unless his fine 
tools are of unquestioned accuracy. 


Starrett tools have been the choice of the 
skillful workman for many a long year. 
Our catalog No. 21BF, showing 2,100 fine 
precision instruments, will be sent on 
request. 


THE L. S. STARRETT CO. 

The World's Greatest Toolmakers 
H ATHOL, MASS. 

NEW YORK LONDON CHICAGO 

42 797 
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Take Serious Thought for Whom You Vote 


I T CONCERNS us not a whit as to what politi¬ 
cal party a man is affiliated with, or under 
what name he is registered, who seeks our 
votes at the polls. 

There was never a time when it behooved 
men and women to take more serious thought as 
to the character of those for whom they will 
vote than next month. 

Above all, the first consideration, is to know 
what the man really is, what has been his prev¬ 
ious record, his mode of life and character, his 
associations. 

Has his life been actuated by sincere and 
true motives, or has he been merely a politician 
seeking office for himself and his friends t 

What is it that moves him now to seek 
office ! 

Is he a hundred per cent American! 

Does he believe in the enforcement of law, 
the suppression of those elements of anarchy 
and violence, that would destroy the very foun¬ 
dation of our government! 

Or is he an opportunist merely seeking votes, 
using high sounding phrases to mislead the 
ignorant and the unthinking, and stir up and 
incite class hatred and strife! 

Is he capable of recognizing as subtle and 
treacherous, those influences, which under 
guise of Socialism, Pacifism, Non-Partisan, 
seek to undermine the constitution which has 
been the true principle of our government! 

Does he vigorously oppose the I. W. W.’s, the 
Bolsheviki element, and is he a man who has 
sufficient knowledge of men and affairs to 
recognize such dangers, and has he the moral 
courage to deal effectively with them, whether 
or not it would deprive him of office! 

Don’t be mislead by political slogans. 

It has become the fashion for politicians in 
these days to attempt to ride into office upon 
the popularity or the good will of someone 
else. 

To them it is a sufficient reason if people can 
be induced to vote for the men on the ground 
that they will “back up” the mayor, the gov¬ 
ernor, the president, or whatever the circum¬ 
stances may seem to warrant their claiming. 

They have in mind the success of these 
slogans in the past. 

Generally it is a safe plan to avoid all such 
men, to vote against such demagogues, whose 
principal plea for office is to “back up” some¬ 
thing or somebody. 

If a man hasn’t enough in his own life and 
character, if he hasn’t enough stamina, enough 
moral courage, if his views upon the questions 
of the day are not sufficiently clear cut and 
vigorous, then he is not a safe man to vote for. 
T 1 .t capable of thinking for himself. 

does this, that or the other, simply 


because someone else does it or wants it done, 
pass him by. 


It is alright to have men of vision, when 
they are men of action. It is alright to have 
men of words when those words are put into 
effect, but we have proved to our sorrow that 
words are of no avail in dealing with the 
Germans. 


WE DON’T WANT IT 

In commenting on the claims of a Socialist 
writer, an exchange says: 

“What this writer wants, or thinks he wants 
is a government which controls the necessities 
of life, their production and distribution, for 
individual benefit. No definition of Socialism 
on which all will agree can be made, for the 
reason that Socialists do not agree. They do 
not agree because they do not know exactly 
what they want, except that they want what 
they do not have and evidently cannot get 
except through some agency apart from their 
own special enterprise. 

Public ownership and development of nat¬ 
ural resources is Socialism. Co-operative action 
as a substitute for individual action is Social¬ 
ism. Common control of public utilities is 
Socialism. Nationalism of industry is Social¬ 
ism. A government where nobody owns any¬ 
thing and everybody owns everything is Social- 
sim. Surrender of the usufruct of capital or 
labor by one individual to supply the deficit in 
another’s capital or labor, whether due to his 
inertia or incompetence or misfortune, is 
Socialism. Evidently, then, Socialism is another 
society, a dreamed-out Utopia, where there is 
a new humanity, made out of the old human 
nature. 

American principles of democracy as guar¬ 
anteed by our constitution will never reconcile 
with Socialism for Socialism means the over¬ 
throw of our American form of government and 
the establishment of paternalism as now in 
force in Germany in many lines of activity. 
We don’t want that. 


THE DRIVE FOR DOLLARS 

Of all the offensives to be launched against 
the German Empire—the drive for dollars—the 
Fourth Liberty Loan—carries the most far- 
reaching result. 

It means a greater defeat to the central 
powers than the loss of men, materials and 
land. It proves that we’re against them to a 
man. 

It means a greater victory for our boys 
“over there” than a ten-mile advance. Il 
proves that we’re with them to a man. 
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WAY TO HANDLE A KICK 

Generally speaking, there is no better guide 
in answering complaints than to follow Abra¬ 
ham Lincoln’s method of argument in his cases 
before the bar. It is said it was Mr. Lincoln’s 
custom always to agree with his opponent at 
the beginning of the case, gain his confidence 
and then ingeniously insert his own side of 
the argument. The same method may be 
applied to letters. 

When it is necessary to refund to a customer 
the first sentence in your letter should carry 
the simple message that the check is enclosed 
to cover the cost of the article that did not 
meet with the approval of the customer. He 
sees the check immediately upon opening the 
letter, and his mind is at rest, because the first 
sentence tells him the reason for the check. 

The customer is satisfied—he has his money 
back, and you can be assured he will read the 
rest of your letter. Now is your opportunity to 
incorporate your “selling talk.” Suggest to 
him that you know you can satisfy his wants, 
and end up your letter by saying there is no 
need even to cash the enclosed check—just 
return it in payment for a new selection. 

Woe unto the correspondent who fills his 
letter with series of arguments justifying his 
own position and then ends it with the time¬ 
worn phrase “herewith find our check.” If 
the recipient of a refund letter does not see a 
phrase alluding to the check the moment he 
opens the letter he skims over the balance hast¬ 
ily to the end until he does see the connection, 
but not before the gist of the letter is lost. 


SUCCESS IS FOR SALE 

You want success. Are you willing to pay 
the price for it! 

How much discouragement can you stand! 

How much bruising can you take! 

How long can you hang on in the face of 
obstacles! 

Have you the grist to try to do what others 
have failed to do! 

Have you the nerve to attempt things that 
the average man would never dream of 
tackling! 

Have you the persistence to keep on trying 
after repeated failures! 

Can you cut out luxuries! Can you do with¬ 
out things that others consider necessities! 

Can you go up against skepticism, ridi¬ 
cule, friendly advice to quit, without flinching! 

Can you keep your mind steadily on the 
single object you are pursuing, resisting all 
temptations to divide your attention! 

Are you strong on the finish as well as quick 
at the start! 

Success is sold in the open market. You 
can buy it—I can buy it—any man can buy it 
who is willing to pay the price for it. 


WAR PROFITS TAX AND EXCESS 

PROFITS TAX—THE DIFFERENCE 

“By a war-profits tax we mean a tax upon 
profits in excess of those realized before the 
war. 

“By an excess-profits tax we mean a tax 
upon profits in excess of a given return upon 
capital. 

“The theory of a war-profits tax is to tax 
profits due to the war. 

“The theory of an excess-profits tax is to 
tax profits over and above a given return on 
capital. The excess-profits tax falls less heavily 
on big business than on small business, because 
big business is generally overcapitalized and 
small businesses are often undercapitalized. 

“The war-profits tax would tax all war 
profits at one high rate; the excess-profits tax 
does, and for safety must, tax all excess profits 
at lower and graduated rates.” 

The above extract from Secretary of the 
Treasury McAdoo’s testimony before the House 
Ways and Means Committee gives his differen¬ 
tiation between war-profits and excess-profits 
taxes and explains his position in urging upon 
Congress an excess-profits tax with an alterna¬ 
tive war-profits tax in the forthcoming revenue 
legislation. 

To the average citizen Secretary McAdoo’s 
position seems well taken. Most small and local 
corporations are capitalized at an actual valu¬ 
ation. Many of the very large corporations are 
greatly overcapitalized; the stock of some of 
them has been repeatedly watered. With only 
an excess-profits tax a corporation earning 10 
per cent on grossly watered capital will pay 
the same tax as another corporation not over¬ 
capitalized earning 10 per cent on the real, 
actual valuation of the money and property in¬ 
vested in its business. The profits of the first 
corporation might be 30 per cent on its actual 
valuation, and it is to cover such cases that a 
war-profits tax is urged. 

As many of these large corporations are 
engaged in Government work and drawing 
huge sums from the United States, it seems par¬ 
ticularly just that they should pay taxes on 
the same actual basis as corporations not over¬ 
capitalized. A tax that taxes equally a 10 
per cent profit on watered capital and a 10 
per cent profit on unwatered capital is not equal 
and uniform and scarcely just. 


The most we can do over here is the least 
we can do for our boys “over there.” 


Help your country to win the war—buy 
War-Savings Stamps. 


It’s not what you think. It’s not what you 
say. It is what you do that counts in this war. 
Your acts are the measure of your citizenship. 
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Fire Prevention Campaign on October 9th 

How Hardware Merchants Can Help 


A GITATION for fire protection and pre¬ 
vention is becoming more general each 
year, and as a matter of civic pride, if 
not from the more personal fact of increasing 
sales of apparatus, every hardware dealer 
should give all possible publicity to Fire Pre¬ 
vention Day. Macy’s, New York, was one of 
the first stores to take this up in an energetic 
fashion. They paved the way by a striking 
advertisement in the daily papers. 

FIBEl FIRE PREVENTION DAY, OCTOBER 9 

Macy's is in complete accord with the aims of 
the Safety First Society, particularly in its organ¬ 
ized efforts to prevent fire. 

We have installed the latest and best automatic 
sprinkler service approved by the Board of Fire 
Underwriters. Fire extinguishers, poles, axes, etc., 
are placed where they will be within handy reach 
in case of fire. 

And better than that we have our own fire 
department among our employes. Every man knows 
his station and just what he is to do in case of 
fire. 

If we have neglected any precaution against fire 
it is because the Fire Department and Fire Under¬ 
writers, whose vigilance knows no abating, have 
failed to point it out to us. 

HAVE YOU DONE A8 MUCH TO PREVENT FERE 
IN YOUR OFFICE OR HOME! 

October 9th is Fire Prevention Day 
Lay in a stock of fire preventives—on sale in 
our hardware branch. 

FIRE EXTINGUISHERS —HAND GRENADES — 
PYRENE EQUIPMENT —HOSE REELS —FIRE 
HOOKS—FIRE AXES. 

The second step in the fire prevention cam¬ 
paign is a good window display. It is prob¬ 
ably the most effective method of publicity 
than can be devised, as there is no way of driv¬ 
ing home the point of fire prevention so firmly 
as to show just what happens when a fire 
breaks out and there is no adequate fire pro¬ 
tection. 

One of the best examples of a fire preven¬ 
tion trim was recently set forth by Ludlow 
& Squier, the large hardware and plumbing 
concern of Newark, N. J. Diagonally across 
the window was hung a sheet of black cloth. 
A rectangular archway was cut in this cloth 
and in the alcove in the background was placed 
the life size cut out (a wax model would have 
been more effective) of a young woman in pink 
house dress with an actual fire extinguisher 
in her hand. At the base of the figure was a 
card. 

SUPPOSE YOUR HOME TAKES FIRE 
Are YOU Prepared! 

On the wall were hung, axes, fire pails, reels 
of hose, and several varieties of fire extin¬ 
guishers. Pasted to one side of the black cloth 
background was a four foot lithograph of a 
fire, the long tongues of flame curling upward 
from a mass of blazing boards, while on the 


other side was the picture of a woman with 
several frightened little children clinging to her 
skirts, while she was applying a fire extin¬ 
guisher to the flames. A white tape extended 
across the window from the extinguisher to 
the fire. In the front of the display, each on a 
little mound of black cloth, were four .fire 
extinguishers, and a card. 

* * Celebrate Fire Prevention Day by Purchasing 
One of These Extinguishers” 

The Pyrene Co., Philadelphia, was another 
company that made the most of fire prevention 
day, by arranging a section of a library, with 
walls of buff, a couple of sectional book cases, 
table of polished wood across which was draped 
a red satin scarf, and tall floor lamp with 
shade of dull gold silk. Hung in a walnut cabi¬ 
net at one side was a Pyrene fire extinguisher. 
Down in front was shown a couple of the 
extinguishers, and between them a open kit of 
bandages, splints and healing lotions, with 
booklet “First Aid Dressings .’ 9 A card stand¬ 
ing by the table announced: 

Pyrene Kills Fire; Saves Life; Protect Your Home 
During the busy period of the day a young 
woman was employed to give utterance to voice¬ 
less speech—standing in the window and show¬ 
ing a selected series of cards calling attention 
to the merits of the fire extinguishers and the 
necessity for protecting the home. 

A Hardware Dealer's Sales Plan 

The Hamp-Thomas Hardware Co., Reno, 
Nev., adopted a very effective publicity plan 
to call attention to their line of fire preventa- 
tives. They rigged up a motorcycle with side 
car, such as is seen so often these days, and 
placed therein a couple of their employes 
dressed as firemen, with helmets, boots and all 
the regular equipment. In the car was placed 
a comprehensive selection of fire extinguishers, 
axes, ladders, ropes, hose, etc., and a large 
card attached to the car said: 

This Is the Way They Go to a Fire in Chicago, 
another card advised: 

FIRE PREVENTION DAY—OCTOBER 9th 
Buy your fire appartaus at the 
HAMP-THOMAS HARDWARE CO. 
and be your own Fireman. 

The hardware department of Hamburgers, 
Los Angeles, California, had a complete ex¬ 
exhibit of fire fighting apparatus on display on 
Fire Prevention Day, and directed attention 
to it for several days in advance by ads in the 
local papers. It was in reality, a Fire Show— 
with half a dozen booths, draped in red and 
white, each in charge of one of the clerks, or 
a representative of the manufacturing com¬ 
pany whose devices were being exploited. One 
booth was devoted to the Pyrene fire extin- 
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guisher; another to hatchets and axes; a third 
to ropes, pulleys, ladders, etc., and a fourth to 
rubber garments and helmets. The exhibit, 
which occupied a section on the main floor 
attracted wide attention, and whenever interest 
flagged, a crowd was instantly attracted to it 
by the ringing of a fire bell by an energetic 
small boy. Small red buttons, lettered in white, 
“Fire Prevention Day, October 9” were dis¬ 
tributed gratis for a week before the day, and 
attention was called to them by a line in the 
general ad. 

Help Spread the Gospel of Fire Prevention. Wear 
a Button to call your Neighbor’s attention to the 
Date, and the object of the Day. 

8ecure your button at the 
Hardware Department of HAMBUBGEBS 

Any of these methods, or better still, a 
combination of all of them would be sure to 
increase materially the sales in the fire pre¬ 
vention line, and at the same time earn the 
gratitude of the civic authorities in helping 
them call the attention of the public to the lat¬ 
est precautions for safety in cases of fire. 


GLADSTONE’S PRAYER 

0 God, the God of the spirits of all 
flesh, in Whose embrace all creatures live, 
in whatsoever world or condition they be, 
we beseech Thee for him whose name and 
dwelling-place and every need Thou 
knowest. Lord, vouchsafe him light and 
rest, peace and refreshment, joy and conso¬ 
lation in Paradise, in the companionship 
of saints, in the presence of Christ, in the 
ample folds of Thy great love. 

Grant that his life may unfold itself in 
Thy sight, and find a sweet employment 
in the spacious field of eternity. If he 
hath ever been hurt or maimed by the 
unhappy word or deed of ours, we pray 
Thee of Thy great pity to heal and restore 
him, that he may serve Thee without hin¬ 
drance. 

Tell him, 0 gracious Lord, if it may be, 
how much we love him, and miss him, and 
long to see him again; and if there be ways 
in which he may come, vouchsafe him to 
us as a guide and guard, and grant us a 
sense of his nearness, in such degree as 
Thy law permits. If in aught we can 
minister to his peace, be pleased by Thy 
love to let this be; and mercifully keep us 
from every act which may deprive us of 
the sight of him as soon as our trial-time 
is over, or mar the fullness of our joy 
when the end of the day hath come. 

Pardon, 0 gracious Lord and Father, 
whatsoever is amiss in this our prayer, 
and let Thy will be done; for our will is 
blind and erring, but Thine is able to do 
abundantly above all that we aok or think, 
through Jesus Christ our Lord. Amen. 


NEVER ADMIT DEFEAT 

Where one man succeeds, five others fail, 
and the one who succeeds fails three times for 
every success he achieves. But the world for¬ 
gets his three failures and thinks only of his 
one success; it ignores the dark hours and the 
days of doubt and toil that lay between his last 
failure and his ultimate success. But the five 
who are called failure in life because they admit 
failure, cease to strive. They live in the past. 
They lack the courage to try again and still 
again until they wrest success from failure. 

The man who succeeds tramples his failure 
under his feet, sweeps his brain clear of all their 
baneful influences, and pushes on again and 
ever again. No man ever marched triumphantly 
thru life and saw every effort crowned with 
success. The man who achieves fails often, 
but he works on and keeps his failures to him¬ 
self. He does not advertise them. He does not 
lose confidence in his ability. 

If you are forced to admit defeat to your¬ 
self, do not proclaim it from the housetops of 
the world. If you talk about it, others will 
talk about it, and every past failure acknowl¬ 
edged as such and proclaimed as such will hand¬ 
icap you in future efforts. 

Every man has trouble—not one can escape 
it. The strong man bears his own burdens, 
keeps his own counsel, and pushes onward 
toward a definite result. 

When you have contemplated the success of 
your friends until you have lost courage thru 
a feeling of inferiority, just look around you 
to see how many people are less successful than 
yourself. Sometimes you gain a world of cour¬ 
age by getting outside of your own troubles 
and contemplating those of your less fortunate 
fellows. 


WE HAVE OBSERVED 

That the man who thinks he lacks time gen¬ 
erally lacks energy. 

That no amount of culture will make a fat 
man stop snoring in his sleep. 

That a fellow doesn’t have to be a Mara¬ 
thon runner to be long-winded. 

That in the constant shifting of life men 
generally land about where they belong. 

That there are lots of men with just enough 
knowledge to be nuisances. 

That a comely face saves a woman from 
hearing a lot of rank nonsense. 


DO YOUR BEST, NOT SIMPLY YOUR 
“BIT” 

What would you say if you thought our 
boys “over there” were only half trying—were 
shirking t 

What will they say if they think we “Stay- 
at-Homers” are not doing our best to put the 
Fourth Liberty Loan over the topf 
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"What Policy Should Merchants Pursue?” 

T HIS question is uppermost in the minds of every retail merchant, or, for that matter, every 
jobber and wholesaler as well, at the present time. 

There is no question as to the ultimate outcome of the war. We all know that the Allies 
will win, but as to how long the war will last is a question on which one man’s guess is as good 
as another’s. 

It is essential that business should go on; that manufacturers and merchants who are largely 
responsible for financing the war, must be able to continue their business in order to produce 
the necessary revenue. 

But the winning of the war is paramount and, of course, has precedence over everything else. 
That this is uppermost in the minds of every business man there is no question. 

Everyone of our readers will find food for thought, and doubtless suggestions they can use 


to advantage in the letters herewith produced. 

PRESIDENT ASBURY’S VIEWS 
Editor Hardware World : 

We believe, first, that the retail merchants 
of the country have a fixed and definite respon¬ 
sibility in helping to conserve both labor and 
steel for war purposes. Their co-operation is 
very essential. 

The shortages of both labor and steel are 
approaching a very serious state. In making 
purchases, therefore, the retailers should be 
guided by their knowledge of evidences of 
waste in any goods offered to them. 

The manufacturers are under very great 
pressure and are trying very hard to eliminate 
sizes, styles and finishes in goods in order that 
the available labor and material can be used to 
the best advantage and they require the full 
support of the distributors in accomplishing 
these ends. 

There is another very important element to 
be considered, however. There are so many 
items in hardware which may be classed as of 
national importance. Those which contribute 
to efficiency in producing food, those which 
bring about economy in the use of food, those 
which enable the farmer to conserve labor, etc. 

All of these items should be bought with 
sufficient freedom to provide our people with 
the means of doing their best as long as war 
lasts. If this discrimination is wisely used by 
the retail merchants it will have a very highly 
beneficial effect. We believe that there will be 
enough business moving along these lines to 
keep everybody busy and in general we believe 
that business conditions will be maintained with 
the present activity for a considerable time. 

Yours very truly, 

THE ENTERPRISE MFG. 00. OF PA. 
Philadelphia, Pa. 0. M. Aabnry. 


“BLANK CARTRIDGE” PATRIOTS 

These are the kind that applaud—but do 
notact. That “let George do it”—that delay— 
that say “I will”—but don't—that can—but 
won’t. 


CURTAIL ALL UNESSENTIAL CONSUMP¬ 
TION 

(The following is from a recognized authority in 
iron and steel products, but owing to the fact that we 
are requested not to mention the name, we, of course, 
would not violate our correspondent’s confidence.) 

Editor Hardware World : 

“What should be the policy of retail mer¬ 
chants in making their purchases for the en¬ 
suing season?” While it is not our policy to 
quote information for periodicals, we will give 
you a few ideas, but do not desire to be in any 
way mentioned. 

Our opinion is positive that retail merchants, 
also jobbers and consumers, must confine and 
limit their purchases by our analysis of the 
essential requirements of their trade. Such 
action is vitally essential to the interests of 
the United States and the Allies. Any contrary 
action, or attempt to hoard, or buy beyond im¬ 
mediate, urgent, essential, consuming require¬ 
ments are unpatriotic and in violation of the 
rulings by the War Industries Board, which 
rulings the trade generally are pledged to re¬ 
spect. 

In iron and steel articles particularly, on 
account of the shortage in production to meet 
the actual fighting requirements of our Govern¬ 
ment and the Allies, there is warranted a care¬ 
ful scrutiny of each buyer’s inquiry, and the 
securing of information satisfying the seller 
that the requirement is an urgent essential in 
the interest of our war endeavors. If not an ur¬ 
gent, essential requirement, the business should 
be refused and reasons therefor explained. 

Patriotism alone demands the curtailment of 
dealers’ and jobbers’ purchases in measure with 
their sales for urgent necessities. Shortage in 
production as compared with Allies’ necessi¬ 
ties makes absolutely necessary curtailment of 
all unessential consumption. Complaint on the 
part of any buyer at this time is unwarranted, 
for it is our belief that the War Industries 
Board are endeavoring to do justice to all, and 
it is the duty of consumers, dealers, jobbers and 
manufacturers to co-operate to the fullest ex¬ 
tent. 
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“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


MERCHANT MUST HAVE HIS GOODS ON 
HIS SHELVES 

Editor Hardware World : 

The conditions this year are entirely dif¬ 
ferent from what they have been for many 
years past, and while it is not good policy for 
a merchant to overstock himself, the conditions 
are such this year that the merchant cannot let 
the jobber carry his stock for him, but must 
get his goods on his shelves sufficient for the 
year 1919, even if he has to pay interest and 
extra insurance, because the probabilities are 
the way things are shaping up, that the jobbers 
cannot furnish, in fact, are not furnishing now 
much of the goods for the merchant’s require¬ 
ments, nor can the manufacturer furnish the 
jobber with his goods, from the fact that the 
Government requirements are such now that 
the rules are so strict that only those who had 
foresight enough to lay in enough supplies of 
raw material are enabled to do much business 
and work in the iron trade lines is very expen¬ 
sive to carry a large stock. 

The Government does not allow a single 
shipment to be made to a manufacturer of 
steel without an affidavit goes along with the 
order, specifying the purpose for which the 
same is to be used, and if it is not for Govern¬ 
ment use on the same, is liable to be so far post¬ 
poned as to be practically useless to place an 
order. 

Furthermore, the government is requiring 
the jobbers to file a statement with the man¬ 
ufacturer, and the conditions are such that 
the man that is wise will figure up his require¬ 
ments and get them in stock at as early date 
as possible. We have been calling our cus¬ 
tomer’s attention to this in the neighborhood 
of one year, anticipating what would come, and 
that time has already arrived, so that our cus¬ 
tomers who were wise enough to put in their 
stock are not bothered now as they would 
be with orders placed at this date. 

The Government is using practically every 
machine of every manufacturer that can make 
goods for the Government’s requirements, so 
that it leaves but little output to go into com¬ 
mercial use. 

Importance of Marking Up Goods 

Furthermore, conditions are such, taking into 
consideration the continued daily and weekly 
advances in wages, advance in the cost of mater¬ 
ial, higher freight, etc., that merchants must 
mark up their goods and not expect to get 
them replaced at any where near the old figures. 
People expect it, and for that reason the ordi¬ 
nary dealer will lose large sums of money unless 


he gives this very important matter attention. 
Many are selling their goods out at the old price 
and waiting to mark up the new goods when 
they come in. The goods on the shelves now 
should be marked up. They can make more 
money that way, than in any other. 

BUFFUM TOOL COMPANY. 

F. W. Buffum, Pres. 


BUY ONLY WHAT IS ESSENTIAL 
Editor Hardware World : 

While merchandise is very scarce, and in 
many lines is going to be scarcer, we believe 
that it is the patriotic duty of all hardware 
dealers to only buy what is absolutely essential 
and necessary. The hoarding of stocks tends 
to defeat the Government’s purpose in conserv¬ 
ing labor and material. We all know that there 
is a scarcity of steel at the present time and 
as this is the foundation of all of the war prep¬ 
arations no dealer should buy more along the 
steel products line than is absolutely necessary 
for the conduct of his business. 

In regard to business in general, would say 
that any manufacturer who is in the tool line is 
of course very busy as the demands for all kinds 
of tools is very large, and this demand will 
continue as long as the war lasts. 

Dealers who buy carefully and conserva¬ 
tively at the present time will find that they 
will emerge from the reconstruction period in 
much better financial conditions than those that 
have been reckless and have over bought. There 
is bound to be a readjustment of prices and the 
merchants who have the smallest stock and the 
stock that will turn over the quickest will be 
the ones who will be best equipped for future 
business. 

Yours very truly, 

VAUGHN & BU8HNELL MFG. CO. 

Irving S. Kemp, Sales Mgr. 


ANTICIPATE REQUIREMENTS TO A 
LIMITED EXTENT 


Editor Hardware World : 

In & general way it is our idea that retail 
merchants should anticipate their requirements 
only to a limited extent in buying for the fol¬ 
lowing seasons. 

Business conditions in our territory are gen¬ 
erally good, and the prospect seems to be for 
a continuance on similar basis. 

Yours very truly, 

MOMSEN-DUNNEGAN-RYAN COMPANY. 

El Paso, Texas. A. A. Martin. 


Digitized by 


Google 




80 


HARDWARE WORLD 


“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


BUY WHAT YOU NEED AND DON'T 
SPECULATE 

Editor Hardware World: 

Our idea is that the policy of the retail 
merchant in making purchases for the ensuing 
season should be to buy in accordance with 
what he thinks he will need and not specu¬ 
latively. 

There are some lines that are usually sold 
for future, which, in our opinion, will, perhaps, 
sell more largely than in previous seasons, due 
to war conditions. We refer to such goods as 
garden tools and implements of all kinds, 
which have been increasing to a great extent 
on account of the intensive cultivation of small 
gardens by the individual. There are other 
items sold for future which have changed in 
the other direction for reasons that are appar¬ 
ent to all. 

We regard the business situation as most 
encouraging, particularly so in sections where 
the trade is eventually dependent upon the 
farmer as the consumer of their merchandise. 

The scarcity of many lines of hardware is 
increasing all the time and, judging by the ad¬ 
vertised Government requirements, we can see 
no relief until war conditions change. 

Yours very truly, 

HIBBARD, SPENCER, BARTLETT & CO. 
Chicago, Ill. J. J. Charles, Pres. 


NEW MEXICO MERCHANTS SHOULD STAY 
CLOSE TO SHORE 

Editor Hardware World : 

Concerning business conditions and outlook 
in this territory, would advise that there has 
been a very heavy falling off in business here 
since January 1st, due, no doubt, to the present 
policy of saving as well as buying of War 
securities, and as this section has practically 
nothing to sell to the Government, we do not 
receive the benefit of having returned to us 
any part of our expenditures. 

The question of help is also becoming a 
serious one, on account of the sparcely settled 
country, the Government is making a canvass 
of the stores, requiring all men who are physic¬ 
ally fit or without dependents to either join 
the Army or get into some essential work. 

It is our opinion that this is a time for 
Hardware merchants to stay close to shore, and 
we do not see any remedy for the present con¬ 
ditions unless the Hardware merchants combine 
for their mutual benefit. 

Yours very truly, 

WHITNEY HARDWARE CO. 
Albuquerque, New Mexico. R. F. Mead. 


ALWAYS AN OPTIMIST, NEVERTHELESS 
BE CONSERVATIVE 

Editor Hardware World : 

You might just as well ask us when the war 
will cease as to what the buying policy of our 
customers should be during these unusual times. 

The conditions covering business are so dif¬ 
ferent from anything which we have experi¬ 
enced before that it will undoubtedly be im¬ 
possible for any merchant to so adjust his 
buying that he will not suffer a severe loss at 
the time the readjustment takes place; yet, on 
the other hand, if he does not carry a stock 
suitable to the wants of his trade, he ceases to 
exercise his proper function as a distributor 
and his competitor obtains his business at a 
profit, and he automatically retires from being 
a factor worth mentioning. 

We are loath to advise others what to do, 
but are willing to say that our own policy, as 
mapped out, is to “pursue the even tenor of 
our ways," continuing to purchase as we have 
in the past and letting the future take care of 
itself. 

We will undoubtedly make some costly 
errors by pursuing this policy, but thoroughly 
recognize the fact that the sun will still con¬ 
tinue to shine and the public will still continue 
to purchase goods; unless we have those goods 
we cannot sell them, and if we do not make 
sales we make no profits, and, as before men¬ 
tioned, we are continuing our business and hope 
that the profits we will make from having a 
stock will more than offset the loss we will in¬ 
cur by being stocked up at the time of the 
readjustment. 

We might furthermore add that it is our 
opinion that a readjustment is not going to be 
sudden and radical, but will extend over quite 
a portion of time. 

Yours truly, 

CALIFORNIA HARDWARE COMPANY. 

Los Angeles, Cal. Shannon Crandall, Pres. 


BUY CONTINUOUSLY AND SPARINGLY 
Editor Hardware World : 

We believe the retail merchants will, in the 
future, as in the past, buy cautiously and spar¬ 
ingly. Conditions do not warrant speculating 
and the average dealer is buying his require¬ 
ments as needed, making the future order busi¬ 
ness very light. Trade conditions generally in 
this territory are very satisfactory and col¬ 
lections fairly good. 

Very truly yours, 

MONTANA HARDWARE COMPANY. 
Butte, Mont. E. S. Woodland, Mgr. 
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“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


BUT ALL YOU CAN BUT LIVE UP TO THE 
PLEDGE 

Editor Hardware World : 

This is a difficult problem to answer for 
the reason that for immediate business, all the 
Jobbers are asking merchants to sign pledges 
to help them get goods, and for future busi¬ 
ness the Jobber has got to be very careful, 
and without question there is not much of it 
being solicited at the present time. So it is 
really up to the Jobber and not to the Retailer. 

However, our idea of the matter would be 
that the Retailer should buy all that he can 
get hold of and still live up to the pledge that 
he signs. 

Business with us has been very good, and 
without question we will see a very good fall 
business, but not as good as we anticipated 
owing to the extremely dry weather we have 
been having in this territory. However, no 
doubt, we are going to sell all the goods we 
can get hold of and it will be up to us to be 
very careful to distribute what we do get very 
carefully. 

So it is a case of not pushing business very 
hard, use good judgment and co-operate with 
the Government in winning the war and having 
it over with. 

One thing that we are very much pleased 
over and this is collections, which we have 
found very good and far above the average at 
this season of the year. 

Yours very truly, 

MICHIGAN HARDWARE COMPANY. 
Orand Rapids, Mich. Per H. W. Spindler, Pres. 


TRY TO KEEP BUSINESS UP 
Editor Hardware World : 

There is only one policy to have in mind for 
the retail merchant and that is to continue to 
try to keep business up to standard. At the 
same time we would suggest that he not lose 
sight of the fact that this is a time of conser¬ 
vation and we believe business can be interest¬ 
ing and profitable without being extravagant, 
thereby performing a patriotic duty. 

Conditions are exceedingly favorable for big 
business this fall and the man whose store has 
a stock of stable articles is going to have a 
prominent place in the mind of the public. 

Right here we cannot help but express our 
feelings about advertising by various methods. 
It is expedient that the retail merchant adver¬ 
tise and although he may be in doubt as to this, 
he should realize the value of advertising as a 
builder of good will. 

Yours very truly, 

FAULTLESS CASTER COMPANY. 
Evansville, Ind. Clarence B. Noelting, Sales Mgr. 


WELL TO ESTIMATE REQUIREMENTS FOR 
FIRST SIX MONTHS OF 1919 

Editor Hardware World: 

As to the policy of retail merchants in mak¬ 
ing their purchases for the ensuing season, our 
policy has always been a conservative one, al¬ 
though it has been a poor policy to follow for 
the last few years. 

There is no question in our minds but what 
the retail merchants are warranted in looking 
well ahead for their conservative requirements 
for the first six months of 1919, for, if they do 
not, it is a question as to whether they will be 
able to get season goods when they require 
them. 

In fact, it is our belief that there will be a 
great shortage in many lines of goods for the 
spring and summer of 1919. We do not see how 
it could be otherwise unless the war should 
suddenly terminate, and even in that event, 
we doubt if there would be much reduction in 
price on a very free movement of goods for that 
period at least. 

From day to day it is getting harder to get 
deliveries from mills and factories and ware¬ 
house stocks are becoming badly depleted, and, 
in many lines, entirely exhausted all over the 
country. Consequently, when this vast demand 
for war supplies is terminated it is going to 
take an awful lot of production to put ware¬ 
house and jobbers' stocks again in normal con¬ 
dition. Consequently, we do not see that we 
have anything to fear from any very radical 
slump in the market prior to July 1st, 1919. 
Beyond that we would not care to prophesy, 
but if the war continues there is no question or 
doubt but what goods will steadily advance 
until it is terminated. 

Yours truly 

MARSHALL-WELLS COMPANY. 
Spokane, Wash. Edward S. Redeker, Mgr. 


TRADE CONDITIONS GOOD —CROPS 
EXCELLENT 
Editor Hardware World : 

Our advice to the retail trade is to buy from 
hand to mouth and watch the situation closely. 
Nobody can tell what the future is going to 
bring for them—this is keeping on the safe 
side. Of course, it is necessary to do some 
future buying in order to protect ones self, but 
it should be as limited as possible. 

Trade condition here are good. Crops are 
excellent, but we are looking forward to an 
extraordinarily poor season this fall owing to 
restrictions which it has been necessary for the 
Government to put upon non-essential indust¬ 
ries. GEO. A. LOWE CO. 

By J. W. Abbott, 
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BUY FREQUENTLY-*-TURN STOCK OFTEN 
—RESTRICT CREDIT—SELL FOR CASH 

Editor Hardware World: 

You ask “What in our judgment should be 
the policy of retail merchants in making their 
purchases for the ensuing season.’’ 

Under the present situation business is 
subject largely if not completely to the circum¬ 
stances of the war and the Government are 
imperative that trade shall be confined to 
essentials, that is that goods shall only be sold 
for such purposes as are necessary for the 
furtherance of the progress of the war. 

Such for instance as ship and airplane build¬ 
ing, production of munitions, military and 
naval supplies, of food and fuel, of tools, im¬ 
plements and machinery and requirements for 
the farm, of clothing, public utilities, trans¬ 
portation, etc., in fact all business must be made 
subordinate to the requirements of the Govern¬ 
ment as may be defined from time to time by 
the Priorities Division of the War Industries 
Board. 

All unnecessary business must be put to one 
side and stocks of goods used for essentials 
only. This we, and presumably all other whole¬ 
salers, have promised to do, certifying the 
same to the Government by filing with the 
Priorities Committee the prescribed pledge 
limiting the distribution of our stock of mer¬ 
chandise to war essentials. The great problem 
before us, taking precedence of all others is 
to win the war. 

As the Government now controls the out¬ 
put of pig iron, steel in its various forms of 
plates, bars, sheets, etc., copper and other met¬ 
als, using at present for war purposes almost 
the entire production of all mills, it leaves very 
little material such as used by manufacturers 
of hardware to work up into their various lines 
of goods, consequently the wholesalers’ stocks 
are in many instances below normal and the 
difficulty of getting supplies is apparent, there¬ 
fore under such conditions as now exist it seems 
plain that the policy of retailers should be to 
conserve their stocks for essential or necessary 
purposes, to continue the same careful and pru¬ 
dent purchasing that the majority have exhib¬ 
ited for the past 12 months; to buy frequently 
but not largely as replenishments are needed, 
thus turning stocks as often as possible, con¬ 
serving capital and credit by selling largely 
for cash and taking advantage of the cash dis¬ 
counts offered them instead of tying up their 
capital in long credits and unnecessarily large 
stocks. 

Evidence is increasing from various parts 
of the state that retailers whose practice it 
has been to sell mainly on credit are now chang¬ 


ing to cash, greatly to their advantage. The 
time is propitious for such a change and those 
who are not doing so are likely to miss an 
opportunity that should prove to their perman¬ 
ent benefit. 

Yours very truly, 

DUNHAM, CARDIGAN & HAYDEN COMPANY. 

Per Brace Hayden, Pres. 

CAUTION THE MOTTO OF THE HOUR 
Editor Hardware World : 

The policy of Retail Merchants in making 
their purchases for the ensuing season should 
be althogether based upon what the Govern¬ 
ment, not only directs but has fully in mind, 
viz: 

The avoidance of carrying a surplus stock 
of goods, or in fact those goods that are not 
absolutely needed. 

They should, in line with the same policy, 
purchase a very small assortment of the various 
commodities that they carry, this small assort¬ 
ment, in a great many cases, having already 
been arranged for them by Government direc¬ 
tions to Manufacturers as to just what shall 
be produced. This is beneficial, of course, not 
only to country merchants, all classes in fact, 
as also to the Jobbing interest, and incidentally 
benefits the consumer, as it saves him a lot of 
time generally, and in the past consumed, to a 
large extent, in making selections, overlooking 
different stocks, etc. 

In-so-far as the outlook for business is con¬ 
cerned, it is very good, in most parts of the 
South crops are abundant, people in good shape, 
etc. 

Caution should be the motto of the Hour, 
and of the Day and of the Season. There never 
was a time, in our humble opinion, when people 
should be so conservative as at the present, 
there are so many problems before them, so 
many unknown quantities yet to be determined. 

Yours truly, 

A. BALDWIN k CO., LTD. 

New Orleans, La. W. M. Pitkin. 


KEEP STOCKS REPLENISHED ON STAPLE 
LINES 

Editor Hardware World : 

In our opinion the retail merchants should, 
as far as possible, keep their stocks replenished 
on staple items in all lines, and that they should 
avoid an excess of articles that are not gen¬ 
erally required under present war conditions. 

The general business conditions are good 
in this section, and an average crop will be 
harvested this year. 

8UMMERS HARDWARE CO. 
Johnson City, Tenn. J. A. Summers, Pres. 
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WATCH STOCK CLOSELY, DON’T SPECU¬ 
LATE OR OVER BUY 

Editor Hardware World : 

Prom now on until the ultimate termination 
of the world’s war all the retail merchants 
should be very conservative in making their 
pm chases. We would suggest that they watch 
their stocks more closely than ever before, keep 
their stocks absolutely complete at all times, 
but, do not over-buy or speculate on the 
market. 

Prom all reports and information given us 
by the Reginal Director, of the Northwestern 
Railroad, there is no doubt that there will be 
great difficulty experienced in transportation 
this winter on account of blizzards, zero 
weather, etc. Due to the possibilities of such 
conditions existing, we suggest that the retail 
merchants conservatively purchase their entire 
requirements covering this period. 

From the fact that the Government has com¬ 
mandeered many lines and the inability of the 
manufacturers to produce many spring items, a 
shortage in seasonable goods will be experi¬ 
enced during the ensuing months. We believe, 
that it is the part of wisdom for the retailer to 
place his specifications for such goods as hose, 
lawn mowers, steel goods, etc. But, again, we 
wish to caution him to buy conservatively when 
he can consistently estimate what his require¬ 
ments for the following spring will be, and let 
that suffice. If he under-estimates he is play¬ 
ing a safe game, if he over-estimates, he may or 
he may not be. 

Upon making a careful study of business 
conditions which will follow immediately after 
the closing of the war, we expect to see a 
marked decline in prices, however, only tem¬ 
porarily. Immediately following this, we expect 
to see a reaction. It seems good reason to 
believe that we will secure a heavy export busi¬ 
ness at that time, for the amount of reconstruc¬ 
tion work, which necessarily must be done will 
have a tendency to enhance values. 

We have carefully analyzed our business for 
the past two months and find that some stocks 
are low but that the average stock is normal 
to high. Most merchants are keeping their 
stocks complete and are buying light. They 
have practically no trouble with price and are 
making a fair living profit. We find crop pros¬ 
pects, as a whole, very good. As a result, our 
future business up to the first of August, is 
as good as during the same period of the pro¬ 
ceeding year. 

We believe that during the next few years, 
it is going to require greater vigil than for 
years in the past, on the part of all business 
men, if they would be successful and it is only 


the inevitable that we can expect from those 
who are less careful—they will go out of 
business. 

Yours truly, 

MARSHALL-WELLS COMPANY. 

E. C. Ward, Sales Mgr. 


CLEAN HOUSE, WORK OFF SLOW 
SELLING GOODS 

Editor Hardware World : 

While we have had very little rain through¬ 
out a large portion of our territory and the 
corn crop is going to be cut considerably short, 
yet, taking everything into consideration, the 
farmer is going to be in an average condition 
this fall. 

There are so many elements entering into 
the situation just now, and, in the absence of 
any previous war experience on which to base 
an opinion, it is rather difficult to say just what 
a retail merchant should do. 

We have been advising our good friends to 
clean house. To take advantage of every op¬ 
portunity and work off all odd goods, odd 
sizes and slow selling merchandise. 

Clean their stock right down to goods that 
are in demand and on which they can get a 
rapid turn-over of their stock. 

We have also advised with reference to 
buying for spring delivery, to place their or¬ 
ders for all such goods as they must have, 
based on their previous experience. 

There must be a certain amount of agri¬ 
cultural work done and a merchant can very 
easily determine just what he sells every 
spring for this class of work and we believe 
that he should try and place his orders now so 
as to give the jobber an opportunity to get 
together specifications and give them to the 
manufacturer. 

Shipments are going to be slow and goods 
cannot be had on short notice, therefore, it 
is necessary that the jobbers anticipate as far 
as possible for their spring requirements. 

This cannot be done with any degree of 
accuracy without some co-operation from the 
retail trade in the way of. specifications. 

We believe the retail merchant should be 
consistent in his buying so as not to injure his 
own business, but by beginning with cleaning 
up all the odd stock, basing his efforts on the 
quick turn-over lines, and by giving more at¬ 
tention to the outside business, such as auto 
supplies, and by placing his orders for spring 
delivery, he will have done about all he can do. 

Yours truly, 

PAXTON AND GALLAGHER CO. 

Geo. P. Wright, 

Omaha, Neb. Manager of Hardware. 
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AN EXCELLENT SUMMARY OF 
CONDITIONS 

Editor Hardware World : 

We are very glad to give you such informa¬ 
tion as you require, based on what we ourselves 
are planning for the ensuing year. 

Purchases: It is our intention to keep our 
stock normal on standard goods. We are cut¬ 
ting out all unnecessary goods. It is our inten¬ 
tion to reduce our stock on all goods not essen¬ 
tial to the conduct of standardized business, 
and in this way enable us to carry normal 
stocks of standardized goods. 

We, of course, are suppliers of industrial 
plants who are doing war work and this is our 
reason for investing our money in standardized 
stocks, so that those who are doing war work 
who are favoring us with their patronage can 
get quick service. This means much at this 
time towards the much-sought-for goal, that of 
“winning the war.” 

Factories cannot anticipate their wants to 
the extent of having everything come direct 
from factories for their needs. Therefore, we, 
as dealers, must in a great measure anticipate 
what these plants will require and give them 
every assistance we possibly can to give Uncle 
Sam the service that he is entitled to. We look 
for nothing much for the ensuing year except 
indirect or direct war business. 

We do believe that there will be about 60% 
normal school business. This is essential and 
is so termed, as we understand it from declara¬ 
tions from President Wilson, Secretary McAdoo 
and Secretary of War Baker. 

At this time the Government wants men. 
The Government itself is training men in vari¬ 
ous manners. Where the men are not educated, 
they have taken steps to educate them. There¬ 
fore, it is the duty of everyone to give every 
energy toward educating the boys who are com¬ 
ing along, therefore schools must be built. 

Industrial Plants: As we all know, indus¬ 
trial plants today—practically all of them— 
are working toward the universal goal, and if 
they are not doing direct war work, they are 
doing indirect war work, consequently indus¬ 
trial plants are considered as a necessity and 
therefore of national importance. 

Hospitals: Hospitals are in great demand 
at this time and, as you well know, not only 
the Government is spending millions for hos¬ 
pitals, but private enterprises also are building 
hospitals. Therefore, there should be at least 
75% normal business in practically every 
branch of hardware business. 

Trade reports show that there are billions 
of dollars’ worth of buildings contemplated^ 


in many cases plans are ready to be put onto 
the market just as quickly as this war is over, 
which will mean that the dealer who is wide 
awake is the man who will reap a part of the 
benefits to be derived through the increased 
business after the war. 

We do not advise anyone else, but if anyone 
has confidence in our judgment to follow the 
lead, we will be very happy to have them do 
so. Yours respectfully, 

VONNEGUT HARDWARE CO. 
Indianapolis, Ind. C. J. Prinzler. 


“DAY OF SPECULATION PASSED. LET 
JOBBERS CARRY THE STOCK” 

Editor Hardware World : 

“Advice is cheap, and seldom followed.” 

However, I take the liberty of suggesting to 
retail merchants that under present abnormal 
conditions, including high prices and difficulty 
of obtaining all classes of iron and steel pro¬ 
ducts, a conservative buying policy is advis¬ 
able. 

It is a good idea to let the jobber carry 
the stocks, and retailers buy from them fre¬ 
quently—and in modest quantities. 

The present high prices and scarcity of 
material cannot last always. There must come 
a time sooner or later when the Government’s 
requirements will be satisfied and manufac¬ 
turers will be in a position to fill orders with a 
reasonable degree of promptness and possibly 
at some concessions below present prices. 

If I was a retail merchant, I would certainly 
adopt this policy and adhere to it until the end 
of the war. The day of speculation has passed. 
The Government is fixing prices that they con¬ 
sider fair to all concerned. Therefore I can 
see no possible adantage to any retailer pur¬ 
suing a different policy than that which I have 
adopted. 

Very truly yours, 

A. C. RULOFSON CO. 


GARDEN TOOLS A WAR WINNING 
NECESSITY 

Editor Hardware World : 

It occurs to us, that the retail merchants 
should pursue the ordinary methods in pur¬ 
chasing for the ensuing season, especially in the 
line of garden implements, as we are satisfied 
that the making of “War Gardens” is going 
to increase continually, especially during the 
period of the war. 

Yours very truly, 

J. E. GILSON COMPANY. 

J. E. Gilson. 
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A CAREFUL RESUME THIS 
Editor Hardware World : 

Regarding the policy of retail merchants for 
the coming season. The following is my opin¬ 
ion of some matters to be borne in mind at this 
time. “AH that goes up must come down.” 

The position of the retail merchant is now, 
or soon will be, about like the aeronaut when 
he turns his propeller downward. In his upward 
course he has had such a “wonderful time.” 
He has given little thought to what the coming 
down would be. But now he is concerned with 
what kind of a landing he will make. 

His descending journey will be governed 
very much by his policies during the coming 
year. If he has a heavy stock at war prices, 
when the turn comes, he will come down at a 
much greater velocity than his careful com¬ 
petitor with a light stock. He will hit harder, 
and while the fall may not kill him outright, 
he is likely to die of his wounds after prolonged 
suffering. 

His heavy stock at light prices will be slower 
in turnover, and while he is struggling to 
extract himself from his wreck, and sell his 
stock at war prices, his competitor, with a 
lighter stock, consequently having a more active 
turnover, will have sold out his high priced 
stock, and replaced at a lower cost. 

On a rising market, with a long swing, such 
as we have just experienced, the country town 
store can, because of the slower turnover, under 
sell the city store with a more rapid turnover. 
When the inclination of the market reverses, the 
condition operates against the country town 
storekeeper, for in disposing of his high cost 
stock, he is obliged to meet the prices set by 
his city competitor, who, with his active turn¬ 
over, has sold out and replaced his stock at a 
lower market. 

It should also be borne in mind that all 
trades and occupations not contributing in some 
way to the prosecution of the war will be inact¬ 
ive. In industrial centers and agricultural 
centers where higher wages and high prices 
for farm products prevail, there is not likely 
to be less than a normal demand. On the other 
hand, it is not likely that there will be any 
unnatural demand at prices where they now are. 
Twelve quart galvanized pails, which in 1914 
we sold for $1.65 per dozen, we are now selling 
at $6.00 per dozen, is only an example, and when 
labor is considered, prices are well in line with 
the Government’s fixed price of $2.85 F. 0. B. 
Pittsburg for bars against 95 cents pre war. 

Freight Shipments Are Slow 

And will likely be slower as we near the 
close of the year. With the minimum freight 


charge of 50 cents, the difference between 
express and freight can be saved in many 
instances by ordering smaller quantities more 
frequently, paying the higher transportation 
charge, eliminating the hazard of decline. Goods 
coming in by express may, in fact, all be sold 
while freight shipments in larger quantity are 
languishing in the terminals. 

None the less important now is the financial 
and credit policy, and here again turnover is 
the most important factor contributing to a 
sound policy. The normal amount of business 
must be done with a minimum employment of 
funds. Every dollar must do double duty. In 
the industrial centers machines are working 
twenty-four hours daily in order to turn out the 
sinews of war. Why, because there is not 
enough machinery in the country to meet the 
demands if run at the slow gait of peace times. 
The same thing is true of the dollar, and if its 
standard of value is maintained, it must speed 
up in order to meet the demands. 

Leniency Is a Poor Course of Action 
Quick turnover, definite maturity dates, and 
insistance of observation of sales terms, is a 
good business policy, and it is patriotism as well. 

Yours truly, 

W. A. L. THOMPSON HARDWARE CO. 
Topeka, Kansas. R. B. Austin, Treas. 


FULL UP ON ORDERS 
Editor Hardware World : 

Surely these are days when the future is 
largely a “gamble” and a prediction means but 
little it seems to me. 

As for ourselves, we have all the business 
we can possibly handle and even more; and in 
most every instance, we are getting our neces¬ 
sary materials promptly, which is due largely 
to the nature of our products, we being in 
Class B-2 and thus given priority assistance by 
the War Trade Board. 

Personally, we have therefore no reason to 
feel in any way pessimistic and we are not. 
However, when it comes to treating with the 
several subjects in your letter, our business 
being confined solely to the Jobbing Trade and 
because of the nature thereof, it being so very 
flourishing we feel we are hardly in a position 
to pass upon these things in a general way at 
this time. 

Thanking you very much for the considera¬ 
tion and with the desire to again assure you 
of our high regards for your excellent paper. 
Hardware World, we remain with best wishes, 
Yours very truly, 

C. 8. NORCROSS & SONS. 
Bushnell, HI. Per L. R. Norcross. 


Digitized by 


Googk 





86 


HARDWARE WORLD 


“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


GET CLOSE TO YOUR JOBBER, BUY 
FREQUENTLY 

Editor Hardware World ; 

If we were retail merchants in the Inter- 
Mountain territory we would follow out the 
policy of getting very close to our local jobber 
and buying from him frequently, but in smaller 
quantities than heretofore. In other words, we 
would not lay in a heavy stock of any particular 
line of goods, except those lines which the 
Government recognizes as essential in the pro¬ 
duction of food and feed. 

Educate Tour Trade 

We think it advisable for retail merchants 
to keep their stocks complete at all times in 
order to take care of the requirements of cus¬ 
tomers. We would also educate our trade to 
recognize the fact that a great many items will 
have to be substituted and this substitution 
will increase as time goes on. The magnificent 
crops that we are having in this section of the 
country and the high prices which can be 
obtained for them means that the ultimate con¬ 
sumer is going to be very ready to purchase 
in spite of the fact that the Government is ask¬ 
ing for large contributions for Liberty Loans, 
etc. 

In England, for instance, this is illustrated 
by the fact that although commodities are 
higher, the people who are earning big money 
in the way of wages and getting paid for crops 
at very much above any figure known here¬ 
tofore, are in the market and pretty free buyers 
of not only the staples, but luxuries. To some 
extent this is going to be repeated in the United 
States and from now until January 1st we look 
for a substantial business. 

Yours very truly, 
STREVELL-PATERSON HDW. CO. 

Salt Lake, Utah. P. C. Gill, See. 


CASH SYSTEM IS BEST 

The Arps Right Price Store at Nucla, Col., 
tell us they find their cash system is working 
out fine, and business in their section ought to 
be increasing as the crops are coming in, and 
the farmers are going to have a bumper crop. 
Alfalfa is now selling for $12.00 per ton in the 
stack, the second cutting of alfala is on, and 
they are commencing to cut the spring wheat, 
while the corn crop never looked better. 
Money, they state is tight at present, but their 
cash sales have averaged better than $100 per 
day this year. They are pretty well pleased. 
Of course they naturally read the Hardware 
World. Placerville, Colorado, is their shipping 
point. 


MAKE CERTAIN OF GETTING YOUR 
STOCK 

Editor Hardware World : 

Our experience with our trade is this: They 
have been buying very liberally on such items 
as we were able to offer them prices and de¬ 
livery on. In a great many instances they are 
buying winter and spring requirements now and 
ordering goods out, especially where they can 
find them in stock. There are a great many 
items we cannot offer them anything on, but 
in the plow line they have been buying very 
liberally since June 1st. 

Our business for the last several months has 
been equal to any we have ever had, and there 
is no telling what we could have done if we 
could have secured all the goods we needed, 
which, of course, is impossible at these times. 

We are advising our trade to make their 
purchases for fall and spring goods from us or 
someone else, wherever they can find them on 
hand, or place orders with a reasonable as¬ 
surance that delivery will be made. 

Yours very truly, 

WIMBERLY & THOMAS HARDWARE CO. 
Birmingham, Ala. F. R. Simpson, 


KEEP HOUSE IN ORDER AND NEAR AS 
POSSIBLE TO CASH BASIS 


Editor Hardware World : 

Any retail dealer who asks for advice on 
our opinion in regard to making purchases for 
the ensuing season, we invariably tell them 
that we favor a conservative policy for the 
balance of this year. 

We think it best that they should buy simply 
for their requirements and not try to accum¬ 
ulate stock of any kind. They should get a 
good profit for all of the goods they have to 
sell but buy only what they need. We do 
not favor any one attempting to expand their 
business under present conditions. 

While the consumer is getting an average 
crop and fairly good prices, the fact remains 
that the consumer, dealer and all of us will have 
to buy more bonds and spend a lot of money 
for all the war activities. 

The demands of the Government are so very 
heavy that we look for money to be very tight 
by the end of this year. Therefore, we should 
‘ all be particular to observe regular sales terms 
and it would be better still if we would all 
come to a cash basis. 

Trade has been very good up to the first 
of August and we look to find the balance 
of the year pretty nearly up to standard but 
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all wire products being sold for essential pur¬ 
poses only, is going to cut down the volume of 
business for all classes of trade. We do not feel 
pessimistic at all but simply favor every one 
keeping their house in order and being pre¬ 
pared to meet financial conditions that may be 
more strained than we have yet experienced. 

Yours truly 

THE THOMSON-DIGGS COMPANY. 

J. W. Geeslin, Sec. 


BE CONSERVATIVE, YET ANTICIPATE 
WANTS FAR AS CAN 

Editor Hardware World : 

As to what the policy of retail merchants in 
making their purchases for the ensuing season 
should be: 

This question has been put up to us a good 
many times, recently, especially by our travel¬ 
ing force. 

We have advised them, as follows: That 
feeling that the war could not possibly end this 
year, and with no indications for a speedy end¬ 
ing of the war, and with every indication that 
goods, especially in the metal line, would be 
much harder to obtain, and of a natural conse¬ 
quence, higher in price, we have ordered our 
stock as far ahead as we felt it was good busi¬ 
ness policy to do; and as far as our capital 
would permit. 

Business conditions and trade conditions 
have been in excellent shape with us. The only 
difficulty that we seem to be encountering at 
this time is that of getting enough material 
to fill our orders; and we do not see from the 
experience of other countries who have been at 
war longer than we have, why these conditions 
will not continue for some time. 

Local conditions vary materially, and it is 
not always advisable to give advice or sugges¬ 
tions, where these suggestions might be adopted 
generally; but it does seem to us that the retail 
merchant is very safe in anticipating his wants 
for several months to come, taking into con¬ 
sideration his local condition; the extent of 
his capital; and the chances of his being called 
to war. 

We do not feel that at these times a mer¬ 
chant should do anything else than be con¬ 
servative and not overreach himself in his 
purchases; changes are so rapid nowadays that 
the only course that seems advisable to recom¬ 
mend, is that of the conserative one, and play 
safe. 

Yours truly 

HOLBROOK, MERRILL 4b STETSON. 

Per H. Morris, Pres. 


ANTICIPATE REQUIREMENTS THREE TO 
SIX MONTHS AHEAD 

Editor Hardware World : 

In our judgment, based on present market 
conditions it would be well for merchants car¬ 
rying a general line of hardware to anticipate 
their requirements covering a period of from 
three to six months ahead. 

Inasmuch as the bulk of merchandise car¬ 
ried by the general hardware establishment 
finds its origin in the iron and steel industry and 
as the Government requires the major portion of 
the mills* output in these commodities for war 
purposes, we believe that the manufacture of 
practically all lines of hardware and metal 
goods will be even more curtailed in the near 
future. 

In addition to this, all manufacturing plants 
will, of necessity, lose a considerable quota of 
their present working forces in consequence of 
the recently enacted draft regulations and 
which affects their employees between the ages 
from 18 to 45. 

As a result of this situation merchandise 
will be more difficult to secure and prices will 
no doubt be correspondingly increased. 

While we do not believe it expedient to 
“stock up” on SLOW MOVING articles of 
merchandise even in the face of the situation 
cited above, we do think that the discriminating 
merchant will make no mistake by anticipat¬ 
ing his wants to a reasonable degree on all 
staple items. 

Important to Re-mark Your Stock 

In this connection we take the liberty of 
suggesting that even more important at this 
time, is closer attention and prompter action 
on the part of all merchants to keep in close 
touch with the ever-changing and rising mark¬ 
ets and to RE-MARE his stock on hand so that 
his selling prices are in keeping with PRESENT 
DAY costs. This policy is essentially neces¬ 
sary on the part of the dealer to fortify himself 
against future losses of such stocks as he has 
upon his shelves at such future time when 
we will be confronted with a decline in values. 

While still remote, such a time is certain to 
occur and it behooves us to anticipate this con¬ 
dition by PROMPTLY advancing with the ris¬ 
ing market of today so that we ean drop with 
the declining price of tomorrow and not be 
seriously affected thereby. 

Yours very truly, 

CHAS. BROWN 4b SONS. 

Per M. M. Brown. 


Look on the bright side—and if there is no 
bright side—polish up the dark one. 
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BUY ALL WILL NEED FOR SPRING AND 
GET GOODS IN STOCK 

Editor Hardware World : 

We are of the opinion that retail hardware 
buyers would serve their best interests in buy¬ 
ing all the goods they will legitimately need 
for spring business and get them shipped and 
in stock as fast as they can find the goods. 

The shortage of and delays in getting goods 
is becoming more serious each month. We are 
urging our trade to protect themselves as best 
they can by placing orders in advance of actual 
need. 

The business outlook in our section is good. 
Crops have been abundant and selling at high 
prices. The only drawback is the shortage and 
delays in getting goods. We are hoping the 
Kaiser will get his finish next year. Then will 
be time to change policy. The Government 
should give more consideration to legitimate 
commercial interests. Yours truly, 

HAW HARDWARE CO. 

Ottumwa, la. C. Haw, Pres. 

SITUATION REQUIRES CAREFUL STUDY 
Editor Hardware World: 

We believe that the situation of the retail 
merchant requires more study than at any 
time in his history. He is confronted with the 
fact that if he does not buy goods now he will 
not be able to get them later; he is also con¬ 
fronted with the fact that he may have to 
carry them into a decline. 

Wherever a merchant has a prospect for 
business he should endeavor to purchase his 
full season’s requirement. There will not be 
an opportunity for him to again buy during 
the present season at so low a figure, nor obtain 
the merchandise. 

Our local situation is not in comparison 
with other sections of the country. We are 
passing through a drouth situation; it had its 
beginning three years ago. Each year some of 
our trade has lapsed further and further. Not 
being in a manufacturing community, but 
strictly agricultural, our customers are in a 
serious condition. 

The restrictions applying to the resale of 
agricultural implements, by which the retail 
implement dealer will have no advantage for 
carrying through a drouth-stricken year, or 
years, unsold goods, but must sell them at a 
profit thought fair by the War Board on the 
original investment, for if he does make a 
charge proportionate with the expense and 
loss to which he has gone, he must replace 
—whether he desires to or not—these goods at 
the present high price. This attitude denies 
the right of a dealer to advance with the mar¬ 


ket and forces out of business many dealers. 

With best wishes to you and your organiza¬ 
tion, we are, Yours very truly, 

W. H. RICHARDSON k CO. 
Austin, Texas. By H. H. Richardson, Jr., Vice-Pres. 


MERCHANDISE FOR SPRING WILL BE 
HARD TO GET 
Editor Hardware World: 

As to what we believe should be the policy 
of retail merchants in making their purchases 
for the ensuing season, or for spring delivery, 
we would sincerely suggest that every retailer 
anticipate his requirements as far as is con¬ 
sistent with his available capital and the volume 
of his distribution. 

In our opinion, and this opinion is based 
upon the same conditions that undoubtedly con¬ 
front nearly every distributor, staple merchan¬ 
dise this spring is going to be harder to obtain 
than ever before. There is scarcely any neces¬ 
sity of our going into the reason for our con¬ 
clusions as merchants who think, whether they 
be wholesale or retail distributors, can clearly 
see conditions that will make for this scarcity. 

Staple merchandise, and we mean by this 
useful and necessary articles, whether hard¬ 
ware, clothing, or necessities of other materials, 
will be quite as essential in the spring as at any 
time and will not only be higher in price but the 
supply materially curtailed. 

This information is not possessed alone by 
us but should be generally known and undobt- 
edly is by observing and thinking people, 
whether merchants or otherwise. 

Very truly yours, 

Seattle, Wash. M. SELLER k 00. 

GOOD ADVICE FROM SUCCESSFUL 
MERCHANTS 
Editor Hardware World: 

We believe that the policy for the retail 
merchant to pursue is to purchase such as he 
can secure to the extent his funds will permit, 
but not to the extent of overstocking, and to 
confine these purchases largely to staple items. 

We believe he should reduce his variety to 
the minimum. For instance, if he has been 
carrying 50 colors of paints, he should reduce 
them to 25. If 25, we would advise his reducing 
them to 12; possibly less. 

I know of one good-sized dealer who is now 
carrying but three colors. 

We believe the dealer should watch his col¬ 
lections closely and confine his business to a 
cash basis as closely as possible. 

Very trulv yours, 

THE EDWARDS k CHAMBERLAIN HARDWARE CO. 

J. Chas. Ross, 

Kalamazoo, Mich. Sec’y and Gen'l Mgr. 
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A Tempest in a Coffee Pot 

An Actual Occurrence—How a Short-Sighted Policy Will Drive Trade Away. 


T HIS is a true story and no attempt will 
be made to draw any moral therefrom. 
A moral is a good deal like a tail strapped 
onto a dog that either didn’t have one in the 
beginning or that had lost one by amputation. 

An elderly lady wished to buy a coffee pot 
for a Christmas present for her daughter. She 
was going past a hardware store window, when 
a display of tea pots caught her eye. She im¬ 
mediately reasoned, “They will have coffee 
pots, too.” 

She went inside and made inquiry. A few 
were shown for her edification with the ex¬ 
planation that the stock was badly picked over, 
but if she wished to take any of these she could 
exchange if the style of gift was not pleasing 
to her daughter. With this distinct under¬ 
standing she paid $1.85 for the coffee pot. 

There is no denying it was an ugly pot. Its 
whole personality expressed homeliness, and 
the married daughter to whom it was presented 
hastened to make the exchange which had been 
promised. The new stock wasn’t in yet and 
she was asked to keep the pot and return a 
couple of weeks later. 

When she arrived, the man with whom she 
had first talked was not in sight and the pro¬ 
prietor came forward and informed her that 
the coffee pot had been a special order for her 
mother in the first place and so exchange was 
impossible. When she insisted that this was 
an error, the proprietor proposed that she leave 
the coffee pot which she had brought for ex¬ 
change, so that he might take the matter up 
with the original salesman and straighten the 
case out. 

She left the coffee pot. When she returned 
some days later to finish the transaction the 
coffee pot had been lost. At least it could not 
be found. The store disclaimed all responsi¬ 
bility. 

The woman customer pointed out pleasantly 
that they had taken both her coffee pot and 
her money, but that side of the case did not 
seem to make any dent in their business con¬ 
science. Rather indignant, she departed. 

In a short time she purchased a large bill 
of wire fencing, hardware supplies for the 
remodeling of a barn into a garage, and other 
supplies to the extent of hundreds of dollars. 
Naturally, she didn’t go to the “Coffee Pot 
Store.” 

Far Beaching Influence 

Nor was this all. It so happened that she 
was the chairman of a house committee of a 
nearby institution less than two blocks distant. 
When it was decided to put in a large sized 
electric washer and laundry equipment to go 
with it, she advised the committee to go else¬ 
where because her experience had been that if 


there was anything wrong no fair adjustment 
would be made. 

Nor was this all. In the family of this 
woman were several men folks, all of whom had 
the building and construction bees buzzing 
busily in their bonnets. She told them the 
story of the coffee pot and said: 

“As a special favor to me and in justice to 
yourselves, I urge that you will never buy one 
penny’s worth there unless you absolutely can¬ 
not get what you want anywhere else.” 

And so when she wanted a new refrigerator, 
a modern range, a fireless cooker and other 
equipment, she sought them elsewhere, and be¬ 
ing of a social turn of mind, she frequently 
explained to her friends and neighbors where 
she gave her trade and why. 

It may be that the “Coffee Pot Store” does 
not know yet what an expensive deal they “put 
across” when they refused to adjust the matter 
of the coffee pot honorably. Maybe they do, 
in a measure at least, but few businesses can 
afford to prejudice trade in such a stupid 
manner. 

Away over in the Yellowstone Park is a 
body of water known as Two Island Pond. As 
the waters flow out of the basin they divide 
into two sections upon a small stony hillock. 
One stream flows westward, gathering other 
waters as it goes, and empties into the Pacific. 
The other stream flows eastward, swelling as 
it crosses the continent, and finally emptying 
into the Atlantic. 

It sometimes takes a small stone indeed to 
determine which way the tide of business shall 
flow—whether toward your door or away from 
it. That’s all! 


QUESTIONNAIRE ANSWERED. 

A gentleman who wanted to obtain a patri¬ 
otic job in a munitions plant, where they are 
more or less particular about who they take on, 
went through the question mill as follows—and 
got the job: 

Q.—Born! A. Yes, once. 

Q.—Nativity t A.—Baptist. 

Q.—Married or single t A.—Have been both. 

Q.—Parents alive yet? A.—Not yet. 

Q.—Hairt A.—Thin. 

Q.—Voice t A.—Weak. 

Q.—Health f A.—Sometimes. 

Q.—Previous experience? A.—No. 

Q.—Where? A.—Nowhere. 

Q.—Business? A.—Very bad. 

Q.—Salary expected ? A.—More. 

Q.—Drink ? A.—Not in dry states. 

Q.— Why do you want job ? A.—Wife won’t 
work any more. 
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Important Information About Priority Goods 


W E are privileged to quote from a letter 
written by a Western jobber to a Wy¬ 
oming retail merchant, who sought in¬ 
formation as to the goods that are termed essen¬ 
tials by the Priorities Division of the War In¬ 
dustry Board. 

“These goods in their order as are follows: 

“Class A Priority Certificates. 

“Ships. 

“Munitions, military and naval supplies and 
operations. 

“Food and collateral industries. 

“Railroad. 

“Under permit of Director of Steel Supply. 
“Other purposes covered by Administrative 
Priority Rulings. 

“Class B Priority Certificates. 
“Aircraft. 

“Fuel. 

“Clothing. 

“Public Utilities. 

“Above are all general classifications. The 
Government is pledging the jobber and the re¬ 
tailer to use their discretion in furnishing any 
material on hand and confining sales only to 
purposes that will come under some one of 
these general heads. 

“Here in the West we can practically elim¬ 
inate everything with the exception of fuel, 
food and collateral industries and railroads, at 
some few points there would be military sup- 
plies. 

“Any building that will assist in increasing 
the food supply is essential. 

“Andrew Wheeler, Chief of the Bureau of 
Warehouse Distribution, in answer to various 
questions, has given the following interpreta¬ 
tions, which may be of assistance to you. When 
asked whether manufacturers or installers of 
water or lighting systems in country residences, 
cattle bams and stock yards should classify 
such work as essential, he says: ‘Repairs to 
systems, even in residences, should be consid¬ 
ered essential, and material furnished for cattle 
barns and stock yards can easily be classified 
under the heading of food.’ 

“ ‘Material for supplying water, sewerage 
and fire service would properly be classed under 
public utilities.’ 

“Asked whether it was obligatory for the 
jobbers to require the loyalty pledge from all 
customers, he answered that this was only es¬ 
sential in cases where the customers were re¬ 
tailers and likely to sell the material again, and 
in this case it is necessary that ultimate use of 
the material be ascertained. 

“Any customer or manufacturer who is 
engaged in essential operations is not required 
to sign any pledge. 

“Asked whether jobbers should decline to 
sell plumbers and steam fitters material which 


is to be used in new buildings, unless such build¬ 
ings are an essential part of the war progress, 
my answer would be that the jobber should use 
his judgment largely in matters of this kind, 
and where there is a disposition to conserve steel 
as much as possible, there would be no objec¬ 
tion to selling pipe for this purpose, if the job¬ 
ber thought the work was of an important 
nature. 

‘Moving pictures, soft drink and candy 
manufacturers are absolutely non-essential in¬ 
dustries. Automobile garage, bicycle repair 
shops, I think should be taken care of as far 
as ordinary repairs are concerned, but no new 
ones erected. Brick manufacturers should be 
considered essential in so far as they furnish 
supplies for work of national importance. 

“You see the Government is placing the 
responsibility on the retailer to determine 
whether the reason for which the iron is asked 
is really essential. Will it help win the war? 
That is the question. 

“If a man had a good house, which he could 
get along with all right for the next year or 
so, but was desirous of building a new home, 
simply to gratify his desire for a large and 
more pretentious abode, this certainly should 
be discouraged and classed as non-essential. 

“However, if this same man needed addi¬ 
tional barns and sheds to carry on a productive 
work, such as increasing the food supply, he 
should be encouraged to build them. 

“The next paragraph in the letter reads: 
‘We have turned down people on iron on auto¬ 
mobiles, signs, etc. How about smokestacks, 
gutters, skylights, new furnace work, and every 
job of work of an essential nature, such as 
hotel and restaurant work, and does this in¬ 
clude sheet tin? 

“Pleasure automobiles are undoubtedly a 
non-essential. Brick contractors would un¬ 
doubtedly be essential. Signs are non-essential 
and no iron should be used for them; wood can 
take their place. Instead of using steel for 
smokestacks, tile or brick should be substituted, 
tile or brick cannot be made into bullets or 
cannons. 

“Gutters and the metal in skylights would 
be deemed essentials. New furnace work should 
be discouraged unless the building for which 
the new furnace is wanted is strictly an essen¬ 
tial purpose building. Ask the question: Will 
the work to be done and the material to be used 
help win the war? If so, it is essential; if not, 
it should be postponed until after the war, or 
some other item used in its place. _ 

“In regard to sheet tin, I suppose you refer 
to roofing plates. The manufacture of roofing 
plates is to be entirely discontinued, they being 
non-essential and other items can serve the pur¬ 
pose, as for example, prepared roofing or shin- 
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gles. The Government has ordered the mills to 
discontinue the manufacture of all roofing 
plates and will permit the rolling only of coke 
plates to be used in manufacture of food con¬ 
tainers. _ 

“In regard to your question about Mr. Jones’ 
smokestack blowing down, the best thing to do 
would be to fix it up and replace the old smoke 
stack; if this was impossible and it was possible 
to construct a brick stack in its place, do that, 
the thing is to keep in mind that the amount 
of galvanized sheets that anybody is going to 
be able to get will be exceedingly limited, and 
they want to keep those sheets for absolutely 
essential purposes, and not use them where some 
other material will do as well. The same piece 
of iron that would be used in this smokestack, 
might be needed for some agricultural implement 
repair, as on a threshing machine or something 
of that kind. Or, for example, if the smokestack 
on a threshing machine engine is burnt out, it 
certainly would be very essential that steel be 
secured to make a new stack for that threshing 
machine engine, because in this case a substi¬ 
tute, such as brick could not be used. 

“The question as to whether contracts are 
made, prior to this ruling and since this ruling. 
The question of the time of the contract has 
nothing to do with the problem, the question is 
whether the work on the contract is going to 
help win the war. The question as to whether 
it is advisable to turn down new work is in the 
same class. Is the work essential to winning the 
war, on which this material and labor is going 
to be used? If so, figure your job as you have 
in the past, only be sure to protect yourself on 
your ability to get the material. Steel shortage 
is still acute and the priority business for war 
is all going to be taken care of first, therefore 
the amount of material that can be secured for 
even the most desirable projects is very limited. 

“Note that you have not enough houses in 
Cheyenne to house the people there, and that 
you must have new houses built or the people 
must leave the town. The question is, are these 
people engaged in work that is increasing the 
food supply, or other essentials of winning the 
war? If so, then they want to stay at Cheyenne 
and help produce all the food possible and it 
is up to Cheyenne to build the houses for them. 

“If you can secure a copy of P. C. Form No. 
22 from the War Industries Board, Priority Di¬ 
vision, referring to circular No. 5, I believe it 
will help you come to your decisions, as you 
will frequently have to come to decisions that 
may put you in the position of giving offense 
to your would-be customers, or temporarily re¬ 
ducing your own income, but I know from the 
last two fine paragraphs in your letter that your 
decision will be a just one, and meet with the 
wishes of the Government in curtailing the use 
of steel to what you conscientiously believe ab¬ 
solutely essential. 


“Would suggest also that you write the 
War Industries Board for circular No. 4, dated 
July 1st, P. C. Form No. 17, circular of July 
22nd, supplement 1 to above circular No. 4, 
circular dated July 24th, erroneously referred 
to as July 29th. This will place before you 
complete knowledge of the situation as covered 
by Government issues up to date and will be 
a handy reference. 

“However, I will be glad to keep you ad¬ 
vised of any new memorandum that may come 
to my attention and in which I think you will 
be interested.” 


CAPTAIN EDWARD PHILLIPS KILLED 

Captain Edward HI Phillips, E Co. 104th 
Infantry, for many years an employee of the 
L. S. Starrett Co., Athol, Mass., was killed in 
action in France on the 25th of July. 

Captain Phillips was an example of the 
finest type of young American manhood. Last 
spring he received the croix de guerre from the 
French Government, and has won his promotion 
from sergeant, through the successive grades to 
captain. 

The L. S. Starrett Co. has one hundred and 
twenty-four employees in the military or naval 
service of the United States and Great Britain. 


THERE ARE NO COWARDS “OVER 
THERE” 

That’s what we’d call one of our boys who 
did not do his very best when called to duty, 
even in the face of death—a physical coward. 

Then in the call for dollars in the Fourth 
Liberty Loan—what will they call those of us 
over here who are neither prompt or willing to 
step forward and lend our money in the face 
of only a possible curtailment of luxury? 

IF 

(With Apologies to Kipling.) 

If you are the girl whose willing hands 
Are ready to sew and knit, 

If you are the girl who’ll sacrifice 
In order to do your bit, 

If you are able to smile and sing 
When all your friends are away, 

If you can take time to write to them 
A couple of lines each day, 

If you are ready to stand behind, 

The lines of our men in France. 

If you will save every cent you have 
To purchase War Savings Stamps, 

If you can forget your private wants 
And give up sweetmeats and jam, 

If you can do all of these, my friend, 

Tour’re the girl for Uncle Sam. 


Be willing—be prompt—be generous—in 
your subscription to the Fourth Liberty Loan. 
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MAKING YOUR ADVERTISING PAY 
DIVIDENDS 

What makes an advertisement pull ? That is 
the question that confronts every business man. 
Some think all that is necessary is to have a 
good name, be honest and obliging, and sell 
quality goods. So far, so good—that’s fine. 
But that isn’t advertising, only in a very lim¬ 
ited way. 

Giving High Quality, a Pleasing Service, 
and reasonable Prices seem to be, to many a 
business man all there is to a very wide pub¬ 
licity. If you can watch them long enough— 
they soon fall by the wayside—or become third- 
class storekeepers. Merchants believe in adver¬ 
tising and try to advertise intelligently, judic¬ 
iously. Storekeepers do not need to advertise. 

Business interests in this 
country are now spending 
millions annually in printed 
advertising — and consider¬ 
ably over a billion dollars in 
all kinds of publicity. And 
is it coming back again? It 
is to the advertiser who han¬ 
dles his advertising thru sci¬ 
entific channels — his adver¬ 
tising being in the hands of 
a man who knows advertis¬ 
ing, where to place it, how 
and when. 

Writing copy and filling a 
given space in a newspaper 
is not advertising — not al¬ 
ways. Looking at thousands 
of inches of advertising space 
in papers here and there, 
one soon comes to the con¬ 
clusion that the bulk of retail 
firms sign a contract, and 
send in copy, and do their 
best to fulfill their part of the 
contract with the publisher, 
so he gets his money—but the very part of it 
which he overlooks, the part that really inter¬ 
ests him, is doing good to himself. And there 
he fails. 

Any business house can spend money adver¬ 
tising—but not all business houses can make 
it pay. Why? They do not employ the proper 
methods. They look for cheapness. They cut 
expenses where they should not. They do not 
spend where they should. They get the cart in 
front of the horse. They begin at the front door 
to economize, when they should begin at the 
back door. Instead of shaving a little here, 
and a little there, in their program of economiz¬ 
ing—they cut the entire “ chunk” out at one 
place. And nine times out of ten they cut it 
out of advertising. 

This “penny wise and pound foolish” pan¬ 
acea keeps on and on. Well, what are we 


going to do about it? How are we to change 
conditions? 

First, make an appropriation for advertis¬ 
ing, an annual appropriation, not just for six 
weeks. Too many do this sort of thing and the 
entire bottom falls out before a fair opportun¬ 
ity is given. Give this amount to one man— a 
man who knows. If there isn’t one in the firm 
—get one. He will immediately lay out his 
plans for the year and spend it in mediums to 
reach the people and bring returns. What you 
are interested in is RESULTS. 

The bulk of this money will go for news¬ 
paper space. He may spend some on fences, 
some on sign boards. He may use the street 
cars—possibly theatre programs—let that to 
him, that’s his business. Personal letters are 
fine—if the follow-up system 
is used. Other methods may 
be necessary — the business, 
the trade, and his judgment 
will decide that. But he 
must use the newspaper—and 
some very successful adver¬ 
tisers use no other method. 

Now, Mr. Advertising Man, 
when he starts his copy isn’t 
going to build his appeal 
around two or three smart 
sentences. He will not use 
puns and epigrams. He will 
not talk about how honest 
the house is and how long 
the firm has been in business 
— and * 1 skinned ’ ’ nobody 
yet. 

He will use ordinary Amer¬ 
ican language, that is under¬ 
standable—just human, that 
is all. He will talk about one 
thing at a time and point out 
to the reader why he should 
have it—if he hasn’t. He will 
reason. He may appeal. He may be conserva¬ 
tive, if that is the reputation of the firm—or he 
may be humorous. He can argue his goods into 
the hearts of his readers, but he must not be 
bombastic. If he is colloquial and has a winning 
way, he will win. That’s the John Wanamaker 
road to success. 

Descriptive talks with “reasons why” are 
used to advantage. If he leans to dialog, or 
it may be monolog, either may be advanta¬ 
geously used. An educational talk, that is edu¬ 
cational, is always sure to bring results. Use 
the method that shows you the greatest merit 
and the best returns. First of all—be sincere. 

So many in writing an ad, or a letter, try 
to do something they can’t accomplish—“put 
it on,” if you will—or try to imitate the other 
fellow, and get stuck. Do not try to “copy” 
any other fellow, no matter how popular he 



JOHN* DILLON 

Advertising Manager Pasadena Hardware Oo. 
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is. Just use your own language, say it in your 
own way—and by all means, do not say too 
much. Make your point—then quit. It is well 
to leave a question in the mind of the reader, 
many times. If the advertisement created an 
interest and brought people to the store to ask 
questions—you accomplished your object. 

Give your advertising a tune and a tone of 
voice that cannot be mistaken—and that is 
heard in every home. When you get the peo¬ 
ple to read your advertisements regularly, and 
they interest them—when you get the populace 
to talking about your store, you are on the 
road to getting returns from the money you 
expended on publicity. 


OUR COUNTRY AND OUR BOYS 

Those are among the great issues at stake 
in the Fourth Liberty Loan. 

What do we care about the security, interest 
and safety of our dollars—when Nation and 
lives depend upon our overwhelming subscrip¬ 
tion to the Fourth Liberty Loan? 

Any bank or the local Liberty Loan Commit¬ 
tee will be glad to give you further information 
and accept your application. 

Lend your money as freely as those boys 
are offering their lives. 

IN MEMORIAM 

(By Botoert Louis Stevenson) 

Yet, O stricken heart, remember, O remem¬ 
ber, 

How to human days he lived the better 
part. 

April came to bloom and never dim Decem¬ 
ber 

Breathed its killing chills upon the head 
or heart. 

Doomed to know not Winter, only Spring, 
a being 

Trod the flowery April blithely for awhile, 

Took his fill of music, joy of thought and 
seeing, 

Came and stayed and went, nor ever 
ceased to smile. 

Came and stayed and went, and now 
when all is finished, 

You alone have crossed the melancholy 
stream 

Yours the pang, but his, 0 his, the undi¬ 
minished 

Undecaying gladness, undeparted dream. 

All that life contains of torture, toil and 
treason, 

Shame, dishonor, death, to him were but a 
name. 

Here, a youth, he dwelt through all the 
singing season 

And ere the day of sorrow departed as he 
came. 
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ALUMINUM ONCE A RARE MATERIAL 

With coffee pots, tea kettles and other cook¬ 
ing utensils of aluminum found in more than 
half the kitchens of the land, it is hard to 
believe that aluminum was once regarded as a 
rare metal and at one time sold for as high a 
price as $12 a pound. 

Such is the case, however, according to 
statistics recently compiled by the National 
City Bank of New York. 

“Only an enormous increase in aluminum 
production, resulting in a great decrease in 
aluminum prices, has made possible the pres¬ 
ent widespread use of aluminum for cooking 
utensils,” said George Vits, president of the 
Aluminum Goods Manufacturing Company of 
Manitowoc, Wis., makers of aluminum products 
that bear the Mirro trademark. 

“It was only as far back as 1870 that alum¬ 
inum sold at $12.00 a pound. The price had 
dropped to $2 a pound by 1889. In the next 
quarter century, a twenty-fold increase in the 
world’s output brought the price down to 20 
cents a pound at the outbreak of the European 
war, or 12 cents cheaper than the price fixed by 
President Wilson’s recent order. 

“The production of Aluminum in the United 
States has grown from 60,000 pounds in 1890 to 
7,000,000 pounds in 1900, 48,000,000 pounds in 
1910, 100,000,000 pounds in 1915, 140,000,000 
pounds in 1916, and approximately 180,000,000 
pounds in 1917, when this country was produc¬ 
ing half of the world’s output. 

“The value of this aluminum, which 
amounted to about $2,000,000 in 1900, was $16,- 
000,000 in 1915 and approximately $46,000,000 
in 1917. Exports of aluminum from the United 
States have grown from $1,047,000 in 1914 to 
$20,300,000 in 1917. 

“World aluminum production figures for 
1916 show that the United States supplied 
62,000 of the 140,000-ton output, the remainder 
being divided as follows: 

“France, 20,000 tons; Norway, 16,000 tons; 
Canada, 8,000 tons; Switzerland, 20,000 tons; 
and Great Britain, from 4,000 to 12,000 tons. 

“It is interesting to note that in the last 
two decades, aluminum production throughout 
the world has increased twenty-fold, while 
the output of tin has not even doubled, the 
comparative statistics being as follows: 


1900 1916 

Aluminum .72,000 tons 135,000 tons 

Tin.77,200 tons 117,500 tons 


“These figures reflect the increased popu¬ 
larity of aluminum cooking utensils, which have 
replaced the tin pots and pans of other days 
when the average housewife did not give as 
much thought to kitchen refinement and effi¬ 
ciency as now.” 


No great man needs a brass band to herald 
his coming. 
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AUTO EMPLOYS 830,000 

Remarkably interesting statistics are to be 
found in a pamphlet entitled “Wonders of the 
Automobile Industry,” just issued by the 
National Automobile Chamber of Commerce. 

It is shown that the number of employes 
in the industry is 830,000, and that they and 
their dependents would populate the city of 
Chicago, or Philadelphia. Boston and St. Louis 
combined, or any one of 12 states, or of 7 
states combined. 

The wages paid annually, $747,000,000, are 
approximately equal to all the gold in circula¬ 
tion in this country. The capital employed, 
$1,297,000,000, is greater by $250,000,000 than 
that of the national banks. The number of 
passenger miles by automobile is not less than 
10,000,000,000 greater per year than that of 
the railroads. The seating capacity of auto¬ 
mobiles is 25,000,000 persons, compared with 
3,500,000 for the railroad cars. 


SOLILOQUY OF A MODERN MACBETH 

Is this an “auto tube,” I see before me, 

The valve stem toward my hand? 

Come, let me clutch thee— 

I have thee not, and yet I see thee still. 

Art thou not, fatal vision. 

Sensible to feeling as to sight t 

Did I not pay two dollars 

For thy service and dost thou fail me? 

Art thou but a tube of the mind, a false creation 
Proceeding from the heat-oppressed brain, 
And mingling with the heat-oppressed casing 
Which o’ershadows thee? 

I see thee yet in form as palpable 
As the “Heavy Tourist” which I hold. 

I see thee still, and on thy flabby carcass, 
Rents of nails and tacks, 

Whilst thine enemy, the air, 

Has torn thee asunder, and o ’erpowered that 
Which was guaranteed to be of service. 

Out, damned hoax; avaunt, unholy apparition! 
Thy day for me is done. 

I rue the lost two dollars, but no more, 

By gad, will I be so contaminated! 


CONCENTRATION IS ECONOMY 

Concentration is a method of economy. It 
eliminates waste of energy and assures effici¬ 
ency of effort. Co-operation is only a form of 
concentration, combining and condensing into 
concrete form many individual forces. This 
makes for strength, power, direct effort and 
correct application. 

The separate strands of a piece of rope have 
little strength; combined, their strength is mul¬ 
tiplied a thousand fold. This is simply concen¬ 
trated force. Many a “smart” man is gifted 
with a scattering knowledge of a broad vari¬ 
ety of subject and this scattered knowledge 
proves his undoing. Far better for him to con¬ 
centrate on one subject and win success.' 

Concentration is especially desirable in 
business. The successful business man cannot 
afford to scatter his energy, time and money 
in several enterprises. One successful busi¬ 
ness is sufficient to demand his undivided, 
concentrated attention. Every man is pecul¬ 
iarly adapted to some particular calling. It 
is often difficult to find it and this accounts for 
much waste in scattered effort. 

However, there is an end to every search 
and when the goal is reached, as it must 
finally be, concentration must be applied and 
success is assured. To bring the best returns 
from energy expended, waste must be elimi¬ 
nated and economy of effort practiced. Econ¬ 
omy is the guardian of profit and the indicator 
of success,and concentration in any line Means 
Economy. 


To be successful two things are essential— 
dollars and cents. 


A promising customer may be all right but a 
paying one is better. 


When you hire a man to carry out your ideas 
in your way, you are justified in interfering. 
But when you hire a man because he is a special¬ 
ist, because he knows more about his specialty 
than you do, give him a chanec to prove up. 
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Century- 

TIRES 


Plainfield 

Century-Plainfield 

6,000 cJMiles 


Highest quality 
rubber plus highest 
quality fabric in 
good hands pro¬ 
duce tires of merit. 

Century-Plainfield 

Tires 

Are merit tires because 
everything good is built 
into them by honest hands 
for an honest purpose. 



Extra Size—Hand Made 


Good treatment to users by the factory is yet thrown in 

Be a Century-Plainfield User 
Be a Century-Plainfield Dealer 

Some Good Territory Open Write for Dealers’ Proposition 


TERRITORIAL DISTRIBUTORS 


BAKER, HAMILTON A PACIFIC 00. 

8ANFBAHOIBOO 


J. B. WOOD TIBE 00. 

927 80. HSU. ST., LOS AHOBLE8 


R. M. WADE A 00. 

PORTLAND AMD SPOKAMB 


OXTT SBBVZOB STOSS 

HOELLE- RUBBER SALES CO 

Brandi and Waraluraaa 

430 Golden Gate Avenue 

SAN FRANCISCO 


'PLAINFIELD jfitCCOL 

"A subsidiary of the Rubber Insulated Metals Corporation, 
exclusive manufacturers of the RIMCO Rubber products by the 
ELCHEMO process." FACTORIES, PLAINFIELD, N. J. 
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“RHYTHM OF ATTENTION” 

Look attentively at the above figure, noting 
the number and the position of the blocks. As 
you continue to gaze fixedly at the figure it 
will be observed that it is unstable—now there 
are seven cubes, but as you look at it the thing 
suddenly shifts—now there are only six cubes, 
as you continue to look the positions shift again 
and again. Observe that you cannot hold one 
of the arrangements in your attention for more 
than six or eight seconds. 

Everything we try to attend to behaves in 
just this way, because of what the psychologist 
calls the “rhythm of attention.” Our atten¬ 
tion is like a bird perching on a bough, which 
cannot remain for long at the same point but 
must hop about from point to point. 

Now certain kinds of things are particularly 
strong in attracting attention at these weak 
points in its rhythm. Such things, as moving 
objects, colors, changing things, persons, and 
new things have special attention power of this 
kind. 


“OLD MAN FRICTION” 

“No matter what kind of a car you drive, 
how many passengers it holds, or where or 
when you drive, there’s an extra passenger 
along with you,” says a garage man. 

It’s old man Friction. You can’t see him, 
but you can notice the effect of his sly, damag¬ 
ing tactics. He runs up your gasoline and re¬ 
pair bills and wears out your car a lot quicker 
as long as he has his own way. 

Friction must be eliminated by the use of 
a good lubricant, and I have found the graphite 
lubricants manufactured by the Dixon company 
most effective. The selected flake graphite in 
the grease forms an unusually long-wearing 
coating that keeps the metal contact surfaces 
from the rasping grind that wears away the 
parts. Graphite is especially good for cars 
used to traveling a hilly country.” 


PATRIOTISM ABOVE PROFITS 
Editor Hardware World : 

We believe now is the time when all mer¬ 
chants, both retail and wholesale, should put 
their patriotism above their profits and respect 
every ruling of the War Industry Board. 

We have for some time past been carrying 
on a educational campaign with the garage men 
and others interested in the automotive parts 
and equipment business in an effort to correct 
the small order evil, and while we have not re¬ 
linquished our efforts in this respect, we have 
very carefully weighed the importance of the 
problem which is confronting the Government 
now in the shortage of steel and have requested 
all of our customers to buy metal base products 
only in such quantities as will meet with their 
immediate requirements, and by no means to 
purchase futures of that character of goods at 
this time. 

More than ever we are urging our customers 
to exercise the greatest care in placing their 
orders, in order to eliminate to the very mini¬ 
mum the amount of returned goods. This is an 
item which adds very materially to the over¬ 
head cost of handling for both retailer and 
jobber, thereby reducing the margin of profit. 

We are also strongly urging and encourag¬ 
ing the “get your business nearer to a cash 
basis” idea, as recommended by the Economy 
Board of the Counsel of National Defense. All 
merchants, both retail and wholesale, must re¬ 
member that the first and great business of the 
nation today is the business of winning the 
war. The sooner this task is accomplished the 
sooner will we return to conditions somewhat 
resembling normal. 

Yours very truly, 

McCOY MOTOR SUPPLY CO. 

Los Angeles, CaL M. H. Whipple, Mgr. 


THE LANDS BEHIND THE LOAN 

No longer is security, interest or safety a 
question at issue in the subscription to Liberty 
Bonds. 

We have the Nation and its 250 billion dol¬ 
lars in resources as collateral. We know the 
interest rate of 4is substantial. We know 
they are as safe as safety itself. 

Above and beyond all else—it means back¬ 
ing the boys “over there.” 

So let the question be how much shall I 
subscribe to the Fourth Liberty Loanf 


Some advertisements read as if the writer 
had forgotten what he had to sell. 


Advertising is not a gamble; the fellow 
who tries to do business without it is taking 
all the chances. 
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TBAOE MARI 


Big firms noted for their buying efficiency are using Tung¬ 
sten plugs because they give longer and more efficient 
service, and while their first cost is higher they are cheaper 
in the long run. 

LIST OF LARGE TRUCK OWNERS USING 
TUNGSTENS FOR EQUIPMENT 

Chicago American Jewel Tea Company Carson, Pirie, Scott & Co. 

Chicago Tribune Chase & Sanborn Loos Wiles Biscuit Co. 

Sefton Mfg. Co. Swift & Company Cudahy Packing Co. 

Thos. Cusack Co Chicago Daily News ■ , . «. m n ■ t ll 

Mandel Bro.. Albert Pick 6c Co. ^cbby. McNe.ll 6c Ltbby 

Jas. S. Kirk & Co. Frank Parmelee Co. Chicago Telephone Co. 

Lyon & Healy Transfer Tobey Furniture Co. 

Continental Can Co. United States Cigar Chicago Motor Bus Co. 

Sulzer Bakery Stores Seipp Brewing Co. 

Arbuckle Bros. Brunswick-Balke- Diamond T Motor Car Co. 

Peoples Gas Company Collender Co. Armour Packing Co. 

Let us tell you more about Tungstens and the policy that 

will show you greater profits. 


'TuncsIen f 

MtAVY DUTY I 


TUNGSTEN MFG. COMPANY 

Marshalltown, Iowa 


Digitized by 


Googh 










98 


HARDWARE WORLD 


TIBE SUGGESTIONS TO TELL TOUR 
CUSTOMERS 

It is generally known among motorists that 
cord tires are built to withstand a great deal 
of wear and tear and even to take a large 
measure of undeserved punishment—and de¬ 
spite severe use, to deliver satisfactory service 
and mileage. But just as a big, robust man 
takes his good health as a matter of course and 
grows over confident and careless, cord tire 
users often abuse and neglect their tires be¬ 
cause they have been getting such good results 
with so little attention to them. 

But everything hag its limit of endurance— 
and cord tires along with other things. And 
while a motorist may misuse his tires and yet 
obtain a fairly satisfactory service from them, 
he obviously is not getting their full quota of 
inbuilt mileage. And in these days when, in 
the interest of economy and conservation every 
tire should be made to run out its last possible 
mile, the motorist who is wasting a portion of 
the life of his tires, is not doing his full duty. 

According to G. E. Brunner, fully 40 per 
cent of the new cord tires that have been sold 
by that company’s service stations in the last 
few months, to replace worn out cords, have 
replaced tires that went out of commission pre¬ 
maturely because of improper care and neglect. 
And almost invariably the untimely demise of 
the tire could be traced to the lack of proper 
air pressure. 

“ Because of the larger air capacity in cord 
tires and their greater flexibility and more 
durable construction, we have advocated infla¬ 
tion pressures for cord tires 10 per cent lower 
than for fabric tires,” says Mr. Brunner. “But 
motorists, encouraged by the good service re¬ 
ceived, have been revising our inflation sched¬ 
ules downward and becoming careless about 
proper inflation. A recent investigation which 
we made showed that many cord tire users were 
carrying only about half the recommended air 
pressure. And yet the great majority of these 
motorists were obtaining what to them was 
very satisfactory service. 

“But in these days, when every cubic foot 
of shipping space on our ocean liners is almost 
priceless, every pound of rubber should be 
made to do its full duty and every tire should 
be made to deliver its full measure of miles. 
Cord tires have a 10 per cent larger air capacity 
than the same size in fabric tires, so the factor 
of safety in air pressure for cord tires we place 
at 10 per cent. And whenever a motorist runs 
his tires at a less pressure than our recommen¬ 
dation, he pays for his greater ease of riding 
with a portion of the life of his tire. 

“The use of cord tires is increasing rapidly 
and will continue to do so, because of their 
easy riding qualities and the increased mileage 
they deliver. But sufficient attention must be 
paid to the maintenance of proper air pressures 


if they are to be permitted to run out their full 
life. The layers of rubber between the plies 
of cord are heavy—so heavy that the tires will 
hold up under a tremendous amount of punish¬ 
ment—but they have a limit, and whenever that 
limit is reached the motorist pays for his ex¬ 
perience with mileage that is lopped off his 
tires.” 


SHAKESPEARE ON CUTTING PRICES 

(Apologies to Hamlet) 

To cut, or not to cut—that is the question: 

Whether ’tis not better in the end 
To let the chap who knows not the worth 
Have the business at cut-throat prices, or 
To take up arms against his competition, 

And by opposing cut for cut, end it 
To cut—and by cutting put the other cutter 
out of business—’tis a consummation 
Devoutly to be wished. To cut—to slash! 

Perchance myself to get it in the neck— 

Aye, there’s the rub; for when one starts to 
meet 

The other fellow’s price, ’tis like as not 
He’s up against it good and hard. 

To cut and to slash is not to end the confusion 
And the many evils the trade is pestered with. 

Nay, nay, Pauline—’tis but the forerunner 
Of debt and mortgage such a course portends. 

’Tis well to get the price the goods are worth 
And not be bluffed into selling them for what 
So-and-So will sell his goods for. 

Price cutting doth appear unseemly 

And fit only for the man who knows not 
What his goods are worth, and who ere long, 

By stress of making vain comparison 
’Twixt bank account and liabilities, 

Will make his exit from the business. 


ALL COPYWRITERS SHOULD PASTE THIS 
ONE 

The advertiser should know as much as he 
may about the varieties of type. The following 
are few in common use. (Point System.) 

5 points Pearl .15 lines to inch 

5points Agate .14 lines to inch 

6 pointB Nonpareil .12 lines to inch 

7 points Minion .10 lines to inch 

8 points Brevier.9 lines to inch 

9 points Bourgeois .8 lines to inch 

10 points Long Primer.... 7 % lines to inch 

11 points Small Pica. 7 lines to inch 

12 points Pica . 0 lines to inch 

14 points English.5 lines to inch 

16 points Columbian.4% lines to inch 

18 points Gt. Primer.4 lines to inch 

A “point” is 1-72 of an inch. 

In laying-out a small ad it pays to count the 
letters comprising the copy; also the punctua¬ 
tion and spaces between words. This gives 
quantity of space required. Save time by study 
of the matter before it is “set up.” 
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A Response Nationwide Has Greeted 

The Uniform Tire 

Get Control of the Sales in Your Locality 

D istributors, dealers 

and motorists furnished 
the 25,349 answers on 
which the case of Miller 
Uniform Tires is conclusively 
proved. Hardware men fur¬ 
nished approximately 10 per 
cent of these answers. “Prom 
your own side of the counter’’ 
comes the endorsement of the 
Miller proposition to aggressive 
men who want to build a thriv¬ 
ing tire business that they can 
control. 

These vital facts and figures 
were procured in a nationwide 
survey of the experiences of tire 
dealers in nearly every state— 
not only dealers handling Miller Tires, but also men who sell the rival makes. 

These records show the sensational popularity of Miller Uniform Tires—and the reasons. 
They reveal the numerous advantages to the dealer who is granted this exclusive agency. 

Motorists who want Uniform Tires cannot distribute their trade among cut-price dealers— 
the Miller dealer gets it because he is the only man in his locality to whom we supply these tires. 




Miller Tires—Geared-to-the-Road—are Uniform 
Tires built to a championship standard. For we 
discovered that to build tires uniform the hand¬ 
work must be uniform. 


miller 


GEARED-TO-THE ROAD 
UNIFORM MILEAGE 


Tires 


Miller dealers form a crack organization. They 
are mostly men alive to the new day changes in the 
tire business and the auto-motive industry. They 
are men who are making steady gains by selling 
Miller Uniform Tires. 

Hardware dealers will be interested in the 
Miller plan. Write us for it at once. 

The Miller Rubber Company 

Dept. A-47, Akron, Ohio 


Mahers of Red and Gray Inner Tubes 
the Team-Mates of Uniform Tires 
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YKtiii 


IE®[L[ 


W OMEN know that Lyknu 
take* the hard work out of 
polishing furniture because this 
'‘one-cloth” polish makes unneces¬ 
sary the double work of going over 
the furniture again with a second 
cloth. 


YKNU 


T# Kw» y «r 

“Madw Lika New 

\*V looktotkr 

“Lyknu MbW 


^SK 5 


Note the full page Lyknu advertisement in the 
August 17 issue of the Saturday Evening Post 
and the full-page, hack-cover Lyknu adver¬ 
tisement in colors in the issue of September 14. 

LYKNU POLISH MANUFACTURING CO. 

PITTSBURGH. PA. 


They know that Lyknu cleans, 
polishes and dries at the same time — 
that it removes all accumulation of 
grease, oil, gum, and dirt, and 
brings out the first fine, lustrous 
finish the furniture had when bought 
—jutt like new. 


Stock the attractive Lyknu $8.SO 
assortment! Test Lyknu on your 
own furniture t Write for bottle 
of Lyknu sent prepaid to retailers 
free of charge. 




< 
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NOT OVER SIX MONTHS’ ADVANCE 
SUPPLY 

Editor Hardware World : 

It is our belief that retailers should not buy 
to cover their needs more than six months in 
advance. If some merchants load too heavy, it 
is going to mean that others will not have suf¬ 
ficient merchandise to sell, whereas if it is dis¬ 
tributed evenly, we believe there is going to be 
enough to go abound without any real short¬ 
age. Yours truly, 

TUNG8TEN MFG. CO. 

Marshalltown, Iowa. H. E. Woodward, 8ales Mgr. 

HIRING A SALESMAN WHO DOES NOT 
WORK TO BEST ADVANTAGE 

If you hired a salesman who did not make 
any sales, you would be losing money if you 
continued to pay his salary. How about your 
show windows f You are paying for the use of 
them, and if you are not making them sell goods 
for you, you are depriving your business of 
much of its profits. 

One of the arts of displaying merchandise 
in a window is to arrange it so that the display 
will get more than one glance from the passer¬ 
by. Out of all the windows that line up your 
business street, few, if any, are so made up that 
they will arrest a person’s attention. The av¬ 
erage store front is little more than keeping 
out snow and rain. Why not make your window 
different f Why not arrange it so it will attract 
the passers by? 

Window advertising has come to be recog¬ 
nized as one of the greatest profit producing 
forces for the retail merchant. Use it in your 
business to increase your accessory sales. It is 
the kind of advertising that reaches the public 
when it is in a receptive mood to buy. Many 
sales have been made because of a window dis¬ 
play that actually drew people into the store 
to buy. 

COLORADO CONVENTION 

The annual convention of the Mountain 
States Hardware and Implement Association 
will be held on the ninth floor of the Brown 
Palace Hotel, in Denver, Colorado, January 
21st, 22nd and 23rd. An exhibit will be held 
in connection. Owing to limited exhibiting 
space, exhibitors should apply for same at once. 

For further particulars address W. W. Mc¬ 
Allister, Boulder, Colorado. 

The Escondido Hardware Co., Escondido, Cal., re¬ 
port a very satisfactory season's trade, and see no rea¬ 
son why business should not continue to be very brisk 
with them throughout the year. 

The Huntington Beach Hardware Co., Huntington 
Beach, Cal., are erecting a new building, which will be 
occupied as soon as completed. 
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CHAIRMAN FEDERAL TRADE COMMIS¬ 
SION ADVISES BUSINESS MEN TO 
CONTINUE ADVERTISING 

A rumor persists that the Government or¬ 
dered a curtailment of advertising in period¬ 
icals. 

THIS IS NOT TRUE. We are privileged to 
quote the recent statement of Hon. W. B. 
Colver, chairman of the Federal Trade Com¬ 
mission, on this subject: 

“Discontinuance of even sharp curtailment 
of advertising because of temporary war con¬ 
ditions, would seem to imperil the most valuable 
asset that any business has—namely, its good 
will. 

“No more faulty logic can be found than 
that which would imperil a manufacturer or 
jobber to cease building for the future by means 
of advertising, simply because the output of his 
factory is, for the time being, restricted; or 
because diversion of his facilities to war work 
has operated to withhold his goods from accus¬ 
tomed markets. In modem business there can 
be no sufficient-unto-the-day policy. 

“In advertising the business man has built 
up the intangible or spiritual side of his busi¬ 
ness, if such it may be designated, as distinct 
from the material side. It is the spiritual side 
as represented by the good will that is slower of 
growth and that is the more seriously jeopar¬ 
dized by neglect—neglect which could take no 
more disastrous form than an interruption to 
advertising. 

“Good will, in my estimation, is far more 
valuable than the physical property with which 
it is linked. 

“The manufacturer who has converted his 
factory war work and has therefore inter¬ 
rupted the production of his original line, does 
not tear down and discard his expensive ma¬ 
chinery to save the insurance premiums or other 
similar expenses. It would be just as sensible 
for a manufacturer whose commercial integrity 
is founded upon advertising to abandon his 
advertising campaign in order to save the car¬ 
rying charge upon his greatest asset, good will. 

“They told me when I was a youngster that 
“even the Lord can’t make a two-year-old calf 
in a minute.’’ Big advertising spreads after 
the war will meet equally big spreads. 

“Business will bid for public attention and 
interest on a bull market. The purpose will be 
to put a punch in good-will which has gone 
flabby. The man who goes into that contest 
with a public attention and interest which he 
has never allowed to relax will go in with his 
good will trained to the minute. 

“He will win.” 


Advertising is teaching—and the more we 
teach the more we learn. 


BUSINESS GOOD AND OPTIMISTIC 
Editor Hardware World: 

As far as business and trade conditions for 
the first eight months of this year are con¬ 
cerned, they have been more than satisfactory. 
Not only the domestic business has been larger 
than usual, but the export business has shown 
a decided increase. 

As to the future, that is a matter of consid¬ 
erable moment to us at the present writing. 
In order to win the war the Government has 
found it necessary to place certain restrictions 
around the movement of certain lines, articles 
manufactured of steel and iron in particular, 
and how tight the lines will be drawn on the 
resale of this merchandise will determine very 
largely whether or not business in the future 
will be better or worse. 

We have recommended to our dealers that 
they stock as much staple merchandise as their 
financial condition will permit, bearing in mind 
the effect that the new draft will have, as well 
as the reduction in the number of cars which 
will be produced from now on. 

We are as optimistic as we possibly can be 
as to the future and realize that the one big 
job which must have preferred attention at the 
present time is winning the war. 

Very truly yours, 

CHAN8LOR & LYON COMPANY. 

San Francisco, Cal. J. M. Carpenter, 

Purchasing Agent. 


HAMP WILLIAMS DRAWS SALARY AS A 
FEDERAL OFFICIAL 

Hamp Williams, Hot Springs, Arkansas, is 
one of the biggest and busiest men in the South, 
one who is always in demand when anything 
needs to be done well, and was recently paid 
the amount of his salary in a lump sum for a 
year as Food Administrator of Arkansas. 

To properly commemorate the event a num¬ 
ber of Mr. Williams’ friends—among whom was 
Grover T. Owens, Food Administrator of 
Pulaski County, who, by the way, is secretary 
of the Arkansas Retail Hardware Association— 
arranged a banquet. Mr. Williams received the 
sum of $1.00 for his year’s services, but the 
work was so satisfactory he has been reap¬ 
pointed. 


It takes years of study and close observa¬ 
tion to know the tastes and requirements of 
the public. The man who keeps his eyes and 
ears open has the best chance for success. 


William G. Williamson, for nine years wholesale 
representative for the Nott-Atwater Co., and also in¬ 
terested in a retail business at Ilo, Idaho, passed away 
recently. He was a native of Ohio and went West 10 
years ago. He is survived by a wife, one son and two 
daughters. His friends were many, and he will be 
sadly missed by all who knew him. 
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The Actual Performance of 



Hand 

Made 



A true index to the value of a tire is found in repeat sales. When a car-owner dis¬ 
covers a good tire he re-orders and he enthusiastically tells his friends of the excess 
mileage and freedom from trouble that he is enjoying. 

Dealers find the demand increasing and they send in their orders to the distributor, 
who thus knows, beyond doubt, whether or not a tire is dependably, consistently good. 

We offered Star Band Made Tires to our trade and the volume of selling has entirely 
over-topped our expectations. We are more satisfied than ever that here is a product 
that we can heartily recommend to automobile owners and to the trade. 



Star Tires are hand-made of the highest 
grade materials it is possible to get. Star 
Tires have an extra ply of fabric; extra 
heavy pure rubber cushion extending clear 
to the beads; extra wide breaker strip; 
extra heavy sidewalls of toughened rubber; 
unusually thick , tough and resilient tread. 

This is the kind of tire car-owners want 
and we have an interesting exclusive 
proposition for dealers where Star 
Hand Made Tires are not now repre¬ 
sented. There are wholesale distribu¬ 
tors at all large points west of the 
Mississippi—if your distributor is not 
listed here, wire or write direct to 

The Star Rubber Co. 

1064 Crozier Street, Akron, Ohio 


MINNEAPOLIS 
Minneapolis Iron Store Co. 
OMAHA 

Lee-Coit-Andreesen Hardware Co. 
ABILENE, TEXAS 
J. M. Radford Co. 

PUEBLO, COLO. 

Holmes Hardware Co. 

SAN FRANCISCO 
Waterhouse & Lester Co. 
KANSAS CITY, MO. 
Fowler-Martin Tire & Repair Co. 
JOPLIN, MO. 

Star Tire Service Co. 

ENID. OKLA. 


STA R 


Enid Rubber Co. 
LOS ANGELES 
Waterhouse & Lester 
Co. 

OAKLAND 
Waterhouse & Lester 
Co. 

SEATTLE, WASH. 
Whiton Hardware Co. 
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A TRIO OP PROMINENT AUTO ACCESSORY 
MEN 

Reference was made in our issue a few 
months ago, of the establishment of the Motor 
Mercantile Company, of Salt Lake City, Utah, 
with a capital stock of $200,000, handling ex¬ 
clusively auto accessories, at wholesale only. 

A. D. McMullen, president of the institution, 
has long been identified with the trade of the 
Intermountain country, and enjoys a wide ac¬ 
quaintance, not only among manufacturers and 
dealers, but among garage and automobile 
owners. 

Actively associated with him, as director, is 
V. A. Culver. Mr. Culver is a native of Ne¬ 
braska, graduating from the University of 
Lincoln and entering the employ of the Stre- 
vell-Paterson Hardware Co., of Salt Lake City, 
with whom he was identified for many years. 
He severed his connection with them to be¬ 
come interested in the Motor Mercantile Com¬ 
pany. 

George G. Hansen, purchasing agent, is like¬ 
wise a successful accessory man, starting some 
14 or 15 years ago with the Pope Mfg. Company. 
He was connected with Chanslor & Lyon Co., 
of San Francisco, for eight years as buyer, re¬ 
signing his position to become purchasing agent 
for the Motor Mercantile Company. 

In every way the Motor Mercantile Company 
are one of the best equipped institutions of 
the kind in the West. 

Photo of building they occupy is shown here¬ 
with. 

Every convenience and facility is at hand 
for the economical handling and distribution 
of accessories. 


They have been accorded splendid support 
since their establishment, some months ago, and 
the outlook is most excellent for the future. 


There had been a railway collision near a 
country town in Virginia, and a shrewd lawyer 
had hurried from Richmond to the scene of 
the disaster. He noticed an old colored man 
with a badly injured head, and hurried up to 
him where he lay moaning on the ground. 

“How about damages?” began the lawyer. 

“G’way, boss, g’way,” he said. “I never 
hit de train. I never done sich a thing in all 
mah life, so help me Gawd! Yo’ can’t git no 
damages outen me.” 
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White busses bringing tourists down from the summit of Pikes Peak 


The most popular mountain climb in 
the United States 


T HE summit of Pikes Peak sees more visitors 
e&eh year than any other real mountain in 
the United States. With the aid of the cog¬ 
railway and automobiles, it is estimated that 44,000 
people reaeh the top. Each year more and more 
people are making the climb by motor car. Last 
year the Pikes Peak Automobile Company, which 
operates a fleet of White Motor busses up the 
mountain, carried 7000 people. 

To insure the safety of so many passengers up 
and down the steep grades of the moun¬ 
tain, it is of vital importance that the 
brakes on these motor busses shall be 
absolutely dependable. Even the slight¬ 
est slip might result in a most disastrous 
accident. 

How the tourists are protected 

Like so many other companies facing the 
same kind of problem, the manufacturers and 
the company operating these White busses 
hare standardized on Thermoid Brake Lining 
to protect the lives of their passengers. 

After thorough tests they decided that 
Thermoid gave long and more dependable 
service for three reasons: 

1st — Contains 40% more material and 
60% more labor than ordinary woven brake 
lining. This gives long wear. 


2nd — It is Orapnalised, a special exclusive process 
which enables Thermoid to resist moisture, oil and gasoline. 

Sfd — Thermoid is Hydraulic Compressed. It wears 
down slowly and can be used until cardboard thin. 

The brake lining that meets the exacting test of moun¬ 
tain roads is surely the brake lining for you to recom¬ 
mend. Thermoid will give your customers lasting satis* 


Thermoid Brake Inspection 
Chart 


new campaign to help your business 

This month we are starting our fall campaign to imprei 
on your customers the need of having their brakes reun< 
after the summer's wear. Tie up with this campaign ax 

inerAMA #.li _i_■ . _ ® 


I At speed of A car 
should 
stop in 

10 miles per hr. 

91 ft. 

15 . 

20.8 " 

20. 

37 " 

15 . 

58 " 

30. 

83.3 - 

35. 

104 " 

40. 

148 " 

50 .. 

231 " 


Will your car do this ? 


increase your fall relining business. 6 
Remember, every foot of Thermoid tha 

Ihermoid Rpbber company 

Factory and Main Office: Trenton, N. J. 

~ — Factory Branches 
N#w York Chicago San Prancisoo Detrot 

Los Angola* Philadelphia Pittsburgh Beaton 
London Turin Paris 

Canadian Distributors 

JThe Canadian Fairbanks-Marts Company, Limited 
— an-Sfc ■ Montreal 

Branches in all principal Canadian cities 



"Ker m of' 

^dRAULICCOMPREssed 


IOOV BRAKE LINING 



Makers of “Thermoid Crolida Compound Casings” and “Thermoid Hardy Universal Joints " 


Digitized by LjOOQle 













104 


HARDWARE WORLD 


RETAIL MERCHANTS FORTUNATE TO 
SECURE STOCK 

Editor Hardware World: 

The only class of goods sold by retail hard¬ 
ware merchants that we feel qualified to talk 
about with any degree of certainty is automo¬ 
bile tires and inner tubes. 

The policy to be followed by retail mer¬ 
chants in purchasing tires will be governed al¬ 
most entirely by the manufacturers, who can 
not definitely decide what their own policy 
will be until new instructions are received from 
the War Trade Board. If sufficient tires and 
tubes are available during the winter, retail 
merchants should stock early to the extent of 
th^ir conservative requirements during the 
spring. It now appears, however, that there 
will be no surplus stock available during the 
winter months, and that retail merchants will 
only be permitted to buy for their current re¬ 
quirements. 

It is our opinion that any retail merchant 
who can procure a full stock of staple goods of 
any kind during the war is indeed fortunate, 
for it is the history of all wars that goods are 
increasingly valuable during the progress of 
such wars and for a considerable period after 
peace has been declared. 

With the full knowledge of this principle, 
it is much easier for retail merchants to de¬ 
termine their policy in times of war than in 
times of peace, when the rise and fall of the 
market is quite uncertain. 

In brief, we believe that retail merchants 
should follow a policy of buying to the full 
extent of their anticipated requirements while 
the war is in progress and for about two years 
after peace has been declared. They should then 
reduce their stock to the lowest possible mini¬ 
mum in anticipation of a falling market and 
lower prices. 

Yours very truly, 

CENTURY-PLAINFIELD TIRE COMPANY, 
Plainfield, N. J. B. F. Wulff, Bales Mgr. 


WE’RE ORDERED OVER THE TOP 

“Storm the German trenches even unto the 
gates of the Kaiser’s palace with Fourth Lib¬ 
erty Bonds.” 

That’s the order we “behind the battleline” 
fighters have received. 

Shall we hesitate? Shall we delay? Shall 
we be half-hearted in our attempt? Shall we 
fail? 

No! A thousand times no! When we have 
those boys of ours depending for their very 
lives upon us! 

If that is your sentiment, too—forward and 
volunteer your subscription to any bank or the 
local Liberty Loan Committee. 


Taylor Instruments Co. 



Abiolutcly Correct Heat Regulation (or 

DRYERS, COOKERS. RETORTS 
WA TER SYSTEMS 

Are You Willing to Save Fuel? 

THBRMOMETERS. INDICATING I 

REGISTERING OR RECORDING 

PYROMETERS HYDROMETERS 
HYGROMETERS BAROMETERS 

Whatever Your Heat Problem, Consult Ua 

WOODARD, CLARKE & CO., Portland, Ore. 


The Kutner Goldstein Co. recently suffered 
a loss by fire of $250,000. The Kutner Gold¬ 
stein Co. are one of the largest retail distribu¬ 
tors on the Pacific Coast, handling a line of 
general merchandise, including hardware, au¬ 
tomobile accessories, paints, varnishes, imple¬ 
ments, they being large distributors of these 
products. 


A bin full of coal is much better than a 
might have been full bin. 


Old Timer—“ ’Twould be a bad thing for 
the town if Old Bill ever quit drinking.” 

Newcomer—“How’s that?” 

Old Timer—“Yep, there ain’t a more con¬ 
vincing talker anywhere than Old Bill and 
every time he gets drunk and sobered up again 
he gets somebody to sign the pledge—and the 
other fellow most always keeps his.” 



Advertising pays, but not in advance. 
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Plumbers Safety C hain 
T o S hips' Anchor Chain 


The Complete Chain Line 

Weldless, Electric W elded, Fire W elded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc 

BRIDGEPORT, CONN., U. S. A. 


San Francisco Office: 
714 St. Clair Building 


Chicago Office: 

529 West 12th Street 


Boston Office: 

107 Massachusetts Ave. 


In Canada — DOMINION CHAIN CO., Ltd., Niagara Falls, Ont 


HARDWARE WORLD 


: ▼largest Chain Manufacturers in the Wqrld^I 
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WHY CUT-PRICES ARE HURTFUL 

If we hope to increase our sales with the 
cut-price system, then we will find that the 
remedy is worse than the disease and the efforts 
are harder to counteract than were the causes 
that seemed to make them possible. Don’t go 
upon the idea that by cutting prices you are 
going to make your business grow. This is like 
cutting off the tree at the root and expecting 
it to continue to grow as it was previous to 
this operation. You are taking the life blood 
from your business, and we all know what the 
results of this operation means to the life of 
anything. 

* When business loses some of its accustomed 
vigor and the sales are less active, seek the real 
cause therefor, and then apply the remedy. It 
is a mistake to presume that you are going to 
stimulate sales to any great degree by the cut- 
price route. This is one of the pitfalls that 
every harness man should avoid. Business is 
not always going to be good. It is not always 
going to have that same life and hustle that you 
would like to see. But there is a way of stimu¬ 
lating this at times in a legitimate manner that 
can make your store a more popular place and 
at the same time insure you a profit. 

What Are Ton Doing to Arouse an Interest in 
Toor Business? 

What attempt are you making to seek the 
customers’ attention, and how are you drawing 
them to your store? If you never make more 
than a commonplace move, you can hardly 
hope for more than a like return for the amount 
of energy expended. First, you want to make 
everyone who enters your store feel that he has 
a friend in you. You want to win and retain 
his confidence. This can be best secured by 
fair dealing. No other plan will ever pay you. 

This begets confidence, and it goes a long 
way towards keeping the friends you have 
made. Then, to still make this a stronger ele¬ 
ment in your industry, have a one-price store. 
That is, do not seek to sell to one man at one 
price and to another at a different price. This 
is soon a matter that the public becomes aware 
of, and your name will not be improved thereby. 
The one-price house is the house that can give 
all customers the same fair treatment. There 
are no favorites and no specials to offer to the 
best customers in preference to the occasional 
one. 

Mark your merchandise in plain figures. Sus¬ 
tain the prices so as to insure you a fair profit. 
You cannot hope to progress with the cut-price 
system, and you will never succeed with this 
plan in mind. It is contrary to good ethics. 
If there are times when you feel that it is wise 
to have a clean-up sale, and in this way to dis¬ 
pose of some of your surplus stock or some of 
the stock that hns become shop-worn and that 
is becoming a burden, then make this a feature 


and mark it in plain figures in a way that will 
attract. The public will then know that you 
are making a special and will not look for cut- 
prices on other lines. 

Advertise Tour Stock 

Advertise your lines and make this feature 
a very striking one. You will find that it will 
be a paying one. Every retailer can afford 
and should advertise. It is one of the means 
whereby he can increase his sales. But in this 
form of publicity he should refrain from the 
cut-price idea. You get the name of a cut-price 
man, and you can never cater to the better 
class of trade. The people who are seeking the 
bargains are the ones who never come to buy 
others, except as an occasional want. They are 
not the kind of trade that will build up your 
business; and the small margin of profit that 
you can make in this way is not sufficient to 
insure you anything worth while. 

Be eager to show your merchandise. Be 
agreeable and be polite and be on the alert, and 
you will not have to offer cut prices as an in¬ 
ducement to increase your sales. Hie man who 
cuts prices is many times the man who feels 
that he must do this in order to retain his trade. 
He admits that his competitor is a better man 
than he, and the public often coincides with 
him in this view. How can he hope to compete 
with the live man who bases his arguments for 
sales on quality, salesmanship, fair dealing, and 
kindred helps? How can the public be given 
that same assurance that he, the cut-price man, 
is really on the square? 

Steer away from the cut-price idea. Hold 
aloof from the plan that will make you feel that 
business is builded with this as a real founda¬ 
tion for success. The only sure road to success 
lies with the honor method, and this can be had 
more easily with the maintaining of prices that 
will insure a fair percentage of profit on all 
sales. 


JUST AMERICAN 

Just today we chanced to meet— 
Down upon the crowded street; 
And I wonder whence he came, 
What was once his nation’s name. 

So I asked him, “Tell me true, 
Are you Pole or Russian Jew, 
English, Scotch, Italian, Russian, 
Belgian, Spanish, Swiss, Moravian, 
Dutch or Greek or Scandinavian.” 

Then he raised his head on high, 
As he gave me his reply, 

“What I was is naught to me, 

In this land of Liberty, 

In my soul as man to man, 

I am just American ” 
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EFFICIENCY 

Every Manufacturer in the World 

!lTh. ROW STRIVES TO PRODUCE AN ARTICLE THAT Tin ROSE 

IS MORE EFFICIENT 


TIRE 

PUMP EFFICIENCY 

Has Been Attained in 

The Rose Tire Pump 

You and Your Customers Cannot Alford to be 
Tho Effictart Pro* Without Them The Efficient Reap 

J. H. HANEY & CO., Manufacturers, Hastings, Neb. 

ROSE TIRE PUMPS ROSE GREASE GUNS ROSE FAN BELTS 




Lane's “Unique" Ratchet Wrench Sets 

The Original Wrench of This Type 



Ford Bet 

No experiment—No imitation. 

No stamped parts—No castings. 
All parts macnine-made from high- 
grade steel and case-hardened. 

The Ford Bet Contains: 

1 handle 7 in. in length. 

S Screwdriver bite 
1 Extension bar 7 in. in length. 

Bis sockets to fit all nuts and bolt heads en Ford car, 
including the cylinder head. 

Manufactured 
... only by 

180 NORTH DEARBORN STREET 



Standard Bet 

Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted. 

Standard 8et Contains 

1 Handle 7 in. in length. 

2 Screw-driver bits. 

7 Sockets to fit semi-finished hexagon nuts as follows: 
U. S. Standard Nuts from H to H in. 

A. L. A. M. Standard from 5-16 in. to 11-1C in. 

Cap screw heads from 5-16 to % in. 


WILL B. LANE 


CHICAGO, u. *. A. 
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BUSINESS GOOD AND EXCELLENT 
PROSPECTS 
Editor Hardware World: 

As to what we believe should be the policy 
of garages and retail merchants in making their 
purchases for the ensuing season ? 

Our advice to our trade is that they keep 
their assets in a liquid state; that they move 
merchandise rapidly; that they get cash from 
customer whenever possible; that they pay all 
bills promptly; that they take all cash discounts; 
that they ask for no credit extension; that in 
cases where they cannot avail themselves of 
cash discounts offered, to be willing to sign the 
seller’s 30-day trade acceptance. 

Quite generally, the garage and accessory 
retail trade.has put its business on a cash basis, 
going into effect September 1st; that is, cash 
with the consumer. This has been brought 
about largely through the instrumentality of 
the Automobile Trade Association, which is a 
flourishing organization of approximately 2600 
members. 

As to business and trade conditions, we can 
.only speak in this connection, of course, from 
our own experience, and our volume of business 
for the month just passed (August) shows a 
large increase as compared with August, 1917. 
It was one of the biggest months in the history 
of our concern. 

We are looking at the future from a con¬ 
servative standpoint—we are fully aware of the 
difficulties attending the obtaining of mer¬ 
chandise from Eastern manufacturers—and we 
also realize that the curtailment of production 
of new automobiles will have its effect on the 
general accessory line, and that there will be 
naturally some restriction in the use of present 
old automobiles; however, considering the very 
large number of automobiles that are being 
operated in California, and that unless pre¬ 
vented through government regulation, they 
will continue to operate these machines, there 
should be a sufficient volume of business result¬ 
ing from their operation to enable jobbers to 
maintain their business in a healthy condition, 
providing the output of automobile accessories 
is not seriously curtailed by government regu¬ 
lations. Yours very truly, 

WEINSTOCK-NICHOLS CO., 

H. J. Banta, Commercial Mgr. 

The F. G. Foster Co., Hoquiam, Wash., are exten¬ 
sively enlarging their business, particularly in the mill 
equipment line. 

The Foster Co., who are one of the large distribu¬ 
tors in the Northwest, recently purchased the Lamb 
Machine Co. *s stock of mill supplies, the latter company 
in its store in the Foster Co. building, carried a large 
stock of mill supplies, including beltings, pulleys, shaft¬ 
ing, bearings, hangers and other classes of supplies, but 
they are now retiring from the field, and the Foster 
Co. will add this stock to their present line, and will 
occupy the entire building. 

Tney are improving their store and warehouse fa¬ 
cilities, which will give them the opportunity of carry¬ 
ing an even larger stock than heretofore. 


HARDWARE MEN ACTIVE IN LIBERTY 
LOAN CAMPAIGN 

Reports reach us from all over the country 
of the time, effort and money that is being 
expended by patriotic hardware men who are 
devoting all their time to help put over the 
Fourth Liberty Loan Campaign. 

Our nation is beginning to wake up to the 
fact that there wouldn’t be any business or 
anything else after the war if Germany is suc¬ 
cessful, and the principal thing now is to win 
the war. 

There must be no half-hearted measures; 
everyone must put their shoulder to the wheel 
and do their utmost, not their bit, but their 
best. 

Reports from various hardware institutions 
and associations tell of the work being done. 

Typical, however, of the enthusiasm that is 
being shown is the way in which the hardware 
interests of Los Angeles have been organized. 

We don’t single out Los Angeles because it 
is doing more than any other city, but we cite 
it merely as an instance, as typical of what is 
being done in the far West, for Los Angeles is 
about as remote from Washington, D. C., as any 
place, yet there are big, red-blooded, patriotic 
Americans there, who know this must have 
precedence over everything else. 

Don Stanbery, sales manager Union Hard¬ 
ware & Metal Co., is sub-chairman of the hard¬ 
ware and kindred lines committee, and he is be¬ 
ing assisted and has as his co-workers Louis 
Culver, sales manager of the California Hard¬ 
ware Co.; Paul Judson, of the Ducommon Hard¬ 
ware Co.; Walter Callahan and James Belt, of 
the Dressier Hardware Co. 

There is active rivalry going on there among 
the different industries as to which committee 
shall have the best standing, and the hardware 
committee are determined that they shall be 
among the very first, if not at the top. 


Insure a 100% subscription among your em¬ 
ployes for the Fourth Liberty Loan. 


Hardware Merchants 

whoi Have'sold 



are.insisting upon Diamonds for, 
1919 -Ask your Hardware Jobber, 
for his Diamond proposition Now 
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The New SN/EHjAdDV Military Daylos 

It Is safe to predict an enormous demand for this new number, particularly among men In the service 
and their friends and relatives, to say nothing of the demand that will come from civilians in every walk 
of life who are bound to recognize in the military Daylo a light of the broadest possible utility for use 
indoors and out. 

raox ait jobbeb nr daylo matbbxal nr thb ubttbd states abb oababa 



ATTENTION—MR. JOBBER 

WE SELL TO JOBBERS EXCLUSIVELY 
PROTEX LINE PROTECTS YOU ALWAYS 


The completeness of the Protex Products have been 
adopted by America’s wholesale hardware jobbers as 
the biggest profit builder ever produced in motor 
history. 


Manufacturers of the famous Protex Automobile 
Bumpers which fit 95% of cars now on the market. 



Other Protex Products 


Tire Removers 
Tire Gauges 
Tire Holders 
Fire Extinguishers 
Oil and Grease Guns 
Triple Socket Wrenches 


Combination Wrenches 


Connecting Rod Wrenches 
Double End Spark Plug 
Wrenches 

Piston Ring Compr e sso r s 
Breather and Oil Fillers 
Tire Pumps 


Send for Our Catalog THE LIFE SAVING LINE 

Protex Manufacturing Co. 

13-15-17 N. Jefferson Street ... Chicago, Illinois 
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CONDUCT BUSINESS ON CONSERVATIVE 
LINES 

Editor Hardware World: 

We do not believe any of the garage men 
or dealers in this territory, or any place else, 
understand just the situation, as viewed from 
the government standpoint as to how essential 
their business is for the conduct of the war, 
and apparently none of us are able to get at 
the bottom of this situation and find out if our 
business is essential. 

We believe, however, that the average 
garage man will be conservative and will go 
ahead with his business along conservative lines, 
laying his plans for the future. There will be 
much repair work to be done in keeping up the 
trucks and motor vehicles now in service, re¬ 
gardless of the production of new cars for next 
year. 

It is too early to predict what the situation 
will be for 1919. 

Yours very truly, 

ARCHER ft WIGGINS CO., 

E. R. Wiggins. 


BRAKE LINING YOU CAN RECOMMEND 

The announcement of the Thermoid Rubber 
Co. in our issues each month are always inter¬ 
esting and instructive. 

Aside from calling attention to the merits 
of the Thermoid Hydraulic Compressed 100% 
Brake Lining, they always give information that 
is of value, as well as interesting and in¬ 
structive. 

Taken in connection with their publicity 
campaign and co-operation methods, their prod¬ 
ucts are all the more valuable for a merchant 
to sell. 

This month they call attention to the fact 
that the Pike’s Peak Automobile Co., which op¬ 
erates a fleet of motor busses up the mountain, 
carrying 7000 people each season, uses Thermoid 
Hydraulic Compressed Brake Lining exclu¬ 
sively. 

This in iteslf is evidenec of the merit of this 
brake lining on roads where it is absolutely es¬ 
sential that safety first should be paramount. 


Little Betty, just initiated in the first teach¬ 
ings of the Sunday School, has displayed special 
interest in a future life. 

“Mother, will I go to heaven when I die?” 

“Yes, if you are good.” 

“Will my dog go, too?” 

“No, because dogs have no souls.” 

A pause; then, eagerly, “Well, will our 
cow go?” 

“No, animals have no souls.” 

“Oh, then well have to go to hell for our 
milk.” 


THE JOYS OF A CHANGEABLE MAN 

Mark Twain’s brother Orion was a peren¬ 
nially hopeful, but always unsuccessful man. 
That is, he was unsuccessful from the stand¬ 
point of a steady man who finishes whatever 
he starts. Orion started many things. EDe 
seldom finished anything. The straight and 
narrow path of the average man was not for 
him. He liked to roam all over the lot. 

His escapades cost Mark Twain much money. 
At first Mark tried to argue with him and show 
him the errors of his way. But after many 
years he gave the idea of reforming Orion up 
as a bad job and wrote him this letter: 

You see I have an ineradicable faith in your un- 
steadfastness—but mind you, I didn’t invent that 
faith, you conferred it on me yourself. But fire awayl 
I don’t see why a changeable man shouldn’t get as 
much enjoyment out of his changes and transforma¬ 
tions and transfigurations as a steadfast man gets out 
of standing still and pegging at the same old monot¬ 
onous thing all the time. That is to say. I don’t see 
why a kaleidoscope shouldn’t enjoy itself as much as 
a telescope, nor a grindstone have as good a time as a 
whetstone, nor a barometer as good a time as a yard¬ 
stick. I don’t feel like girding at you any more about 
fickleness of purpose, because I recognize and realize 
at last that it is incurable, but before I learned to 
accept this truth, each new weekly project of yours 
possessed the power of throwing me into the most ex¬ 
hausting and helpless convulsions of profanity. But 
fire away, now! Your magic has lost its might. I 
am able to view your inspirations dispassionately and 
judicially now, and say “This one or that one or the 
other one is not up to your average flight, or is above 
it, or below it. 

It is hard to judge men. Men who seem 
to be breaking all the laws of success sometimes 
have more happiness than those who are obed¬ 
ient to those laws—or to the laws that the 
majority of men call the laws of success. Yes, 
it is hard to judge. 


“WE ARE HAVING EXCELLENT SUCCESS 
WITH THE SALE OF DIXON’S AUTO¬ 
MOBILE LUBRICANTS” 

So writes the Coeur d’Alene Hardware ft Foundry 
Co., Wallace, Idaho, and it is with pleasure we repro¬ 
duce below the balance of the letter: 

“We take pleasure in announcing that we are 
having excellent success with the sale of “Graphite 
Products’’ as manufactured by the Joseph Dixon 
Crucible Company, Jersey City, N. J., and especially 
the sale of graphite greases for automobiles. 

“Last year was the second year that we han¬ 
dled this commodity, and since our sales were four 
times what they were during the -first year ? and we 
have sold as much this year already as we did during 
the entire year of 1917, we are thoroughly convinced 
that this product has an exceptional merit, for the 
reason that aU of our preferred customers are speci¬ 
fying the Dixon Greases and do not hesitate to advise 
us that it is the best product which they have ever 
used for this purpose.” 

That other dealers have had the same success is 
borne out by letters received from them and which will 
be published from time to time. 


Ford ft Sanborn Co., Salinas, Cal., advise us they are 
retiring from business. 
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Simplicity That Assures 
Strength and Accuracy 

T HE accompanying illustration shows 
the absence of complicated mechanism 
and emphasizes the simple sturdiness 
of the operating parts in the 

< @kb^ Brqwn Speedometer 

It will be noted that the parts are few, big 
and strong. They are made to wear long 
and stand up under the hardest jolts and 
the most severe, continuous usage. 

The centrifugal governor in the Corbin-Brown 
has four balance weights, so sensitive that they 
respond to the slightest variation in speed. This 
centrifugal principle is the same as that applied 
to the control of engines. It insures absolute 
regularity of revolution. 
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“Most Ford owners 
will renew the trans¬ 
mission linings them¬ 
selves. This package 
is just what they 
need.” 


Universal Transmission 


i 

iiirciaai liaiiaiuiaaiuii ■ 

Lining for Ford Cars j 

That Package contains the three proper 
lengths, in exactly the right width and thick¬ 
ness for the Ford Transmission—and all rivets 
required, ready for use. 

Show it to most any Ford owner whose 
transmission needs replacing and he’ll quickly 
see the advantage of doing this easy job 
himself—instead of paying high rates per hour. 


The quality of Universal Lining is univers¬ 
ally admitted. Made by the makers of the 
celebrated ‘‘S-M-C * * Asbestos Brake Lining— 
is compactly woven—grips like a bull-dog. 
Treated with the improved Universal com¬ 
pound which makes it more water-proof, more 
oil-proof and more slip-proof than any other 
cotton lining. Absolutely chatterless, as 
quick as it is quiet—dependable always. 


In any mechanism, simplicity, strength, and 
reliability always go together. That is why you 
find all of these qualities so strongly featured 
in the Corbin-Brown speedometer. 

Ask your dealer about the Corbin-Brown 
Maximum Speed Hand and be sure to 
specify it. This extra feature registers 
your highest speed and remains at that 
point until reset to zero, which can be 
done in an instant. 

Catalog on Bequest. 

CORBIN SCREW CORPORATION 

American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 


As easy to seU as a package of 
tacks—and far more profitable. 


Write today for our quantity prices to the 
Hardware Trade on Universal Sets and on 
brake and transmission linings in rolls. 


STAYBESTOS MFG. CO. 


I 



The “Modern” Factory# 
equipped to make all 
types of brake lining 
and all widths up 
to six inches. 

5547 I#ena St., 
Philadelphia, 

Pa. 


SJ.25 

COMPLETE 
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Among the attractive establishments of the far West, none surpass that of the Cass-Smurr-Damerel Company, 
of Los Angeles. 

Their establishment always presents an attractive and inviting appearance and they are large distributors 
for everything in hardware, household furnishing of every description, auto accessories, etc. 

Prominently located, on the busiest retail street of their city, they utilize to excellent advantage their 
sales windows in all war activity lines, boosting the sale of War Saving Stamps, Liberty Loans, Bed Cross, 
etc., their windows have excellent sale value in supporting the activities of the Government. " 

Here is a recent window trim made by Jack Holt, who has charge of their windows. 

They have been located in their present location for over twenty years, and have an enviable reputation* 
They carry only standard lines, and in addition to the lines mentioned they manufacture the Cass Gas Fur¬ 
nace and the Hoyt Automatic Water Heater. 


Business is excellent and they have no complaint 


HOME GROWN 

(A verse used by a Western dealer in a catalog-house 
community.) 

You don't plant oats upon a hill 
A hundred miles away, 

And somewhere else your corn to drill 
You know would never pay. 

You plant AT HOME to get the yield 
Whatever crops are grown, 

For planting in some other field 
Will never help your own. 

And it’s the same with dollars, 

For dollars, too, are seed; 

The CASH TODAY YOU SEND AWAY 
Tomorrow you will need. 

Don’t send your cash afar to roam, 

But, wiser, learn to sow, 

JUST PLANT YOUR DOLLARS HERE AT 
HOME, 

And watch your dollars grow. 


If ever you reach the point in business where 
you do not have to advertise, somebody else 
will own the business. 


as to the outlook. 


THOSE CLERKS OF BROWN’S 

Brown’8 clerks?—the only thing they draw 
Is steady, reg’lar wages; 

They never study human books— 

Turn interestin’ pages! 

They never smile, nor think, nor say 
In hearty tones, “Good morning!” 

They seem so sour you sometimes wish 
They’d been delayed a-boming! 

The sun may shine upon the street, 

In store ’tis always cloudy— 

0 dark and dingy is the store 

Where no man smiles; says, “Howdy!” 

Poor Brown keeps clerks and goods alike, 
For no man cares for either; 

The sheriff’s inning soon will come, 

Then Brown—he will have neither! 


When a customer comes to you, you, for 
the time being, represent the entire establish¬ 
ment. Public opinion of a business place is 
usually the reflection of treatment received at 
the hands of the employes. 
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Are You 
Selling KING 
PADLOCKS? 


They are excellent 
sellers, offering at¬ 
tractive profits for 
yon. 

Exceptionally at¬ 
tractive and strong- 
. „.. A . v _ built, being made 

from solid bronze casting bored out to receive mechanism. 

17 to 81 tumblers form the locking hold. All 
tumblers are controlled by one spring, making the 
mechanism most simple. 

THE KING LOOK works under the most rigid teste. 
If you want to add a padlock to your line which 
needs no apology but which will sell readily and net 
you a nice profit, THE KING PADLOCK MERITS 
CONSIDERATION. 

KING LOCK COMPANY - 319 West Ohio Street, Chicago 


£ u Arfcrrteed 

u Pen Circuit WorK 


F Or IgnitiO 

^ or*™ 

HloU A ^ 


Service— 

that is what the user re¬ 
quires of an ignition 


i\cu jcai 

Dry Battery 


MILBRADT MANUFACTURING COMPANY 

2410-12 North Tenth Street* St. Louis. 


“THE GUARANTEE PROTECTS YOU” 
AGAINST YOUR NOT GETTING SERVICE 


Ask Your Dealer 


Mashattas Electrical Supply Co., Inc. 

New York Chicago St. Louis 

17 Park Place 114 S. Wells St. 1106 Pine St. 

604 Mission St. San Francisco 
Factories: Jersey City, N. J.; Ravenna, Ohio; 
St. Louis, Mo. 


Fully illustrated catalog will be 
sent on request. 


By Using 

Milbradt Rolling Step Lad¬ 
ders you can utilize space, 
that may now be vacant, 
to good advantage and 
greatly improve your fa¬ 
cilities for handling stock. 
You also save the wear 
and tear on fixtures and 
goods, as well as help the 
appearance of your store. 
The manufacture of Roll¬ 
ing Step Ladders is our 
special business. We make 
them in many styles, suit¬ 
able for all kinds of stores and shelf ar¬ 
rangement. 


SATISFY 


Your Customers 


Dixon’s Solid Belt Dressing 

sells itself after the first trial. It has to 
be good to come up to the Dixon standard 
of quality. Repeat orders follow naturally. 

How is your stock ¥ 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Company 

Established 1827 
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BOSTON VARNISH COMPANY HOLDS 
ENTHUSIASTIC SALES CONVENTION 

August sixth, seventh, eighth and ninth, nineteen 
eighteen, will go down in the calendar of the Boston 
Varnish Company as the most smooth flowing, joyful, 
high gloss red letter days in the Company's history 
for their sales convention which took place on the 
above dates. 

In the memory of the oldest salesman present never 
was a convention so saturated with “pep” and ginger, 
never was an organization more fired with good old 
fashioned enthusiasm from the president, James B. Lord 
right down to the latest recruit in the force. 

The forenoon of the first day was devoted to a 
reception at the factory, which, as one of the new 
men observed, “made you feel that you just could¬ 
n't do enough to deserve a greeting like that.” A 
thorough inspection of the factory followed which 
opened the eyes of those who had not seen the new 
addition to the plant with its light, clean atmosphere 
and every kind of labor and time-saving device. 

All were then taken to the finishing department 
where wore exhibited the finished results of every 
Kyanize Product and all had an opportunity to dem¬ 
onstrate the qualities of the whole Kyanize line. 

New products were introduced which are to be 
offered to the trade during the coming year, their 
advantages were shown for the benefit of old and new 
salesmen alike. 

After lunch the convention was opened by Mr. 
Lord with a stirring address in which he outlined its 
purposes, while W. A. Putnam, Vice President, in 
response to the subject “Our Objectives” forcefully 
brought out the ideals of the Company with their bear¬ 
ing on its future growth. 

Mr. H. A. Hall, treasurer, reviewing events of the 
past year showed, that the Boston Varnish organization 
is fully capable of surmounting the difficulties and 
abnormal conditions due to the strenuous war time 
activities. A note of patriotism prevailed during the 
whole convention, when Mr. Hall referred reverently to 
the Boston Varnish boys who are now “Over There.” 

On the subject of “Co-operation with the Adver¬ 
tising Department,” Mr. C. A. Dana Redmond, Adver¬ 
tising Manager, laid stress on the fact that service, 
co-operative service on the part of the Boston Varnish 


Company with its salesmen, its jobbers, its dealers 
and the consumer who uses the goods is one of the 
most powerful factors in building and sustaining the 
great volume of business that the concern has enjoyed. 
The policy for the coming year, Mr. Redmond stated, 
was to be more liberal than ever, the advertising more 
extensive, the direct help to dealers more intensive. 

A. E. Carroll had a few words to say about credits 
and brought out the points of the Boston Varnish Com¬ 
pany's method of avoiding all collection difficulties. 
His statement that a poor account is practically 
unknown among Kyanize dealers, because of the efforts 
of the sales force in educating the agents on this point, 
was received with enthusiasm. 

The first day's session was brought to a close by 
the talks of C. O. Rouse, J. F. Hughes and H. H. 
Little, Boston Varnish salesmen whose work with job¬ 
bers' men has been highly successful. Their methods 
of working, while radically different, had for their 
foundation that close co-operation which distinguishes 
every business transaction of the Boston Varnish Com¬ 
pany. And so each day was well spent with helpful 
work and suggestions. 

The last day the men were assembled in convention, 
was a full day of business. At the factory, bright and 
early, practical work was done by the salesmen them¬ 
selves, the possibilities of each Kyanize Product were 
learned by each man at first hand. 

The Exclusive Agency Plan, the Can and Brush 
Proposition, Mail Advertising and Follow-up were 
dissected in detail by Messrs. Johnston, Ward, C. H. 
Hall and Meken respectively, while the most effective 
method of aiding the jobber in keeping his stock 
clean was admirably explained by Mr. Barkley. 

Everyone agreed it was the most successful and 
enthusiastic sales convention ever held by the Boston 
Varnish Company, which is a statement that argues 
well for the sale of Kyanize Products during the com¬ 
ing year. 

As a climax, the banquet at the Boston City Club 
on Thursday evening was all such a concluding dinner 
should be. For real unadulterated snap and ginger, 
for eloquent speeches and good songs sung with a will 
and for an excellent dinner that well upheld the fame 
of the Hub as a center of hospitality, that banquet 
could not be surpassed. 
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Royal indices the world a 
cleaner place to work, in 


High saturation! 


TWELVE GRADES 


Measure the goodness of a wiping waste by its 
absorbency. 

It isn’t an accident that a handful of Royal Cotton 
Waste absorbs grease, oil and dirt quickly—that it can 
be turned inside out to absorb more—and more—and 
more. 

It isn’t by chance that Royal always runs true to form— 
that your selected grade always does what is expected 
of it. 

Standardization! 

Royal is guaranteed for uniform quality, 6% “tare” 
(wrappings), even weight. 

Royal costs no more by the pound—infinitely less by 
the year. 


Each best for a special 
need of service and price 

SIX WHITE . SIX COLORED 


Baron 

King 

Count 

Marquis 

Czar 

Mikado 

Duke 

Prince 

Earl 

Rajah 

Emperor 

Sultan 


By following up the unusual 
Royal Magazine campaign you 
will be the gainer. 



Write on your letterhead for the big little book—“Producing 
the Fittest in Waste.” Ask your jobber or us for Royal 
Sampling Catalogue and for samples of Royal Wool Waste. 


ROYAL .MANUFACTURING G? 


General Sales Offices and Plant 
RAHWAY, N. J. 

Look for the Brand on Each Steel Band 


New York Office—2 Rector Street 
St. Louis Office—Pontiac Bldg. 

Chicago Office—People’s Gas Bldg. 
Pittsburgh Office—Oliver Bldg. 

San Francisco Office—Wells Fargo Bid. 
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CONSERVATION IN MANUFACTURING 
DROP-FORGED WRENCHES 

At a meeting of most of the drop-forged 
wrench manufacturers of the country, held at 
Buffalo, on August 7th, very material reductions 
of sizes, styles and finishes of drop-forged 
wrenches were agreed upon for the purpose of 
furthering the government’s conservation pol¬ 
icy during the period of the war. 

The drop-forged wrench makers have arranged to 
discontinue immediately the manufacture of regular 
finished wrenches, which will release a great deal of 
polishing and lacquering labor, reduce the necessary 
bins by one-third and effect a very great conservation. 
Possibly the manufacture of the 1 4 semi-finished ’ 1 
wrench, as such, may later be eliminated also; if so, 
there would be furnished in its stead a 4 4 war-finished 1 ’ 
condition, which would be its equal in efficiency, but 
slightly different in appearance. It was further de¬ 
cided to purchase no more envelopes and no more 
boxes for packing except the few paper boxes neces¬ 
sary when furnishing wrenches in sets. All wooden 
boxes and all sample and display boards for adver¬ 
tising and sales purposes were eliminated. 

The list of wrenches discontinued is as follows: 

All so-called Heavy Cap Screw Wrenches, including 
all millings from those blanks. 

All 22% degree Angle or Textile Wrenches, includ¬ 
ing all millings from that line of blanks, 

All Concave 44 S” Wrenches. 

All Machine Wrenches. 

All Long Flat Handle Wrenches. 

All Double Head Socket Wrenches. 

All Miscellaneous Wrenches not mentioned in the 
next paragraph. 

The lines retained as necessary are: Engineers’ 
Wrenches, Check Nut Wrenches, Light Cap Screw 
Wrenches, Hexagon Box Wrenches, Square Box 
Wrenches, Flat Handle 44 S” Wrenches, Set Screw 
Wrenches, Tool Post Wrenches, Single Head Socket 
Wrenches, Spanner Wrenches, Construction Wrenches, 
Structural Wrenches, Round Handle Track Wrenches, 
Car Wrenches and Light Service Wrenches, all of which 
have useful functions to such an extent as to make 
their elimination doubtful from the viewpoint of con¬ 
servation. 

Until the exhaustion of the present stock, all orders 
received for regular 44 Finished'' Wrenches or for any 
of the above lines, will be filled as specified. There¬ 
after for discontinued lines there will be supplied 
wrenches of the nearest designs having the same open¬ 
ings and the 4 4 semi-finished” condition will be sup¬ 
plied where regular 44 finished” has been ordered. 

No action was taken on wrench sets, as such, ex¬ 
cept, of course, those sets containing 44 discontinued” 
wrenches. 44 Discontinued” wrenches will not be fur¬ 
nished in sets or otherwise after the present stock is 
exhausted. 


AT LEAST TWO LIBERTY BONDS IN 
EVERY FAMILY 

Don’t bunch your Liberty Bond subscrip¬ 
tions in the name of one person. Divide your 
quota up so that at least the names of two 
members of your family will go on the honor 
roll of Fourth Liberty Loan subscribers. 

Thus you will increase the honor of your 
family, your city, your county and your state 
in the eyes of our Nation and our boys “over 
there.” 

Let every woman, as well as every man, 
be a Fourth Liberty Bond owner. 


PURCHASE McGOWAN BROS. HARDWARE 
CO., OF SPOKANE 

Announcement is made that the McGowan 
Bros. Hardware Co. has sold its business at 
Spokane, Washington, to the Hotter Hardware 
Co., Helena, Montana. It is expected that the 
stock will inventory from $100,000 to $150,000. 

The Holter Hardware Co. will continue to 
operate the business. They are one of the larg¬ 
est institutions in the Northwest, and are a 
pioneer institution of excellent standing and 
character, and of progressive business ideas. 

The Hill Hardware Co., Prescott, Arizona, 
are increasing their store facilities and improv¬ 
ing the appearance of their show window front¬ 
age. They report a good business. 

The Blythe Mercantile Co., Blythe, Cal., have 
taken over the interest of Hale & Canonero Co., 
who have been operating a general store at Fer- 
tilla. J. W. Thomas is temporarily in charge. 


HARDWARE MANUFACTURERS’ AND 
JOBBERS’ CONVENTION 

The annual convention of the National Hard¬ 
ware Association and the American Hardware 
Manufacturers’ Association will be held at At¬ 
lantic City, New Jersey, October 23, 24, 25,1918. 

In many respects this will be the most im¬ 
portant meeting the associations have ever held. 

Every manufacturer and jobber is alive to 
the conditions confronting the trade today, and 
there will be no better opportunity of getting 
first hand information than at this convention. 

The attendance promises to be unusually 
large, and as usual every facility has been ar¬ 
ranged for the comfort and convenience of 
those attending. 


When a man talks to himself he is usually 
more eloquent than interesting. 


FOB SALE 

All or part of an established hardware business, 
located in best town in South West Texas. 

Best reasons for selling. Long lease on building. 
Address 44 C. n. 8.” c/o Hardware World. 


FOB SALE. 

Clean, well balanced stock of hardware and imple¬ 
ments in Idaho town. Center of sheep and mining 
country. Richest county in state and growing rapidly. 
Will invoice about $17,000 and $60,000 business last 
year. Good reasons for selling and terms to right per¬ 
son. UnuBual opportunity. No agents. 4 4 8. I.,” care 
Hardware World. 


AN A1 OPPORTUNITY. 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock wiU invoice about $8000. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell ft Son, Colusa, California. 
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AUTOMOBILE 

ACCESSORIES 

If yon handle Auto Accesso¬ 
ries, Motorcycle and Bicycle 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. Tou should have 
our catalog as a reference. 
Write for it. It will mean 
big business to you. Our 
motto — “If it’s kin to an 
auto it’s related to us.” 

MOTOR OAR SUPPLY 00. 
1451-53-55 Michigan Are., 
Chicago 



“OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR—FRU 
FROM OIL 

Five different sises of com¬ 
pressor, 125 different com¬ 
binations of outfits. In 
stock at moat jobbers. 
Price is right. A result of 
25 years* experience in 
compressor manufacturing. 
Sena for Bulletin 0-5. 

Csrtis Pme. Mcfcy- Cs. 

1612 Klenlen Av., St. Louis 
680-L Hudson Term., N. Y. 


“BABY” 


Trade Mark Reg. U. 8. Pat. Off. 



Hammerless Revolvers 

In Big Demand 

BECAUSE 

It appeals to man, woman and youth. 

It appeals especially to motorists. 

It can be carried in vest pocket. 

It is a handy weapon. 

It is well made and guaranteed. 

It will do the work as intended. 

It completes your line of revolvers. 

Fits snugly in the vest pocket. Can be instantly 
aimed and fired by an apparently instinctive 
movement. 

Specification: 6 ehot, .22 cal. Rim Firm 
— All Interchangeable Parte — Poeltioe 
Fire—Hoe New Unbreakable One-Piece 
Main and Trigger Spring — Made In 
Nickel or Blued, Rubber or Pearl Stocks 
Weight, 6 Ouncee 

Also Manufacturer of the “HEXALL” 
Hatchet and Socket Wrenches 

A*k Your Jobber or Write 

McDonald & linforth, 

Pacific Coast Representatives, 

739 Call Building, San Francisco, Cal. 

R. F. SEDGLEY, Manufacturer 

2311-13 N. 16th St., Philadelphia, Pa. 
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MERCHANTS SHOULD ANTICIPATE 
FUTURE BUSINESS 

Editor Hardware World : 

Babson’s Statistical Organization, in a re¬ 
cent report, repeats the contents of their Jan¬ 
uary Barometer Letter bearing upon the three 
distinct periods which were to be expected in 
business during 1918. Babson’s says that busi¬ 
ness is now merging into the second period as 
follows: 

4 4 The second period will come when the ex¬ 
isting stocks of goods become exhausted. Within 
a few months from now merchants will be 
scrambling to get standard goods which they are 
now trying to unload. The same will be true 
of manufacturers who are depending upon ac¬ 
cumulated supplies of materials to keep in op¬ 
eration. The chief problem in this second period 
will be in getting goods, rather than selling 
them. Barring an early peace, this is likely to 
be the situation during the latter half of 1918 .’ 9 

The new draft law will serve to enhance the 
purchasing power of mechanics engaged in es¬ 
sential industries, as most of them are, or will 
be, and in view of this fact and of the quotation 
above, it seems only good business for merchants 
to anticipate fall business and to order goods 
now to care for the demand later, up to the 
limit of good financing. 

The best safeguard against a falling off 
in business in later months or years is the stor¬ 
ing up of profit and resources now. 

You cannot do this unless you have the goods 
to sell and you cannot have goods to sell this 
fall and winter unless you order them now. 

Those retailers who depend upon immediate 
shipments of orders placed in November and 
early in December for the Christmas trade, will 
not get the goods. 

Anticipate your needs, higher prices and 
winter transportation delays, by ordering your 
fall stock. Yours very truly, 

“UNION” TOOL CHEST COMPANY, INC., 

G. H. Miller, Sales Mgr. 


BAD LUCK 

4 ‘Why are you here?” asked the visitor at 
a prison, addressing one of the prisoners. 

44 I’m a victim of the number 13,” said the 
prisoner. 

44 Why, how is that?” 

44 Twelve jurors and a judge, sir.” 


It is folly to advertise to a man until you 
know him. 


There are times when the still, small voice 
of conscience seems tongue-tied. 


When you have more work than your two 
hands can do, put your head into the job. 


SHOULD BEGIN NOW TO PREPARE FOR 
AFTER THE WAR 
Editor Hardware World : 

As to what should be the policy of retail 
merchants for making their purchases for the 
ensuing season, I am firmly of the opinion that 
everything possible is being done by the gov¬ 
ernment to keep a firm and stable condition to 
business during war times. 

Every merchant, however, should confine 
his business to absolute necessities and the 
distribution of the same in as economical man¬ 
ner as possible. The general economic condi¬ 
tions of the country are good and we should 
begin preparations now for the after-war busi¬ 
ness. The time has past when we can—any of 
us—contribute our bit; we must contribute 
everything possible. 

Yours very truly, 

GILLETTE RUBBER COMPANY, 

S. P. Woodard, President. 


“Say, Dad, what keeps us from falling off 
the earth when we are upside down?” 

“Why, the law of gravity, of course.” 

“But how did folks stay on before that law 
was passed?” 


ALLEGRETTI RAZOR STROPS 



made from carefully se¬ 
lected leather and treated 
by a secret process will re¬ 
tain indefinitely the soft, 
but effective qualities 
which have established an 
enviable reputation for 
Quality and Durability. 
THE ALLEGRETTI MFG. 
COMPANY, practical razor 
strop-men, employ only the 
most experienced men, and 
use the very best of mate¬ 
rials; as it is their aim to 
give the customer the beat 
strop possible. 

With Our Motto. “Nothing 
Less Than Perfection,” we 
call attention to 
No. 200 — Genuine Swaty 
Combination strop of se¬ 
lected leathers in brown 
and black, self honing, 
fashioned handles, square 
nickel swivel, an elegant 
strop for private use. 
Size 2^4 z 24 in. 

No. 250 — Combination 
strop of Royal Seal 
leather, brown with 
black select horsehide, 
self honing, round nick¬ 
el swivel. 2%x24 in. 

All our Leather and Web 
strops are weather and 
climate proof. Every strop 
stamped “ALLEGRETTI” 
guaranteed as to Quality. 
No. 262 — Combination 
strop of yellow and 
black horsehide, of ex¬ 
tra fine duality, has 
square cut handles, and 
oval black swivel. Sise, 
2*4 x 24 in. 

Every strop stamped. 



Let ns send yon onr Catalog. DON’T WAIT * 


_ Western Reps., 

GRIFFITH 8ALB8 00., 461 Market St* San Frandsoo. 


ALLEGRETTI MFG. OO., Geneva, N. Y. 
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EYELET TOOL CO. 

Manufacturers of Pouches and Seta 
(hand drive and foot powar) for 
Cloth aad Metal. Punch 
Tubee, Punches and Diea. All kinds 
•ad a ties made to order. Write jobber. 
Booklets free. Established 1858. 

^ 40 Uneoln Street 

BOOTON - MASS. 


For Better Bookkeeping' 

DOSEI J-P lLEAF| 


ASK YOUR STATIONER 


RETRY 

CUT-OUT 


Sixes -ir 
to 

Price $4 to f 6 


Dealers Write or Wire^w 
N. JL PETRY COMPANY. Inc. 


Gases expelled to the rear through pat- 
fated flared opening, prevents all 
M back pressure. Lever has seven 
adjustments which make easy in- 
stallation. 8pring is away from the 

_ body of Cut-Out, does 

not absorb heat, has a 
ten- 
s i o n ad- 
justment 

- and eMy 

iction, no 

,/$•’ ’ytr *, -train on 

' ''?**!!?< - the ex- 

: 1 haust pipe. 

Ends ac- 
curately 

machined for pipe 
and fitted with set screw 
which insures a perma- 
or Wire^^ nently rigid installation. 

MPANY, Inc. - 1306 Race Street. PhHadetoMa 


Distributors: Gray-Heath Co., Chicago, Ill.; Norman 
Cowan Co., San Francisco, Oal. 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 

Style A RTk a 



List Price 
$ 3.00 

This Valve is a guaranteed device and has no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve Is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
sise tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 



=•■ n --'■I 


List Price 

$1.00 

The Style B Automatic Air Valve Is recom¬ 
mended to free-air stations requiring a small 
and inexpensive air device. Stem is made to 
fit any size tubing, and is automatic in opening 
and closing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or public garages, rulcanizers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A GARAGE NECESSITY 


For Style A 



For Style B 


List Price, $1.50 
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04> /*5 I v£St Tlp# T^ 5 ter attachment Is a device for attaching your gauge to either Stvla A or 

Style B Air Valves, and gives the service station a permanent holder for its gauge, ready for instant 
use by the public. Simply screw your gauge into the holder and you have a ti retStnran J hSI «;XfSi 
combined in one. and tfie old j trouble of losing gauge is forever ror. ^e 
ment. Every garage with fre4 air should be equipped with the Romort Tire Tester Attachment. 

Oevtion—When ordering, state whether for Style A or Style B Valve 

FOB 8AXJ5 BY atvt. JOBBERS 


Manufacturers, 

ROMORT MANUFACTURING 00. 

OAKFXELD, WI& 


_ Sales Dept. 

THE ZINKE COMPANY 

1323 Michigan Ave. 
CHICAGO, U. & A. 
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THE PATHOS OP DISTANCE 

(By E. T. Meredith, member American Mission to 
Great Britain and France.) 

In England and France I have seen things 
which I wish could be burned into the con¬ 
science of every business man in the United 
States. I have seen factories in ruins, office 
buildings blown to bits, commerical districts, 
miles in extent, lying deserted and silent, grass 
growing in the streets like places of the dead— 
everything that years, perhaps hundreds of 
years, of patient industry had built up and 
passed on as a heritage from father to son—all 
vanished. 

We in America have known nothing like 
this. We can know nothing like it. Thanks to 
our allies, these experiences will be kept from 
us. That factory of yours in New England; 
that mine of your neighbor’s in Michigan; that 
farm down in Iowa—they are being protected 
today by the untold sacrifices of the soldiers, 
the business men, the women of England and 
France. 

Why then should we complain? Why should 
we protest that our business is ruined? Why 
should we bewail lessened profits, cavil at high 
prices, inconveniences, hard conditions? Why 
should we rage at the disaster that overtakes 
our business? 

Our business. Let me tell you something 
more of what “our business” means to England 
and France—as I have seen it. I talked with 
business executives, past their prime, men so 
old and weary that they would be glad to stop 
a bit and rest before they die. Yet they carry 
on. They, like those famed old legionaries of 
France, “have no time to die.” They battle with 
conditions which in a month, a week, a day, 
may sweep everything out of existence. I saw 
a great shipbuilder, a fine old Briton, at his 
work—all three of his sons gone.. At his side 
stood the grandfather, now in his 80th year, 
doing what he could. I talked to a barber— 
the sole survivor of four brothers. I was chauf- 
feured by a one-time British capitalist—it was 
his own car—and one of his legs, a soldier’s re¬ 
ward, was made in the United States! 


These business men overseas, our allies, are 
war weary. The strain is great, the enemy 
strong. Bitter is their lot. But do they protest f 
Do they despair? No! Grimly they carry on. 
Again and again thpy send their sons to the 
battle front. Their daughters—they see them 
rise at 6 in the morning to search the casualty 
lists for the name of a brother or sweetheart, 
then depart for a long day’s work in factory, 
field or office. They themselves—even their 
nights are not given them for rest. When 
evening comes they report for special duties. 
In the British capital 30,000 of them—bankers, 
lawyers, lords and sirs, the shopkeepers of Lon¬ 
don, men too old, too crippled, too sick to serve 
at the front—police the darkened city streets. 

I was in London when sons of these men 
gave their lives to plug up the neck of Zee- 
brugge Harbor. I felt then, as I know now, 
that by that heroic deed they defended not only 
the Thames and the coast of Kent, but the 
harbors of Boston, New York, Charleston. 
Those lads over there stand on guard before 
our mills, our stores, our homes. Their spirit— 
their will to win at any cost is emulated by their 
business elders at home. 

Our business? Our profits? Our lives? 
Good God, will we ever open our eyes to see 
the truth? Can we ever repay the debt we 
owe? The time has come for us, the commer¬ 
cial men of this country, to relieve our French 
and British allies overseas of their appalling 
burden. Their soldiers are now our soldiers, as 
truly as if they wore our uniform; and our 
boys are theirs. Business over there, too, is 
American business. It is fighting the battle 
that will save us, along with the people of 
England and France, from destruction. A 
British or French plant wiped out is an Ameri¬ 
can plant wiped out. A French town bombed 
is an American town bombed. Blood drawn 
there—we bleed also. We are one allied people 
in this fight. And united we stand on both 
sides of the sea! 


People are usually willing to do their duty, 
but they do not like to do too much of it. 


MOUND TOOLS 

FOR THE AUTOMOBILE 



STANDARD FOR 20 YEARS 
Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

S*nd tor Catalog Offset Screw Drivers 

TttUlo Oeu* InmnMfi 
Maynot Ooonar, 693 Ml—Ion fc oo t , 8— 7 


THE MOUND TOOL CO., Dept D, 7th and Hickory Sts., St Louis, Mo^ U. S. A. 
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HAMMERLESS REVOLVERS IN BIG 
DEMAND 

R. F. Sedgley, manufacturer of the well- 
known “Baby” Hammerless Revolvers, report 
there is an increasing demand in all parts of 
the country for the “Baby.” 

It appeals especially to every man, woman 
and youth, and to motorists. 

It may be carried in the vest pocket, is a 
handy weapon, well made, guaranteed, and 
will do the work it is intended for. 

It completes the dealer’s line of revolvers. 
It can be instantly aimed and fired. Specifica¬ 
tions are given in their announcement in this 
issue. 

The 4 ‘Baby” Revolver is sold by leading 
jobbers throughout the country. 

Pull information may be obtained from Mr. 
Sedgley, the manufacturer, or their far west¬ 
ern representatives, McDonald & Linforth, San 
Francisco. 

Put your shoulder to the wheel now for the 
Fourth Liberty Loan. 

G. J. Tompkins, of Republic, Wash., has moved his 
stock of hardware and implements to a new concrete 
building recently erected by him. He has one of the 
best equipped stores in a town of this size in the coun¬ 
try and Mr. Tompkins reports an excellent trade 
and good outlook. 


Motor Mer cantile Company 


Wholesale 



Exclusively 


AUTOMOTIVE PARTS 
EQUIPMENT 
AND SUPPLIES 


Distributors for 


Federal Tires, Cord and 
Fabric 

Motnl and Cyldene Oils, 
Oearese and Onpese 
Fafnlx Bearings 
Motile Blowout Sleeves 
Zenith Carburetors 
Stanley 8elf-oiling Springs 
Columbia Storage Batteries 
Kay Bee SpotUtes 
Edison Masda Lamps 
* ‘Drl-Knre-Retreder’ ' Vul- 
canlser 


Pyramid Generator and 
Motor Brushes 
Aluminlte Solder 
Baybeetos, Non-burn and 
Thermoid Brake Linings 
“Genemotor” Ford Start¬ 
ing and Lighting System 
Morelite and Duplex Lenses 
Lenox Hack Saw Blades 
“Ble-Nle” Winter Fluid 
Weed Chains 

An to Top and Upholstery 
Materials 


And a Complete line of Mechanics' Tools and Garage 
Equipment 

M otor Mer cantile Company 

115-117 South West Temple Street, Salt Lake City 




— the Name Behind the Tire. 


CHANGES IN THE OHLEN SALES 

The James Ohlen & Sons Saw Manufacturing Com¬ 
pany, of Columbus, Ohio, announces the appointment of 
H. A. Burgers, formerly sales manager at Manila, 
P. L, for the Pacific Commercial Company, as man¬ 
ager of its Export Sales Department. Mr. Burgers will 
maintain his office at the Ohlen Company plant in 
Columbus. After giving effect to the reorganization 
of the Company’s sales department, P. A. Walling, 
manager of the New York sales office, located at 30 
Church St., will be enabled to devote greater effort to 
eastern domestic sales. Capt. W. H. Tuthill, has been 
transferred from his former territory in Michigan- 
Pennsylvania to New York and New Jersey. He will 
be succeeded as Michigan representative on October 
1st, by Mr. W. H. Lewis. The Ohlen Company is 
engaged in the fabrication of large wood and metal 
saw orders for the United States and Allied govern¬ 
ments and this fact, combined with an enormous 
increase of foreign business has made necessary the 
changes above mentioned. 


Hercules Cold Solder 

Guaranteed to mend Holes, Cracks ot Leaks in 
any kind of Metals, Aluminum, Granite Ware, 
Tin, Galvanized Ware, Brass, Iron, Lead, Gas, 
Steam and Water Pipes. Will make pipe joints 
tight and stop leaks and cracks in Cylinders, 
Gas Tanks and Automobile Radiators. 

It is a necessity that you should supply. 

Order a carton from your jobber. If he cannot 
supply you, write, giving his name. 

FREIDEN MFG. CO. 

FACTORY, SAIT DIEGO, CALIFORNIA 
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Indispen¬ 
sable About 
the Greenhouse 


T HE greenhouse owner ranks Noahs 
Pitch next in importance to glass. 
He uses it for glazing, for setting 
sills to prevent decay, for repairing 
cracked and broken glass. He uses it 
to stop leaks in foundations, tanks, 
pipes and chimnneys. 


Noahs Pitch is of just as much impor¬ 
tance to the average man as to the 
greenhouse owner. No man ever owned 
a roof without having a leak in it at 
one time or another. Noahs Pitch stops 
every leak quickly and permanently. 
Every hardware dealer should sell 
Noahs Pitch. There is a steady demand 
for it the year round. A trial sells it 
so thoroughly the purchaser always 
keeps a can on hand. 

Try it yourself. Let us send 
you a generous sample 

THE PHILIP CAREY CO. 

232 Wayne Ave., Lockland, Cincinnati 


“YOU MUST DISPLAY GOODS TO SELI 
THEM” 

There is nothing more true than this, anc 
there is nothing more true than that attractivi 
and conveniently arranged stores get the crean 
of the business. 

It doesn’t make any difference Whether yot 
are catering to the trade of the men or women 
People are influenced, unconsciously though ii 
may be, by a neat, attractive store. 

The truth of the old saying: “Goods wel 
displayed are half sold,” was never more tru( 
than in relation to the hardware line. 

A large part of sales are made by sugges 
tion. People forget they need certain goodt 
until they are reminded of them by display 
and nothing adds so much to an attractive store 
as the sections of hardware store shelving made 
by the Duluth Show Case Co., Duluth, Minn, 
who manufacture a complete line of display 
furniture for all classes of retail stores. 

They will be glad to send their interesting 
and attractive booklet, “Cutting Cost” and 
“Increasing Sales,” to any of our readers upon 
request. 


GIVE MORE ATTENTION TO YOUR SPORT. 

ING GOODS DEPARTMENT 

Every hardware dealer handles sporting 
goods. They recognize it as a profitable part 
of their business. 

The most successful stores are those who 
are giving more and more attention to the 
sporting goods line. 

The advantage of selling a line of nationally 
advertised goods, as well as those manufac¬ 
tured by an organization that has every means 
and facility for accommodating merchants, 
needs no argument. 

The selling power of the “Wilson” line of 
sporting goods, made by Thomas E. Wilson & 
Co., is sufficient guarantee that their goods are 
right, and the proper kind of co-operation is 
extended to all of their merchants. 


iB TpAlffTS^^AlN^^NAMELS^M 

The complete, compact, distinctive Una In handy 
house hold c ans—full-slse, full-measure. B1TJIZJ 
15 OBim—no larger sises. Big Value for user; 
Big Profit for Ton. A popular seller with Hard¬ 
ware trade. Assortments contain all 19 colors; 
Display matter Included. 

Dealer's Assortment (30 Dos.).939.00 

Jobber's Assortment (12 Dos.). 16.60 

Open Stock, all colors, per_gross. 16.60 

2% Freight allowance, FT O. B. N. Y., 1% Clash 
Write for Color Card , Circular and Booklet 

169-173 gcoond Ave- BBOOSX.YV—BBW YOBS 

Townley Metal St Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware St Paper Co., Oakland, Oal. 
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THE “ONE DEALER” POLICY 

_what it means to you 


The most profitable varnish and enamel business in the town. 

Store and window displays that are not only designed to bring the busi¬ 
ness—but actually attract the dollars into your cash drawer. 

A completely “tied-up” National Magazine Advertising campaign — the 
most extensive and most powerful in the industry for exclusive agents. 

Absolute protection for Kyanize Exclusive Agents—All the Kyanize busi¬ 
ness in each locality goes to the one Kyanize Dealer. 



are quality varnishes and enamels that bring customers back for more. Sold 
on an iron-bound guarantee of absolute satisfaction or “money back for the 
empty can.” 

The Kyanize proposition will make your store stand head and shoulders 
above every other in your locality. Get in line now—write for details today. 




Chicago 

Warehouse and Office 
519 W. Twelfth St. 


rompam 

Fine Varnishes and Enamel 

Everett Station 
Boston, U. S. A. 


San Francisco 
Warehouse and Office 
269 Eighth Street 


Digitized by LjOOQle 

























124 


HARDWARE WORLD 


‘Our Standard* 



▲ Ficfwt Faint for Outaldo 
Palatine. XndlfforanttnhadM. 


R. N. NASON & CO. 

San Francisco, U. S. A. 

makbbs 

Paints, Colors, Varnishes, Lubricating 
Oils and Greases 

JOBBERS 

Brushes for Painting, Glass Mirrors, Etc. 

FOBEIGN PACKING OF SHIPMENTS ▲ SPECIALTY 

WRITE FOR LITERATURE, CATALOGUES AND PRICES 


PAINT 



WRITE FOR ATTRACTIVE 
DEALER PROPOSITION 


— Since 1694 


Manufacture A Complete Standardized 
Line of High Grade Paint Products 


HE BRININSTOOL CO. 

ste Standardized I AC ANfiFIFC 
» Paint Products LVJ AIUlLLLJ. 


ROOFING DEALERS! 

Have You Entered the 
Pioneer’s Window Contest? 


$50.00 LIBERTY BOND—First Prize 




Rubber 
^Sanded 
Rooking 


The second prize is $25.00 worth of War Savings Stamps; third 
prize, $10.00 Thrift Stamps—and if you don’t win one of these 
you get $5.00 in Thrift Stamps. It is to your interest to get in 
on this at once—not merely for the sake of the prizes, but because 
it offers a good opportunity to start your fall roofing business. 

Write at once for window tlgne and full detaih 
Address “Contest Manager ” 

PIONEER PAPER COMPANY 


247-251 S. Los Angeles Street 


Los Angeles, California 
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WHY YOU SHOULD GO AFTER FALL 
ROOFING BUSINESS NOW 
Every Dealer Who Handles Pioneer Roofing 
Should Avail Himself of the Opportunity 
Afforded by Their Window Contest to Get 
a Good Start. 

The announcement in oar last issue of a window 
display contest initiated by the Pioneer Paper Co. 
brought a regular flood of inquiries to this energetic 
concern. It looks as though there is going to be a 
lot of competition for the $50.00 Liberty Bond that is 
offered as first prize for the best display, to say 
nothing of the second prize of $25.00 War Savings 
Stamps and third prize of $10 in Thrift Stamps. 

But, best of all, the competition has awakened 
dealers to the fact there is a lot of roofing business 
to be had this Fall, not only for new buildings, but 
for the extensive repair business that is bound to be 
bigger this year than usual on account of the curtail¬ 
ment of new building. 

One live dealer expresses it in fine shape when he 
says: “This window display contest is one of the best 
things that ever happened around this store. Every 
man and boy is thinking of new ways in which roofing 
can be used and how to sell it.” 

And that’s just what we told you last month. Hunt 
up your last issue of Hardware World and look at 
the Pioneer Paper Co. ’a advertisement on pages be¬ 
tween 130 and 131. Then get busy and write them for 
free window signs, samples, etc. They'll be glad to 
co-operate with you to the fullest extent. And don’t 
forget that even though you don’t get one of the main 
prizes, there's an offer of $5.00 in Thrift Stamps for 
every window display that stays in a week or more 
between September 15th and November 1st. You cash 
in on it anyhow, you see. 

So go to it. A good live window display of Pioneer 
Hoofing right now will get you a lot of business. 
You'll be surprised at the amount of new business you 
can develop in roofing if you try. 


SUPPOSE IT IS A SACRIFICE 

Who is questioning whether this Fourth 
Liberty Loan means sacrifice ? 

Of course it does—but, oh how small a sac¬ 
rifice it is when compared with that of the man 
on the firing line. 

Behind the batle line here in the United 
States it is up to us to dig and dig deep. 


Haines & Spratt, Cle Elum, Washington, are erecting 
a new building, which will be occupied by their hard¬ 
ware and implement establishment as soon as completed. 


Onto Perfectly 
for Dry Fly, Flies 
or Balt 

STRONG 

TOUGH 

DURABLE 

Invisible in Water 

—Dont* ask your 
trade to take a sub¬ 
stitute — give them 
the real thing. 

Joe Welsh Leadera 
Sell Everywhere. 


I LEADER >^^9 

\ THE FISH 

DON'T BREAK™ Is* 

JOE WELSH 

PASADENA - - CALIFORNIA 

Exclusive Agent U. S. and 
Canada 



'One of the factories devoted to the manufacture 
of Wilson Sporting Goods 


Hitch Your Store to 
the “Wilson” Brand 

And Watch Your Sporting 
Goods Department Grow! 


It’s “uphill business” to build up a big 
profitable Sporting Goods Department on 
“private brands” or “odd lots” with no 
nationally known name behind them. 

The safe, sure way to establish your Sporting 
Goods Department on a permanently success¬ 
ful basis is to put in a nationally advertised, 
trade-marked brand like the WILSON line 
instead of the “private brands” and 
* 1 trailers.' ’ 

This gives you the benefit of five tremen¬ 
dously important sales factors: 

FIRST—The selling-power of the big Wilson 
National advertising campaign takes hold of 
your Sporting Goods Department and carries 
it successward. 

Second—The prestige of the Wilson name and 
brand becomes a business asset for you. It 
assures extra quality and added value to your 
customers. 

Third—It enables you to do a standardized 
business—makes your store the recognized 
headquarters of both experts and amateurs for 
Wilson Sporting Goods. 

Fourth—It backs your Sporting Goods De¬ 
partment with the Wilson Guarantee of 
Satisfaction or money back. 

Fifth—You get the most comprehensive line 
of Sporting goods in the world—with the vast 
resources of our parent concern, Wilson & 
Co., the packers, behind our entire proposition. 

Write us today for catalog, price list and 
dealer's proposition. 




m 


Thos.E.Wilson&Co. 


m 


701-703 N. Sangamon Street, Chicago 


No. 3 of a Striflt 
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ANTI-SKID CHAINS FOR SOLID TIRES 

The Bowe Calk 6 
Chain Co., Plantsville, 
Conn., are placing 0 n 
the market what is 
known as the Prest-O- 
Grip Anti-Skid Chains 
for solid tires. 

They claim for the 
Prest-O-Grip that it 
offers superior trac¬ 
tion, preventing skid¬ 
ding, and giving in¬ 
creased traction. They 
also claim there is a 
difference between 
Prest-O-Grip Chains 
and other similar de¬ 
vices in the way of 
the patented lock-link 
with open hooks, which makes the greater security. 

There is no danger whatever of the chains opening 
up or falling off. Prest-O-Grip has been on the market 
for some time, a complete Prest-O-Grip Unit consisting 



of one clamp, two lock-links, and one piece of chain 
intended for one spoke. 

A set of Prest-O-Grips consists of a sufficient num¬ 
ber of complete Prest-O-Grips for two wheels. For 


instance, a wheel contaning 14 spokes requires seven 
Prest-O-Grips for each wheel, or 14 Prest-O-Grips for a 
set. 

They or their Western sales representatives, C. W. 
Gause Co., San Francisco, will be glad to give full in¬ 
formation. 


UNION TOOL CHEST CO. OPEN CHICAGO 
OFFICE 

The Union Tool Chest Co., Bochester, New Tork, an¬ 
nounce that they have opened a branch office and stock 
room at 180 North Dearborn Street, Chicago, in charge 
of Mr. Barney M. Moore. 

Mr. Moore is well known to the trade throughout 
the West, having been previously connected with the 
Chicago Spring Butt Co., and has a wide acquaintance. 
He is deservedly popular. 

In establishing this branch the Union Tool Chest 
Co. are actuated by a desire to get closer to their cus¬ 
tomers, and be able to render them better service. 


MARKET STRONG ON BROOMS 

Dealers who postponed buying brooms during the 
summer months on the theory prices would be lower 
will, in many instances, pay the penalty of higher 
prices for their fall and winter supply. 

The relationship between the raw material market 
and finished product is more sensitive now than it 
has been in the past. This is readily understood when 
explained that the majority of broom manufacturers 
are out of corn and depending on immediate shipment 
to keep their factories going. 

Manufacturers report no great effort is required to 
secure orders, the principal trouble being to procure 
sufficient labor and material to operate factories. In 
this respect all broom manufacturers are similarly situ¬ 
ated, and conditions instead of improving, will logically 
grow more acute with each Government call for addi¬ 
tional men. 

Broom corn is costing considerably more on an 
average this season than last, as are handles and 
other materials. The market is very strong, and every 
indication points to it continuing so for the next year. 


A. E. Glaze, Chief Clerk of the Lansing Co., San 
Francisco office, has enlisted in the Naval Beserve as 
Chief Petty Officer. 

Mr.. Glaze has been a valued employee of the 
Lansing Co., and his friends know he can be depended 
upon to do his part and do it well in whatever he 
undertakes. 

C. C. Brackin will succeed him. 



Do You Know Any Paint as Good? 

' ( ICO O. W. FIVE FIRST AWARDS 

FORMULA p. p. i. E. f 1915 

1009 ; Pure 

Outside White Bate SECURE EXCLUSIVE 

PIGMENT AGENCY NOW 

Cal Pa Oo Pure White Lead. 06 2/8% 

. 83 1/8% v .ui n vi . . 

' /0 Everything reliable in Paint 

Cal Pa-Oo Pure Linteed Oil. 90% California Paint Company 

C *' P “ ' ,,ure 1 - " ntin * Dr ** r . . Manufacturer, aine. 1865 

100< & Oakland, California, U. S. A. 

JOBBERS 

KELLY. THORSEN A CO. STAYMER A DALY HAMMOND LUMBER CO. 

Portland Salt Lake City Loa Angeles 
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3,4 and 5 



Vest Pocket Satimo 

the operator having to 


COMBINED HAIR CUTTER AND SAFETY 
RAZOR 

* * Satimo,” described as a 1 * vest-pocket barber 
shop,” is being sold by the Satimo Corporation, 437 
Fifth Avenue, New York City. 

It is asserted that 
Satimo will cut hair 
long or short. It does 
not bite out holes nor 
leave patches. With Sa¬ 
timo you get a perfect 
cut at the back and 
around the ears. The 
instructions contained 
in each package are 
simple. 

Satimo will also, it 
is said, give a close, 

smooth shave, without 
acquire any “ knack ’’ or 

* angle,” without dragging, pulling, leaving soreness 
or “after shave” smarting, at whatever angle it 
is held. 

Satimo is put up in 13 different styles. The 
Vest Pocket, No. 3, retails at $5. Instrument heavily 
nickelplated. One blade box, also nickelplated, con¬ 
taining twelve blades. The whole outfit is packed in a 
fine, flexible leather case. It is smaller than an ordi¬ 
nary watch, and will fit the vest pocket with ease. 
It is compact and portable. It weighs less than four 

ounces. Just the thing for the soldier, sailor, or out¬ 

door man, it is contended. 

Keystone Satimo, No. 1, is gold plated; two ^old- 
plated blade boxes containing six blades each; fitted 
into a fine box covered with brown leather, lined 
with purple plush and satin. The box is very unusual 
in design. Price $7.50. 

Satimo blades are 
flexible, but are inher¬ 
ently stiff and sturdy, 
scientif ically ground 
with a long, bevel edge 
that lasts. The blades 
may be re-sharpened; 
but inasmuch as resharp¬ 
ening blades is insani¬ 
tary and dangerous, the 
corporation does not re¬ 
sharpen them and recom¬ 
mends that Satimo users 
buy new blades when 
their old ones become 
dull. New Satimo blades 
have such a keen edge, hold it so long, and are so 
cheap, that it is contended that reshapening is not true 
economy. The blades retail at $1 per dozen. 



Keystone Satimo 



PRICE $12*00 



Sectional View Showing Substantial Construction. 

A PROTECTION FOR YOUR LIBERTY 
BONDS 

The Lazarus Manufacturing Co., of Cleveland, 
Ohio, have placed on the market an all metal Home 
Safe. The manufacturers state it is fire and burglar 
proof, can be bolted to the floor or side wall and a 
protection every home should have. 

This safe should prove an ideal protection for 
Thrift Stamps and Liberty Bonds and as their litera¬ 
ture states, bonds are negotiable and if stolen can be 
spent the same as money, if destroyed by fire, cannot 
be replaced. 

The price of this safe is $12.00 and until the trade 
is fully supplied they will make shipment direct, pre¬ 
paying transportation. 


“JOE WELSH” LEADER HAS NATIONAL 
REPUTATION 

Joe Welsh leader has a national reputation, 
and every sportsman, every fisherman, knows 
there is nothing better. 

It casts perfectly, is strong, tough, durable 
and invisible in water. 

In handling the Joe Welsh leader there is 
never any apology, any excuse necessary. 

Joe Welsh is the exclusive agent in the 
United States and Canada for this famous 
leader, and will be glad to give full information 
to any of our readers upon request. Address 
him at Pasadena, California. 


A RAKE IN DEMAND 

C. A. Hazlett Dandelion Rake Mfg. Co., 
Kearney, Nebraska, are having much success 
with their Dandelion Rakes. 

This rake is the result of years of experi¬ 
ment, and is one that is in demand by gardeners 
and houseowners. 

These rakes may be secured from all lead¬ 
ing jobbers throughout the West, or the man¬ 
ufacturers at Kearney, Nebraska, will be glad 
to give full information to any of our readers 
upon request. 


If a man has paregoric for sale he can 
afford to talk about green apples. 
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ISSUES SPECIAL CHRISTMAS CATALOG 

Department store buyers, hardware merchants and 
other dealers throughout the country that make a 
specialty of handling aluminum goods are the recent 
recipients of a special catalog, which is proving a 
most timely aid in stocking up for the impending holi¬ 
day season. 

This catalog is issued by the Aluminum Goods Man¬ 
ufacturing Company of Manitowoc, Wis., and features 
the many articles in the Mirro line that will appeal 
particularly to Christmas buyers. 



Attractive Cover of MTRRO Christmas Catalog 

As this will be a wartime Christmas, the demand 
for aluminum goods will be stimulated, since they are 
both useful and attractive, thus reflecting the thrift of 
the nation and the spirit of the yuletide. 

As a further stimulus to holiday sales, the makers 
of Mirro are packing their tea and coffee pots, double¬ 
boilers, tea kettles, casseroles and other articles in 
individual holly boxes that will appeal to the pur¬ 
chaser and recipient alike. 

The Mirro Christmas catalog lists appropriate ar¬ 
ticles for all—coffee pots, tea pots, tea kettles ; double 
boilers, casseroles and other cooking utensils; ash 
trays, cigar and cigaret cases, shaving mugs and mir¬ 
rors and ink stands; even to miniature cooking sets and 
doll dishes. 

The cooking utensils, stamped with the Mirro 
trademark, already enjoy a wide and growing popu¬ 
larity, largely due to such exclusive features as the 
welded spout, hinge and handle socket, no-burn knob 
and flame-guarded detachable handle. r ihey are made 
in both colonial and plain design. 


SAMSON PUNCH 

The Machine Appliance Co., 351 J St., Brooklyn, 
New York, report an increased demand for their 
powerful Samson Punch. 

It is adapted for punching any sheet metal, leather, 
paper, fabrics, and has a wide variety of uses. 

It punches an accurate, clean, burr-free hole with 
minimum effort. It has seven interchangeable sizes of 
dies from 1/16" to V\" diameters. They are nickel 
plated, simple in construction, and are sure to please 
one’s customers. Thev need only to be displayed to 
make sales. 


WINCHESTER $1000 WINDOW DISPLAY 
CONTEST 

In the opinion of a great majority of Sporting Goods 
dealers, one of the most effective means of bringing 
business from the street into the store is the appeal 
made to the purchaser through the medium of the dis¬ 
play and arrangement of the goods shown in the 
window. 

For some reason or other, it appears that this form 
of exciting the latent buying interest of the general 
public is not given as serious consideration or as intel¬ 
ligent attention among some branches of the retail 
trade as it is by others. 

The modern department store, for example, deems 
the window and its attractive trimming one of the 
most valuable business getting assets it possesses, 
whereas, on the other hand, there are many merchants, 
even in our progressive retail sporting goods fraternity, 
who do not attach any great value to this sales-creating 
and profit-pulling power. 

It is with just such a thought in mind that the win¬ 
chester Repeating Arms Company, of New Haven,Conn,, 
is this season offering one thousand dollars ($1,000.00) 
in cash prizes to Winchester dealers for photographs of 
the windows most effectively trimmed with Winchester 
goods and with the unusually elaborate window display 
material which is furnished free by that Company. 

Our information is that in this coming contest, ten 
prizes are offered. In these are numbered a first 
award of one hundred dollars ($100.00); a second award 
of fifty dollars ($50.00); the remaining eight prizes 
scaling down to four final prizes of five dollars each. 

In addition to the first one hundred dollar money, 
a super-prize of an extra hundred dollars is to serve 
as a special incentive for the contestants who enter the 
lists. This super-prize is given for the best window, 
irrespective of the size or class of city or town from 
which it comes. 

The classifications of towns and cities are in four 
divisions. The “A" class represent dealers located in 
towns of over 50,000 population; the “B” class in 
towns of from 10,000 to 50,000; the “C” class in towns 
of from 2,500 to 10,000 and class in towns under 

2,500 population. 

Thus it will be seen that in this contest, every Win- 
Ciiester dealer has an equal opportunity to compete. 
Each, whatever the size or character of his store or 
wherever he may be located, has as fair a chance as has 
any other to come within the list of money winners. 

The real purpose of this endeavor, according to its 
sponsors, is to focus more earnestly tne mind and 
thought of the trade on the store window as a genuine 
and active sales-making element in the conduct of cur¬ 
rent business, and through demonstrating the value of 
a properly dressed window in this particular case, to 
bring home to such dealers as may not now be paying 
a sufficient amount of attention to this phase of their 
activity, a realization of the fact that the sales appeal 
in the window is just as important as the verbal sales 
persuasion exercised by the salesman or the owner 
within the store. 

An announcement containing all tne details of the 
Winchester contest to all Winchester dealers through¬ 
out the country is now being mailed. 


NOAH’S PITCH 

This is a plastic, fibrous cement that is indispens¬ 
able in the home, in fact every building on the place. 

The uses to which Noah's Pitch may be put in 
stopping leaks, especially in this kind of weather, are 
innumerable, and the dealer will find it need only 
have the attention of his customers directed to it to 
make increased sales. 

The Carey Mfg. Co. will be glad to send a sample 
to any of our readers upon request. 
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Business Opportunities 

WANTED FOB RALE 


A live and experienced hardware man, not subject 
to draft. Meyer Bros., Gooding, Idaho. 

We can sell your business for cash no matter where 
located. No publicity; describe fully in first letter. 
All correspondence confidential. Herbert, Webster 
Building, Chicago, Illinois. 

WANTED 

Hardware and implement salesman who is willing 
to make good. Country town. State experience and 
salary wanted. Address “A. G.,” care Hardware 
World. 

WANTED 

Salesmen on Commission, as a side line. Those who 
visit large jobbers and retailers, to sell patented boiler 
tube plug. State territory covered. Thomas A. Webb, 
122 Commerce Street, Newark, N. J. 

POSITION WANTED 

By an experienced hardware man, who can fill a 
place full. Have had nine years 1 experience. Married 
and can furnish best of references. Address “P. A. 
C., M care Hardware World. 

FOB SALE. 

Clean hardware stock in the best terminal port city 
in Southern California. 

Will invoice $15,000.00 in merchantable hardware. 

For particulars write. 

Address: Hardware World. 

FOB SALE 


Old established Hardware business doing forty to 
fifty thousand dollars business a year. In one of the 
best towns in Northern San Joaquin Valley. Stock will 
run twelve to fifteen thousand dollars. Address “L. 
H.” care Hardware World. 

FOB SALE 

Owing to the continued ill health of the owner, 
will sell a well established hardware business, located 
in a thriving little city, in one of the richest Lima 
Bean and Lemon districts of Southern California. Will 
give a discount from cost for cash. If wanting a hard¬ 
ware business ready to step into, at a moment’s notice, 
address “Franc ,’ 9 care Hardware World. 

FOB SALE 

General Hardware Stock, Auto Accessories and Fix¬ 
tures. Located in one of the best oil field towns in 
Northwest Texas. Also in a good farming and cattle 
country. Stock inventory last January was $20,000. 
Fixtures, $2,500.00. Sales last year, $92,000. Sales 
first eight months of this year, $90,000. This is a 
clean, up-to-date stock and the business was established 
seven years ago with a $2,000 stock. Will sell at in¬ 
voice price. No trades considered. Have lease on 
store building. Address 1304 18th street, Wichita Falls, 
Texas. 

TINNER WANTED 

A first class, sober, reliable sheet metal and furnace 
man. One who can do estimating. In one of the 
best little cities in Central California. Opportunity to 
invest in the business if wanted. State salary 
wanted. Address “L. C.” care Hardware World. 


Old-established plumbing and sheet metal business 
in city of 5,000. Centrally located in U. S. Reclama¬ 
tion project. Best farming, mining and commercial 
trade. $2,500.00. Address “X,” care Hardware 
World. 

GOOD, RELIABLE HARDWARE MAN WANTED 
We want a good reliable hardware man, capable of 
taking eharge of the buying as well as the selling end. 
We should like him to have some knowledge of imple¬ 
ments. Salary $125 per month. Give full particulars, 
such information as you would want were the position 
reversed. Address G. F. Company, care Hardware 
World. _ 

FOR SALE. 

Good paying hardware business in the best city in 
Idaho, doing a good business. 10-year lease, brick 
building 140x30 feet, with large basement. A-l loca¬ 
tion. Stock and fixtures about $40,000.00. Reason for 
selling, owner wants to retire from business. Address 
C. P. I., care Hardware World. 



Cooler Headquarters 


“Fibrotta” Pails 

Will build up your trade 
and increase your profits. 
They are very durable, 
because they are made in 
one piece under tremen¬ 
dous hydraulic pressure. 
They have a hard glass¬ 
like mahogany surface, 
which can he washed 
ensily and kept sanitary. 
They do not rust, swell, 
warp, leak, or dent out 
of shape. 

“Fibrotta’* Fire Paila, 
opittoons, Waste Baskets, 
etc., possess the same 
characteristics as “Fi¬ 
brotta’ ’ Pails. Write for 
“Fibrotta” Catalog. 

CORDLEY & HAYES 

40 Leonard Street, New York City 


“LENOX” 


Hack Saw Blades 

Adopted by some of the largest users of Hack Saws in the country. 

Now being stocked by representative Hardware and Mill Supply Houses, because they have proven 
their superior QUALITY and UNIFORMITY, which, coupled with an UNEQUALED SERVICE on deliv¬ 
eries and a package that is DISTINCTIVE—they have feiven both the Dealer and his Customer “just the 
Hack Saw they have been looking for.” Manufactured by t 

AMERICAN SAW & MFC. CO., Springfield, Mass. 

Direct Factory Representative for Pacific Coast, CALDWELL SALES CO., 320 Market Street, San Francisco Cal. 
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‘Cinching” the Profits 


I T IS a common every-day “happenstance” to 
almost every shop to find that the time limit 
on the job has been exceeded by the men 
doing the work. 

For the past ten years, or more, to the 
writer's personal knowledge, master plumbers 
and fitters all over the United States and 
Canada have puzzled their brains to devise some 
system or scheme that would speed up the work 
so that it would break even with the amount 
of time figured in their estimate. 

In a few instances they have succeeded— 
but for every such success there has becu a 
hundred failures; which would seem to point 
a moral, i e.: that the efforts are mostly in the 
wrong direction. 

By mere talk alone one is not going to arouse 
sufficient interest in the journeyman to cause 
him to speed up and supply the lost time on 
the job. 

No, indeed! Most journeymen, to use one of 
their favorite modes of expression, “don't give 
a d—m whether the job comes out on time or 
not. To ell with it!" This attitude seems quite 
common, no matter whether work is plenty or 
shy. 

It is useless for the boss to kick, for if he 
kicks too hard, the man, or men, will quit and 
secure other jobs. However, there is a way to 
smash this indifference and want of interest in 
the work and that remedy is “DOLLARS." 
Any man will work harder for more money. 
Put him so it is a matter of his own time and 
the raking in of the dollars and you will see 
the work improve, the interest aroused and the 
jobs done in less time than the estimate made 
and without extra cost to the shop. For in¬ 
stance: There is seldom a steam or hot water 
or vapor job of heating but that by planning 
and “getting a gait on," can be done in less 
time than was consumed. The thing to do is to 
avoid lost time on a second job. 

An Experiment That Paid 

A few seasons since the writer had charge 
of a certain large job of vapor heating. There 
was over 1000 radiators on the job, besides 
numerous coils, ventilating stacks, etc., etc. 


In setting the radiators I found that the 
men were only doing three radiators per day, 
which was a hold-up. I tried it out and found 
that without any extra effort I could set eight 
in eight hours' work. Then I called up the men 
and told them that they would be paid so much 
for every radiator they set and if they didn't 
care to do the work that way their money was 
ready for them at the office. Say, they piled 
into the work and some of them made over 
$12 per day. 

The dollars they could make extra aroused 
their interest in a manner that no amount of 
coaxing or “bawling out" could have done. 
The writer carried the tools as a steamfitter for 
over 15 years, during which time he worked in 
nearly every state in the union. Out of fairness 
to the men, I want to state that in all that 
time and for all the different bosses I had, but 
two ever even thanked me for “speeding up" 
and getting the job done ahead of time. 

One of those instances happened in the 
state of Georgia. I got a steam job completed 
two days ahead of time and the boss said “well 
done," and then handed me out a cigar. That 
was the last act he ever did for me, for I quit 
immediately. 

The other instance happened in Nebraska. 
There I also did a job and came out ahead and 
the boss put his hand in his pocket and spilled 
me a ten spot. I think I stayed with that shop 
over a year and I recollect that he was a mighty 
good man to work for. 

Fair Treatment Pays 

The boss who thinks his entire duty to his 
men consists in paying them a few measley 
dollars promptly every Saturday is not going 
to be the boss who will be very notorious for 
having his work completed ahead of time, be¬ 
lieve me. 

In many heating and plumbing contracts 
the master is allowed a “bonus" provided he 
can get the work done at or sooner than a 
certain specified date. I have been able to call 
to mind but one or two instances of where the 
master has passed the same chance along to 
the men and given them the chance to cop any 
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Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat orders for you. 



Much Depends on Quality 

IN 

“Our Faultless” 

Plumbing and Heating 
Supplies 

Quality is uppermost. Coupled with this is the 
prompt and thorough SERVICE we are equipped to 
render in every transaction entrusted to us. 

M. L. KLINE 

30 Years Wholesaling Plumbing and Heating Supplies 
in Portland 



84, 86, 87, 89 Front Street 


Portland, Oregon 




Sizes %" to 2 y%" inclusive. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 



SNOW WHITE PYRALIN 


White Pyralin Bath Boom Fixtures bring uni¬ 
versal satisfaction from customer and plumber. 

The spotless, snow-white appearance of Pyra¬ 
lin products pleases customers, drawB trade and 
holds it. Satisfaction in a superior product brings 
the buyer back again and again. 

Jobbers, plumbers and merchants cannot afford 
to handle inferior goods, even if they cost a 
little less. But Pyralin products cost no more 
than the inferior, so insist upon the best—the 


Church quality. It pays you. Whenever genuine 
Pyralin Bath Room Fixtures are installed it 
means repeat orders, more business, greater 
profits. 

Investigate for yourself. Find how universally 
Pyralin goods are desired and sought—the line 
that is durable, sanitary and pleasing to the eye. 
Pyralin Fixtures are non-porous, and guaranteed 
not to chip, flake or crack; they are not affected 
by heat or cold. 


C. F. CHURCH MFG. CO., HOLYOKE, MASS. 

These goods can be obtained from the leading Jobbing houses in the West. Insist on them. If yon cannot get them, 
address for information, W. E. Gilchrist, Pacific Coast Representative, Monadnock Building, Ban Francisco, Oil. These 
goods are sold by Holbrook, Merrill & Stetson, Crane Co., A. H. Busch Co., and all the leading jobbing and snpply houses. 
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bonus. But I most certainly believe that any 
master who is willing to make the extra work 
and speed worth while by either putting it on 
a piece-work basis, or giving a bonus, or per¬ 
haps both, that master will be agreeably sur¬ 
prised by the result. 

When it became necessary, in many shops, 
machine shops, munition factories, etc., etc., in 
the East to speed up the output, it was found 
that piece work was the only means by which 
the same could be done. 

I recollect that, in one factory, the mere 
trucking of the output always lagged behind. 
In one certain department they had six truck¬ 
ers and could never keep things cleared up. 
They paid the truckers $4.50 per shift. So 
trucking was placed on the piece-work basis. 
Two men did the work, making on an average, 
$10 per shift. Now, which paid the company 
better, to allow the two truckers to make $20 
per shift—and get the work done—or pay six 
men $27 and have the work never completed 
thoroughly at the end of the working period? 

It seems to me that any master plumber or 
fitter of average intelligence could, if he so 
desired, work out a system whereby the bonus 
factor could be taken advantage of in a man¬ 
ner that would be of great advantage to both 
himself and his men. Certain it is that per¬ 
suasion, force, ‘‘cussing out” have all been 
tried many times—and all failed. Why not 
take a gamble on something else? Give it a 
trial, anyway, and say—a whisper—don’t try 
and scoop up all the profits yourself. Fix it 
so the men can make something. Give them a 
run for their money, if you expect to gain 
anything for yourself. 

In times of close competition it quite often 
develops that all the profits of the job consist 
of what can be saved by the journeyman on 
time. I have known of very many such jobs 
located most everywhere. It takes the spirit 
right out of a journeyman to be informed that 
the job is so ‘‘short” and if the master wishes 
to ‘‘cinch” the profits on all such close figuring 
he has sure got to make it of financial interest 
for the journeyman to work his head off in an 
endeavor to pull the master out of the hole of 
his own poor estimating or perhaps greed for 
work has landed him. 

Self interest is one of the greatest forces 
in the world to break up indifference. If you 
don’t believe it, Mr. Master, try it out on your 
shop men this Fall and see just how it works. 


It was past midnight when the new Irish 
sentry heard footsteps. 

‘‘Halt! Who goes there?” 

‘‘Officer of the day,” came the reply. 

‘‘Officer of the day,” repeated Pat. ‘‘What 
in blazes be ye doin’ out at this hour of the 
night?” 


THE KIND OF CO-OPERATION NEEDED 

‘‘We need among business men a better 
understanding of purpose; unity of action, with 
closer attention to working details.” says Chas. 
S. Keith. 

‘‘Labor organizations carry out their pur¬ 
poses more successfully. Twenty per cent of 
union labor leads the other 80 per cent, and 
generally succeeds in its undertakings; this, 
because those who falter or fail are branded as 
‘scabs/ and their families are ostracized and 
covered with shame and ignominy. 

“Would to God we had some similar power 
to force our business men to such a successful 
co-operative effort for the common good! These 
men give freely of their time, which is their 
capital, as well as their money, giving many 
times more of both than their employers. Can’t 
you see this is why labor wins? They put forth 
united effort. 

“Are we less intelligent, or are we more 
selfish than they? We will not admit our lack 
of intelligence. We must concede our selfish¬ 
ness ; but, if conceded, our acts do not display 
intelligent selfishness, because our interests lie 
in the results of the character of co-operation 
we do not fully accord. What is the answer? 

“I am appealing to you for a higher order 
of co-operation than you have heretofore given. 
I appeal to you for that co-operation founded 
upon the teachings of Christ himself—charity 
to your fellow man and confidence in his integ¬ 
rity until shaken by direct evidence to the 
contrary. I appeal to you for something greater 
than money—I appeal to you for personal serv¬ 
ice as well as financial support. Give the asso¬ 
ciation this kind of support, with proper defi¬ 
nition of purpose, and it will be a power for 
good, not only in the industry, but in the land.” 


THE LOVE OF A BUTCHER BOY 

Deer Heart, I’m in an awful stew, 

How I’ll re -veal my love for you? 

I’m such a mutton-head, I fear— 

I feel so sheep-ish when you’re near, 

I know it’s only cow-ardice, 

That makes these lamb-entations rise, 

I dread a cut —let me explain; 

A single roast would give me pain; 

I should not like to get the hooks, 

And dares not steak my hopes on looks. 

I never sausage eyes as thine. 

If you would butcher hand in mine 
And liver ’round me every day, 

We’d seek some ham-let far away; 

We’d meat Life’s frowns with Love’s caress 
And cleaver road to happiness. 


It’8 not what you have done that counts— 
it’8 what you are doing now. 
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AWARDED 


[products^ j 

| Taps. Dies f 
Screw Plates 
Gages. Reamers 
Pipe Tools 
Opening Die Heads 
Threading Machines 
Lathes ft Screw Machines 
Grinding Machines 
! CirrrmG Off Machines 
J Saw Sharpeners 

^-. _ J 


Greenfield Tap and Die Corporation 

World t l.jrgrtt Mom^rtarm Ol Strrw Cuiring To-Jt 

Greenfield, MasMchu«etts 


The Banner of 


TPIMONT 
MFG. CO. 




POXB ’■'V, MASS 


SHOWING 


The Official Award 
Ribbon 


SiJRedal 

■ "(Honor 


of the 


Medal of Honor 


HIGHEST AWARD 

PIPE'FITTING 
TOOLS 


AWARDED 


P PIE 


Trimo Tools 


i>AN FRANCISCO 

1315 


AT THE 


Panama • Pacific 
International Exposition 


“Honor Awarded Means Merit Rewarded 


SEND FOR CATALOGUE NO. 777 
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LOOK WELL TO YOUR VOTE 

The most important election in the history 
of the United States will take place next 
November. The conduct of the war and, in fact, 
the very future of America, are dependent, not 
only upon the election of a war Congress that 
will enact necessary laws, but upon the presence 
in the National Legislature of men of vision, 
ability, and broad experience, who are the 
best qualified of our citizenship correctly to 
solve the great internal and international ques¬ 
tions that will come before the next Congress. 

In no way can you more definitely and more 
adequately show your loyalty to the Country 
and exercise your highest privilege as a citizen 
than by looking well to the manner in which 
you vote during that election. 

It is in your hands, loyal citizens of this 
Republic, to insure the success of our present 
great enterprise and to prevent the disaster 
most likely to follow the election of incompe¬ 
tent, unfit, or disloyal men to Congress, by 
voting only for candidates whose loyalty, in¬ 
telligence and honesty are above suspicion. 

Loyal citizens are in the vast majority in 
this land. Loyal citizens are energetically back¬ 
ing every effort being put forth by our Gov¬ 
ernment to win the war, to defeat autocracy 
and to strengthen democracy. It is simply a 
question of marshaling our loyal citizens for a 
winning drive at the polls at home, as earnest 
and as determined as our gallant soldiers are 
driving now at the front in France. 

In the words recently spoken by Elihu Root: 

4 ‘There is one great, single, predominant quali¬ 
fication for and election to the next Congress, 
and that is a loyal heart. I don’t care whether 
a man is a Democrat or a Republican or a 
Progressive or a Socialist or a Prohibitionist, or 
what not, he must have a loyal heart or it is 
treason to send him to Congress. 

Democrats and Republicans and all loyal 
men should get together, and agree upon the 
loyal man of one party or the other who is the 
surest to carry the district, and all unite on 
him without regard to party. 

The one thing only is to win the war, and 
put men in Congress who will represent the 
driving power of the American people; the 
driving power that is behind Congress, that is 
behind the Administration, and that, God grant, 
may make itself felt behind the men who are 
puttering over contracts and lingering on the 
road to Victory. The great thing is to make 
the Germans feel that the hundred millions of 
America are going, as one man, to beat them, 
to make every American feel that all the rest 
of the hundred millions are with him in his 
mightiest efforts to beat the German.” 

There speaks the heart of America; there 
breathes the spirit of Americanism. Can you 
feel less, do less, and still call yourself an 
American? 


Look well to your vote. 

Never was it as precious as now. Never 
was it more powerful than now. Never did it 
mean more to your Country and to the world 
than now. Don’t waste it. Don’t use it thought¬ 
lessly. Above all else, don’t use it treasonably 
—for to vote other than for what your loyalty 
tells you is the best interest of your Country 
next November would be nothing short of 
treason. 

And don’t wait till the polls open to use 
your influence to make the next Congress “safe 
for democracy.” Begin working now. Assume 
the personal obligation of speaking with, or 
writing without delay to, political leaders, 
newspapermen and others who form or marshal 
public opinion in their Congressional districts. 

Make them realize sharply that the need of 
the Nation is that election of men of absolute 
and unconditional loyalty who are determined 
to prosecute the war to Victory, and who pos¬ 
sess the strength of character and unquestioned 
ability, to be of real service to the Country in 
this crisis. Every citizen can influence results 
directly to this end. 

This is no time for narrow partisanship, no 
time for temporizing, no time for “playing 
politics.” It is a time for soul-searching, for 
soul-testing, for Americanism, militant and 
uncompromising and unquestioned American¬ 
ism. 

Vote in November as an American. Kill pro- 
Germanism with your ballot. Add to your will 
to win, a vote to win. 

The American citizen who votes next Novem¬ 
ber primarily as a partisan, votes against the 
lives of our soldiers in France and our sailors 
on the seas. The American citizen who votes 
next November for an unfit candidate for 
Congress, votes for the kaiser, for Prussianism, 
for all that is un-American, all that is undemo¬ 
cratic, all that is menacing to our national 
ideal and institutions. 

Look well to your vote. 


WILL REFUSE ALL MAIL ORDER 
ADVERTISING 

The Butterick Publishing Co. announce that 
hereafter all mail order advertising will be 
excluded from Everybody’s Magazine. 

A little over a year ago they made a similar 
announcement with reference to their other 
publications, among which was the Delineator, 
the one with the largest circulation and best 
known. 

This met with instant approval of retail 
merchants, and particularly among retail hard¬ 
ware dealers. 

We know that their announcement that mail 
order advertising has now been excluded from 
Everybody’s Magazine will be read with in¬ 
terest by thousands of our subscribers. 
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paint wHh 

. your bathroom* 

Or is it unsightly because 
of old fashioned plumbing 
fixtures ? 

Modernize your bathroom 
by having us install 

Mcme 

Plumbing Fixtures 
in your home. 


T HIS is only one of the many electros we will 
furnish you free if you want to go after the 
remodeling business. 

We’ll furnish you with blotters, slides, circulars and 
animated films that’ll produce some profitable busi¬ 
ness for you. And we’ll supply them all free. 

Write for complete information. Address the Ad¬ 
vertising Department. 


PACIFIC t 

PLUMBING FIXTURES 


FOR SALE BY ALL JOBBERS 



Main Office and Show Room 
67 New Montgomery St. 
San Francisco, Calif. 


Factories 
Richmond and 
San Pablo, Cal. 


Branch Offices, Portland and Los Angeles 


GAS or OIL or ^ 

WATER or STEAM 

is absolutely safe where 

Rhode Island 


UNIONS 


are in use 





m 




Vi 




The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode Island 
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SPECIAL CHAIN MADE FOR HANGING 
PIPE 

From a dose analysis one finds even chain has its 
limitations as well as its adaptations. 

This is brought out rather forcibly by the recent 
announcement of a special chain designed and placed on 
the market for the sole use of * * suspending” or 
9 * hanging pipe.” 

Former methods of supporting pipe have offered 
many difficulties which are very evident to anyone 
who has had any experience in this line of work. The 
demand for a better method of hanging pipe has 
brought out numerous patented devices, but none has 
been materially successful in overcoming these dif¬ 
ficulties. 

Chain used for this purpose has proved in every 
way superior to other devices. Bulldog Chain used in 
combination with screw eyes offers a pipe hanger which 
excels by far any other pipe hanging device on the 
market. 

Bulldog Chain is more economical than other pipe 
hangers. It is furnished in reels from which the 
desired lengths can be cut as required. It will be 
seen that there is no waste which must be cut off or 
lapped over as is the case with other hangers. 

This chain used as hangers is quickly and easily 
placed in position. A screw eye is screwed into the 
ceiling or beam above the pipe. The chain haviug been 
cut to approximately the desired length, it is looped 
around the pipe and both ends of the chain are slipped 
onto the hook of the screw eye. 

Being extremely flexible, Bulldog Chain can be 
nsed where other types of hangers could not be put 
up. In cases where there are temporary or unstable 
ODStructions between the pipe and the place to which 
the hanger is to be fastened chain can be passed 
around the obstruction. 

The ease which Bulldog Chain pipe hanging chain 
can be put up, taken down and adjustments made, 
adapts it admirably for temporary work in mill, 
factories, etc. 

A most meritorious feature of Bulldog pipe hanging 
chain is the ease with which the level of the pipe can 
be adjusted. By removing the chain and simply tight¬ 
ening or loosening the screw eye the level of the pipe 
can be raised or lowered any desired distance. Larger 
adjustments can be made by drawing in or leaving out 
additional links. Where there is a liability of consid¬ 


erable change being necessary it is advisable to cut the 
chain several links longer than the desired length. 

Not only are vertical adjustments easily made with 
Bulldog Chain hangers, but horizontal adjustments are 
also greatly facilitated. The extreme flexibility of the 
chain allows the pipe to be moved several inches with¬ 
out making any change in the length of the chain and 
without shifting the location of the screw eye. This 
will be found of great benefit when it is desired to 
shift the position of pipe suspended from open joists 
as it does away with the use of cross pieces to which 
the hanger is fastened. Corners and curves in the pipe 
are also easily taken care of by the flexibility of the 
chain. 

The facility with which it may be adjusted admir¬ 
ably adapts it for use in supporting steam or hot water 
pipes. Adjustments can easily and quickly be made 
to correct differences in level caused by contraction 
and expansion. It is made by The Cleveland Galvan- 
inzing Works Company, Cleveland, Ohio. 

Bulldog Chain is made from finest quality cold 
drawn steel wire. The links are formed with special 
Bulldog Tie which cannot pull out. They are very light 
and flexible and for this reason are easy to put up. 

The Galvanized finish of the chains admirably fits 
them for use on water pipes which are liable to 
“sweat” or in damp places as the finish prevents rust 
and corrosion. 


“KEEP OFF THE GRASS!” 

That sign has been indelibly printed on our 
memories since we were children. 

However, lately it has been discovered by 
men who make a careful analysis and study of 
advertising and slogans of this sort that the 
old “Keep Off The Grass” sign was negative, 
and in many cases, it did more harm than good. 
It was a command which aroused the ire of 
people. It did not appeal to their finer senses 
of preservation, nor to their good judgment. 

So in line with many other modern thoughts 
of the day, this slogan has been changed. Now 
we are beginning to see neat signs reading, 
“Please Let Me Grow.” 

In place of the small boy deliberately tramp¬ 
ing on the grass in volation of the command, 
“Keep off,” he now reads this new sign and 
stands up at the edge of the grass and defends 
it against all comers. 

It is in line with modern thought and sug¬ 
gestion. The retail merchant will do well to 
ponder and consider. Times and methods are 
changing rapidly. He and his business must 
change with them; he must keep abreast of the 
times. 


PERFECTION IN GAS HEATING 

Foss & Jones, of Pasadena, Cal., have an in¬ 
teresting proposition to make to merchants and 
dealers on their Gleewood Gas Floor Furnaces. 

These furnaces have points of excellence and 
merit. There are no odors and it represents 
the latest achievements in health, comfort, con¬ 
venience and economy to every householder. 

There is a ready sale in these, and they will 
be glad to give any further information to any 
of our readers upon request. 
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WHICH ARE YOU? 

There are two kinds of men in this world 

The Man Who Has No Enemies 

is the man who is no good to himself or his 
country. He agrees with everybody and every¬ 
thing. If you ask his opinion on a subject, he 
finds out your view of it and then agrees with 
you. 

He never does anything, so it is impossible 
to find fault with his action. 

He never says anything; consequently none 
have a chance to take exception to what he says. 

He is a do-nothing and a say-nothing. 

His idea of life is just to simply breathe, eat 
and sleep until his anatomical machinery wears 
out, and then die. 

The Man Who Has Enemies 

is the man who does things—who makes things 
happen; who brings things to pass; a big cog in 
the wheel of progress. 

He has plans and strives to put them into 
execution. If he meets opposition and obstacles, 
so much the better—the greater the obstacles, 
the greater become his efforts and determina¬ 
tion to succeed. 

He thinks things and has the nerve and 
manhood to express his thoughts, not stopping 
to inquire who it does or does not suit. 


THE AD AND THE MAN 

He saw the ad from day to day 
And muttered: “I defy it. 

Their stuff may be just what they say, 
But I’m not going to buy it.” 

As time wore on he made remarks 
It would not do to mention, 

For he was mad because that ad 
Was forced on his attention. 

But in a week, or two, or three, 

He said: “There’s no denying 
The way that ad gets hold of me 
The stuff may be worth trying.” 

For just about a fortnight more 
He dared mere words to win him, 

And then the ad completely had 
Aroused the spender in him. 

Next day he drifted in a store 
And quietly expended 
A few big iron dollars for 

The stuff the ad commended. 

He found it filled a long-felt need, 

Its excellence surprised him, 

And now he’s glad because the ad 
So deftly hypnotized him. 

—James J. Montague. 


He who has lost confidence can lose nothing 
more. He who has found it can win everything. 



Lend 

the way they 

Fight 

The fighter has no time to count 
the cost as he jumps into the un¬ 
known, as he springs to success— 
possibly to death. 

Ever worry about meeting a Lib¬ 
erty Bond payment? 

Think once more of the man who 
does not worry about meeting death. 

Buy bonds to your utmost — 
and save to your utmos t to p ay 
for them and KEEP THEM. 


This space contributed by 
CRESCENT TOOL CO., 
Jamestown, N. T. 
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LACK OF MOISTURE IN HOT AIR 
Editor Questions and Answers — Will you 
kindly give me some points relative to the 
needed moisture required in the warmed air 
of a heated dwelling, and greatly oblige, 

JOHN A. BISHOP. 

This is a point that is greatly neglected in 
most house heating, the contractors generally 
think of getting the air hot. Generally speaking, 
heated air will hold over 70 times as much 
moisture as cold air, or, to put it another way, 
it has the capacity for over 70 times as much. 
If it doesn’t get the moisture easily it proceeds 
to take what it can g£t just wherever it can 
find it—from plants in the room, the furniture, 
the windows, your body—that is why some¬ 
times when the thermometer shows 70 the house 
feels cold. If your heater is not arranged to 
supply a sufficient quantity of moisture to 
the house, better call in a first-class heating 
man and let him remedy the defect. 


DISCHARGING AIR FROM RADIATORS 

Editor Questions and Answers—Many times 
there are impurities in the water which is used 
in our house heating boiler. Now when the air 
is let out of the radiator it makes a very dis¬ 
agreeable odor. Can you suggest any way out 
of this without too much trouble and expense 
as the job has been in for several years. 

E. R. CRAWFORD. 

You can get air valves that are so con¬ 
structed that the discharge end of the air valve 
can be fastened to a piping system for the air 
valves. 

These pipes can be run into one air main 
which can be carried to the cellar and let dis¬ 
charge into a sewer. We would suggest that 
the pipe discharge through an S trap if it is 
to be passed into a sewer. If this does not 
appeal to you the air is some times discharged 
into the chimmey. If the latter the pipe must 
be looked after frequently as the opening is 
liable to become clogged with soot. 


SAVING FUEL 

Editor Questions and Answers—We are 
thinking of getting some cards printed to send 
to our friends and customers, said cards to 
relate to the saving of fuel this winter, and 
would thank you for any items you consider it 
well to embody in the card. MRS. GREINER. 

We do not suppose that we can hit all the 
points, but we will give a few that seem quite 
ini?* »rtant. The following can be used: 


1— Put heating apparatus in thorough 
repair. 

2— Clean the apparatus from top to bottom. 

3— Use the best fuel obtainable and secure 
enough, early, for the winter season. 

4— When building a fire put in enough fuel 
to run twelve hours. Run banked fires. 

5— Have a competent person run the appa¬ 
ratus. Don’t let everybody monkey with the 
job. 

6— Don’t pinch the fire too hard at night. 
It is a mistake to allow the house to get too 
cold. 

7— Close up all the rooms that are not 
needed. 


WASTES TOO MUCH WATER 
Editor Questions and Answers—Last year 
we had a new plumbing job put in our home. 
Now, when we have to draw hot water from 
any spigot it takes a long time for the hot 
water to come. I notice on some other jobs that 
they get hot water almost at once when they 
open a hot water spigot. Will you tell me 
just why my job don’t work similar? 

JANE HOPKINS. 

The reason is that the plumber who put in 
your job was either pretty much behind the 
times or else he didn’t want to go to the pains 
of putting you in what is called a circulating 
system for hot water. As your pipes probably 
are, there is always a long line of cold water in 
the pipe between the faucet and the boiler. 
This must be drawn out before you can get 
any hot water at all. 


COVERING WATER SUPPLY PLUMBING 
PIPES 

Editor Questions and Answers—Can you 
give me any definite reason why plumbing 
water pipes are not covered? C. H. FORD. 

Principally because the owner don’t want to 
pay the extra cost. As a general proposition 
the hot and cold water pipes on a plumbing job 
are not covered. There is no reason why they 
should not to our notion other than the added 
cost. Certainly the covering would be of bene¬ 
fit to both the hot water pipes and the cold 
water pipes as is easily demonstrated by any 
one who has lived through a summer and 
winter with modern plumbing in the house. 
You can get an estimate on the covering of the 
pipes from the plumber you have the most 
confidence in and we believe that covered pipes 
will give you more satisfactory results. 
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YOU GET THB SIMPLEST AND BBST 
COCK BVBR MADB wk- YOU 8PBCIFY 


B. B. HIGH PRESSURE BALL COCK 


Has Only One 
Packing Which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-lnoh 
carried in stock. 

No Special Packing Required. Ground 
Joint Coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing I*ever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton It, Waltham, Mass. 


Dependable Tanks 


“Always Reliable” 

Practical Line 
Manufactured 

Si nee 1876 we have V Vr 

spent large sums for / 
experimenting. We, / 
therefore, control many / _ LB! I 

patents covering im- / « —S 

provements which no i 
other manufacturer ^ t HR j 

can equal. We give you \ fT~ 

the benefit of those _—'J 

improvements without 
charge. Our superior 
quality is therefore 

within reach of all. § 

On account of our qual- i 

ity, the Government 
and its Allies are favor- 

ing ns with many or- ^°* ^ Furnace, 
ders. Our plant, there¬ 
fore is quite congested. Tou should place your 
order NOW with the jobber for your future 
wants so as to allow him plenty of time to obtain 
such goods from us. Your jobber will supply at 
factory prices. 

OTTO BERNZ, Newark, New Jersey 
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If you desire the best, choose our 

“ Copper Brazed” Construction 

Positively bold air without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS CO. 

Pittsburgh, Pa. 

Factory, Oakmont, Pa. 


No. 10—Steel—% in. to 4 in. 


Why Experiment 

with untrademarked floor and ceiling plates that 
are offered as equal or superior to our famous 
*'B. & 0." brand! 

Our No. 10, illustrated, is one of many styles, 
and carried by the leading supply houses. We are 
the old original company. Look for our trademark 
on the labels, the B. Sc C. circle of red. 

Catalog on request 

The Beaton & Corbin Mfg. Co. 

Southington, Conn. 

Largest and oldest plate company in the world 

Pacific Coast Representative 
W. ERWIN GILCHRIST 

681 Market Street San Francisco, Calif oral* 
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YOUR STATUS WHEN THE GOVERNMENT 
SEIZES GOODS YOU HAD BOUGHT 

(Copyright by Elton J. Buckley) 

An important factor just now in getting 
goods is that ordinary private buyers have to 
compete with the Government for their supplies. 
This is so in almost all lines, for the Govern¬ 
ment is today a buyer for almost everything. 
A manufacturer who has arranged to sell cer¬ 
tain merchandise to customers is suddenly told 
that the Government needs his goods, and the 
mix-up which results has in several cases gotten 
into the courts. The situation extends both to 
the wholesale and retail buyer. A jobber will 
contract to buy certain goods from a manufac¬ 
turer, who later finds himself unable to deliver 
because the Governemnt serves notice that it 
will require his goods for the service. The job¬ 
ber, expecting to get the goods, has arranged to 
sell them, and in some cases has sold them to 
his own customers. The Government upsets 
both the jobber and the retailer, and this ques¬ 
tion arises; Where this happens to a jobber, 
has he any recourse against the manufacturer 
for breach of contract; and where it happens to 
a retailer, has the retailer any recourse against 
the jobber, the cause of both the manufacturer’s 
and the jobber’s default, remember, being the 
taking of the goods by the Government for war 
purposes. 

An interesting case has just been decided 
which throws light upon the first half of this 
question. Let me say before I discuss it, that 
there has been a disposition to separate into two 
classes cases where the Government took goods: 
First, cases where the Government contracted 
for them like a private party, and, second, cases 
where the Government commandeered or seized 
them, not under any contract, but under its 
sovereign right in war time. The law has 
always been that where a seller had sold goods 
to a private buyer, and, before they could be 
delivered, the Government stepped in and seized 
them, the seller was relieved from responsi¬ 
bility. It has never quite been the law, however, 
that when the Government had merely con¬ 
tracted for goods as a private party, the seller 
who delivered them to the Government instead 
of to the private party, was relieved from re¬ 
sponsibility. The case I am about to report re¬ 
moves the distinction between these two classes, 
and rules that if the Government buys or takes 
the goods at all under peremptory conditions, 
whether by commandeering or buying, it is tan¬ 
tamount to a forcible taking, and if the goods 
taken had previously been sold to a private 
buyer, the latter has no recourse against seller. 

The case referred to arose in New York 
State. The Moore Knitting Co. several months 
ago sold certain underwear to the Roxford 
Knitting Co., of Philadelphia. After the con¬ 
tract was all made, the Government notified the 
Moore Co. that it would require large quantities 


of underwear, and that these requirements 
must be filled before private buyers got any. 
Twenty thousand dollars’ worth of orders had 
been delivered to the Roxford Co., and a large 
quantity more was due. The Moore Co. of 
course shut down on deliveries and sent every¬ 
thing to the Government. The Roxford Co. de¬ 
manded delivery of the balance of its order 
and when delivery was refused, declined to 
pay for the $20,000 already delivered, on the 
ground that it had been damaged much more 
than $20,000 by the Moore Co.’s failure to de¬ 
liver in full. The Moore Co. then sued the 
Roxford Co. to recover its $20,000 and the Rox¬ 
ford Co. defended on the ground that the Moore 
Co. had defaulted on its contracts and that its 
default had cost it, Roxford, $60,000. 

The question at issue was this: When goods 
which have been contracted for by a private 
buyer have to be delivered to the Government, 
under Government order, has the private buyer 
any right against seller for breach of contract. 

The court in this particular case said nr#, 
and its theory was that the Government’s notice 
to the seller that it would require the goods, 
though it did not take the technical form of 
commandeering, practically amounted to that, 
and as it amounted to that, the seller was help¬ 
less and could not deliver to its private buyer, 
therefore was not responsible because it did not 
deliver. The following is from the decision: 

The transaction between the Moore Go. and the 
Government in substance, even if not in form, were 
commandeer orders under the Federal Statutes. Since 
the Government officials and the mills plainly under¬ 
stood and intended the Government’s wants to have 
precedence, the mere fact that a particular form was 
not followed or particular commandeering statutes 
mentioned is not conclusive. No particular form of 
order is required to bring the case within the Federal 
acts authorizing the commandeer, and where, as in 
this case, the real intention of the Government officials 
and of the mills was to bring the transaction under 
the commandeer power of the Government, that is 
sufficient. 

So the Moore Co. was relieved from respon¬ 
sibility and the loss fell on the jobber. But sup¬ 
pose the Roxford Co., the jobber, had sold 
against these goods to retailers, and had like¬ 
wise failed to deliver, would those retailers have 
been thrown out in the same way if they sued 
Roxford? I should say not, if the jobber had 
made the ordinary contract of sale with them, 
for the Government didn’t commandeer any 
goods in the hands of the jobber, and therefore 
the jobber wouldn’t have the same excuse that 
the manufacturer had. Even if the jobber 
had’nt had the goods delivered to him, he 
would still be liable on the contract to his 
buyer, unless he had put something like this in 
his contract: 

Provided, that if the seller does not receive delivery 
of the said goods because they are commandeered by 
the Government before or after delivery is made to the 
seller and if by reason of said commandeering the 
seller is hereby absolved from all responsibility for 
non-delivery. 
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The Savill Swan Neck Faucet 

The Original Quick Opening Perfect Sink Fanoet 
ONLY faucet with all operating parte within baain. 

If hands are foiled or holding something. fanoet can be 
opened or closed just as easily with m finger, the wriat or arm. 
Opens to full stream and shuts off in motion of a minute. 
4 * SAVILL’* Faucets are a profitable and most satisfactory 
line. Investigate now. 

Send for Booklet 

Had* la 8 . O. T. Bm A-5 CaUlof. 

THOS. SAYILL’S SONS i3io-i4 wm »t. Philadelphia 

HOLBROOK, MERRILL * STETSON, 

San Francisco, OaL, and Los Angeles, OaL 



No. 1 Fire Pot. Xdst Price Each $27.20. 

Ask for Discount 

ASK YOUR JOBBER 

For C. & Ia. No. 1 Fire Pot. It will give you 
the satisfaction you are looking for. It will soon 
save its cost in the saving of fuel alone. Re¬ 
member you buy fuel often, but a Fire Pot 
only occasionally, and the user will soon save 
his cost in the saving of fuel alone. All leading 
jobbers will supply at factory prices. Send for 
catalog—it's free. 

CLAYTON & LAMBERT MFO. 00. 
Detroit, Mich., U. S. A 



In writing the 
company address 
Department HW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Send for our catalog of Gen- 
nine Armstrong Stocks and 
Dims, Water. Gas and Steam 
Fitters * Tools and Pipe 
Threading Machines. 

TNE ARMSTRONG 
MFG. CO. 

276 Knowlton St. 
Bridgeport, Oonn. 



"The Heater That Delivers the Heat." 


A PERFECTION IN SCIENTIFIC GAS HEATING 

THE GLEEWOOD FLOOR FURNACE 

Health—Comfort—Convenience—Economy 

These points win instant favor and continued popu¬ 
larity. 

Stock this new, valuable line. 

Cash in on its large profits. 

Write us for special dealer's propositions. 

FOSS & JONES, 28 East Union St, Pasadena, Cat 
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Kill the Hun 
Kill Hi* Hope 









Bayonet and Bon I 

-both kill! 



One KILLS the Hun, the other kills 
his hope. And to kill his hope of victory 
is as essential right now as to kill his 
fighting hordes. For while hope lasts, 
the Wolf of Prussia will force his subject 
soldiers to the fighting line. 

We have floated other loans, built 
a great fleet of ships, sunk pirate sub¬ 
marines, sent our men across and shown 
the Kaiser’s generals what American dash 
and grit and initiative can do. The Hun 
has felt the sting of our bullets and the 


thrust of our bayonets. He is beginning 
to understand America Aroused—to 
dread the weight of our arms and energy. 

This is a crucial moment. Nothing can 
so smother the Hun morale, so blast his 
hopes, as a further message from a 
hundred million Freemen, a message that 
says in tones that cannot be misunder¬ 
stood, “Our lives, our dollars, our ALL 
—these are in the fight for that Liberty 
which was made sacred by the sacrifices 
of our forefathers.” 


Buy U. S. Government Bonds Fourth Liberty Loan 


Contributed through Division 
of Advertising 


United States Govt. Commis¬ 
sion on Public Information 


This space contributed for the Winning of the War by 
THE PUBLISHER OF HARDWARE * PLUMBING WORLD. 


Digitized by 


Google 











HARDWARE WORLD—PLUMBING AND HEATING. 


143 


No. 204 Turner Torch 



A strictly high grade torch sold 
under the maker’s guarantee. If 
you want the best torches on the 
market for your work use the 
Turner. 

No. 204, Quart Size,Each, $7.60 List 
Ask for Catalog No. 4. 


THE TURNER BRASS WORKS, Sycaaon, III., U. S. A, 


ABSOLUTELY 
NECESSARY 

For every wide awake and up-to-date 
mechanic to use C. & L. Fire Pots and 
Torches. Whyf Because they will 
do your work quicker and better than 
any other make, owing to the fact that 
they produce hotter flames, using leaa 
fuel, and save you time and money. All 
Wo. 32 Torch leading jobbers will supply at factory 
IASI PllOt nrirpR 
Bach $16.00 pnces * 

^^eount 15 * 8 " Sen< * * or — ifc ’* * ree * 

CUYT9N it LAMBERT MFC. CO., Detroit, MIcIl, U. $. JL 



Gas Pipe Straps, Soil Pipe 
Hooks, Gas Pipe and 
Plumbers’ Hooks 



BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooma and Factory 100 to 114 Bread Street 

PHILADELPHIA 


STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Can Get It at the 

Largest Stove Re¬ 
pair House in the 
Northwest 


THE SPOKANE STOVE & FURNACE 
REPAIR WORKS, Inc. 

>12-14 Fir»t Avenue Phone Main 1790 

SPOKANB, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 


- “WE KNOW THE STOVE REPAIR BUSINESS, - 

WE WE 

Stove and Furnace Repairs ANYTHING 

'%# fEf Eft IS; Eft I I ET M II/£ know your want s and can fill mail or- 

IyI I ElII UK# DCrl W ***** 99 - 100 # correct and with dispatch. 

. _ __ ____ ___ __ We can supply parts for over 500,000 

STOVE AND FURNACE REPAIR WORKS different Stoves, Ranges and Furnaces from Spo¬ 
kane. 15 years experience filling mail orders for 
We Furnish DUPLICATE ORDER BOOKS Free on Request Stove Repairs in Spokane. 

“We Know the Stove Repair Business ” - 

MYER S. RUBENS STO rep A N r D w F o U r R k N s ACE 1009 W. First Ave. r Spokane, Wash. 
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GET OUT THE OLD OAK STOVE 

Get out the Old Oak stove, Dad, 

And set her in the room; 

The time we spend a haulin’ coal 
Is better spent near home; 

There’s dozens o’ trees in the old south lot, 
Halfway dead and bound to rot; 

They’ll make a fire blisterin’ hot; 

Get out the Old Oak stove. 

Get out the Old Oak stove, Dad, 

Let’s quit a usin’ coal; 

Our Uncle Sam can’t get enough 
For all, to save his soul; 

The less we use, the more he ’ll git; 

A usin’ wood may be “our bit” 

To make the Kaiser throw a fit; 

Get out the Old Oak stove. 

Get out the Old Oak stove, Dad, 

Grind up your axe for fun; 

Put a bit of set in the old cross-cut 
And help to lick the Hun. 

There’s a bug-killed hickory to use this year; 
It’8 good as coal, or a blame sight near, 

And it’8 got a crackle I like to hear; 

Get out the Old Oak stove. 


WOULD YOU REFUSE OR DELAY? 

If you were “over there” and the order 
went forth, “every man over the top at 6:15!” 
Would you wait until 6:20 or 6:3(1—or refuse 
altogether? Then in the cool gray dawn you 
would face the “firing squad.” A puff, a 
report—and you would have paid. 

Over here—a refusal to subscribe to the 
Fourth Liberty Loan if you possibly can—will 
mean the “firing line” of millions of living 
patriots’ eyes haunting you through time—and 
the eyes of thousands of our boys who have 
made the supreme sacrifice—haunting you 
through eternity. 


ONE REASON. 

A tourist in the Yellowstone National park 
leaned over the back of a little old man’s seat 
and said: 

“You’re a Jew, aren’t you?” 

“Yes, I’m a Jew,” replied the little old man, 
wonderingly. 

“Well,” said the tourist, “in the village 
where I come from there isn’t a Jew—not a 
single one.” 

“That’s why it’s a village,” said the little 
old man. 


Get out the Old Oak stove, Dad; 

The trees we take for wood 
Had ought’a been cut long ago, 

To do the woodlot good. 

We’ll clean up all the dead and down 
And sell a load or two in town. 

Let wood help knock the Kaiser down! 
Get out the Old Oak stove. 



The Star Heel Plate Company, of Newark, 
N. J., have just completed and are in their new 
office building. They have also increased other 
facilities to increase their production to supply 
the big demand for their well known Star Heel 
Plates, Cobbler Outfits. Lasts and Stands, Riv¬ 
eting Machines, Corn Shellers, etc. 

It will pay some of the hardware men who 
have not as yet handled their products to get 
in line, and put in stock some of this firm’s well 
known products which have made a world-wide 
reputation. 

Their latest catalog, No. 15, illustrating their 
complete line of Ileel Plates, Cobbler Outfits, 
Lasts and Stands. Riveting Machines, Corn 
Shellers, etc., will be mailed immediately upon 
receipt of any request. 


Chas. Hinman has moved his plumbing shop 
at Escondido, Cal., to a new building, which 
will give him better facilities. He is keeping 
quite busy. 


Teacher—“Johnny, how do they discover 
iron ? ’ ’ 

Johnny—“Oh, I know! Father said just 
yesterday that they smelt it.” 
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Retail Selling Prices 

The following ere the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants In smaller towns and cities who do not have the opportunity of checking np their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 26%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION— 

Blank Rim Fire— Black Smkla. 


22 Short.| 

\ .15 

$ ... 

88 Short . 

.85 


S3 8. A W.... 

.55 


88 RAW. 

.70 

t .. 

88 Long Colt. 

1.80 

... 

44 W. O. F.. 

1.60 

• • • 

Shot Rim Fire— 



22 Long . 

.55 

.60 

82 Long . 

1.05 

. •• 

Shot Center Fire— 



82 S. A W.... ......... 

.96 

... 

82 W. O. F. 

1.80 

... 

88 8. A W.. 

1.16 

... 

38 W. O. F. 

1.60 

• •• 

44 W. O. F . 

L50 

1.75 

44 X. L.. 

1.60 

1.80 

44 Game Getter. 

1.50 

1.60 

Rim Fire, Ball— 



BB Capa. 

.86 

.85 

CB Capa. 

.45 

.45 

22 Short . 

.85 

.80 

22 Short H. P. 

.85 

.86 

22 Long . 

.36 

.40 

22 Long H.P. 

.40 

.46 

22 Long Rifle. 

.40 

.46 

22 Long Rifle H. P.- 

.45 

.46 

22 W. m. F.,.......... 

.50 

.56 

22 W. R. F., R P. 

.55 

.60 

22 Win. Auto. 

... 

.55 

22 Win. Auto, H. P..... 

... 

.60 

25 Short Stevens. 

.60 

• •• 

25 Stevens . 

.80 

... 

82 Short . 

.60 

.. • 

82 Long .. 

.70 

.. • 

38 8hort.. 

1.00 

... 

88 Long . 

1.00 

... 

41 Short... 

1.05 

... 

Center Fire Pistol— 



22 Win. SS. 

1.30 

1.50 

25 Colts Auto. 

... 

1.85 

25-20 Single Shot. 

L55 

1.75 

25-20 Win. 

L86 

1.60 

25-20 Win HV. 

• • # 

L75 

7.68 MM-Mauser . 

... 

8.15 

7.65 MM-Mauser . 

• •. 

8.15 

9 MM-Luger. 

.. • 

8.80 

32 Colta Auto. 

... 

L85 

82 Colts Short. 

1.00 

1.10 

88 Oolta Long. 

1.15 

1.85 

88 Oolts Police Positive. 

1.15 

1.85 

88 RAW. 

1.00 

1.10 

88 8. A W. Long. 

1.15 

1.85 

82-80 Marlin. 

1.40 

1.80 

82 Winchester . 

1.40 

1.80 

88-80 Win HV. 

.. • 

1.80 

85 R A W. Auto. 

a. • 

1.55 

88 Colta Auto. 

• • # 

8.80 

88 Colta 8hort. 

L86 

1.85 


88 Colta Long,..1.80 

88 Oolta Polio# Positive. 1.85 

88 S. A W. 1.80 

88 8. A W. Special.1.46 

88 Winchester . 1.66 

41 Oolts Short DA.1.80 

41 Oolta Lone DA.1.60 

44 Ball Dog. 1.86 

44 8. a W. Amor.1.75 

44 8. a W. Bus.. 1.76 

44 8. a W. Special.1.80 

44 Webley . 1.60 

44 Win cheater .1.66 

46 Oolta . 1.86 

45 Colta Auto. 

Center Fire Military 

and Sporting— 


38 Savage . 

860-8000 Savage. 

35-31 Stevens. 1.90 

35- 35 SteTena. 1.90 

36- 85 Win cheater. 

36-85 Short Range. 

36-86 Marlin. 

35 Remington Bimlaaa. 

6 MM U. 8. N... 

7 MM Special Manaer.. 

7.65 MM Bel Manaer. 

8 MM Manaer. 

9 MM Manaer. 

80-80 Winchester. 

80 Bemington Bimlaaa.. ... 
80 Government Bimlaaa. ... 

808 8avage...... 

88 Remington Bimlaaa. 

88-40 Winchester. 1.06 

83-40 Winchester HV. 

83 Winchester 81f. Ldg.. ... 
83 Winchester Special.. ... 

88 Winchester. 

85 Bemington Bimlaaa. 

85 Winchester. 

85 Winchester 81f. Ldg. 

851 Winchester Slf. Ldg. ... 
88-65 Win cheater Lead.. 1.80 

88-55 Winchester HV. 

88-56 Winchester.1.80 

40-60 Marlin . 1.85 

40-60 Winchester ...... 1.85 

40-65 Winchester .1.85 

40-70 Winchester.1.40 

40-78 Winchester.1.40 

40-83 Winchester.1.40 

401 Winchester Auto. 

405 Winchester. 

45-60 Winchester. 1.40 

45-70-405 Government.. 1.40 

45-75 Winchester. 1.40 

45-90 Winchester.1.60 


1.50 

1.85 

1.80 

1.55 

8.05 

1.50 

1.76 

1,96 

1,96 

8.10 

8.06 

8.10 

8.60 


1.40 

1.96 

8.65 

8.66 
1.80 
1.80 
1.30 
1.80 
1.85 

1.85 

1.86 
L85 
8.06 
L85 
1.86 
8.06 
1.86 
1.86 
1.80 
L85 
8.45 

1.85 
1.80 
1.66 
1.95 
8.55 

8.85 
L55 
1.65 
1.65 

1.65 

1.66 
1.65 
1.65 
1.65 
1.65 
8.80 

L60 

L65 


SHELLS, LOADED— 

Winchester Repeater or Remington 
U. M. C. Nitro Club— 

13 8 drs. x 1 oz. t 24 grs. x 1 

os., drop shot.$1.25 

8 drs. x 1% os., 24 grs. x 

1% os. drop shot. 1.25 

3)4 drs. xl)4 os., 20 grs. 

x 1H os., drop shot. 1.35 

3% drs. x 1% os n BB shot, 

drop shot . 1.80 

8 )4 drs. x Buck shot, drop 

shot . 1.85 

16 3% drs. x % os., 22 grs. x 

* % os., drop shot. 1.20 

2% drs. x % os., BB shot, 

drop shot. 1.25 

20 2% drs. x % os., 18 grs., x 

\ os., drop shot. 1.15 

Winchester Leader or Remington 

U. M. 0. Arrow— 

12 3 M drs. x 1% os., 26 grs. x 

1% os., chilled shot.1.35 

3% drs. x 1% os.. 28 grs. x 

1% os., chilled snot.% 1.40 

16 2\ drs. x % os., 22 grs. x 

% os., chilled shot. 1.80 

20 2% drs. x % os., chilled 

shot . 1.25 

2)4 drs. x % os., chilled shot 1.35 
Trap Loads— 

12 3 drs. x 114 os., 7% chilled 1.85 
3 % drs. x 1)4 os., 7% chilled 1.40 
Black Powder Loads— 

12 3 hi drs. x 1H os., drop shot 1.05 
Gap a and Primer#— 

Pereuaaion .80 

Musket Oapa.86 

Primers, 100 in box.86 

Primers, 250 in box.80 

Empty Paper Shelia—Blank Pow.— 
12, 16, 20 Ga. per 100 .. • 1.60 

10 Ga. per 100. 1.06 

For Smokeless Powder, Repeater or 
Nitro Club- 
18, 16, 80, 88 Ga. per 

100 . 1.80 

10 Ga. per 100. 8.10 

Leader or Arrow- 

18, 16, 80, 88 Ga.. 8.80 

10 Ga. per 100. 8.40 

Empty Brasa Shells— 

Best Qual. 18, 16, 80, 

88, Box 85. 8.76 

8nd Qual. 18, 16, 80, 

88, box 85 . 8.10 

Wads— 

Cardboard, box 850.80 

Black Edge, Beg., box 

850 . 60 

Black Edge, K in., 185 

in box.40 

Blaek Edge, K in.. 850 

in box.80 


ADZES (UNHANDLED)—Carpenters, No. SO, 4 White, 88.85 
each; No. 80, 4% White, $8.85 each; No. 881, 8)4 Sierra, 
82.75 ea.; No. 881, 4 Sierra, $2.75 e a.; No. 331, 4)4 Sierra, 
$2.75 each. Railroad, No. 80 B, 5 White, 88.50 each: No. 
80 B, 5)4 White. $8-50 each; No. 888, 6 Sierra, $8-00 
each; No. 888, 5)4 Sierra, $8.00 each. Ship, No. 44, 4 
White. $8.85 each; No. 44, 4)4 White, $8.86 each; No. 44; 
4)4 tfhite, $4.00 each: No. 46, 4)4 White, 84.50 each; No. 
45, 5 White, $4.60 each; No. 885, 4 Sierra, $8.50 each; No. 
285, 4)4 8ierra, $8.60 each. 

ANCHORS—Screws per 100, 8-16, $4.16; )4. $6.85. 
ANVILS—Vulcan—No. 2, 20-lb., 86.50: No. 8, 80-lb.. $7.50; 
No. 4, 40-lb., $8.75; No. 5, 50-lb.. $10; No. 6, 60-lb., $11; 
No. 7, 70-lb., $12; No. 8, 80-lb., $18. Trenton—80 to 425 
lb., 22)4c lb.; 70 to 79 lb., 83c lb.: 60 to 69 lb., 28%o 
lb.; 50 to 59 lb., 24)4o lb. With Clip Horn, 2c per lb. 
extra. Columbia, All Steel—80 lbs. and over, 20He lb. 
ANTIMONY—Slab, 45e lb. 

APRON8—Carpenters—California Leg, $1.50; No. 12 Long 
Brown, $1.85; No. 8 Short Brown, 60s. 

ASBESTOS— 

Mill Board, 85c lb.; Cut, 40e lb, 

Paper, 85c lb.; Out, 40c lb. 

Wtcking, )4-lb. balls, 80c each. 

Wicking, 1-lb. lota, $1.50. 

Cement, per sack...$6.00 


CJGERS—Greenlee Carpenters Nut, No. 

57. 


Sise . 

. % 

% 

% 

% 

1 

Each.. 

.$1.00 

$1.00 

$1.16 

$1.26 

$1.85 

Sise . 


. 1)4 

1% 

2 

2)4 

Each . 


.$2.00 

$2.85 

$8.65 

$4.00 

Greenlee Ship. 
16ths . 

. 8-10 

11-12 

18 

14 

15 

60 each . 

$1.60. 

$1.75 

$1.76 

$1.86 

$1.95 

68 each . 

1.96 

2.00 

8.00 

8.15 

2.80 

16ths . 

17 

18 

19 

20 

81 

60 each . 

$2.15 

$2.25 

$2.80 

$2.40 

$8.50 

62 each . 

8.50 

2.65 

8.60 

2.80 

8.15 

16the . 

28 

24 

85 

26 

27 

60 each ...... 

$8.86 

$8.00 

$8.80 

$8.45 

$8.75 

62 each . 

8.50 

8.60 

8.65 

8.75 

4.10 

16ths . 

89 

80 

81 

88 


60 each . 

$4.40 

$4.70 

$5.00 

$5.85 


62 each . 

4.70 

5.86 

5.95 

6.85 



1)4 


18 


2.25 

22 


8.16 

28 


4.40 


AXES—Boys' Handled, Blue Wing, $2.00 each; Pacemaker, 
$1.90. Hunters, 670, $1.50 each; 671. $1.50 each; 678, 
$1.65 each. Boy Scout, 655 8, $1.85 each: 656, $1.60 each; 
50 S (Sheaths), 50c each. Double Bit Unhandled, Dread- 
naught, 8-4, $2.75 each; Dreadnaught, 3)4-4)4, $2.75 each: 
Dreadnaught, 4-5, $2.75 each. Double Bit Handled, Tuff 
Temper, 3-4, $3.25 each; Tuff Temper, 8)4*4)4, $3.25 eaeh; 
(Continued on Page 168) 
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RETAIL SELLING PRICES—Continued. 


L. ft G. ENAMELED WALE— 


Oral Foot Baths. 

0 .$1.15 

150 .: T . .60 

Drinking Cups. 

08 ......$ .15 

220 . 2.00 

Covered Bake Pans. 

1 .$ .66 

950 .66 

222 . 2.50 

1 .’ 1.40 

850 .65 

00 .15 

2121 . 1.20 

Round Bake Pans. 

20 .$ .40 

2 . 1.65 

450 .80 

010 .20 

2141 . 1.45 

a .o oo 

660 . 1 66 

ft . TT .16 

2161 . 1.75 

4.a so 

860 1 96 

0 . T 90 

2181 .2.00 

80 .45 

Coffee Biifini. 

0 .$ .60 

1050 . 1.50 

1250 T r 1 76 

10 .20 

11 .96 

2201 2 26 

40 .50 

2221 . 2.75 

50 .56 

oi 95 

1601 40 

Pieced Cups. 

20 .$ .15 

Milk Kettles. 

70 .$ .40 

71 .50 

60 .60 

00 .95 

9501 .70 

Bed or Douche Pans. 
2 ..$2.00 

Bed Pans. 

1 .$8.01 

nin i 06 

itkni no 

090 1 20 


25 .20 

080 . 1.80 

CoTored Baekots. 

6501 .$1.05 

8501 . 1.40 

10601 1 75 

40 .80 

72 .65 

040 . 1.45 

060 . 1.60 

Ooffoo Bailors. 

60 .$1.10 

Straight Cups. 

0 .$ .20 

6 .25 

74 .90 

76 . 1.05 

Bread Pans. 

2 .$ .85 

19601 9 OO 

120 .40 


11 .85 

70 .... 1.28 

Rd. Dinner Bnckots. 
080 .$1.15 

Minera' Cups. 

50 .$ .40 

Measuring Cups. 

10 .$ .20 


12 .46 

80 . 1.60 


18 .55 

90 . 1.80 


Oblong Pans. 

08 .$ .96 

100 .2.60 

040 . 1.25 


601 .1.25 

501 . 1.15 

K9 ftK 

04 . T ’ .40 

701 . 1.40 

502 . 1.85 

After Dinner Cups ft 
Saucers. 

10 $ $6 


01 . 90 

801 . 1.65 

508 . 1.50 


02 .86 

901 .2.10 

Minors* Dinner 
Buckets. 

10 .61.60 

68 . 1.65 

Sponge Cake Pans. 
200 .$ .86 

Oblong Stove Pans. 

100 .$ .45 

200 .60 

1001 .2.76 

Fish Boilors. 

218 .$4.00 

220 . 4.50 

Cups ft Saucers. 

100 . $ $5 

Lipped Reserving 
Kettles. 

14 .$ .80 

18 . T _ . 96 

Acme Dinner Buckets 
140 .$1.75 

20 . A5 

400 .40 

222 ......... 5.00 

240 . 2.00 

Cuspidors. 

10 .$ .45 

18 .40 

800 .66 


840 . 1.60 

20 .60 

826 .75 


2401 . 1.65 

20 .56 

22 . .56 

850 .86 

Ham Boilors. 

170 .$2.75 

Orel Dinner Buckets. 

14 $1 #0 

90 .86 

24 .60 

400 .96 

Flaring Cocoa Shaped 
Dippers. 

26 .65 

426 . 1.00 


9ft 80 

460 . 1.05 

175 . 8.00 

41 T T 180 

80 .90 

475 . 1.16 

Milk or Rico Boilors 

1 A O OK 

Oblonf Dinner 
Buckets. 


82 . 1.05 

500 . 1.26 

Genuine Cocoa 
Shaped Dippers. 

66 .$ .50 

84 . 1.15 

550 . 1.45 

16 . 1.00 

86 . 1.85 

8 quare Stove Pans. 

110 .$ .66 

ill .. T .. , ,70 

18 . 1.16 

20 . 1.85 

22 . 1.50 

Ill . 1.75 

40 .2.00 

50 .8.00 

lift 910 

Cup Dippers. 

9 ..T..$ .25 

Ttt Katttoa. 

*0 .* .78 

112 .75 

94 . r 1 75 

Aurora Dinner 
Buckets. 

775 .$1.65 

118 . A5 

26 2 00 

10 .80 

114 ■ 1 00 

Oft O Kft 

11 .96 

80 .80 

1 16 T - 115 


Flaring Dippers. 

010 .$ .25 

Oil .20 

012 - - 86 

40 .90 

11ft 1 ftK 

141 . 1.00 

161 . 1.10 

181 . 1.25 

776 . 1.90 

50 . 1.00 


875 . 1.90 

876 . 2.15 

60 . 1.15 

70 . 1.26 

Square Jelly Cake 
Pane. 

99 .$ .80 

100 .85 

201 . 1.40 

221 . 1.65 

Chambers. 

1 .$ .50 

ltt .68 

Windsor Dippers, 
inn e »a 

80 . 1.50 

90 . 1.75 

nvn 0 aa 

241 . 1.90 

110 . AO 

080 . 2.25 

90 .86 

261 .2.15 

Oftl O *7K 

2 ... .76 

8 86 

112 .85 

090 . 2.60 

Jelly Cake Pans. 

8 .$ .25 

0 .25 

861 . 8.50 

62 . 1.05 

52 H . 1.15 

58 . 1.20 

Chamber Covers. 

1 .$ .25 

ltt .80 

9 96 

114 .40 

160 .. 1.25 

Oblong Soap Dishes. 

60 .$ .80 

Wall Soap Dishes. 

00 .$ .80 

060 .20 

Sink Drsiners. 

7 .$ .50 

170 . 1.46 

180 . 1.66 

190 . 2.00 

10 .80 

68 .26 

Deep Ladles. 

69 .80 

70 .80 

68 tt . 1.86 

64 .1.60 

66 . T . . 9.00 

8 .40 

Colanders. 

1 .$ .50 

90 ..$ .20 

100 .26 

Mountain Cake Pans. 
7 ft . $ in 

|H • 1(9 

110 . 75 

KOI 1 IK 

2 .60 

190. $0 

70 . T 11 80 

KOI 14 1 OK 

8 .75 

40 .40 

01 T 25 

AO §8 

691 1 16 

104 .50 

Coffee Flasks. 

10 .$ .50 

101 ... .26 

Oval Dish Pans. 

1 K S| KA 

681 V£ _ r - -1 1 60 

205 .60 

111 ..80 

641 .. . 1.66 

806 .70 

Round Coffee Flasks. 

11 n ft kk 

121 .85 

10 . el.oo 

9 O 7 ivg 

561 . 2.16 

407 . 85 

8oup Ladles. 

ftft ft «n 

90 2 no 

581 . 2.76 

Child'! Oommodu. 

1 . 6 .48 

Covered Commodes. 

5 . $1.50 

210 . 75 

Dish Pans. 

80 . $ .96 

8mls. Bowls. 

9*10.$ .20 

Pieoed Funnels. 

01 . $ .80 

80. 25 

88 . *20 

100 . 1.00 

12*14 . 26 

09 $0 

Graduated Measures. 

11 . $ 60 

140 116 

16 . 80 

Odorless Oosunodee. 
a . t $l 65 

09 . .85 

170 . 1.86 

18 . 86 

04 . 40 

(No Up.) 

All ft AM 

210 . 1.55 

20 . 40 

Combinets. 

40 . $2.85 

Pot Covers. 

4 9 16 

05 . 55 

800 . 2.86 

22 . 46 

06 . 65 

Ull ....... .6 .46 

Standard Ifaaauraa. 

01 . | .18 

02 . AO 

400 . 8.50 

24 . 60 

Fruit Jar niton. 

10 . 1 .18 

101 . 06 

26 . 60 

9ft .70 

141 . 1.05 

171 1 OK 

90 . 96 

414 ? 18 

Berlin Kettles. 

02 . $ .65 

08 . 66 

04 . 75 

05 . 85 

06 . 90 

08 . 1.15 

010 . 1.86 

08 .40 

Rinsing Pans. 

08 .$ .85 

010 .95 

012 . 1.00 

014 . 1.06 

017 . 1.25 

Upped Fry Pans. 

80 .$ .80 

Soup Bowls. 

126 .$ .25 

Wash Bowls. 

26 .$ .85 

28 .40 

80 .45 

5 .15 

6 Vi .15 

ft 16 

04 .50 

06 .66 

06 .95 

6V4 .20 

7 .20 

7 Vi .26 

ft 96 

Jelly Moulds. 

080 .$ .25 

Childrens Mugs. 

8 .$.20 

5 .26 

89 .50 

8tt .*5 

O ftA 

012 . 1.65 

94 .60 

021 .66 

81 .95 

86 .70 

014 on 

081 .75 

Chamber Pails. 

1 .$1.40 

82 .40 

Covered Bnckots. 

19 .$ .85 

O 9 1 A 

*11 ... 

1 A ft K 

041 ..90 

88 .45 

1 A14 ftft 

051 . 1.00 

2 . 1.50 

84 .50 

11 96 

061 . 1.15 

8 . 1.75 

86 .60 

31 .......... .*v 

21 H .45 

ftQ KA 

11 14 ftK 

081 . 1.40 

4 . 2.00 

86 .65 

12 r 4<) 

0101 . 1.65 

25 .2.15 

National Fry Pans. 

49 .$ .80 

60 .85 

28 .60 

94 .70 

12 Vi .45 

18 .50 

0121 . 1.85 

80 . 2.85 

Convex Kettles. 

212 . $1.06 

Water Pails. 

110 . $1.15 

76 .85 

18 Vi . 60 

51 . 45 

9ft . 1.00 

14 . 75 

214 . 1.26 

112 . 1.85 

62 . 50 

90 . 1.28 

14Vi . 86 

216 . 1.50 

114 . 1.60 

58 . 66 

82 . 1.60 

16 . 1.00 

218 . 1.75 

116 . 1.85 

54 . 66 
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RETAIL SELLING PRICES—Continued 


Muffin 


55 

56 

406 

408 .. 

400 

413 .. 

Oorn 
706 .. 
708 .. 
708 .. 

712 .. 


.70 

.75 

Pans. 

_$ .45 

.55 

.65 

.75 


Oak* 


Pans. 

..$ .56 
.. .65 

. . .75 

.. .85 


Milk Pans. 

00 .$ .20 

0 .20 

11 25 

*5 .25 

20 .SO 

SO .85 

40 .40 

50 .50 

60 .65 

80 .65 

100 .70 

120 .85 

Pudding Pans. 

50 .$ .25 

100 .25 

150 .SO 

200 .SO 

800 .85 

400 .40 

500 .50 

600 .65 

800 .65 

1000 .70 


Pus Pans. 

I 

8 . 

80 . 

Berlin 


.50 
.55 

.65 

.75 

_ Saues Pans. 

02 .$ .55 

08 .65 

04 .75 

05 .85 

06 .06 

08 . 1.16 

010 .1.85 

012 . 1.65 

021 .65 

081 .75 

041 .00 

051 . 1.00 

061 . 1.15 

081 . 1.40 

0101 . 1.65 

0121 . 1.85 

Cbmb. Dbl Sauce 
Pans. 

1 .$1.60 

11 . 1.75 

Comb. Triple Sauoe 
Pans. 

10 .$2.25 

101 .2.50 

Sauee Pans. 

162 .$ .55 

168 .60 

164 .70 


Lipped Sauee Pans. 

0 .$ .25 

10 .80 

12 .80 

14 .85 

16 .85 

18 .40 

20 45 

22 .55 

24 .60 

26 .65 

28 .80 

80 .95 

Straight Sauee Pane. 

250 .$ .55 

850 .65 

450 .80 

650 . 1.00 

Shallow Stew Pans. 
8 .$ .80 

4 .85 

5 .40 

6 .50 

Deep Stew Pans. 

14 .$ .85 

16 .35 

18 .40 

20 .45 

22 .60 

Molasses Pitehers. 

601 .$ .55 

Conran Water 
Pitehers. 

401 .$ .60 

402 .65 

408 .75 

404 .85 

406 .90 

406 . 1.00 

. Water Pitehers. 

5 .$1.00 

10 . 1.15 

20 . 1.25 

0 .70 

1 .80 

2 .90 

8 . 1.05 

4 . 1.20 

6 . 2.00 

Pitehers A ’Bowls. 

100 .$1.55 

200 . 1.75 

Dinner Plates. 

19 .$ .25 

20 .80 

21 .85 

Pie Plates. 

27 .$ .20 

28 .20 

29 .25 

80 .80 

81 .85 

89 .25 

40 .80 

41 .85 

Lebanon Pie Plates. 

47 .$ .25 

48 .25 

49 .80 

50...80 


Soup 


Plates. 

. $ 


2 * 

3 . . 

5 . . 

15 . 

25 . 

85 . 

45 . 

55 . 

21 * 

31 . 

51 . 

151 

251 

851 

451 

551 

05 . 

015 

025 

035 

045 

055 

051 

0151 

0251 

0351 

0451 

0551 


Coffee 


Pots. 

$ 


Tea Pots. 


00 . 

01 . 

0 .. 

10 . 

20 . 

80 . 

40 . 

50 . 

001 
Oil 
01* 

101 
201 
801 
401 
501 
1000 
1010 
1020 
1080 
1040 
1050 
2000 
2010 
2020 
2030 
2040 
2050 

Fireless Cooker Pots 


.25 

.80 

.35 

.55 

.60 

.65 

.65 

.75 

.85 

.90 

1.05 

.65 

.60 

.65 

.75 

.85 

.90 

1.00 

1.15 

.90 

1.00 

1.15 

1.20 

1.85 

1.50 

1.00 

1.05 

1.15 

1.80 

1.40 

1.55 


1450 

1650 

1850 


1.60 

1.90 

2.25 


420 , 

620 . 
820 , 
1420 
1620 
1820 
450 . 
650 , 
850 , 


\ .50 
.55 
.65 
.70 
.80 
.85 
.95 
1.05 
.60 
.65 
.70 
.80 
.85 
.95 
1.05 
1.15 
.95 
1.00 
1.15 
1.25 
1.40 
1.65 
1.00 
1.10 
1.20 
1.85 
1.45 
1.65 


.$ .85 
. 1.15 
. 1.40 
. 1.25 
. 1.60 
. 1.90 
. 1.15 
. 1.55 
. 1.85 


Berlin Sauce Pots. 


02 

03 

04 , 
05 . 
06 . 
08 , 
010 
012 
021 
031 
041 
051 
061 
081 
0101 


.55 

.65 

.75 

.85 

.90 

1.15 

1.40 

1.65 

.65 

.75 

.90 

1.00 

1.15 

1.85 

1.65 


0121 . 1.85 

Convex Sauce Pots. 

212 .$1.05 

214 . 1.25 

216 . 1.50 

218 . 1.75 

220 . 2.00 

222 . 2.50 

2121 . 1.20 

2141 1.40 

2161 . 1.75 

2181 . 2.00 

2201 . 2.25 

2221 . 2.75 

Oval Sauce Pots. 

2 .$2.00 

3 . 2.25 

4 . 2.50 

20 .2.25 

30 2.50 

40 .2.75 

Straight Sauce Pots. 
014 .$ .50 


016 

018 

020 

022 

024 

026 

028 

030 

032 

80 

100 

120 

160 

200 

801 

1001 

1201 

1601 


.65 

.70 

.85 

1.00 

1.25 

1.50 
2.00 

2.25 

2.50 

1.25 

1.50 

1.75 

2.25 

2.75 
1.40 

1.75 
2.00 

2.50 


(Continued from Page 161) 

Tuff Temper, 4*5, $8.50 each. Single Bit Handled, Blue Wing, 
8*4, $3.00 each; Blue Wing, 8*-4*, $3.00 each; Blue 
Wing, 4-5, $8.00 each; Dreadnaught, 3-4, $2.75 each; Dread- 
naught, 8*-4*. $2.75 each; Dreadnaught, 4-5, $2.75 each; 
Bluebird, 3-4, $2.75 each; Bluebird, 3*-4*, $2.75 each; 
Bluebird, 4-5, $2.75 each; Pacemaker, 8-4, $2.75 each; Pace¬ 
maker, 8*-4*, $2.75 each; Pacemaker, 4-5, $2.75 each; 
Tuff Temper. 8-4, $2.75 each; Tuff Temper, 8%-4%, $2.75 
each; Tuff Temper, 4-5, $2.75 each; Quaker City, 8-4, $2.75 
each; Quaker City, 8*-4*. $2.75 each; Quaker City, 4-5, 
$2.75 each; Old Forge, 8-4, $2.50 each; Old Forge, 8*-4*, 
$2.50 each; Old Forge, 4-5, $2.50 each; Freighters, 8-F, 
$2.50 each. 

BABBITT—Frictionless, 85c lb.; Magnolia, 45c lb.; No. 4, 25c 
lb.; No. 1, 80c lb.; No. A, $1.80 lb.; Challenge, $1.25 lb.; 
Special Motor, $1.10 lb.; Excelsior, 80c lb.; Acme, 65c lb.; 
XXXX Nickeled, $1.40 lb. 

BARS—Crow, Pinch Point No. 10, 15c lb.: Wedge No. 15, 
15c lb.; Lining No. 80, 15c lb.: Digging No. 580, 25c lb.; 
Tamping No. 25, 15c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Goose Neck No. 8657—% x 18, 50e each; Goose 
Neck No. 8659—* x 24, 75c each; Goose Neck No. 8662— 
* x 24, 90c each. 

BATTERIES DRY CELL—Columbia, No. 6, 45c each; No. 6-S, 
45c each; No. 16, $1.40 each. Red Devil or Red Label, No. 
6-D, 45c each. Hot Shot Multiple, No. 1562,$3.00 each; 
No. 1662, $3.35 each. Ever Ready same price as Columbia. 


2001 . 8.00 

Covered Stove Pots. 

706 .$1.25 

707 . 1.50 

708 . 2.00 

709 . 2.50 

7061 1.50 

7071 1.75 

7081 2.25 

7091 2.75 

Soup Stock Pots. 
212 $4.50 


218 

224 

236 


6.00 

7.50 

9.00 


312 .... 

318 .... 


324 . . . . 


336 .... 


Bread Raisers. 

10 _ 


14 . 


17 . 

. 2 85 

21 . 

.2.75 

101 .... 

. 2 00 

141 . . . . 

. 2 25 

171 . . . . 

.2.75 

211 . .. . 

. 3.25 

Nesco 

Perfect 

Roasters. 

150 .... 

.$2.50 

180 .... 

. 8 25 

200 .... 

. 4.20 

Grocers' 

’ Scoops. 

2 . 


3 . 


4 . 


5 . 

.65 

20 . 


30 . 


40 . 


50 . 

i on 

Flat Skimmers. 

9 . 



.20 

.25 

.25 

Spittoons. 

.$ .85 

. 1.10 

Club Spittoons. 

100 $1.25 

Hotel Spittoons. 

150 .$2.50 

Basting Spoons. 


200 

300 




.15 

.20 

.20 

.20 

.25 


Steamers. 

7 .$1.15 

8 . 1.35 

9 . 1.50 

Tea Steepers. 

2 .$ .50 

3 .55 

Handy Strainers. 

140 .$ .15 

Gravy Strainers. 

2 $ .85 

Jelly Strainers. 

20 .$ .80 

Cake Turners. 

13 .$ .15 

14 .20 

Female Urinals. 

1 .$2.00 

Male Urinals. 

2 $1.85 


BIBB 8—Compressio n— 

Plain 1112—%-inch Rough, $1.00 each; %-inch, $1.25 eaoh* 
%-incn, $1.75 each; 1-inch, $3.65 each * 

finished, $1.25 each; %-inch, $1.50 each; 
%-inch, $2.25 each; 1-inch, $4.25 each. 

0112—* -inch Nickel-plated, $1.50 each; %-inch 2175 
each; %-inch, $2.50 each; 1-inch, $4.50 each. ’ 

Hose 1113—% -inch Rough, $1.10 each; %-inch $140 
each; %-inch, $1.90 each; 1-inch, $4.00 each; 1 *-inch 
$7.50 each; 1 %-inch, $10.00 each. 

113—%-inch Finished, $1.50 each; %-inch, $1.85 
%-inch, $2.40 each; 1-inch $4.50 each. 

°H3—%-inch Nickel plated, $1.60 each; %-inch 
each; %-inch, $2.75 each. ’ 


each; 

$1.85 


BITS—Auger 
Size 16ths. 
81—List. 

Dos.. . . 
31—Sell. 
Each. . . 
100—List. 
Doz.. . . 

100— Sell. 
Each... 

101— List. 
Doz.. . . 

101—SelL 
Each... 


8 4-8 9-10 10-12 18-14 14-16 18 20 

6.00 5.00 6.00 7.00 8.25 9.50 12.00 14.00 

.45 .40 .45 .50 .75 .90 1.10 1.20 

6.00 5.00 6.00 7.00 8.25 9.50 12.00 14.00 

.45 .40 .45 .50 .75 .90 1.10 1.20 

... 5.00 6.00 7.00 8.25 . 

.40 .45 .50 .75 . 
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RETAIL SELLING PRICES—Continued 


BITS—Anger—Continued. 


Site 15 ins. 

8 

4-9 

7 

8 

9 

10 

11-12 

18-14 

85——List. 








Dos.... 
85—Sell. 

4.50 

4.00 

4.50 

5.00 

5.50 

5.00 

7.00 

8.00 

Esch... 

.80 

.25 

.80 

.85 

.40 

.45 

.50 

.90 

$4 

Sise 16ths. 
35—List. 




15-16 

17-18 

20 

22 







Dos. 

85—Sell 




. 9.00 

10.50 

12.00 

18.50 

18.00 

Esoh.... 

,,,,, 



.75 

.70 

.85 

.96 

1.90 

Sise 16 th*. 

4-6 

7 

8 

9 

10 

11 

12 

18 

47—List. 
Dos.... 
47—SelL 

9.00 

10.00 

11.25 

12.50 

18.75 

15.00 

16.26 

17.50 

Esch... 

.45 

.86 

.75 

.90 

.95 

1.00 

1.10 

1.15 


16 19 


1.49 

16 


Sise 16th*. 14 

47—Li*t. 

Dos.19.00 80.60 88.00 

47—SeU. 

Each . 1.90 1.80 

Siso 16th*. 6-8 9 10 11 18 19 14 

53—List. 

Dos. ...11.95 19.60 18.75 15.60 16.95 17.50 19.00 90.50 
68—8*1L 

Eseh... 1.85 1.50 1.65 1.80 1.90 1.95 9.85 9.45 

Solid Center, in S*t*—111)4, $1.05 set; 15, $8.85 set; 96, 
$6.00 set; 85, $8.60 set; 85C, $8.50 set. 

Irwin, in Sets— 53, $4.50 set; 55, $6.50 set; 55C, $6.50 set. 
Russell Jennings, in Sets— 4520 H, $7.00 set; 4532 ft, 
4582HC, $10.00 set; 4720ft. $7.00. 

BELLS—Kentucky Cow—No. 0, $1.00 sseh; No. 1, 86c esoh; 
No. 2, 75c esch; No. 8, 55c each; No. 4, 45c csch; No. 6, 
86c csch; No. 6, 80c such; No. 7, 25c csch. 

BELLS—2ft-Inch, Nonpareil, 60c each; 8-inch, Nonpareil, 70s 
each. 


BEVELS—Sliding 
91.00. No. 25: 

T—No, 

. 18: 

6-bu 75c 8-in.. 

90e; 

10-Uu 

8-in.. 

50e: 8-In.. 86o 

; 10-ln., 

* 60e; 

12-hU 

86e; 14-in., 75s. 
BLOCKS—Wood Tackle. 

Com. 

Com. 

Com. 

Pat. 

Pat. 

Pat. 


/ft 

Dbl. 

Triple 

$1.90 

*!“/o L 

Dbl. 

TrpL 

$8.20 

8-ineh .. 

$1.45 

$2.20 

4-inch . 

. .95 

1.75 

2.85 

1.80 

2.50 

8.90 

5-inefi ....... 

. 1.00 

1.90 

2.60 

1.40 

2.80 

8.86 

6-inch . 

. 1.20 

2.20 

8.20 

1.65 

8.16 

4.85 

7-inch . 

. 1.45 

2.65 

8.88 

1.66 

8.65 

5.60 

8-inch .. 

. 1.80 

8.10 

4.65 

2.50 

4.60 

6.60 

10-inch . 

. 8.00 

4.90 

6.85 

8.85 

8.60 

9.85 

12-inch . 

. 4.85 

8.28 

11.70 

5.80 

10.00 

14.60 

BLOCKS—8teel Tacklo 
Sise 

8-ineh . 



Single 
...$ .90 

Double 

$1.50 


4- inch . 1.00 1.85 

5- inch . 1.10 2.00 

6- inch . 1.26 2.25 

8-inch . 1.86 8.25 

10-inch . 8.00 5.00 

BLOCKS—Wood Snatch. 

6-inch .$3.00 

8-inch . 4.85 

10-inch . 8.85 

12-inch . 7.50 

BLOWERS—No. 400 Champion, $86.00; No. 40 Lancaster, 
$20.00; Royal $80.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.00 each; No. 14, Holdfast, 
$2 00 each; No. 10, Springer, 90x15 in. sleeve board. 
83.00 each; No. 20, Springer, 54x18 in. sleeve board, 
$2.75 each; No. 80, Springer, 54x18 in., no sleeve board, 

$2.25 each; No. 40, Springer, 60x12 in^ no sleeve beard, 

$2.00 each. 

Without Table (Skirt Boards)—4 foot, 75c each; 6 foot, 
$1.00 each; 6ft foot, $1.96 each; 8 foot, $1.50 each. 
BOARDS. STOVlC— 

Paper Lined— No. 45—18x18, 85c e.ch; 24x24, |1.00 each; 
26x26, $1.10 each; 28x28, $1.25 each; 30x30, $1.50 each; 
82x32, $1.85 each; 86x36, $2.25 each. No. 125—24x36, 
$1.60 each; 26x30, $1.65 each; 28x34, $1.85 each; 30x36, 
$2.15 each; 82x42, $2.75 each. No. 200—18x18, 90c 

each; 24x24. $1.05 each; 26x26, $1.25 each; 28x28, $1.40 
each; 80x30, $1.60 each; 82x82, $1.90 each; 86x86, 

$2.25 each. 

Wood Lined—No. 80—24x24, $1.75 each; 26x26, $2.10 
each; 28x28, $2.35 each; 30x30, 82.75 each; 33x33, 

each; $3.25 each; 36x36, $3.75 each. No. 90—24x36, 

$2.40 each; 26x32. $2.40 each; 28x34, $2.75 each; 80x38, 
$3.25 each; 82x42, $3.75 each. 

BOARDS. WASH—Toy No. 815, 30c each; Single Zinc No. 
820, 55c each; 980, 60 each; 983, 50c each; Double Zinc 
No. 934. 90c each; Brass No. 801, $1.05 each; Blue En- 
namel No. 964, 85c each; Glass No. 963, 80c each. 

BOIT8— 

Carriage— Contractors. Retail, by dos. 

8mall .Pins 10% Plus 50% 

Large . Plus 95% Plus 59% 

Machine— 

8mj.ll .Plus 18% Plus 50% 

Large . Plus 25% Plus 50% 

^tnre Bolts, 80% off List. 

Stud .Pina $0% Plus 50% 


BOLTS— 


Common Carriage—8-16 h ft-in. 

5-16-in. 

tt-ln. Vi-lm. 

lift 

Dos. 

100 Dos. 

100 

Dos. 

100 Dos. 

100 


1.00 

.25 

1.40 

.30 

1.90 .55 

8.72 

2 


1.10 

.26 

1.52 

.80 

2.06 .65 

8.72 

2ft 


1.20 

.80 

1.64 

.85 

2.22 .60 

8.87 

8 


1.80 

.80 

1.76 

.85 

2.88 .60 

4.02 

8ft 

.25 

1.40 

.80 

1.88 

.40 

2.54 .65 

4.85 

4 

.25 

1.50 

.80 

8.00 

.40 

2.70 .70 

4.67 

4ft 


1.60 

.85 

2.12 

.45 

2.86 .75 

6.00 

5 


1.70 

.85 

2.24 

.45 

8.02 .80 

6.80 

5ft 


1.80 

.40 

2.86 

.50 

3.18 .85 

5.62 

8 


1.90 

.40 

2.48 

.50 

8.84 .85 

5.94 

6ft 


2.15 

.45 

2.80 

.65 

8.72 .90 

6.26 

7 


2.40 

.45 

8.11 

.60 

4.10 .95 

5.59 

7ft 


2.75 

.50 

8.24 

.65 

4.82 1.00 

6.90 

8 


8.06 

.50 

8.87 

.65 

4.64 L05 

7.20 

8ft 


,, 

.55 

8.51 

.70 

4.72 1.10 

7.87 

9 


,, 

.55 

8.65 

.75 

4.90 1.15 

7.54 

9ft 


, , 

.60 

8.79 

.80 

5.08 1.20 

8.08 

10 

BOLTS— 

• #•••••• • • 

• • 

.60 

8.92 

.80 

5.27 1.25 

8.50 


Maehiat Squsr* Hssd and Nut— 




ft-in. 

5-16-in. 

ft-in. 

7-16-in. 


Dos. 100 

Dos. 100 

Dos. 100 

Dos. 100 

lift-. 

.25 1.76 

.80 2.00 

.85 2.49 

.40 2.86 



ft-in. 

ft-in. 

ft-in. 



.60 8.68 

.80 5.80 

1.20 7.65 


ft-in. 

5-16-ln. 

ft-in. 

7-16-in. 

2. 

.25 1.76 

.80 2.12 

.86 2.66 

.45 8.66 



ft-ln. 

ft-ln. 

ft-in. 



.65 8.78 

.85 6.66 

1.80 8.48 


ft-in- 

5-16-in. 

ft*in. 

7-18-in. 

2ft... 

.80 1.89 

.85 2.24 

.40 2.72 

.50 8.87 



ft-in 

ft-in. 

ft-in. 



.70 4.10 

.90 5.89 

1.40 8.99 


ft-in. 

5-16-in. 

ft-in. 

7-16-in. 

8. 

.80 1.94 

.85 2.86 

.40 2.68 

.55 8.47 



ft-in. 

ft-in. 

ft-in. 



.70 4.47 

.96 6.06 

1.46 9.56 


ft-in. 

5-16-in. 

ft-in. 

7-10-In. 

8ft.... 

.80 2.02 

.40 2.48 

.45 8.04 

.55 8J7 



ft-in. 

ft-ln. 

% -l». 



.75 4,78 

1.05 6.66 

1.55 10.10 


ft in. 

5-16-in. 

ft-in. 

7-16-in. 

4.. 

.80 2.10 

.40 2.60 

.46 8.20 

.60 8.68 



ft-ln. 

ft-ln. 

ft-in. 



.80 5.00 

1.10 7.24 

1.60 10.66 


ft -in. 

5-16-in. 

ft-in. 

7-16-In. 

4ft.... 

.88 2.20 

.45 2.75 

.50 8.40 

.66 AOS 



ft-in. 

ft-in. 

ft-in. 



.85 5.26 

1.15 7.62 

1.70 11.22 


ft.in. 

5-16-in. 

ft-in. 

7-16-In. 

5. 

.86 2.80 

.45 2.90 

.60 8.59 

.70 .428 



ft-in. 

ft-in. 

ft-in. 



.85 5.58 

1.20 8.01 

1.80 11.78 


ft -in. 

5-16-in. 

ft-in. 

7-16-In. 

5ft.... 

.40 2.89 

.60 8.02 

.56 8.75 

.70 4.40 



ft-ln. 

ft-in. 

ft-in. 



.90 5.80 

1.85 8.40 

1.90 12.84 


ft.in. 

5-16-ln. 

ft-in. 

7-16-In. 

6. 

.40 2.47 

.50 8.14 

.60 8.91 

.75 4.70 



ft-in. 

ft-in. 

ft-in. 



.96 6.06 

1.80 8.79 

1.95 18.90 


ft.in. 

5-16-in. 

ft-in. 

7-16-In. 

6ft.... 

. 

.56 8.87 

.65 4.07 

.60 4.00 



ft-in. 

ft-in. 

ft-ln. 



1.00 6.88 

1.40 9.17 

2.10 18.46 


ft-in. 

5-16-in. 

ft-in. 

7-16-in. 

7. 


.65 8.89 

.65 4.24 

.85 6.10 



ft-in. 

ft-ln. 

ft-ln. 



1.00 6.59 

1.45 9.66 

2.20 14.08 


ft-in. 

5-16-in. 

ft-in. 

7-16-In. 

8. 

sea • • m 

.60 8.68 

.70 4.59 

.90 6.51 



ft-in. 

ft-in. 

ft-ln. „ 



1.10 7.12 

1.60 10.84 

2.85 15.16 


ft -in. 

5-16-in. 

ft-in. 

7-16-ln. 

9. 

... .... 

... .. • • 

.75 4.90 




ft-in. 

ft-in. 

‘ft-ln. 



1.15 7.65 

1.75 11.12 

2.60 16.27 


ft-In. 

5-16-in. 

ft-in. 

7-18-in. 

10. 

.. 

.. • 

.80 8.22 

e o • • 



ft-lnu* * 

ft-ln. 

“ft-to. _ 



1.20 8.16 

1.85 11.89 

2.66 17.40 


ft- in. 

5-16-in. 

ft-in. 

7-16-ln. 

11 . 



.85 5.55 

.... 



'ft-ln. 

ft-in. 

' ft-ln. 



1.80 8.71 

1.9V 12.67 

2.80 18.51 


ft -In. 

6-16-in. 

ft-in. 

7-10-in. 

11 . 


• * • • e •• 

.90 6.87 

... .. • • 



ft-in. 

ft-in. 

ft-in. 



1.40 9.84 

2.65 18.44 

8.00 lt-JJ 

18 . 


.1.60 9.77 

2.20 14.22 

8.20 20.75 

14 . 


.1.60 10.80 

2.80 15.00 

8.40 81.8$ 

15 . 


.1.70 10.88 

2.40 15.77 

8.60 88.00 

16 . . . . 


.1.75 11.80 

3.50 16.54 

8.80 84.18 
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BOTTLES—Y aenom. 
10 


Thermos. Universal. 
..$1.76 61 $1.75 

.. 3.75 63 3.75 

.. 3.00 31 3.00 

.. 5.35 33 8.35 

.. 8.35 71 3.35 

.. 8.50 73 8.60 

.. 3.75 01 8.00 

.. 8.00 03 4.50 

.. 4.50 81 8.85 

.. 8.35 83 5.00 

.. 5.00 


i? :::::::::::::::::::::::::: 
il q :;:::::::: 
ift-::::::::::::::::::::::::: 

15. 

«q. 

Fillers—Thermos and Universal. 

ft Pint.$1.85 

1 Pint. 1.50 

1 Quart. 3.60 

Lunch Kits— Thermos. Universal. 

801 A 806.$8.00 810 $8.35 

803 A 806. 8.35 410 8.50 

808 A 807. 8.60 510 8.76 

804 A 808. 4.35 

BRACKETS—Shelf— 


BRACES— 

P. S. A W. BRACES—508, 05c each; olO, $1.05 eaoh; 8808, 
$1.85 each; 8310, $2.00 each; 8708, $2.40 each; 3710, 
$2.50 each; 8712, $2.60 each; 4608, $8.00 each; 4610, 
$3.25 each; 4612. $3.50 each; 5008, 83.85 each; 5010, $4.10 

each; 5012, $4.25 each; 5014, $4.50 each; 7008, $4.00 each; 

7010, $4.15 each; 7012, $4.35 each; 8208, $5.25 each; 8210, 

$5.50 each; 8212, $5.75 each. 

BOXES—Mitre— 


Goodell — 

Each 

8tanley- 

— Each 

285 .. 

- 19.90 

50ft .... 


305 . 

_20.00 

246 . 


306 . 

_22.00 

358 . 




460 . 


Langdon— 


Star- 


72 . 

_19.50 

40 . 

.. 8.75 

73 . 

_ 20.50 

41 . 


74 . 

_28.00 

Stearn 's 

Perfection — 

75 . 

_24.00 

20 .. 



& 


BRADS—Wire. Bulk per lb. ft'lb.pkgs. K-lb.pkgt. 

A % inch.$ .80 $ .16 $ .10 

to lft inch.20 .15 .10 

IK to 3 Inch.15 .15 .10 

BRASS—Sheet—Soft, per lb., 00c; Half Hard, 85c; Sign, 80c; 
Spring, $1.10. 

BREAD AND CAKE MAKERS—Universal—No. 1, $3.75 each; 
No. 4, $3.75 each; No. 8, $4.60 each; No. 44, $8.25 each. 

BRIGHT WIRE GOODS— 

Gate Hooks and Eyes— 

IK 2 2ft 8 8ft 4 

40_Dos. .20 .25 .80 .40 .45 .55 

1040_Dos. .85 1.10 1.25 1.65 2.00 2.25 8.50 

BROOMS— Household 


6 

.85 


No. or Brand 

Each 

No. or Brand 

Each 

0 Toy. 


Pima. 

_1.50 

00 Toy. 


Navajo . 

_ 1.30 

Aztec . 


Warehouse . 

- 1.35 

Cortez. 


10 . 

_ 1.20 

Yerde . 

. 1.25 

229 . 

.65 

Union . 


230 . 

.90 

Apache . 





Push or 

Street 


114 B. 


252 . 

. . . 1.85 

116 B. 

.1.40 

253 . 

.. . 1.50 

120. 

. 1.00 

254 . 

. .. 1.75 

121. 


256 . 

... .85 

122.. 

. 1.85 

258 . 

... 1.40 

123 . 

.2 00 

260 . 

... 1.60 

USHE8— 


14 . 

.... 1.15 

casting 

3 .. .60 

16 . 

- 1.30 

5ft . 

7. 

10 . 

.60 

.80 

112 . 

114 . 

116 . 

.... 1.50 

- 1.70 

_2.00 

15 . 


214 . 

216 .. . 

.... 1.25 
_1.85 

Counter or 

Dusting 

218 . 

.... 2.10 

15 . 


oon 

.... 2.40 

17 . 


09.4 

s[oo 

20. 


812 

.... 1.30 

7 . 


Q11 

.... L60 

Floor or 
12. 

Garage 
.90 

816 . 

. . . . L85 

614 . 

- 4.00 


616 . 4.75 Scrub 

618 . 5.50 Alligator.40 

„ . * xt •» Bird 45 

n . Hand or N,, > „ Boston .30 

windior. io ::::: i:::::: :is 

Horse g uck 25 

Oollie.95 g em .20 

Hound.70 g°ose .35 

Mastiff.65 .35 

Pointer.50 Monitor.40 

Spaniel.35 Mouse.20 

St. Bernard.90 ga* .25 

Shoo Fly.45 f 91 .25 

Wolf.70 . 80 

72 .40 612 .25 

78 ..! . *55 601 .25 

73 p.50 604.60 

800 .70 Shoe 

Kalsomine °2 !.!!'!!!.!! 20 

14 


240 

810 


5.50 

1.75 


Japanned — 

8x4 . 

4x 5. 

Pair 
...$ .30 
... .36 

B. P.— 

8x 4 . 

4x 6 . 

Pair 

.40 

1 

3 

5x 7 . 

... .80 

5x 7. 

.50 

8 

6x 8. 

... .40 

6x 8. 

.65 

4 

7x9 .. 

... .46 

7x 9 . 


5 

8x10 . 

... .50 

8x10 .*•••• 

.§0 

6 

10x12 . 

... .65 

10x12 . 

. 1.00 


12x14 . 

... 1.00 

12x14 . 

. 1.35 

in 

16x18 . 

... 3.36 

N.P. A 0.0. 

same as B.P. 

lOl 


Marking 


21 
22 
88 

.10 214 


.10 


Paint 


3 

8ft 


.15 

.15 


.35 

.45 


.40 
.25 
.85 
.85 
.75 
.50 

.15 

Owl.15 

1 Pot (0).05 


Magio 


Sink 


124 


Sharing 


i .52 las 


155 3 .40 


8ft 

4 


.60 

.80 


126 

221 

222 


.250 


159 2ft .50 


8 

3ft 


.60 

.80 


252 

260 

275 


i . 1-2S 810 


165 3 95 

8ft . 1.35 

4 .. . 1.60 

4ft . 2.00 

228 3ft . 1.60 


4 

4ft 


1.85 

2.60 


849 

850 
357 
871 

491 

492 

493 
500 


Roofing 

401 . 1.40 2731 

404 . 1.65 6870 

Sash 

20 2 .20 408 4 


.60 

.75 

.85 

.90 

1.25 

.40 

2.75 

2.00 

.25 

.35 

.35 

.85 

.90 

1.00 

.85 

.95 

1.25 

.45 

.35 

.75 


Stencil 


.25 

.80 

.40 

.50 


00 

8 

7 


1510, Squeegee.80 

BUCKETS— 

Common Galr. Each* 

8 .$ .40 

10.60 

13 .60 

14 .65 

16.75 

Garbage Galr. Each 

00 .$1.60 

02 . 1.85 

08 .3.36 


.20 

.25 8 

.35 10 

Window 

.75 1512, 8queeges.. .86 

.60 1514, Squeegee.40 

.85 1516, Squeegee.75 


Stock- 

14 . 

16. 

18. 

20 . 

Well Galr. 
10 Qt. 


Each 

.$ .90 
. 1.00 
. 1.15 
. 1.25 
Each 
.$ .86 


12 Qt. 1.00 

Wood— Each 

Short ear.$ .85 

Strap ear.90 

CANS—Garbage—15, $3.50; 16, $4.00; 18, $4.50; 20, $6.00. 
Oil. Galr., sise 1 Gal., each, 50c; sise 2 Gal., 35c; 6 GaL 
with faucet, $1.50; 5 Gal. with spout, $1.35. 

CANTHOOKS—Maple Handle 3ftx4ft, eaoh. $3.86. 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

CATCHES— Cupboard 

No. or Brand Each No. or Brand Each 

024 .$ .15 4112, SR, SHA, KF, E .15 

4002 R, EA, HA.15 8002, EA, SHA, E.85 

4002, SR, SHA, KF, E .15 9400, R, EA.50 

4112, R, EA, H, A... .15 9400, SHA, E.55 

Elbow 

10 .05 15 .20 

12 .10 18 .05 

Forgs 

85 F .05 12 F .20 

11 F .10 

French Window 

3103 .10 4102, SR* SHA, KF, E .16 

4102, R, EA, HA. .15 
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CATCHES—Continued. 


Friction Cabinet 


01820%, EA . 

21 . 

.. .15 01820%, SHA, E... 

8creen 

. . .20 R 25 .. 

. .20 

no 

J 25.. 

.. .25 

E 25 . 

80 

1 . 

Show 

. . .25 

Case 

24 . 

.45 

8278%. 

Transom 

. .$ .65 4442%. SH, KF. E... 

. .35 

4438, R. EA, KF_ 

. .30 

4633, R EA. 

. .50 

4483, SHA, E. 

. .35 

4633, SHA, KF, E. . . 

. .60 

4433 Vi, R, EA, KF. , 
4433Vi, SHA, E. 

. .80 

8433, EA. 

. .75 

. .35 

8433, E. 

. .80 

4433%, R, EA.. 

. .30 

8433%, EA. 

. .75 

4433%, SHA, KF. . 

. .35 

8433% 8HA, E. 

. .80 

4442, R, EA.. 

. .30 

8442% EA. 

. .60 

4442, SHA, KF, E. . . 

. .35 

8442%, SHA, E_ 

. .65 

4442 Vi, R, EA. 

. .30 



CHAINS—lire. 

Siie Pair 

8 x30 $5.65 

8%x30 6.25 

8 Vi *32 6.90 

4 x31 7.50 

4 x32 7.50 

4 x33 8.20 

4 x34 8.65 

4 x36 9.30 

4 Vi x33 9.00 

4Vix84 . 9.30 

4 Vix35 .10.00 

4Vix86 .10.00 

5 x35 11.20 

Rid-O-Skid 

8 x30 8.75 

3 Vi x30 4.00 

3 Vi x32 . 4.15 

4 x31 4.45 

4 x32 4.50 

4 x33 4.65 

4 x34 4.80 

8ingle Solid Truck 

3 Vi x32 $9.50 

4 x34 12.50 

4 x36 13.50 


Dual Solid Truck 
Size Pair 

5 x36 16.75 

6 x36 17.25 

3 %x36 18.50 

4 x34.18.50 

4 x36 19.75 

5 x86 21.00 


x40 .20.00 

x42 .27.00 

Weed Cross Chains 


Truck Cross Chains 
8ingle 3 Vi .18.50 

4 . 23.50 

5 .29.50 

6 .88.25 

Dual 

4 .87.00 

5 .43.00 

6 .46.75 


P. 8. and W. f Framing—No. 80, %, Vi-inch, 85c each; %- 
inch, 90c each; %-inch, $1.00 each; Vi-inch. $1.05 each; 
1-inch, $1.15 each; IK-inch, $1.25 each; 1%-inch, $l.si 
each; IK-inch, $1.50 each; 2-inch, $1.65 each. 

P. b. and W., Pocket—No. 91, Vi, Vi -inch, 75c each: %-lnch, 
80c each; %-inch, 85c each; %-inch, 90c each; 1-lnch, 95c 
each; 1%-inch. $1.00 each; 1%-inch, $1.05 each; IK-inch. 
$1.15 each; 2-inch. $1.25 each. 

P. S. and W., Slicks—No. 175, 2 Vi-inch, $8.35 each; 8- 
inch, $3.75 each; 8Vi-inch, $4.25 each; 4-inch, $5.00 each. 

CHOPPERS—Meat and Food— 

Universal 501 . 1.25 

0.$1.85 602. 1.50 

1 . 2.25 

2 . 2.75 Russwin 

3 . 850 OR .$2.25 

Enterprise 1 R . 2.75 



501. 

1.25 

.$1.85 
. 2.25 

602.. 

1.50 

. 2.75 

Ruaswin 


. 8.50 

OR . 

$2.25 


1R .. 

2.75 

. $2.50 

2 R . 

. 8.25 

... 4.25 

8 R . 

. 4.25 

0, $6.00 

each; 1, $7.00 each; 2. 

$7.75 

4, $11.00 each; 5. $12.50 each. 

Dash- 


each; 3. $8.50 each; 4, $11.00 each: 5. $12.50 each. Dash- 
Glass, Dazey (Churns), No. 10, $1.75; 20, $2.25; 30, $2.65; 
40, $3.50. Glass, Dazey (Jars), No. 10, 45c; 20, 80c; 80. 
$1.06; 40, $1.30. 

Tin. without Dasher, 1 Vi-gallon, 21.50 each; 2-gallon, $1.66 
each: 8-gallon, $1.60 each; 4-gallon, $1.76 each; 5-gallon, 
$1.90 each. 

Dashers only, No. 40, 20c each. 

CLAMPS—Carriage Makers, No. 12 (plain), 46c each; 18. 60s 
each; 14, 50c each; 15, 76c each; 16, 95c each; 17, $1.80 
each; 18, $1.56 each; 20, $2.10 each; 22, $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.65 eaoh; 68, $2.00 
each; 64, $2.75 each; 65, $8.50 each. 

Quilt Frame, No. 1, 10c each; 8, 15c each; 82, lOe each; 
88, 15c each. 

CLEANER8—Window- 

Rubber— Wood Floor— 

10-inch ...$ .26 16-inch .. .$ .40 14-ineh . . .$ .40 

12-inch ... .30 18-inch ... .45 16-inch ... .50 

14-inch ... .35 

CLEVI8E8—Malleable, 16e lb. 


CHAIN—German Straight Link (coil) — 

0 0. 18c ft.; 5 0, 13c ft.; 4-0, 12c ft.; 8-0, 11c ft.; 2-0, 10c 
ft.; 0. 9c ft.; 1, 8c ft.; 2, 7Vic ft. 

Norway Straight Link (coil) — Vi, 35c lb; %, 85c lb; %, 
80c lb. 

Passine Link (coil)—4-0, 18c ft.; 8-0, 12c ft.; 2-0, 11c ft. 
Proof Straight Link (coil)—8-16 black, 82c lb.; %, 27c lb.; 
5 16, 24c lb.; %, 22c lb.; 7-16, 20c lb.; Vi, 18c lb.; Vi, 
18c lb.; %, 18c lb. 

Proof Twisted Link (coil)—3-16 black, 88c lb.; V4, 28c 
lb.; 5-16, 24c lb.: %, 23c lb.; 7-16, 22c lb. 

B. B. Proof Straight Link (coil)—5-16, 27c lb.; %, 25c 
lb.; Vi, 23c lb.; %, 22c lb.; %, 21c lb. 

Twisted Machine Coppered (coil)— 4-0, 18c ft.; 8-0, 17c 
ft.; 2 0, lGc ft.; 0, 15c ft. 

Jack—20 Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c yd.; 12 Iron, 10c ya.; 10 Iron, 12 Vic 
yd.; 8 Iron, 15c yd.; 6 Iron, 15c yd.; 120 Brass. 10c yd.; 

118 Brass, 15c yd.; 116 Brass, 15c yd.; 114 Brass, 20c 
yd.; 113 Brass, 25c yd.; 112 Brass, 80c yd.; 110 Brass, 
45c yd. 

8afety Brass and Nickel Plated—00 ft N00, 20c yd.; 0-N0, 
25c yd.; 1-N1, 30c yd.; 2-N2, 35c yd.; 8, 40c yd. 

Sash—01 Copper Plated, 5c ft. 02 Copper Plated, 4c ft.; 
XXXX Copper Plated, 25c ft.: 02P 8teel Plain, 2Vic ft.; 
10 Cable, 25c ft.; 56 Universal, 7c ft. 

Bash Chain Fasteners—12, Set U„ 15c set; 100, Bet OB, 
25c set. 

OHALK—Carpenters, per piece, 2Vie. School Crayon, per 

gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15c. Braided 
White. 20-ft. hanks, size 120, each 5c; sise 220, 6c* size 
320, 6c. 50-ft. bal . sise 150, each 10c; sise 250, eaeh 

10c; size 860, each 10c. 

CHECKS—Door—All Makes. Liquid Checks—All, ?4.25; 
B 12. $5.50; C-18, $6.80; D-14, $7.85; E-15, $10.50. For 
hold open arm. add 75c each. 

CHISELS (CARPENTERS)—P. 8. and W., Butt, No. 170, Vi- 
inch, 75c each; 1-inch, 85c each; lV4-inch, 95c each; lVi* 
inch, $1.00 each; 1 Vi inch, $1.10 each; 2-inch, $1.25 each. 
P. S and W., Corner, No. 165, Vi inch. $2.35 each; Vi-inch, 
>2 50 each: 1-inch. $2.75 each; 1%-inch, 23.00 each. 

P 8. and W., Firmer, No. 100 Plain, Vi. Vi inch, 60c each; 
Hindi. 65e each; Vi-inch. 70c each; 74-inch. 75c each; 1- 
inch. 80c each; 1 Vi-inch. 85e each; 1 Vi-inch, 95c each; 1%- 
inch, $1.05 each; 2-inch, $1.15 each. 

15 Beveled. %, Vi-inch, 75c each; %-inch, 85c each; Vi* 
inch, 90c each; Vi-inch, 95c each; 1-inch, $1.00 each; 1%- 
inch, 21 05 each: 1 Vi inch, $1.15 each; 1 Vi-inch, $1.20 each; 
2 inch, $1.35 each 

P 8. and W., Firmer (aets)—No. 116. 6. V4 to 2 Plain, 
85 50 set: 112, 12, % to 2 Plain, $10.50 set; 106, 6, % to 
2 Bevel, $8.50 set; 132, 12, Vi to 2 Bevel, $18.00 set. 


CLIPS—Wire Rope 
%. 15c; Vi. 90c; 

0LIPPER8—Bolt- 
New Easy— 

"Bulldog' 

’—8-16 to 1 

%, 80c; 

Vi. 86c; 1-i 

No. 0 . 

...$8.60 

No. 0 

No. 1 . 

... 4.50 

No. 1 

No. 2 . 

... 6.25 

No. 2 

No. t . 

0. K — 

10-inch . 

... 8.00 

No. 8 


lse., eaeh 15e; 
. 45c. 


Extra Gutters 


14-inch . 1.76 

CLOCKS (ALARM)—Ace, $8.00 each; America, $1.35; Auto¬ 
matic, $4.25; Bingo. $8.00; Brownie, $8.00; Circle, $2.65; 
Columbia, 23.00; Ideal, $2.65; Indian, $1.40; Iron Clad, 
$2.25; Lookout. $1.75- Prompter, $2.75- Simplex, $4.00; 
Sleepmeter 2, $1.85; Sleepmeter 3, $2.60; Startle, $2.25; 
Tattoo, Jr., $2.50; Tattoo Int., $2.65. 

OLOTH—Emery, Noa. 00 to 2Vi, 10c straight; No. 8, 16c, 
2 for 25e. Carborundum or Aloxite—Not. FF-90, lOe 
straight. 

CLOTH WIRE—Screen. 12 M, black, 4c sq. ft; 14 M. black, 
4Vic sq. ft.; 16 M, black, 5Vic sq. ft.; 14 M, bronze, 15c 
sq. ft.; 14 M, galvanized. 5c sq. ft.; 16 M, galvanized, 5Vie 
sq. ft.; 14 M, opal, 5c sq. ft.; 16 M, opal, 5Vie aq. ft. 

GOAL—Blacksmith— 

Catch weight sacks, per 100 lbs. .$1.85 

Per 125-lb. sack . 2.25 

GOAL CHUTES—Hercules— 

No. 1, 16x18.$13.00 No. 6, 20x24.$17.50 

No. 2, 18x20. 15.00 No. 6, 16x18. 14.50 

No. 3, 20x24. 20.00 No. 7, 20x24. 17.50 

No. 4, 16x18. 11.00 No. 8, 18x24. 28.00 

COLORS—Dry— LK COLORS—In Oil- 

Lamp Black.$ .25 Black—Eng Coach lb.$ .50 

Ivory Drop Black ... .25 Ivory Drep, lb.40 

Prussian Bins.85 Lamp, lb.45 

Ultra Blue.60 Bine—Prussian V4 lb. .40 

Umber Raw.15 Vi lb.65 

Umber Burnt.15 1 lb. 1.25 

Sienna Raw ...15 Ultrum V4 lb.20 

Sienna Burnt.16 Vi lb. .85 

Van Dyke .18 1 lb.60 

Chrome Green.25 Cobalt 1 lb....... .80 

Chrome Yellow.25 Brown— RAB Sienna 1 .40 

Ochre Golden.10 Umber 1 lb.40 

Ochre Yellow ...... .04 Van Dyke 1 lb.50 

Venetian.04 Green—Chrome 1 lb.. .40 

Tndiao Red.15 Rod—Amer Verm. lb. .60 

Eng. Verm. Vi lb.... 1.40 Dutch Pink.75 

Eng. Verm. 1-lb.3.80 Carmine . 1.40 

Tuscan .45 Turkey . 1.70 

Indian . .80 Para . 1-30 

Venetian .25 Yellow—Chrome lb.. .50 

Rose Pink.60 Ochre—Golden lb..» .86 

Rose Lake . 1.05 Yellow. 1 lb.25 
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COPPER—Sheet. 75c lb. 

CORD, SASH—Samson Spot (Hanks)—No. 0 8, $2.00 hank; 
7 8, $2.70 hank; 8 S, 8 SC, $8.25 hank; 10 8, 10 SO, $5.25 
hank; 12 8, 12 SC, $7.25 hank; WP 12 SC (coils), $1.30 
lb. 

Pnoenix (coils only)—6 C, $1.00 lb.; 7 0, $1.00 lb.; 8 C, 
$1.00 lb.; 10 C, $1.00 lb.; 12 C, $1.00 lb.; 14 C, 16 0, 
WP 8 C, $1.00 lb. 

Union (hanks)—6, $1.40 hank; 7, $1.75 hank; 8, $2.40 
hank; 10, $3.50 hank; 12, $4.75 hank. 

COTTERS—Hammer Lock or Regular Spring. 


10 

.$ 7.25 

029 .. 

6.25 

11 

. 7.00 

87 . 

. 11.50 

12 

. 6.50 

97 . 

. 12.00 

13 

__ 7.50 

118 . 

7.25 


Yankee 


556 

. 8.00 

5555 . 

. 8.00 


Millers Falls (Hand) 


] 

. 8.25 

5 . 

. 8.50 

2 ! * 

. 4.75 

981 . 

. 6.00 

4 . . . 





Millers Falls Drill Points, 1 to 8, set 50c. 



Yankee 


1530 

. 4.00 

1545 . 

. 8.00 


Yankee Automatic 


41 

. 2.25 

44 . 

. 2.50 

42 

. 1.75 

50 . 

. 3.50 


Yankee Chucks 

and Drill Points 


No. 

Set. 

No. 

Set. 

300 

.85 

305 . 

.50 

301 ! 





Yankee Drill Points 


No. 

Each. 

No. 

Each. 

310 

.75 

820 . 

.10 


Bell Hangers' 

or Electricians 



C 110 . Open 

M 110. Open 

M .. Open 

8 110 . Open 


B... Open C 114 F (Fish Wire) Open 

Bit Stock 

. M 300 . 

. S 108 . 

Blacksmiths* Ronnd Shank 

. Open • 0 120 . Open 

. Open M 112. Open 

. Open M 412. Open 

. Open 8 111 . Open 


Square Ratchet Shank 

C ill . Open M 400 . Open 

If 109 .. Open 8 104 A. Open 

Straight Shank 

C 108 . 0 109 Open 

M 105. * M 106. Open 

M 830 . M 882 Open 

8 105 . s 106 Open 

C 108 A. C 110 Open 

If .. M 104. Open 

M 840 . M 814. Open 

8 107 . 8 104 B. Open 


Taper Shank 

0 106 . Open M 302 . Open 

M 102. Open 8 104 . Open 

Bits, Wood (-Syracuse Pattern) 


0 114 A, 8 109 A— 
2 . 


Length— 

100 

1000 

7» 

100 

1000 

100 

1000 

9 

%-inch. 

. . $ .20 

$1.25 

$ .80 

$2.00 

$ .85 

$2.40 

10 

% -inch. 

.25 

1.40 

.80 

2.00 

.40 

8.00 

11 

1 -inch. 

.25 

1.65 

.85 

2.25 

.45 

8.25 


1 %-inch. 

.25 

1.80 

.40 

2.55 

.50 

3.50 

C 114, 

1 %-inch. 

.80 

2.05 

.45 

2.85 

.60 

4.00 

890, 

2 -inch. 

.95 

2.50 

.50 

8.40 

.70 

4.76 

1-16 


8-10 in. 

% in. 

5-16 in. 

8-82 

%-inch. 

. . $ .50 

$3.75 





% 

1 -inch. 

.00 

4.2ft 

$1.00 

$6.75 

$1.75 

$11.00 

5-32 

1 %-inch. 

.70 

5.00 

1.10 

8.00 

2.00 

14.60 

3-16 

1 %-inch. 

.80 

6.50 

1.25 

9.00 

2.00 

14.50 

7-32 

1 %-inch. 

.90 

6.00 

1.50 

10.00 

2.25 

16.00 

% 

2 -inch. 

. . 1.00 

6.75 

1.75 

11.50 

2.50 

17.50 

9-32 

2 %-inch. 

.. 1.10 

7.76 

2.00 

14.00 

8.00 

20.00 

5-16 


CRAYON—Lumber, 10c; Soapstone, 5e. 

CUTTERS—Pipe—Barnes. No. 1, $2.95 each; No. 2, $8.90; 
No. 8. $0.50; No. 4. $18.00; No. 6, $19.50; No. 6, $26.00. 
8aundere—No. 1, $2.26; No. 2, $8.25; No. 8, $8.00; No. 4, 
$12.60. 

DAMPERS—Store Pipe—8, 15c; 4, 20c; 5, 20e; 6, 25c; 7, 
80c; 8, 40c; 9, 60c; 10, 00c. 

DIVIDERS—Wing, No. 85, 6-inch, 85c pair; 8-inch, 85e pair; 
10-inch, 50c pair; 12-inch, 75c pair. 

Wing Extension, No. 9, 6-inch, 90c pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 

DOLLIE8—Timber— 

No. 649, 6-inch .$7.50 No. 650, 8-inch_$10.50 

DOORS—Screen. 

Common, %-inch, 2 6x0-6 .$2.15 

Common, %-inch, 2-8x6-8 . 2.35 

Common, 1 %-inch, 2-6X0-6 . 2.50 

Common, 1 %-inch, 2-8x6-8 . 2.65 

Common, 1 %-inch, 2-10x6-10 . 2.86 

Common. 1 %-inch, 8x7 . 3.25 

DOORS—Ash Pit. 12x15 . 8.50 

8x8, each.$1.40 Ash Traps— 

8*10 .1.50 7x9 .65 

10x12 . 1.80 

DRILLS— Millers Falls (Breast) 


<J 114 A, 8 109 A— 

.25 12 . 

.25 13 . 

.25 14 . 

.25 15 . 

.30 16 . 

.30 17 . 

.35 18 . 

.45 19 . 

.45 20 . 

.50 24 . 

Bit Stock 

0 114, M 109 or M 
890, and 8 108— 

.20 15-32 . 

.20 % . 

.25 17-82 . 

.30 9-16 . 

.85 19-82 . 

.86 % . 

.40 11-16 . 

.60 13-16 . 

.60 % . 

.00 % . 

.70 15*16 . 

.80 1 . 


C 108, M 105 or M 


Straight Shank Jobbers 


830, 8 105— 


330, 8 105— 


1-82 . 

.15 

7-82 . 

.25 

3-64 . 

.15 

15-64 . 

.25 

1-16 . 

.15 

% . 

.25 

5-64 . 

.15 

9-32 . 

.30 

8-32 . 

.15 

5-16 . 

.85 

7-64 . 

.15 

11-82 . 

.40 

% . 

.15 

% . 

.45 

9-64 . 

.15 

13-32 .*. 

.60 

5-32 . 

.15 

7-16 . 

.65 

11-64 . 

. .20 

15-32 . 

.75 

3-16 . 

. .20 

% . 

.85 

8-64 . 

.20 




Straight Shank, Wire Gauge 


M 340, 8 107— 


M 840, 8 107— 


1 to 5. 

.25 

86 to 

40. 

.15 

6 to 10. 

.25 

41 to 

45. 

.15 

11 to 15. 

.20 

46 to 

50. 

.16 

16 to 20. 

.20 

61 to 

55. 

.15 

21 to 25. 

.15 

66 to 

60. 

.15 

26 to 30. 

.15 

61 to 

80. 

.15 

81 to 85. 

.15 




ELBOWS—Conductor— 





PI. Rd. 

8q. Oor. 

Rd. 

Adj. 

2-inch.$ .35 

2%xl% 

1 %-inch. . 

..$ .25 

8-inch.50 

8*x2% 

2-inch... . 

. . .20 

4-ineh.60 



8-inch. .. . 

. . .25 

Corrugated—Conductor 
2-inch.$ 

.25 

2-inch. 

Shoes 

..$ .25 

8-inch. 

.80 

8-inch. 


. . .80 

4-inch. 

.45 

4-Inch. 


. . .45 

5-inch. 

.90 

5-inch. 


. . .90 


ELBOWS—No. 8 Corg., 20c each; 4, 25c; 5, 25c; 0, 30c; 7, 
40c. No. 8 Adj. 4 Pc., 25c each; 4, 30c; 5, 30c; 6, 85c. 
8-inch Adj. Galrd., 35c each: 4-inch Galrd., 45c each. No. 
3 Corg. Jap., 85c each; 4, Corg. Jap., 45e. 

EMERY—Grain— 


No. 60, per lb.$ .25 Flour Emery— 

No. 70, per lb. .25 Per lb.25 

No. 80, per lb.25 Stones—(See 8tones) 

No. 90, per lb.25 Cloth—(See Cloth) 

No. 100, per lb.25 Wheele—(See Wheels) 

No. 120. per lb.25 

FASTENERS (BRONZE)—No. 582 EA, 45c each; SHA, SHB, 
E, 50c; 815 EA, 35c; SHA, E, 40c; 1831%, EA, SHA, 
E, 80c. 

Cast Iron and Steel—No. 324, 10c each; 824 R, EA, 15c; 
E, 15c: 500 R, EA, 15c; KF, E. 15c; 542 R> EA, 10c; SR, 
SHA. KF, E, 10c: SHB, 10c; 800 R, EA, 10c; SHA, KF, 
E, 10c; 1831% F, 50c; 33131, R, EA, 20c; KF, SHA, 
E, 25c. 

FAUCETS— Cork Lined— 8-inch each.$ .20 

7-inch each. t .15 9-inrh each. 25 

FELT—Deadenine. Si*e Roll, %-lb., $8.00; 1-lb., $4.00; 1%- 
IV. $6 00 Tarred. 250-ft. roll. $1.35 each; 600-ft. roll. 
82 60 *aeh 

FIGURES AND LETTERS (STEEL) — 

Figures Letters 




Set 

Each 


Set 

Each 

% 

inch. 

-$ .65 

$ .15 

% inch.. 

..$1.90 

$ .15 

8-16 

inch. 

.85 

.15 

8-16 inch.. 

. . 2.60 

.15 

% 

inch. 

.. . . 1.00 

.16 

% inch.. 

. 8.25 

.15 

5-16 

inch. 

_ 1.75 

.86 

5-16 inch.. 

. . 4.90 

.35 

% 

inch. 

_2.50 

.45 

% inch.. 

.. 7.00 

.45 

% 

inch. 

_ 4.25 

.75 

% inch.. 

..12.75 

.65 

% 

inch. 

_14.00 

1.65 





inch.20.00 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


FILES—Band Saw, 4 inches lone. 15c each; 6, 20c; 8, 85c; 
10, 45c. Knife. 3-8%, 80c; 4. 80c; 5, 85c; 6, 40e; 8, 50c; 
10, 60c. Regular Taper, 8-8%, 15c: 4, 15c, 4%, 15c; 5, 
15c; 5%, 20c: 6, 20c; 8, 80c; 10, 50c. Slim Taper, 8-8%, 
15c; 4, 15c 4%, 15c; 5, 15c; 5%, 20c; 6, 20c; 8, 80c; 10, 
40e. Warding, 8-8%, 25c; 4, 25c; 5, 25c; 6, 80e; 8, 40c. 
Flat Bastard, 8-4, 20c: 5, 20c: 6, 25c; 8, 80c: 10, 40c; 12, 
60c; 14, 75c; 16, $1.20. Half Round Bastard, 8-4, 25e; 5, 
25c; 6, 80c: 8, 85c: 10, 50c; 12, 75c; 14, 85c; 16, $1.15. 
Mill Bastard, 8-4, 15c; 5. 15c; 6, 20c: 8, 25c; 10, 80c; 12, 
85c; 14, 60e; 16, 80c. Round Bastard, 8-4, 15c; 5, 15c; 6, 
20c; 8. 25c; 10, 85c; 12, 40e; 14, 60c; 16, 80e. Square 
Bastard, 8-4, 20c; 5, 25c; 6, 26c; 8, 80c; 10, 45c; 12, 60e; 
14, 80e; 16, $1.00. 

Rasps—Flat Wood, 8 inches long. 50c each; 10, 75c; 12, 
90c; 14, $1.80; 16, $1.76. Half Round Wood, 10, 75c; 12, 
95c; 14, $1.85; 16, $1.80. Half Round Cabinet, 8, 76c; 10, 
90c; 12, $1.25; 14, $1.60, 16, $2.00. 

FIXTURES—Grindstone—Auto: 01, $1.50; 02, $2.50. Oom- 
mon: 15, 76c; 17, 85c; 19, $1.00; 21, $1.25. Am. 

Heavy: 17, $1.00. Extra Shafts, 15-inch, 25c; 17-inch 
85c. Extra Cranks, 25c. 


FLASHLIGHTS—Ever-ready—Complete 

Mo. 6961 each.$ .90 Mo. 2619 each.2.00 

Mo. 6962 each. 1.20 Mo. 2616 each. 1.75 

Mo. 6991 each. 1.20 Mo. 2680 each. 1.50 

Mo. 2604 each. 1.60 No. 2688 each. 2.85 

Mo. 2681 each. 1.75 No. 2684 each.2.40 

Mo. 2682 each. 1.60 Mo. 2659 each. 8.60 

Kwik-lite Flashlights, Complete with Battery— 


6241 Reg. 2-cell.... 1.50 

6848 Reg. 8-cell.1.75 

6249 Miners’ 8-ccll.. 2.00 
6851 Miners' 8-cell.. 2.45 
Metal Vest Pocket 
8475 2-cell (Vest) ... 1.00 
8577 8-cell (Vest)... 1.20 
8579 8-cell (Coat)... 1.70 


Fibre Tubulars 
Mo. Each 

5220 Baby 2-cell.$1.25 

5221 Reg. 2-cell.1.50 

5223 Reg. 8-cell.1.75 

5229 Miners' 2-cell.. 1.75 
5881 Miners' 8-cell... 2.00 

Metal Tubulars 
6240 Baby 2-cell.... 1.25 

Kwik-lite Seamless Osll Flashlight Batteries— 

Mo. 1208 2-cell Baby Tubular.$ .80 

Mo. 1202 2-cell Reg. Tubular.80 

No. 1801 8-cell Reg. Tubular. 40 

Mo. 1204 2-cell Penllte.25 

Mo. 1206 2-eell Vest PockSt.80 

No. 1207 2-cell Vest Pocket.80 

Mo. 1808 8-cell Vest Pocket.85 

Mo. 1809 8-cell Goat Pocket. .85 

FLATTERS—Blacksmith—2-in., $1.25; 2%-In., $1.65; 8-in., 
$2.00; 8%-ia., $ 8 . 06 . 

FORGES—Mo. 150 Chicago, $11.25; Mo. 151 Chicago, $12.75. 

FREEZERS— Arctic 

Mo. Each 

1 .$3.00 


2 . 8.50 

8 . 4.00 

4. 5.00 

6 . 8.25 

80 (Toy) . 2.50 

White Mountain 

10 . 8.60 

FROES—Special—Each, 12-in., 


$ 2 . 00 . 

$1.50. 


12 .4.50 

13 . 5.85 

14 . 6.25 

16 .... 8.00 

18 .10.25 

20 ..13.00 

22 .....16.50 

24 .19.50 

26 .25.00 

$1.65; 14-in., $1.75; 16-in^ 


’fiacu, la-iu,, fx.uw. *«*«•, 

mmon—Each, 12-in., $1.25; 14-in., $1.85; 16-ln^ 


GALVANIZED WARE— 


Boilers, Ooffee 
Mo. Each 

801%.$1.10 

802 . 1.25 

803 .. . 1.85 

804 . 2.15 

806 . 2.40 

808 . .... .. 2.85 

810 . 8.25 

812 . 8.75 

Boilers, Wash 

407 A. 3.00 

408 A. 8.25 

409 A. 8.40 

Bowls, Wash 

70.40 

80.50 

Buckets, Fire 

112 . 1.15 

114 . 1.25 

314 . 1.40 

Buckets, Well 

101 .$1.00 

121. 1.25 

141 . 1.85 

Cans, Ash 

2% . 4.75 

8 . 5.50 

4 . 7.00 

6 . 8.50 

Cans, Garbage, Smooth or 
Corrugated 


200, 2. 1.35 


800, 3. 

400, 4. 

500, 5. 

600, 6. 

700, 7. 

800 (80). 

900 (90). 

Cans, Gasoline 

1 P A B. 

110 . 

255 . 

605 . 


2.00 

2.25 
2.75 

8.25 
7.00 
8.50 

4.00 

.85 

2.85 

2.25 


Cans, Oil 

01 .70 

02 . 1.05 

25 .. 2.25 

105 . 1.85 

205 . 2.10 

Dippers 

210.40 

Hods, Coal 

616 . 1.35 

617 . 1.50 

Kettles, Camp 

1 Gallon.60 

1% Gallon.80 

2 Gallon.95 

3 Gallon. 1.15 

4 Gallon. 1.25 

Pails, Cement 

140.2.65 

1140. 8.50 

Pails, Chamber 

410. 1.50 

412 . 1.65 



Pails, Stock 


518 

12 S. 

1.20 

520 

14 S. 


1.80 

522 

16 8. 


1.40 

526 

18 S. 


1.60 


20 S. 


1.85 

50 


Pails, Water 


51 

8 . 

.65 

52 

10 . 


.75 

58 

12 . 


.85 

54 

14 . 


.95 


16 . 


1.10 

o 

320 . 


1.10 

1 


Tubs, Foot 


Tubs, Wash 


1 .. 1.00 

2 1.15 

8 . 1.40 

Pots, Watering; or Sprink¬ 
lers 

514 . 1.85 

516 . 1.50 

GARBAGE CAMS—(Bee Cans) 


2 .. 
8 .. 
10 .. 
20 .. 
80 .. 
410 S. 
420 8. 
480 S. 


1.85 

2.10 

2.40 

8.00 

1.05 

1.25 

1.40 
2.00 
2.00 

1.85 
2.15 
2.50 

2.85 

8.00 

8.40 
8.75 
8.00 
8.40 
8.75 


GATES—Molasses— 

2 . 

8 . 


Stobbins 

...$ .46 
... .60 

% 

1 

Port. 

$ .90 

1.00 

1.25 

1.40 

1.86 

.... 1.26 

4. 


... .60 

1% 

5. 


... .66 

1% 

6. 


... .76 

I 

GAUGES—Butt- 
Mo. 98. 

.$1.16 

Mo. 96.... 


Mo. 94. 

.. 1.86 

Mo. 96%.. 


,... 1.00 

Marking 

Mo. 61. 7771. 


Mo. 90.... 


... .60 

M 

Vo. 91.... 


. . .. .90 

Mo. 64. 

.86 



.... 1.60 

Mo. 65. 

. .76 

Vo. 97.... 


.76 

No. 77. 

. 1.06 

Vo. 98.... 


,... 1.00 

Mo. 71. 

. .66 





GLASSES— 

Ground Level— 

I*:::::::::::::; 

2 %. 

8 ., 

8 %. 


.50 
.60 
.65 
.70 
.75 

Gauge Glasses 40% off list. 


1 %. 

2 ... 

2 %. 

8 ... 

8 %. 


Proved Level— 


.$. 10 
. .10 

. .16 

. .16 

. .20 


GLOBES, LANTERN—Cold Blast—No. Gem. 20c each; Pony, 
80c; 2 Plain, 25c; 2 Bullseye, 85c; 2 Ruby, 40o. 

Railroad—No. 89 Clear, 15 each* 89 Green or Red, 80c. 
Tubular—Cadet, 10c each; Fig. Plain, 20c; 8-0 Ruby, 40c; 
4-0 Bullseye, 85c; 5-0 Wizard, 25c; 6-0, 20c each. 


GLUE—Dry—AAA, 60c lb.: B, 55c lb.; OX, 45c lb.; 

85c lb.; GX, 50c lb.; LXX, 45c lb. 

Liquid 

Imperial— 1 os. % pt. % pt. 

List.Dos. 1.06 1.80 2.80 

Sug. Ret..Each .10 .20 .25 

Le Pages— 1 os. 2 os. % pt 

List.Dos. 1.60 1.65 1.80 

8ug. Ret..Each .15 .15 .20 

GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Carborundum, Mo. A, $2.85 each; B, $8.50; 0, 
$5.25; D, $5.75; 1, $8.75; 2, $5.00; 8, $7.00; 4, $9.50; 10, 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 68, $14.75. 


%Pt. 

4.50 

.40 

%Pt. 

2.80 

.25 


1 pt. 1 qt. % gal. 
7.00 11.25 21.00 

.65 1.00 1.76 

% pt. 1 pt. 1 at. 

4.50 7.00 11.25 

.40 .65 1.00 


GRINDSTONES—Family, No. 020 7-inch, $2.25 eaoh; 8-inch, 
$2.75; 10-inch, $3.25; 12-inch, $8.75. Loose. 15 to 40 lbs* 
$6.00 cwt.; 40 to 200 lbs.. $5.50; over 200, $6.00. Mounted, 
No. 710, 1-inch. $8.50 each; 2, $9.50; 8, $10.00; 04, $10.50; 
05, $9.00; 015, $16.50; 025, $11.50. Fixtures, 15-inch, 
$1.10 set; 17, $1.40; 19, $1.65. 


HA0K8AW8—Hand, Star—Length 8-in., 10c each: 75c dot.; 
9-in., lOo each, 85c dos.; 10-in., 10c each, $1.00 dos.; 
11-in., 15c each; $1.15 dos.; 12-in., 15c each, $1.20 dos. 
Hand, Victor. All regular hand (including rail) blades—8-in., 
10c each, 85 dos.; 9-in., 10c each, $1.00 dos.; 10-in., lOe 
each, $1.15 dos.; 12-ln., 15c each; $1.85 dos. 


HAMMERS—Maydole Carpenters’ Mail—Mo. 1, $1.25 each; 
1%, §1.25; 2, $1.10; 8, $1.05; 11, $1.25; 11%, $1.20; 12, 
$1.10; 12%, $1.05; 18, $1.00; 14, 90c; 200, $1.60; 611%. 
$1.70; 710, $1.50; 711, $1.25; 711%, $1.20; 712. $1.10; 
811%, $1.30. Maydole Chipping—Mo. 100. $1.75 each; 101. 
$1.60; 102, $1.40; 108, $1.25. Maydole Machinist Ball 
Pcin—No. 375, $1.75 each; 376, $1.65; 877, $1.60; 878, 
$1.50; 379, $1.40; 770, $1.85; 770%, $1.50; 771, $1.85; 
772, $1.25; 778, $1.15; 774, $1.05; 775, 95c; 776, 90c; 
777, 85c; 778, 80c. 


HANDLES—Adze, No. 820, House, 70c each; 821, Ship, 70e 
each. 

Anger—No. 1, 75c each; 2, 75c each; 8, $1.00 each; 4, $8.50 
each; 5, $2.75 each. 

Axe, Broad, No. 815, 70e each.. 

Axe, Double Bit, No. 812, 70e each. 

Axe, Single Bit, No. 101, 85c each; 102. 85c each; 108, 75c 
each; 201, 60c each; 802, 70e each; 401, 50o each; 502, 
60c each; 602, 45c each; 505, Freighters, 65c each; 506, 
Boys, 40c each; 507, Boy Scout, 20c each; 00, Hunters, 15c 
each; 1, Hunters, 20c each. 
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Oiisel, No. 22, lOe each; 08, 25o each; 05, 15c each; 008, 
15c each; 616, 15c each; 617, 15c each; 620, 10c each; 621, 
10c each. 

Drawer. No. 2, all finishes, 60c each; 2Vi, 55c each; 7, 
80c each; 11, 25e each; 01000, 25c each; 01007, 80o each; 
01018, 80c each; 0854, 80e each. 

File, No. 40 (Regular), 6c each; 41 (Large), 5c each; 55 
(5), 15c each. 

Adas Eye No. 11, 25c each; 18, 25e each; 15, 20e each; 10, 
20e each: 111L, 16c each; 115L, 15c each; 124L, 15c each. 
Farriers No. 28, 20c each. 

Machinist No. 25, 14-inch, 20c; 16-inch, 20c; 18-inch, 25c; 
20-inch, 25c. Machinist No. 20, 16-inch, 20c; 18-inch, 25c. 
Machinist No. 88, 18-inch, 25c. Machinist No. 125, 14-inch. 
15c; 16-inch, 15c; 18-inch, 15c. Riveting No. 21, 12 and 
13 inch, 20c each. 

Hatchet, Box No. 48, 18Vi-inch, 20o each; Broad No. 80, 
16-inch, 25c each; Broad No. 89, 18-inch, 80c each; Broad 
No. 40, 16-inch, 20c each; Broad No. 40, 18-inch, 25c each; 
Claw No. 87, 14-inch, 20c each; Olaw No. 187L, 14-inch, 20c 
each; Derrick No. 47. 18-inch, 25c each; Lath No. 45, 18- 
inch, 20c each; Shingling No. 85, 14-inch, 25c each. 

Hoe, OXR, 4Vi, 85c each; XR 4Vi. 85c each; XRM, 5 Vi, 
55c each; XRM, 6. 70c eachTXRMO, 6, 70c each; XO, 4Vi, 
55c each; XMH, 4Vi, 55c each; XMH, 5, 60c each; XP, 61%, 
50c each; XP, 52, 60c each; XP, 52%, 60c each; XP, 52%, 
70c each. 

Msnl, No. 885, 55c each; 886, 50c each. 

Pick, No. 827, Drifting, 75c each*. 427, Drifting, 40c each; 
527, Drifting, 45o each; 627, Drifting, 40o each; 825, Sur¬ 
face, 75c each; 425, Surface, 40c eadi; 525, Surface, 60c 
each; 625, Surface, 40c each. 

Rake, XB» 5%, 50c each; XR, 6, 60c each. 

HATCHETS—Box, No. USD 2, Underhill's, $2.25 each; 8010, 
Plumb's, $3.00; 8011, Plumb’s, $3.85. 

Brosd, No. TB 1, Plumb’s, $2.00 esch; TB 2, Plumb's, 2.10; 
TB 3, Plumb's, 22.25; TB 4, Plumb's $2.50; TB 5, 
Plumb’s, $2.75; PTB 1, Philadelphis, $1.75; PTB 2, Phila¬ 
delphia, $1.85; PTB 3, Philadelphia, $2.00; PTB 4, Phila¬ 
delphis, $2.25; PTB 5, Philadelphia, $2.50; 640, Plumb’s, 
$1.75; 641, Plumb’s, $2.00; 642 Plumb’s, $2.15; 648, 

Plumb’s, $2.85; 644, Plumb’s, $2.75; 2991, Plumb’s, $1.85; 
2992, Plumb’s, $2.00; 2908, Plumb's, $2.25; 2094, Plumb’s, 
$2.50; 2005, Plumb’s, $2.75; 2996, Plumb's, $3.00. 

Claw, No. TO 1, Plumb’s, $1.75 esch; TO 2, Plumb’s, $2.00; 
TC 3, Plumb’s, $2.10; PTC 1, Philadelphia, $1.35; PTC 2. 
Philadelphis, $1.50; PTC 3, Philadelphia, $1.65; 93, All Steel 
$1.00; 610, Plumb’s, $1.25; 611, Plumb’s, $1.25; 612, 

Plumb’s, $1.50; 2971, Plumb’s, $1.65; 2972, Plumb’s, $1.75; 
2973, Plumb’s, $1.85. 

Derrick, 582, Plumb’s, $2.50 each. 

Flooring, 2985, Plumb's, $2.15 each; 2986, Plumb’s, $2.25; 
2987, Plumb’s, $2.50. 

Half, No. TH 1, Plumb's, $1.75 esch; TH 2, Plumb's, $2.00; 
TH 3, Plumb’s, $2.00; 600, Plumb’s. $1.50; 601, Plumb’s, 
$1.50; 602, Plumb’s, $1.65; 292, Plumb’s, $1.60; 2968, 
Plumb’s, $1.75. 

Lathing, No. TL 1, Plumb’s, $1.75 each; TL 2, Plumb's, 
$1.75; 100, Underhill’s, $2.50; 110 Underhill’s, $2.75; 545, 
Plumb's, $2.15; 620, Plumb's, $1.50; 621, Plumb's, $1.50; 
1960 Plumb’s, $2.15; 1961, Plumb's, $2.85; 1962, Plumb’s, 
$2.25; 2980, Plumb’s, $1.40; 2981, Plumb's, $1.50; 2982, 
Plumb's, $1.60. 

Shingling, No. PTS 1, Philadelphia, $1.85 each; PTS 2, 
Philadelphia, $1.40: PTS 8, Philadelphia, $1.50; TS 1, 
Plumb's, $1.75; TS 2, Plumb’s, $1.85; TS 3, Plumb’s, 
$1.85; 90. All Steel, 70c; 565, Plumb’s, $2.40; 591, Plumb’s, 
$1.40; 592, Plumb’s, $1.50; 593, Plumb’s, $1.60; 2951, 
Plumb's, $1.40; 2952, Plumb’s, $1.50; 2958, Plumb’s, $1.65. 
Warehouse, No. 650 W, Plumb’s, $2.00 each. 

HEADS (MOP)—Cotton, No. 9, 50c each; 12, 65c; 15, 80c; 
18, 95c. 

Linen, No. 12, 70c each; 015, 85c; 18, $1.00; 020, $1.15. 
HINGES A BUTTS (Screws Included)— 


He. $00 Li. Strap Hinges. 

Pr. Dm/Pr. 
8-inch ....$.20 $1.75 

4- ineh .25 2.10 

5- ineh.80 2.15 

6- ineh.85 2.90 


No. $85 Oor. Strap Hgs. 

Pr. Dm. Pr. 

4- inch .$ .25 $ 2.40 

5- inch.85 8.75 

6- ineh.40 4.00 

8-ineh.60 5.60 

10-lnch.90 9.50 

12-inch .1.85 18.00 


No. 904 Lt. Tee Hinges. 

Pr. Dm. Pr. 
8-inch .$ .15 $ 1.75 

4- inch.20 1.90 

5- iach.20 2.10 

6- inch.2$ 2.40 


No. 987 Oor. Tee Hinges. 


rr, ass. at. 

4- ineh .$ .85 $ 8.00 

5- inch.40 8.40 

6- inch.60 5.00 


8-ineh . 

.75 

8.00 

10-inch . 

-1.20 

12.75 

18-inch . 

-1.75 

17.00 

No 

888 Butts. 


Pr. 

Dm. Pr. 

%-ineh . 

_$ .10 

$ -75 

1-inch .. 

.16 

.85 

1 %-ineh 

.10 

.95 

1 % -Inch 

.10 

1.05 

1 %-ineh 

.15 

1.20 

2-inch .. 

.15 

1.80 

2% -Inch 

.15 

1.45 

2 % -inch 

.20 

1.66 

2 % -inch 

.20 

1.85 

8-inch .. 

.96 

2.15 

8%-inch 

.25 

2.50 


No. 840. 



Pr. 

Dm. Pr. 

1%-tnch 

....$ .15 

$1.45 

1 %-inch 

.15 

1.60 

2-inch .. 

.15 

1.65 

2 %-ineh 

.20 

1.80 

2 %-ineh 

.20 

2.00 

2 %-inch 

.20 

2.10 

8-inch . 

.95 

2.20 


No. 

781%. 



Oont. 

Ret. 

2%x2%-in. 

..$ .40 

$ -45 

8x8*in. .... 

.. .40 

.45 

8%x8%-ln. 

.. .40 

.45 

4x4-in. .... 

.. .50 

.56 

4%x4%-in. 

. . .75 

.85 

5x5-in. .... 

.. .95 

1.05 

5 %x5%-ln. 

.. 1.26 

1.85 

8%-in. 

.. .60 

.70 

4-in. . 

.. .70 

.80 

4%-in. .... 

.. .90 

1.00 

No. 165 FAD2 



Oont. 

Ret. 

1%-in. .... 

.86 

$ .40 


.. .40 

.45 

2%-in. - 

.. .45 

.50 

A.lti 

.. .55 

.65 

8 %-in. *- 

.. .65 

.75 


.. .80 

.95 

4%-in. _ 

.. 1.20 

1.85 

No. 165NA8F2. 



Oont. 

Ret. 

1%-in. .... 

..$ .40 

$ .45 

2-in. . 

.. .45 

.60 

2%-in. .. 

.. .60 

.55 

8-in. ... . 

.. .60 

.70 

8%-in. ... 

.. .70 

.80 

4- in. . 

.. .80 

.90 

4%-in. .... 

.. 1.20 

1.80 

No. 295 FAD2 



Pr. 

Ds. Pr. 

1%-in. 

..$ .25 

$2.90 

2-in. . 

.. .80 

2.90 

2%-in. .... 

.. .80 

8.85 

B-l». . 

. . .40 

4.00 

No. 295 SF2. 



Pr. 

Dm. Pr. 

1%-in. .... 

..$ .80 

$8.20 

2-in. . 

.. .85 

8.70 

2%-in. .... 

.. .85 

4.00 

8-in. . 

.. .40 

4.60 

No. 

295 N. 



Pr. 

Dm. Pr. 

1%-in. .... 

..$ .85 

$8.80 

2-in. . 

.. .40 

4.20 

2%-in. .... 

.. .45 

4.60 

8-in. 

.. .50 

6.85 

No 

. 788. 


2%x2%-in. 

..$ .40 

$ .46 

8x8-in. .... 

.. .40 

.45 

8%x8%-ln. 

.. .40 

.46 

4x4-in, .... 

.. .50 

.55 

4%x4%-in. 
5x5-in. 

.. .75 

... 1.00 

.85 

1.10 

5%x5%-in. 

.. 1.25 

1.85 

6x6-in. .... 

.. 1.40 

1.50 

No. 241 PAD2 


2 %x2%-in. 
8x8-in. .... 

..$ .40 

’ $ .45 

... .40 

.45 

8%x8%-in. 

.. .40 

.45 

4x4-in. 

.. .55 

.65 

4%x4%*ln. 

5x5*in. .... 

.. .80 
... 1.00 

.95 

1.20 

5%x6%-in. 

.. 1.80 

1.50 

6x6-in. .... 

... 1.50 

1.65 


5x5-in.1.05 1.15 

5%x5%-in. .. 1.85 1.50 

No. 241 HAN. 

Cont. Ret. 
2%x9%-ln. ..$ .50 $ .55 

8x8-in.50 .55 

8 %x3%-in. .. .50 .55 

4x4-in..65 .75 

4%x4%-in. .. .90 1.00 

5x6-in.1.10 1.80 

5%x5%-m. .. 1.85 1.50 

6x6-in.1.60 1.75 

1475 FAD2 .20 2.20 

1475 8P2AN .25 2.80 

1474 FAD2, 1% .25 2.49 

No. 160 FAD2. 

Oont. Ret. 
2%-in. .$ .40 $ .50 

3- in..45 .55 

8%-in..55 .65 

4- in.70 .80 

4%-in..95 1.05 

No. 160 N. 

Oont. Ret 

2%-ln. .$ .45 $ .50 

8-in..50 .60 

8%-in..60 .70 

4-ik.65 .75 

4%-in. . 1.00 1.15 

No. 160 8 F2. 

Oont. Rot. 
2%-in. .$ .45 $ .55 

8- in..55 .65 

No. 295 H. 

Pr. Dm. Pr. 

1%-in. .$ .80 $8.85 

2-fm..85 8.65 

2%-in..40 4.00 

9- in..45 4.65 

No. 289 PAD2. 

Pr. Dm. Pr. 

2x2.$ .90 $9.20 

2%x2 . .80 8.85 

2%x2%.85 8.55 

8x8 .45 4.80 

No. 289 SFD. 

Pr. Dm. Pr. 

2x2 .$ .80 $8.85 

2%x2 .85 8.55 

2%x2% . <85 8.65 

8x9 .45 4.90 

No. 289 N. 

Pr. Dm. Pr. 

2x2.$ .40 $4.60 

2%x2 .45 4.75 

2%x2%.45 4.90 

8x8 .55 6.00 

No. 289 H. 

Pr. Dm. Pr. 

2x2 .$ .80 $8.85 

2%x2 .40 4.25 

2%x2%.40 4.40 

8x8 .50 5.60 

1480 FAD2 Hgs .85 4.00 


1480 N 

1481 FAD2 
1481 8F2AN 
1478 FAD2 
1478 8F2AN 
1480 FAD2 
1480 8F2AN 
1474 FAD2, 2 
1474 8F2, 1% 
1474 SF2, 2 


SHxSH-ta. .. 1.80 1.80 }*»? i*. «•** 

6x6-in. . 1.50 1.65 1481 NAD2 .25 2.56 

1481 8F2AN .25 2.86 

No. 241 8F 2. 1478 FAD2 .25 2.50 

Oont. Ret. 1478 8F2AN .25 2.60 

2%x2%-ln. ..$ .45 $ .50 1480 FAD2 .25 2.20 

8x8-in.45 .50 1480 8F2AN .26 2.60 

8%x8%-in. .. .50 .55 1474 FAD2, 2 .80 8.80 

4x4-ln. ..60 .65 1474 8F2, 1% .25 2.80 

4 % x4 % -in. .. .85 .95 1474 SF2, 2 .85 8.60 

HINGE 8—FLOOR— Set Set 

Bommer, D 15.$ 1.50 R, EA, KF, 8%. 8.75 

R.EA, 815. 1.60 SHA, E, 8%. 4.00 

SHA, E, 265 . 1.75 Rixon, 7. 10.75 

Chicago, R* EA, KF, 8. 11.25 

200 . 8.50 10 . 12.00 

SHA, E, 200. 4.00 15 . 14.50 

It EA, KF, 230. 4.25 20 . 25.00 

SHA, E, 230. 4.50 25 . 32.00 

Corbin, D, R. EA, 512. 1.75 30 . 38.00 

SHA, E, 512 . 1.85 40 . 62.00 

Kata, R, EA, KF, 2.. 1.35 Standard, R, EA, 450. . 6.75 

SHA, E, 2. 1.50 SHA, E, 450. 7.25 

R, EA, KF, 8. 3.25 R* EA, 452 . 10.50 

SHA, E, 8. 4.00 SHA, 452 . 11.00 

HODS—Coal- 

Open Japanned— Open Galvanised 

15 .$ .50 15 .$ .75 

16 .60 16.95 

17 .70 17 . 1.10 

18 .75 18 . 1.85 

20 .90 20 1.50 

HOLLOW WARE, CAST IRON—Dutch Ovens, No. 8 E, $3.75 
each; 9 E, $4.25; 10 E, $4.75; 11 E, $5.75; 10-inch, $2.00; 
11-inch, $2.40; 12-inch, $2.85; 18-inch, $3.25; 14-inch, 
$4.00; 10-inch lids, $1.00; 11-inch Lids, $1.10; 12-inch 
lids, $1.35; 13-inch lids, $1.60; 14-inch lids, $1.80. 
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HARDWARE WORLD 


RETAIL SELLING PRIOBS—Continued. 


HOLLOW WARE—Continued 

Gem Pans—No. 1, $1.00 each; 2, $1.00 each; 5, $1.10 each; 
8, $1.10 each; 10, $1.25 each; 11, $1.10 each. 

Griddles—No. 17, $1.00 each; 18, $1.10 each; 19, $1.25 each; 
20, $1.50 each 010, $1.65 each; 012, $1.75 each; 014, $1.90 
each. 

Kettles. Stove—No. 7, $2.75 each; 8, $8.00 each; 9, $3.50 
each; 07, $2.75 each; 08, $3.00 each; 09, $3.50 each. 

Pots, Stove—No. 17, $3.35 each; 18, $4.00 each; 19, *14.50 
each; 017, $3.35 each: 018, $4.00 each; 019, $4.50 each. 
Skillets or Spiders—No. 3, 80c each; 4, 90c each; 5, $1.00 
each; 6, $1.10 each; 7, $1.80 each; 8, $1.35 each; 9, $1.50 
each; 10, $1.75 each; 11, $2.25 each; 12, $2.75 each; 7 W, 
$1.40 each; 8 W, $1.50 each; 70, $1.10 each; 80, $1.20 
euch; 90, $1.35 each. 

Waffle Irons—No. 7, $2.25 each; 8, $2.50 each; 9, $2.75 
each; 7 D, $2.75 each; 8 D, $3.00 each; 9 D, $3.50 each; 
11, $3.50 each; 12, $5.00 each; 14, $10.00 each. 


HOOKS—Bright. 
No. 


Dos. 


No. 


Dos. 


0 . 

1 . 

.75 

104 . 

105 . 


2 . 

.65 

106. 

.25 

8 . 

.65 

107. 

.20 

4 . 

.45 

108. 

___ .15 

5 . 

.85 

109. 

.15 

6 . 

.25 

110. 

.15 

7 . 

.20 

Ill. 

.15 

9 . 

.15 

122. 

.10 

10 . 

.15 

118. 

.10 

11 . 

.15 

114. 

.10 

12 . 

.10 



18 . 

.10 



14 . 





Gross—60% Discount from Liat. 
Brass No. 1412— Dos. 

% .$ .*0 

% . *0 

%, S for So.SO 

%. 8 for So.25 

1, 2 for So.80 

Brass Cup No. 181— 

Dob. 

% .8 .SO 

% . .SO 

3, S for So.SO 

% S for So.. .8 S 


Dob. 

1%. S for So.$ .85 

1% .40 

1% .SO 

1%. S for ISo.75 

8, 2 for ISo. .85 


Dob. 

1, S for So.$ .80 

.'0 

...SO 

ahi m for ISo. • • •. • *75 

S, 8 for ISo.86 


a. a so 

ig :: 


HOSE COUPLINGS—Cqm. Slxo %. each 80o; %, SOe; %, SOo. 
HOSE (GARDEN) — 

Coupled Fifty Foot Lenfths—Astec, % inch 24c foot. 
Attec, % inch 28c; Deluge, % inch 23c, Deluge, % inch, 
27c; Delphos, % inch, 20c; Delphos, % inch 28c; Sierra, 
% inch 22c, 8ierra, % inch, 25c; Simi, % inch 17c, Simi, 
% inch 21c; Solar Cotton, % inch, 20c, Solar Cotton, % 
inch 23c; 8ummit, % inch 20c; Summit, % inch 23c; Ten 
Cee, % inch 17c. Ten Cee, % inch 21c; Torrent, % inch 
23c, Torrent, % inch 27c: Union Arrow, plain, % inch 18c, 
Union Arrow, plain, % inch 21c, Union Arrow, WW, % 
inch 21c, Union Arrow, % inch 20c; Whirlpool, % inch 
20c, Whirlpool, % inch 28c. 

Reel Not Coupled—Endurah Ribbed, % inch 24c, Endurah 
Ribbed, % inch 28c, Endurah Smooth, % inch 25c, Endurah 
Smooth. % inch 28c; Goodrich Ribbed, % inch 27c, Good¬ 
rich Ribbed, % inch 31c; North 8tar Ribbed, % inch 28c, 
North Star Ribbed, % inch 27c; Rajah Ribbed, % inch 

22c, Rajjah Ribbed, % inch 26c; Rajah Smooth, % inch 

22c, Rajah Smooth, % inch 26c; Utility Ribbed, % inch 

21c, Utility Ribbed % inch 24c, Utility, Smooth % ineh 

21c, Utility Smooth, % inch 24c. 

ICE TOOL8— 

No. 815 Plow, 8-in.$40.00 

No. 816 Plow. 10-in..47.50 

No. 817 Plow, 12-in. 54.00 

No. 820 Plow, 8-in. 42.50 

No. 821 Plow. 10-in. 50.00 

No. 822 Plow. 12-in. 57.00 

No. 456 Splitting Chisel. 4.76 

No. 495 . 5.85 

No. 620 Ice Hooka, 4-ft. 1.85 

4%-ft. 140 

5 ft. 150 

6 ft. 1.85 

No. 1 lee Tonga T h B. 1.75 

No. 2 .*. 2.00 

No. 8 . 2.25 

No. 540, 18-inch . 2.00 

14 H inch . 2.15 

16*4 Inch . 2.25 

Pond lee Saws—Tiller Handle. 

4%-foot. S.75 

5 foot . 6.25 

5% foot . 8.75 

(RON—Bara Small Lota. 

(Cutting Extra) 

Common Bar .$ 06 lb. Base 

Ancle Iron, *4 inch .10 

Ariel* Iron, 8 16 inch .08 

Anele Iron, *4 inch and heavier.07% 

Rd., eq. and »q. twisted— 

*4 inch and smaller . 7.50 Base 


5-16-lnch . 7.00 

% to 2%-inch . 6.50 

3-inch and larger . 7.50 

Flats, all sixes . 6.50 

IRONS—Sad. Common, 15c lb.; Mrs. Potts No. 60, $2.50 set: 
Dover No. 70, $2.75 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75; 1L, $2.50; 2L, $8.50; 
8L, $6.75. 

KNIVES A FORKS—Iron Handled, $1.25. 

Butcher— 

No. Each No. Each 

526— 5 .$ .65 1500— 7 .$1.25 

526— 5% .75 1500— 8 1.50 

526— 6 .85 1910— 6 50 

526— 6% . 1.05 1910— 7 60 

526— 8 1.50 1910— 8 75 

526— 9 1.90 2200— 6 1.00 

526—10 2.35 2200— 7 1.85 

526— 7 1.25 2200— 8 1.60 

526—12 8.85 8047— 6 60 

526—14 4.00 8047— 6% .70 

790— 6 1.00 8047— 7 85 

790— 7 1.80 8047— 8 1.00 

790— 8 . 2.00 8047—10 . 2.00 

1500— 6 . 1.00 8047—12 . 2.50 

Cheese— 

675 . 1.75 

Cooks French— Draw— 

267— 6 .80 84— 4 .75 

267— 8 . 1.80 100— 6 . 8.75 

267— 9 . 1.50 100— 7 . 4.00 

267—10 . 1.85 100— 8 . 4.50 

267—12 . 2.00 100— 9 . 5.00 

Corn— 105— 6 . 1.50 

2 .75 105— 8 . 1.50 

8 .40 105— 9 . 1.65 

5 .50 105—10 . 1.75 

10 .60 105—12 . 2.00 

KNTVE8—Hay—Lightnin* $1.85; Iwan Sickle, $2.00; Iwan 
8errated, $2.00; Heath's Upright, $1.86. Corn—Corn 

King, 40c; No. 12 Hooks, 50c. 

KNOBS—Maple, Bass, 5c each; 86c dox. 

LACING—Belt- 

Leather Bristol 

Sixe %, per ft.$ .08 111, per inch.$ .01% 

Sixe 5-16 per ft.08 112, per inch.02 

Siie %, per ft.04 118, per inch....$ .02% 

Sixe %, per ft....$ .05 114. per inch.08 

Sixe %, per ft.0$ Wire— 

8 $ *e %, per ft.08 No. 1, box 50 ft.60 

No. 2.65 

LADDERS—Extenxion, No. 1, 80c foot; Step, Climax, 55c foot; 

Special, 40c foot; Standard, 80c foot. 

LANTERNS—Boys’—No. 589. 45c each; 1590. Ohdet, 25c. 
Dash—No. 821, Prisco. $1.85 each; 881, Prisco, $2.15. 

Cold Blast Tubular—No. 820, Priaeo (Little Wlsard), $1.40 
each; 400, Prisco (Nostyle), $1.65; 477, Priaeo, $1.50. 
Hot Blast Tubular—No. 165, Prisco, $1.00 each; 165R, 
Prisco (Ruby), $1.80; 176, Prisco (Bullaeye), $1.50; 217, 
Prisco, $1.00. 

LEAD—White—12% lb. Keg. $1.85; 25-lb. Keg, $8.65; 50-lb. 

Keg. $7.16; 1001b. Keg. $14.00. 

LIFTS—Sash—Large Bar, $1.25 dos.; Small Bar, $1.10 dos.; 
Hnok, 40e dos. 

LOCKS—Rim—Steel, 75c set; Oast, 60c set. 

LINES, CLOTHES—-Cotton, Braided—No. 850, 65e each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 85e each; 150, 40a. 

Wire, Twisted—50 foot, 20 rauge, 85c each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge. 50e; 50 foot, 18.gangs, 50c; 
75 foot, 18 gauge, 60c; 100 foot, 18 gangs, 70c. 

Wire, Solid—100 foot, 9 gauge, 75c each. 

MATS, DOOR—Cocoa— No. 1, $1.50 each; 2, $1.75; 8, $2.00; 
02. $2.50; 08, $8.00; 04. $3.75; 05, $4.50. 

8teel—No. 20. $1.50 each; 40, $2.00 each; 60, $2.86 each; 
80. $4.50 each; 100 rolls, 56c square foot. 

MATTOCKS— 

Short Cutter, No. 1800 .Each $1.90 

Long Cutter, No. 1790 .Each 1.90 

Pick, No. 1810 .Each 1.90 

Handled, DE3 .Each 1.85 

Handled, C E 8%.Each 1.85 

Handled S Q 3% .Each 1.10 

MAULS—Handles Extre—Poet, eaat. 7e lb.; R. R. Track. 
920, 25c; Woodchoppere, 960, 25e; Woodehopper*, 960A. 
25c. DMe Face (see Hammers). 


MTM.S—Cider— 

Junior.$25.00 Senior . ..... 

Medium. 80.00 Fore# Feed .. 

MOPS— Slasher Cotton 

15 ox., each.$ .75 15 os., each.. 

18 ox., each.85 18 ox., each.. 

21 ox., each. 1.00 21 ox., each.. 

MOP RTTCKS—No. 7, 25e each: No. 18, 25a 
or Janitor's, 65e 


aaah* Vo. 


.$40.00 
. 18.00 


; .75 
.85 
1.00 

70 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


MOWERS—Great American—15-in., $16; 17-in., $18; 10-in., 
$20; 21-in., $22. Common—12-in., $6; 14-in., $6.25; 16- 
in., $6.50. 

NAILS—Bate per Keg, $5.80. 50 to 00 lbs., add 60e 

100 lbs. to Keg price. 1 to 60 lb. 


Fine Blue 268.$ .08 

Fine Bright.08 

Common 268d.08 

Common 465d.08 

Common 667d.07 

Common 8 to 60d.07 

Caaing 2A8d.08 

Oaaing 4&5d.08 

Caaing 6 to 20d.08 

Finishing 268d.10 

Finishing 4A64.08 

Finishing 6 to SOd.. .08 

Smooth Box 4 to 8d. .08 

8mooth Box 8 to SOd .08 
Barb Box 4 to 5d.. .08 

Barb Box 8.08 

Trank— 

Balk, lb.80 

1 lb. Papers, ea.... .85 

lb. ....SO 

lb.15 


2 


Union 


20 gangs—List Roll—12in., $4.95; 18in., $7.12; 
$9.08; 80in., $10.88; 86in., $12.38; 48in., $16.50; 



2 

2 H 

8 

8H 

4 

5 

6 

7 

8 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.05 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

.06 

.11 

.11 

.11 

.18 

.16 

.18 

.22 

.26 

.06 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

.08 

.14 

.14 

.14 

.14 

.18 

.21 

.25 

.82 

.08 

.18 

.18 

.18 

.18 

.15 

.18 

.28 

.25 

.11 

.19 

.19 

.19 

.19 

.24 

.28 

.84 

.88 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.17 

.17 

.29 

.29 

.29 

.82 

.88 

.45 

.52 

.18 

.18 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

.21 

.21 

.85 

.85 

.85 

.89 

.46 

.54 

.60 

.18 

.18 

.27 

.27 

.27 

.82 

.88 

.50 

.54 

.27 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 

ched U. 8. 

d. Hexagon, Tapped- 

-Size H, 

70c 


%. 50c lb.; 7*16, 45c lb.; %, 40c lb.; 
80c lb.; %, 25c lb.; %, 25c lb.; 1, 


OIL—Boiled Linseed, $1.60 gal. 


per 


Barb Box 8 to 20d. . .08 

Barh Roof % to % . . .10 

Barb Roof 1 to 1%.. .10 

Plaster Board.10 

C. 0. Box.10 

Oat Casing 668.08 

Galr. Felt.15 

Galr. Boat.12 

Clont— 

Balk, lb. 

H lb. Papers, 

Cigar Box— 

Balk, lb. 

1 lb. Papers, « 

Horseshoe— 

Capewell, lb. 


.80 
.SO 

.80 
.85 
.20 
.15 

. .80 

Northwestern .80 


OILERS— 


14 B . 

. .50 

Mowing Machine— 


16 . 

. .55 

No. 

Each 

Steel, Railroad— 


8 A . 

$ .25 

10. 

.. 1.00 

8 B . 

.40 

11. 

. . 1.25 

1100. 

.20 

Zinc, Chaco’s— 


1120. 

$ .40 

00. 

. . .10 

1140. 

.30 

0 . 

. . .15 

Steel, Spring Bottom— 


1. 

.. .15 

12. 

.25 

2 . 

. . .20 

13. 

.80 

a . 

.. .25 

13 A . 

.85 

4 . 

.80 

14. 

.40 

5 . 

.. .85 

14 AA . 

.45 

6 . 

.. .45 


OUTFITS—Cobblers—Eclipse, $1.00 each; Family, $1.85; 
Horae, No. 1, $2.00; No. 2, $1.50. Lasts and Stands, No. 
15, cast, 90c; No. 15, extra heavy, $1.85; No. 24, malle¬ 
able. $2.25. 

OVENS, PORTABLE—Boss 

No. Each No. 

012.$5.25 

055 .. 5.75 

0200 . 5.25 


.25 


5.50 


NUTTING, POULTRY—Hexagon. Galvanised After Wearing— 
2 inch, 20 gauge—List roll, 12m., $2.14; 18in., $8.08; 24m., 
3.92; 30in., $4.68; 86in., $6.85; 48in., $7.18; 60in„ $8.91; 
72in„ $10.69. 

8ell Fall Roll—12in., $1.95; 18in n $2.80; 24in„ $8.50; 
30in., $4.25; 86ia., $4.80; 48in„ $6.40; 60in., $8.00; 
72in., $9.65. 

Sell Cat (lin. ft.)— 12in., l%c.; 18in., 2Hc; 24in., 8%c; 
80m., 8%c; 86in„ 4Hc; 48in., 5%c; 60in., 7%c; 72in„ 

1% inch, 20 gauge—List roll, 12in., $8.15; 18in„ $4.58; 
24in. t $5.78; 80in„ $6.90; 86in., $7.88; 48in., $10.50; 
60in., $18.18; 72in., $15.75. 

Sell Full Roll—12in., $2.85; 18in., $4.10; 24in„ $5.20; 
30in., $6.20; 86in n $7.10; 48in., $9.45; 60in., $11.80; 
72in., $14.20. 

Sell Cut (lin. ft.)—12in., 2Hc; 18in„ 8%c; 24in., 4%c; 
SOin., 6He; 86in., 6He; 48m., 8He; 60in., 10Hc; 72in., 
12 He. 

1 inch, 20 
24in 

60in., $20.63; 72in./ $24.75. 

Sell Full Roll—12in., $4.45; 18in., $6.40; 24in„ $8.20; 
SOin., $9.75; 86in., $11.15; 48in., $14.85; 60in., $18.60; 
72in^ $22.80. 

Sell Oat (lin. ft.)—12in., 4c; 18in., 5He; 24in., 7He; 
30in., 8He; 86in., 10c; 48in., 18He; 60in., 16He; 72in„ 
19 He. 

H inch, 20 range—List Roll—12in., $8.55; 18in., $12.80; 
24in., $15.68; 80in., $18.71; 36in., $21.38; 48in., $28.50; 
60in., $35.63; 72in., $42.75. 

Sell Fall Roll—12in., $7.70; 18in., $11.05; 24in., $14.10; 
SOin., $16.85; 86in., $19.25; 48in., $25.65; 60in., $82.05; 
72in., $88.48. 

Sell Oat (lin. ft.)—12in., 6He; 18in., 9He; 24in„ 12He; 
30in., 15c; 86in., 17He; 48in., 22He; 60in„ 28He; 70in„ 
34 He. 

NIPPERS—Nettleton—8-in., $1.75 each; 10-in., $2.16; 12-in., 
$2.25; 14-in., $2.75. 

NIPPLES—Right Hand. 

Size ‘ - 

H. 


450 

Perfection 

121 G . 4.75 

Pinney 6 Boyle 
13 
17 


3.00 

3.50 


Each 

550 .$5.50 

700 . 5.50 

750 . 6.50 

755 . 6.75 

122 G. 5.75 

83 .. 3.25 

37. 3.75 

37 G . 8.85 


17 G . 3.75 

PACK1NU— Sheet Rubber—Standard. 2ue lb.; Rainbow, 90c; 
Italian Hemp. Common, 40c; Square Flax, braided, 50c; 
Piston Spiral Steam, High Pressure, $2.25; Steam or Water. 
Low Pressure, $1.25. 

PADS—Sweat—No. 63 N12. Red Edge, 75c; No. 146 A12, 


Blue nikI White striped, $1.60. 


PADLOCKS—Corbin 


No. 

Each 

No. 

Each 

1903 . 


958 . 

. .25 

9902 . 

.65 

2802 % . 

. .85 

9902 N C. 

.60 

2822% . 

. .50 

21090 . 

.75 

2869 . 

. 1.00 

Yale 


2879 . 

. 1.50 

223 . 


2880 . 

. 1.75 

225 . 


2881 . 

. 2.25 

453 J . 


2883 . 

. 3.00 

453 X . 


Miller 


563 . 

. 1.25 

1 . 

. 1.50 

565 . 

. 1.50 

016 . 

. .25 

585 . 


18 .. . . . 

. .30 

635 . 


18 B . 

. .35 

645 J . 


19 . 

. .40 

803 . 


21 . 

. .50 

805 . 


75 . 

. .50 

805 H . 


76 . 

. .75 

813 . 

. 1.50 

78 . 

. .85 

815 . 


96 . 

. .50 

823 ___ 


96 0 . 

. .65 

833 . 


121 . 

. .50 

843 . 


5441 . 

. .85 

858 . 


Slaymaker 

1902 . 

.. .60 

8454 .. 



PAINT SUNDRIES— 


H -gals.H-Gal. 1.60 


Alcohol (Denatured) Gal. Quarts.Qt. .95 


1-gallon .$1.35 

5-gallon . 1.20 

Barrel .$1.20 

Glue Lb. 

No. 2 Gelatine.65 

Chicago White.65 

Lead, Selby White 


Porch— 

Gals.Gal. 4.25 

H-gals.H -Gal. 2.25 

Quarts.Qt. 1.20 

Oil Gal. 

Floor.65 

Gloss.60 


500 lbs. or more.15H Lard, No. 1.2.50 


LinO-Oil. 


.00 


100-lb. kegs.16 

50 and 25-lb. kegs.. .16H Linseed, Boiled.2.50 

12%-lb. kegs.16 H Linseed, Raw.2.48 

Paint, Dry Colors Neatsfoot No. 1..... 2.50 

Burnt Umber.05H Neutral.45 


lp.; 5-16, 65c lb.; 

9-16, 35c lb.; %, 

25c lb. 

Hot Pressed U. S. S’. Square, Tapped—Size %, 85c lb.; 
5-16, 80c lb.; %, 27c lb.; 7-16, 25c lb.; H, 21c lb.;%, 19c 
lb.; H, 17c lb.; %, 16c lb.; 1, 16c lb. 

OAKUM—Plumbers, 16c lb.; Nary, 25c lb.; Best Unspun, 
85c lb. 

OAR LOCKS—2-in., per pair 40e; 2%-in., par pair 60e; 
2%-in.. per pair, 70c. 

OPENERS (CAN)— 

No. Each. No. Each. 

4 .$ .10 140 .$ .10 

16 .10 840 25 

100 .25 


Ohrome Green, Med.. .15 

Graphite .06 H 

Princess Metallic .. . .04 

Raw Sienna.07 

Venetian Red.04 

Yellow Ochre.08 

Paints, Ready Mixed 
1st Grade, White— 

Gals.Gal. 4.40 

H-gals.H -Gal. 2.80 

Quarts.Qt. 1.25 

Pints.Pt. .70 

%-pints.H-Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.25 


Paraffine.55 

Tints, Kalsomine Lb. 

Barrels.09 H 

Kegs, 100 lbs.09 H 

100-lb. bulk .09% 

25 lb. bulk.10 

Less 25 lbs.10% 

100 lbs. 5-lb. pkgs.. . .10H 

Less 100 lb. 5-lb pkgs. 11 
Kalsomine, White 

Bbls., 280 lbs.08% 

Kegs, 100 lbs.09 

4 25-lb. pkgs. bulk.. .09% 

25 lbs., bulk.09 % 

Less 25 lbs.10 


ffeEu'iio ioo n«, Mb. ? k g .. .o»* 
?“nt. ee ioo>*>•. ,v .10 


H -pints.H*Pt. .85 


.... - 

2nd Grade White or Colors— 1-gal.1.80 


Turpentine 


Gal. 


Gals.Gal. 2.90 

H-gals.H-Gal. 1.60 

Quarts.Qt. .95 

Inside Floor— 

Gals.Gal. 2.90 


5-gal. 1.02 

Wax J.b, 

Johnson’s.70 

Old English.70 

Bradley’s.65 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


PANS—Acme Frylnf— 




No. 00, each. 

$ .15 

No. 4, each... 


No. 0, each... 

.25 


’* A5 

No. 1, each. 

.80 

No. 6| each... 


No. 2, each. 

.85 

No. 7, each..., 

.80 

No. 8, each. 

.85 



PAPER—Asbestos, sise 

1-16 

and under, 80c lb. 

cut; over 


116. 80c lb. 

Paper Sheath inf. Bed or Gray, 20-lb., 95c roll; 25-lb- $1.15 
roll; 80-lb., $1.85 roll. 

Tarred Insulating, No. 8, roll $1.50 (cut Be lb.); 10, roll, 
$2.60 (cut 6e lb.) 


PAPER—Buildlaf— 

P * B 

No. 1—500.$2.00 

No. 1—1000. 8.90 

No. 2—600. 2.96 

No. 2—1000. 5.75 

No. 8—500.4.00 

No. 8—1000. 7.70 

Rad Resin— 

17 lb.$1.15 

20 lb. 1.40 


Imitation PtB 

No. 1—500.$1.80 

No. 1—1000. 8.40 

No. 2—500. 2.55 

No. 2—1000. 4.95 

No. 8—500. 8.60 

No. 8—1000. 6.75 


60c Qr. ; 8, 
PEA VIES— 


2%x4 .$8.50 

4 Vi . 2.75 

i%x4% .2.75 

5 .2.76 

2%x4% . 8.00 

5 . 8.00 

8x5 . 8.15 


—Socket— 
Maple Hickory 
$Sj50 $2.75 


—Bangor— 
Maple Mlekory 
$2.80 $8.00 


44 . 

Each 

1204 

46 . 


1206 

48 . 


1208 

52 . 


1210 

54 . 


1804 

56 . 


1306 

58 . 


1808 

64 ... 


1810 

66 . 


1404 

69 . 


1406 

614 . 


1408 

74 . 


1410 

76 . 


1504 

79 . 


1506 

714 . 


1508 

464 . 


1510 

466 . 


1704 

469 . 


1706 

474 . 


1708 

476 . 


1710 

479 . 




ft 


%-ln. 
Blk. Gal. 


Bushinfs.$ 

.05 

$ .10 

$ .05 $ 

.10 

.10 $ 

.15 | 

.10 

Gape. 

.05 

.10 

.10 

.12 VI 

.15 

.15 

.15 

Oouplinfs . 

.10 

.10 

.10 

.15 

.15 

.16 

JO 

Grosses . 

.16 

.20 

.25 

.80 

.85 

.50 

.45 

Elbows, 90 Def. 

.10 

.15 

.10 

.15 

.15 

.15 

.20 

Elbows, 45 Def. 

.10 

.10 

.10 

.15 

.15 

.25 

J5 

Elbows, Red.... 

.16 

.15 

.20 

.20 

.25 

.80 

J5 

Elbows, 8treet .. 
Floor Planfos .. 

.10 

.10 

.15 

.20 

.20 

.85 

J5 

.20 

.40 

.80 

.60 

.85 

.60 

.40 

Lock Nuts. 

.05 

.10 

.10 

.15 

.20 

.80 

.80 

PlUfS. 

Reducers. 

.05 

.05 

.05 

.05 

.05 

.10 

.10 

.10 

.16 

.15 

.20 

.20 

J5 

.25 

Return Beads . 

.20 

.85 

.25 

.45 

.80 

.45 

.60 

Tees . 

.10 

.16 

.15 

.20 

.15 

.20 

JO 

Unions . 

.20 

.25 

.20 

.80 

.25 

.85 

.80 

Waste Nuts ... 

.10 

.10 

.10 

.10 

.10 

.16 

.10 


Bushinfs 

Caps ... 


Crosses . 

Elbows, 45 Def. 
Elbows, 45 Def. 
Elbows, Red.... 
Elbows, Street . 
Floor Flanf es . • 

Lock Nuts. 

PlUfS. 

Reducers . 

Return Bends . 
Tees . 


17 lb.$1.15 25 lb.$1.65 

20 lb. 1.40 80 lb. 1.90 

PAPER—Roofinf, Smooth or Sanded—Ply %, $1.85 lb.; ply 1, 
$2 25; ply 2, $2.75: ply 8, $8.25. 

PAPER, SAND AND EMERY—As tec Sand Paper, in Sheets— 
No. 00-Vi, 40e or.; 1, 45c qr.; 1%, 50c qr.; % &6c qr.; 2%, 
60c Qr.; 8, 65c qr. 


1-In. 

1% 

•in. 

1%- 

in. 

2-i 

n. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

.15 

.10 

.25 

.15 

.80 

.20 

J5 

.20 

.20 

.40 

.25 

.45 

.40 

.65 

.20 

.20 

.25 

.25 

.80 

.85 

.40 

•Z 5 

.65 

.90 

.60 

1.10 

1.00 

1.76 

.80 

.40 

.65 

.45 

.70 

.86 

1.10 

.80 

.40 

.65 

.45 

.70 

.65 

1.20 

.85 

.85 

.60 

.40 

.65 

.66 

1.10 

.40 

.80 

.65 

.85 

.60 

.75 

1.25 

.70 

.45 

.80 

.50 

1.10 

.75 

1.50 

.40 

.85 

.60 

.40 

.65 

.66 

J6 

.10 

.10 

.16 

.15 

.20 

.15 

.26 

.86 

.25 

.45 

.85 

.55 

.50 

.90 

.80 

.66 

1.80 

.85 

1.50 

1J5 

2.40 

.80 

.80 

.50 

.40 

.75 

.70 

1J0 

.45 

.45 

.65 

.60 

.85 

.80 

1.00 

.15 

.20 

.80 

.40 

.65 

.60 

.90 


Nipples 





%. %, 

%-in. 

%- 

In. 

%-in. 

1-ia. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

.05 

.05 

.06 

.07% .05 

.07% .10 

.05 

.10 

.05 

.10 

.10 

.15 

.10 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

.08 

.10 

.10 

.15 

.10 

.16 

.10 

.08 

.10 

.10 

.15 

.10 

.15 

J5 

1-in. 

1% 

-in. 

1%- 

in. 

2-1 

in. 

Gal. 

Blk. 

Gal. 

Blk. 

GaL 

Blk. 

Gal. 

.10 

.10 

.15 

.15 

.20 

.15 

.26 

.20 

.15 

.25 

.20 

.80 

.25 

.40 

.20 

.15 

.25 

.20 

.30 

.26 

.40 

.20 

.15 

.25 

JO 

.80 

.25 

.40 

.26 

.20 

.80 

.26 

.85 

.80 

.45 


Percolator Tops, 10c each. 

PICKS—Railroad, No. 1710, $1.85 each; 1711, $1.50; 1712, 
$1.60; 1718, $1.75; 1714. $1.85; 1715, $2.00. 

Drifting No. 1, $1.25 each; 1%, $1.86; 2, $1.50; 8, $1.60; 
4, $1.75. 

PIN8—Escutcheon—Small lots, 15c os.; larfo lota, 40% over 
List._ 

PIPE FITTINGS (STOVE) —Caps, No. 0 15, 60e each; 0 16, 
60e each. 

Collars, No. 018, 014, 15c; 25, 25%, 26, 10c os.; 27, 15c ea. 
Cylinders, No. 54 (1508), 75c each; 64 (1608), $1.00 each; 
65 (1612). $1.10 each; 75, $1.20 each. 

Dampers, No. 8. 4, 15c each: 5, 6, 20c each; 7. 80o each. 
Elbows, No. 8 Oorf., 20c each; 4 Oorf., 25c each; 5 Corf., 
25c each; 6 Oorf.. 80c each; 7 Oorf.. 40o each; 8 Adi. 4 
Pe„ 25c each; 4 AdJ. 4 Po- 80c each; 5 AdJ. 4 Pc., 80o each; 
6 AdJ. 4 Pc., 85c each; 8*!nch AdJ. Galvd., 85c each; 4-ineh 
AdJ. Galvd^ 45c each; 8 Oorf. Jap., 85o each; 4 Oorf. Jap., 
45c each. 

Floe 8tops, Nos. 1 and 86, 15c each; 8, 15c each; 80, 20c 
each; 40, 20c each. 

Roof Plates and 8addlea, Nos. 15, 16 (Side), 90c each; 50, 
60 (Ridfe), 75c each. 

PIPE FITTINGS—Price, each. 


Waste Nuts 


Close.05 

Lonf .05 

4*in. Lonf.05 

5- in. Lonf.08 

6- in. Lonf.08 


Close.10 .10 .15 .15 .20 .15 .26 

Lonf .20 .15 .25 .20 .80 .25 .40 

4-in. Lonf.20 .15 .25 .20 .80 .26 .40 

6-in. Lonf.20 .15 .25 .20 .80 .25 .40 

6-in. Lonf.25 .20 .80 .25 .85 .80 .45 

PIPE, GAS AND WATER—Black, % inch, 7c foot; V4 inch, 
7e; % inch, 7c; % inch, 9c; % inch, 11c; 1 inch, 16e; 1% 
inch, 20c *1% inch, 27c: 2 inch, 86e. 

Galvanised. % inch, 9c foot: % inch, 9c; % inch, 9c; % 
inch, 11c; \ inch, 14c; 1 inch, 20c; 1% inch, 26c; 1% 
inch, 85o; 2 inch, 45c. 

PIPE, STOVE—29 Gaufe, Nested. Full Joints—Sise 8-inch, 
25c joint; 4-inch, 30c, 5-inch, 80c; 6-inch. 80c; 7-inch, 
40c. 8-inch Japan, 80c Joint; 4-inch, 85c; 5-inch, 45c. 8- 
inch Galvanised, 40c Joint; 4-inch, 45c. 

Half Joints—5-inch. 15c Joint; 6-inoh, 20c. 

Taper Joints—6-inch to 5-inch, 85o Joint; 7-inch to 6-inch, 
40c Joint. For future delivery, prices withdrawn. 

PITCH—Asphaltum—5-lb. ©an, 85o; 10-lb. can, 70c; 25-lb. 

can, $1.50; 50-lb. can, $2.76; % Bbl., $4.50; Bbla., $8.00. 
PLANE8—Wood Smooth. $1.25 each; Wood Jack, $1.50. 
Block-Bailey—No. 9%, $2.00 each; 9%, $2.40; 15, $2.15; 
16, $2.20; 17, $2.40; 18, $2.40; 19, $2.65. 

Block, Stanley—No. 60, $2.52 each; 60%. $2.00; 61, $2.00; 
65, $2.70; 100, 50c; 101, 45c; 102, 80c; 108, $1.00: 110, 
$1.00; 120, $1.50; 180, $1.50; 181, $2.85; 203, $1.80; 
220, $1.50. 

Iron, Bailey—No. 2, 2 0, $3.60 each; 8, 8 O, $8.75: 4.4Q 
$4.15* 4%, 4% C, $4.50; 5, 5 0, $4.50; 5%, 5% O, $5.60; 
6, 6 0, $5.90; 7, 7 C, $7.00; 8, 8 C, $8.60. 

Iron, Stanley—No. 602, 602 0, $4,00 each; 608, 608 a 

S 4.20; 604, 604 O, $4.65: 604%, 604% 0, $5.85; 605, 605 
>, $5.35; 605%, 605% O, $5.80; 606, 606 O, $6.80; 607, 
607 C, $7.65; 608, 608 C, _$9.25. 

All Wood—Plain, No. 15W, $1.25; 21W, $2.25; 27W, 
$2.50; 029W, $2.66. Razee, No. 17W, $1.50 28W, $2.65; 
29W, $8.00. 

Wood Bottom, Bailey—No. 22, $2.60 each; 28, $2.60; 24, 
$2.60; 26, $8.00; 27. $8.25; 28. $8.75; 29, $8.86; 80, 
$4.00; 31, $4.15; 82, $4.40; 85, $8.25; 86, $8.65. 

Rabbit—No. 10, $6.00 each; 10%, $5.00; 75, 75c; 90, 
$3.60; 92, $3.60; 98, $4.50; 190, 191, 192, $2.85. 

PLIERS—Bernard's, No. 100, 4%-inch, 80c each; 5%'inch, 
$1.00; 6%-inch, $1.25. No. 101, 5%-inch, $1.00; 6%-inck, 
$1.25. No. 102. 4%-inch, $1.50; 5%-inch, $1.75; 6%-inch, 
$2.25; 8-inch. $8.15. No. 108, 4%-inch, 75c; 5-inch. 90c. 
No. 104, 4%-inch. 75c; 6-inch, 90c. No. 105, 5-inchV$l -*0. 
No. 106. 4%-inch, 90c; 5-ineh. $1.05. No. 108, 6-inch. 
$1.15. No. 109, 7-inoh, $1.50. No. 111. 6%-inch, $1.40. 
Klein’s, 6-inch, $2.00 each; 7-inch, $2.26; 8-inch, $2.75; 
9-inch, $8.00. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Wood, Stanley or Disston—No. 00, 
$1.00 each; 0, $1.16; 2. $1.50: 8, $1.75; 18, $2.10; 25, 
$2.85; 80, $2.15; 85, $2.85; 45%, $8.00: 90, $2.75; 98, 
$8.75; 95, $6.50; 98, $2.75; 101, $2.75; 102, 60c; 104, 75c; 
6012. $2.00; 6018, $2.75; 6024, $8.15; 6521, $2.00; 6618, 
$2.50; 6524, $8.00. 


POINTS A 0HU0K8— 

For 80 and 81.$ .75 

For 85.50 

Nos. 11 and 16, 2-in.. .56 

8-inch.80 

4- lneh.65 

5- inch.75 

6- inch.86 


8-ineh.96 

10-inch.1.10 

No. 75.8.26 

No. 80.1.00 

No. 80. -86 

Ne. 81. M 


POLISH (FURNITURE)—Oalol, % pint, 25c each; 1 
85c; 1 quart, 60c; % fa)Ion, $1.00; 1 fallen, $1.75; 5 

E i) Ions, $6.75. 

iquid Veneer, 4 ounce, 25c each; 12 ounce, 50e; 1 quart $!• 
O-Oedar, 4 ounce, 26c each; 12 ounce, 50c; quart, $1.00; 


% fallen. $1.50; falloa, $2.60. 
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RETAIL SELLING PRICES—Continued. 


POLISHES—Continued. 

Johnson’s Prepared Wax, 5 ounce, 85c each; 1 pound, 70s; 

3 pound, $1.40; 6 pound, $8.00. 

Metal—NonOlio, % pint, 60c each; 1 pint, 75e; 1 quart 
$1.85. 

Shoe—Shuwhite, 15c each; Midnight Oil, 85c; Royal, 15c; 
Jet-Oil, 15c; 4 0 8 Shoe Satin, 10c; 0 0 8 Shoe Satin, 16c; 

1 0 Satinola, 10c; 8 0 Satinola, 15c 5 P B Shoe Satin, 10c; 
10 P 8 Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, 

Satinola, 15c. 

Store—Liquid, No. 6 Black Silk, 20c each; 8, Black Silk, 
85c; 2, Black Eagle, 20c; 10 E, Enameline, 15c. 

Paste, No. 5, Black Silk, 15c each; 10. Black Silk, 20c; 
20, Black Silk, $1.40; 01, Black Eagle, 40c; 95 Black 
Eagle, $1.40; 4 E, Enameline, 10c; 6 E, Enameline, 15c; 
75 Black Jack, 15c; 1, Rising Sun, 15c. 

POTS—Fire 

Gasoline, 0. * L. 8 Quart. 1.10 

1 .$19.00 10 Quart. 1.40 

5. 17.00 12 Quart.1.50 

21 . 14.50 1« Quart. 1.75 

71 . 19.00 Tin- 

72 . 17.00 4 Quart .f .55 

821 . 82.60 6 Quart.85 

Watering Galvanised 8 Quart.86 

4 Quart.$ .85 10 Quart.1.00 

0 Quart.1.00 

PULLER3—Nail—Rex. $1.45 oach: Rex. Jr., $1.25; Red 
Devil, $2.00; Morrilla, $2.00; Little Giant, $1.60. 
PULLEYS—Brass Screw, No. 850, % inch, 10c each; %, 10c 
each; %, 10c each; 1. 15c each; IK, 25c each; 1)4, 40c 
each. No. 870, % inch. 25c each; 1, 40c each. 

Brass side. No. 1150, )4 inch, 20c each; %, 25c each. No. 
1170, )4 inch, 25c each; %, 80c each. 

Brass Upright. No. 500, 25c each. 

Clothes Line, No. 610, 2 15c each; 2)4 20c each; 660, 15c 
each; 670, 15c each; 1610, 2 15c each; 2)4 25c each; 
1660, 20c each; 1670, 20c each; 6850 G, 85c each; 6500, 
55c each. 

Hay Fork, No. 1267, 60 each 692, 60e each; 796, 75c each; 
46, 85c each; 1651, $1.95 each. 

PULLEYS—Frame—No. 4 Ottumwa per dos., 66c; No. 5, 
70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 

P UMPS —P. 8.-1, $8.00; 2, $8.40; 8, $8.86; 4, $4.25. 
PUTTY—Per lb.,. 10c. 

BAIL (HOUSE DOOR)— 

Prouty 

No. 5 . Foot, $ .15 

Riohards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16,019 .$ .50 

182, 0182 .50 150 .10 

RASPS—Flat wood, 8 inches long, 50o each; 10, 75c; 12, 
90c; 14, $1.80; 16, $1.75. Half round wood. 10, 76c; 12, 
95c; 14, $1.85; 16, $1.80. Half round cabinet, 8, 75e; 
10, 90e; 12, $1.25; 14, $1.60; 16, $2.00. 

RAZORS (SAFETY)— Eveready 
No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .40 

2, oach .8.00 

Gem 

800, each . 1.00 800 B, Blades, Pkg... .50 

Enders 

900, each . 1.00 900 B, Blades, Pkg... .25 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg.. .50 

Gillette 

00, oach . 6.50 480, each .5.00 

460, each . 5.00 500, each . 5.00 

460 B, each. 5.00 500 B, each. 6.06 

470, eaeh . 5.00 601, each ..5.00 

501 B, eaeh. 6.00 6 X B Blades, Pkg.. .60 

12 X B Blades, Pkg.. 1.00 

Auto Strop 

1, set. 5.00 2541, sot.5.00 

15, set. 6.00 600 B Blades, Pkg.. 1.00 

25, set.. 6AO 600)4 B Blades, Pkg.. .50 

251, set.5.00 

REGISTERS— 

Jap 6x8.$1.55 White 6x8.$1.85 

Jap 8x10. 1.65 White 8x10.8.00 

Jap 10x18.8.40 White 10x18.8.90 

Jap 10x14.8.15 White 10x14.8.80 

Jap 18x14.4.85 Whito 19x14.5.95 

REGISTER FACER— __ ^ 

Jap 6x8.$1.00 White 6x8.$1.80 

Jap 8x10. 1.10 White 8x10. 1.45 

Jap 10x19.1.70 White 10x12.8.90 

Jap 10x14.9.80 White 10x14.9.85 

Jap 18x14.9.60 White 19x14.6.65 

REVOLVERS— 

Colts. Model Each Each 

PocketPooitive.$15.00 204, 224 . 8.50 

Police Positive. 16.00 204 B. 224 B. 9.00 

Polios Positive Special 17.00 268, 278 . 9.00 

Police Positive Target. 18.00 268 B, 978 B. 9.50 

Army Special.$18.00 264, 974 .... 9.50 

New Service. 20.00 264 B, 874 B. 10.00 

Single Action ....... 18.00 Ivor Johnson 

Harrington A Richardson 800, 808, 828. 12.00 

208, 898 . 8.00 800 B, 908 B, 898 B. 12.50 

208 B, 928 B. 8.50 804, 884 . 12.50 


Each 

804 B, 824 B.18.00 

848, 858 . 18.00 

848 B, 858 B. 18.50 

844, 854 . 18.50 

844 B, 854 B. 14.00 


Each 

Regulation Police .... 21.00 
1908 Hand Ejector... 21.00 
88 8. A W. Perfected. 20.00 

1908 Military.24.50 

1911 Target.22.50 


860 B, 865 B. 14.25 New Departure 82.... 18.60 

Smith A Wesson New Departure 88.... 20.00 

1905 Military, Police. 22.00 

RIVETS—Slotted Clinch, Coppered Steel—No. 9, lOo box; 98, 
10c box. 

Tinners’, in Papers—Black: Plus 10% ;tinned, plus 10%. 
Tinners’, in Kegs—Black, all sises, 80c lb.; tinned, 8, 85c; 
8)4, 85c; 4, 85c; 5, 85c; 6, 85c; 7, 85c; 8, 85c; 10, 85c. 

RIFLES—No. and Model— 16 A TD—Standard .. 82.75 

Daisy Air Each Stevens 

25.$ 4.25 Little Scout. 4.00 

40 . 4.25 Crack Shot. 4.85 

8. 2.65 Marksman. 6.60 

80.$ 2.25 Favorite. 7.85 

11 . 1.50 70 TD—.22. 11.50 

12 . 1.85 Winchester 

King Air 1886 SF—Round Brl.. 86.00 

4.7/.. 9.25 TD—Round Brl.. 42.00 

5 . 2.65 1890 TD—Oct’gn F’cy 48.50 

21 . 1.85 TD—Oct’gn Plain 22.50 

22 . 1.60 1892 8F—Round Brl. 25.50 

Marlin SF—Octagon Brl. 27.00 

20 TD—Octagon BrL 17.50 8F—Carbine ... 24.00 

27 TD—Round Brl.. 20.50 TD—Octagon Brl. 85.00 

TD—Octagon Brl. 28.00 1894 SF—Round Brl. 27.50 

29 TD—Round Brl.. 15.50 SF—Octagon Brl. 29.50 

1897 TD—Round BrL. 71.50 SF—Carbine ... 25.50 

TD—Octagon Brl. 28.50 TD—Octagon Brl. 85.26 

Remington 1895 SF. 88.00 

4 TD—Octagon Brl.. 11.00 1895—Gov’t Model .. 41.00 

6TD—Round Barrel. 7.60 1895 TD . 44.00 

8 A TD—Round Brl.. 45.00 1902 TD—.22. 7.50 

12 TD—Round Barrel. 18.20 1908 TD—Plain .82.00 

TD—Octagon Brl.. 20.20 TD—Fancy .... 56.00 

14 A TD—Standard .. 82.85 1906 TO .21.00 

TD—Carbine. 82.75 1907 TD . 40.00 

ROPE—Cotton Thread—Sise 8-16, 75c lb.; )4 to 5-16, 75c; 
% to %, 75c; % to 1, 75c. 

Manila—Base, 45c lb.. Sisal, Bass, 85c lb. 

RULES, BOXWOOD—Lufkin Stanley—No. 171, (86) 85c each; 

RULES, Boxwood—Lufkin Stanley—No. 171, (86) 

No 872 (36)4) 70c: 878 (8) $1.15; 886 (82) 70c, 888 
(82)4) 95c; 465 (6^) 20c: 488 (57) 60o; 651 
702 (18) 40c; 751 (61) ioc; 752 (70) 40c: 762 B (7) 
$1.10; 771 (84) 65c; 780 (62)4) 80c; 781 <^ 3 > 

A (53)4) 80c; 871 (52) 75c; 881 (54) 85c; 981 (66%) 
60c; 8851 Y (66) 60c; 8861 (66)4) 70c; 8881 (66%) 

Rules! Steel—B 85. Blaoksmiths, $ 1.00 each; 1085, Black¬ 
smith 75c; 041, Socket, 20c; 4141, fjf}* zl £ z % ® 0c » 
4142, 4642, $1.50; 4148, 4648, $2.25; 4144, 4644, $8.00. 
RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 60s each; 
No. 806 F, 70c; 8518 (08), J 40 ®; 0 ®£ 14 /A £? 4 > «, 6 nS: 

8515 (05), 70c; 8516 (06), 80c; 8518 (08), $1.05, 

8528 (408 F). 40c; 8524 (404 k), 50c; 8885 (405 F), 65c; 
8526 (406 rj. 75c; 8613 (108), 50c; S615 (105> t 

8616 (106), 90c; 8624 (854 F), 40c; 8626 (856 F), 85c. 

SAWS, DISSTON— 


28 -in. 


No 18-in. 90-in. 29-in. 94-in. 86-in. JWp 

7 . .$1.90 $2.00 $8.15 $9.95 $2.85 $8.60 

D8 A 1874 .... 2.85 2.50 8.60 2.70 2.85 8.10 

lA . 9.85 2.50 2.60 9.70 2.85 8.10 

IS 9.70 2.85 8.05 8.25 8.45 8.70 

112 . 9.80 2.95 8.80 8.85 8.60 8.85 

D-31 * 22 . 3.50 8.88 2.85 8.08 8.25 8.88 

Tk.in a is .... 2.85 8.05 8.85 8.59 

D-100 250 2.65 9.85 8.05 8.85 8.5$ 

1*0 . 8.15 8.95 8.40 8.60 8.75 4.8$ 

D-lls'A'is . 8.80 8.90 4.05 4.20 4.40 4.05 

8AWS One Ohinook0.0. ^Jno°hO.O 

8U ft. IL85 $8.50 6 ft. $9.60 5% $5.75 

I ft 8 85 4.00 6% 10.60 6 6.50 

4)4 ft. AM 4.50 7 12.00 6% 7.80 

Sit. A80 5.00 7% 18.95 7 % 8.15 

Simonds Felling same price as Roy si Ohinook 0. O. 

Atkins No. 400 and 401— 

28 in.$6-85 88 in.f$f 

26 in. 5.50 90 in.4.4$ 

24 in.6.80 18 in.4.15 

Atkins No. 68 and 69— 

98 in.$8.60 22 in.2.70 

26 in.8.16 SO in.9.5$ 

24 in.2.90 18 In.2.90 

Atkins No. 58- 51 and 65— 

28 in.$8.80 88 in.9.0$ 

96 in. 9.90 90 In. 9.40 

24 in.9.75 18 in.2.10 

Atkins No. 64— . 

28 in.....$4.00 22 in. 8.00 

26 in. 8.50 90 in.2.70 

94 in.8AO 16 in.2.40 
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RETAIL BELLING PBIOEB—Continued. 


SAWS—Continued. Hand— 

22 } n .$8.60 

26 in. 8.15 

84 in.8.00 

Atkins No. 70— 

38 in.$8.85 

26 in.8.40 

24 in.8.20 

No. 5 Bimonds, No. 12 Dias 
ton or No. 60 Atkins. 

20-inch.$8.65 

22-ineh.8.00 

No. 8 Bimonds, No. D8 
Disston or No. 51 
Atkins. 

20-inch.$2.50 

22-inch. 8.75 

24-inch.8.85 

26-inch. 8.00 

28-inch.8.50 

80-inch. 8.75 

No. DIOO or No. D20 
Disston. 

26-ineh.$8.25 

28-inch.8.50 

Back 12 in.2.25 

Back 14 in.2.50 

Back 18 In.2.76 

Back 20 in. 8.00 

Back 22 in. 8.26 

Compass No. 2, 10 in. .60 

12 in.86 

14 in.70 

18 in.76 

No. “ 


Atkins 
22 in 
20 in 
18 in 


No. 66 and 


67— 

. 2.65 
,. 2.50 
. 2.20 


22 in. 2.10 

20 in. 1.95 

18 in. 1.79 

24-inch. 8.50 

26-inch. 8.85 

28-inch. 4.25 

80-inch. 4.75 

20-inch. 2.25 

22-inch. 2.50 

24-inch.2.65 

26-inch. 2.75 

28-inch. 8.25 

No. 4 Bimonds or No. 120 
Disston. 

26-inch.$4.00 

28-inch. 4.25 

No. 112 Disston. 

26-inch.$8.25 

28-inch. 8.50 

Botcher No. 10, 16 in. 1.25 

18 in. 1.86 

20 in. 1.50 

22 in. 1.65 

Kitchen No. 2, 12 in. .45 

14 in.5o 

16 in.55 

Mitre 24 in. 8.50 

26 in. 8.75 

28 in. 4.25 

80 in. 5.00 

Nest Complote No. 8. 1.60 


10 8imonds or No. 7 
Disston. 

16-inch.$1.80 

18-inch. 1.90 

Buck— 

Com Bel Brace V tooth . 1.00 

Com Dbl Brace Tuttle tooth . 1.75 

Com Dbl Brace V tooth . 1.5n 

SAW CLAMPS—8teerna. 8, $1.75; 0, $1.00; 105. $2.50; 

I? 0 ** 11 * 5 . 0 . 1 SV*' 3* W.W- Perfection, $i.00; NoT 10, 
BaV» sAjcfS* 11 w * tl1 *®*de, 88.25. 


201 G. k P.$1.00 

8pec. Morrill. 1.10 

105 Morrill.60 

1 Morrill. 1.00 

10 . 1.00 

*7 .. 60 

X Cut— 

Morrill No. 8.$1.85 

Baker No. 8.2.28 

SAW TOOLS— 

Clipper Outfit.$ .75 

Morin Raker Gsupe— 

No. 1 ..VT7 1.00 

go. 6 . 1.85 

No. 9 . 1.50 

Atkins Raker 8wage. .40 

5-M Tooth Gauge.15 

Jointers Pikes Perf.. ' .60 
Jointers No. 7 Sterns 66 
SCALES—Family, No. 11021, 


Colonial . 1.26 

7 Taintor.1.10 

28 Triumph. 1.25 

Hammer.85 

Lever.25 


Morin No. 2.2.25 

Morin No. 2%.2.75 

Morin No. 8 . 1.00 

Setting Tool Disston— 

No. 100.65 

No. 4 Setting Blocks— 

No. 4 Blocks. Morin. 1.00 
Swares No. 0 Dlsst.. 4.50 
Garages, Whitings.... 1.00 

Atkins Rez. 1.00 

Atkins Excelsior.75 

--- 7 ™ . 82.85 each; 1102. $2.50 each; 

Peddlers, No. 101, $4.00 each; 108, $4.00 each; 115, $4.00 
each; 485E. $4.00 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 808, 
$5.50 each. 

8CISSORS—Cast, No. 10, 40c each; 44, 7% inch 40c; 8% 
inch 45c; 240, 4 inch 25c; 4% inch 80c; 225, 4 inch 80c; 
4% inch 80c; 5 inch 85c; 5% inch 40e; 6 inch 45c; 820, 
70c; 850, 65c. 

Wiss, No. 4 B H, $1.25 each; 5 B H, $1.80; 4 R, $1.85; 

54%, 05c; 55, 81.00; 55%, $1.05; 56, $1.10; 56%, $1.15; 

57, $1.20; 154%, $1.10; 155, $1.15; 155%, $1.20; 156, 
$1.25; 156%, $1.85; 157, $1.45; 364, $1.20; 864%, $1.25; 
865, $1.80; 866, $1.45; 468. $1.10; 463%. $1.15; 464, 
$1.20; 573, $1.45; 578%, $1.60; 574%, $1.65; 668, $1.45; 
663%, $1.60; 664, $1.65; 768, $1.05; 763%, $1.10: 764, 
$1.15; 764%, $1.20; 765, $1.25; 765%, $1.30; 766, $1.35; 
773. $1.10; 773%, $1.15; 774. $1.20; 814, $1.20; 814%, 
$1.25; 815, $1.80; 815%, $1.8$; 816, $1.45. 

SCOOPS—Long Handle, No. A 4 L, $2.25 each; A 6 L $2.40; 
744 L, $2.50; 746 L, $2.60. 

8TEEL 


D Handle, No. 1 A F, $1.90 each; 2, $2.00: 8, $2.00: 4. 

i'tJf 2 ? 5 ’ 6 * *2.40; $2.50; 8. $2.60; 9, $2 75; 10^ 

12.90; 742, $2.25; 743, $2.40; 744, $d.50; 745, $2.60; 746 
{2.75; 747. $2.90; 748, $3.00; 749. $8.15; 750, $3.25. 

The last figure in the number of a scoop shows its sise 
SCREWS— Iron Bench— 

1.40 
1.50 

2.26 


$ :::::::::::::: 

.$1.00 
. 1.10 

1% . 

H4 .:. 

r... 

. 1.20 

i% . 

Wood Hand— 

6 inch. 

8 inch. 

.$ .45 

. .66 

14 inch. 

16 inch_ 

10 inch. 

12 inch. 

. .85 

. .95 

18 inch. 

20 inch . . 

Jorgensen— 

No. 0. 

No. 1. 

No. 2. 

.$1.15 
. 1.25 
. 1.50 

No. 8. 

No. 4. 

No. 6. 


SCREWS- 1 Wood— 
Oontr. 


1.10 

1.86 

1.00 

1.70 

1.66 

2.00 

2.60 


FH Brt 
FH Bl. . 

RH Bl. 

RH Nie. 

FH Gal. 

FH Brs. 

RH Brs.-20% 


_Broken 

Full Pkg. 


60% 

50 

60% 

50 

60% 

50< 

50% 

40< 

40% 

80< 

20% 

20< 

20% 

20< 


Flat Hd. Brt.—Small Quasi. 


5c Dosen to $1.00 
10c Dosen to 2.00 List 
15c Dosen to 
20c Dosen to 
25e Dosen to 
80c Dosen to 
85o Dosen 


.list 

.list 

.list 


Lag . 

Cap V. thread . 

Cap SAX 

Set . 

Machine Iron 80% off list. 

Machine Brass .list 

Nuts for Machine Screws—Iron, add 20% to List Price; 
Brass, 40% to List Price. 

Bench—Iron—1-inch, $1.00; 1 % -inch. 


8.00 List 
4.00 List 
5.00 List 
6.00 List 
to 7.00 List 
~ Retail 
Oontr*s. by dos. 
list Pins 25% 
Plus 26% 
Plus 26% 
Plus 26% 


Plus 20% 




$2.00; 81, $2.75; 86, 


Each 

No. 

Each 

$2.40 

200 . 


2.25 

250 . 



100 . 


2.40 

2.25 

150 . 



$1.50; 1 % -inch, $$.25. Wood—2-inch, BlVd?* 

SCREW DRIVERS—Yankoe—801 
$1.50; 130, $2.25; 181, $2.90. 

12S£W DRIVER*—G. * P.—867—*-l%, 85c; 8, 40c; 4, 45c 
SCYTHES—Bush— Grass 

No. 

400 . 

450 . 

Weed 

800 . 

850 .. 

STEEL—Mild—8ee Iron. Tool. 20e; Drill, Com.. 20c. 
STEEL GOODS—Forks, Alfalfa—Ao 184%, $2.00 each; Aol86, 
$2.00 each. 

Forks, Barley—Bol85, $2.00 each; B0505, $2.75; B0I8D, 
$2.00; Bo5oD, $2.75. 

Forks, Barn or Ensilage—No. 508. $2.50 each; 510, $2.75. 
Forks, Hay—No. o 8154%B, $1.60 each; o 8155B, $1.65 
each; o 3155%B, $1.75; 0 8164%, $1.80; o 8165, $1.85; 
o 3165%, $2.00. 

Forks, Hesder—Rol54%, $2.25 each; Rol55. 

Rol55% $2.25; Rol56, $2.85; Rol64&, $2.40; 

$2.50; Rol65%, $2.50; Rol66, $2.60; 8ol55, 
8ol55%. $2.35. 

Forks, Manure—No. o4D, $1.50 each: oSDX, $1.60; 
$1.75: 06DX, $1.75; o6D, $2.25; 44Z, $1.00; 44X, $1.25; 
44%X, $1.35; 54%*, $1.50; 64%X, $1.75; o44%x£, $1.86; 
o44X, $1.40; o44%X, $1.50; o44%, $1.50; o54%X, $1.75; 
o54%, $2.15; o64%X, $2.15; o64%, $2.25. 

Forks, 8pading—No. B4D. $1.10 each; LDX, $1.50; oLDX. 
$1.50; L4X, $1.85; oL4X, $1.50; o5H4, $2.50; Jo4, $2.00; 
JoW, $2.50. 

Hoes, Weeding—No. A, $1.25 each; IP, 50c each; 2P, 60 
8W, 60c; 4P, 81.00; 4PM. 50c: 6P, $1.25; 6PM, 66c; 
BB6, 90c; W7, $1.10; W7%, $l.iO; 84W, 75c. 

Hooks, Potato—No. 4BHD, $1.25 each; 4BHFM, $1.25; 
5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR, $1.85; 
6GNR, $1.60. 

Hooks, Manure—No. M40, $1.85 each. 

Rakes, Oast Steel—No. 10, 86c each; 12, 90e; 14, 

16, $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakes, Lawn—No. S6LR, $1.16 each; 120R* 65c; 

65c: 2046, $1.15. 

Rakes. Malleable—No. 10BM, 50c each; 108M, 50c; 

65c; 12SM, 60e; 14BM, 60c; 146M, 65c. 

Rakes, Steel Bow—No. Bll, $1.10 each SB12, 90c; B18, 
$1.25; 8B14, 90c; B15, $1.86; 8B16, $1.00. 

GOODS— 


82.25; 

Rol66, 

$2.26; 

o5D, 


$ 1 . 00 ; 


124R, 

12BM, 


Potato Forks. 

P064 . 1.70 

POOD . 1.85 

Sluice Forks. 

208 .$2.25 

210. 8.50 

212 .8.76 

Coke Forks. 

710.$3.00 

712. 8.25 

714. 3.75 

8havinja Forks. 
806L ...8.15 


Fish Forks. 

IF .$ .75 


HH4 . 1.65 

99R .3.25 

Warren. 

Hoes. 

W7 . 1.10 

W7% . 1.15 

W8 . 1.20 

Ladles*. 

LY5 .65 


RA 

G078 

G078X 

BB6 

BB6% 


Riveted. 

Socket. 

Beebe. 


A . 
DE8 


Acme. 

Mattock. 


.40 


.95 

.90 


.90 

.96 


1.15| 

.76 


Snathes. 

60 . 1.35 

100 . 1.50 

Smith’s Hoes. 

60A . 1.00| 

Nursery. 

No. 7 . 1.00 

German. 

GE2-0 .901 

Planter's Eye. 

AE8.66 

AE5.75 


Mortar. 

9 .$1.15 

S10. 1.85 

M210. 1.85 

M29.1.86 

Invincible. 

1905 .$1.10! 

Asphalt. 

914.8.50 

Turf. I 

Edger .$1.00 

Dandelion. 

Spuds.80 

Dock Putter. . .81.26 1 


Floral Sets. 

1 .50 

2 .65 

8PF . 1.85 

4P8F.8.50 

Floral Shovels. 

PSD.80 

Floral Hoes. 

TT4.65 

Floral Rakes. 

GR6.45 

Olam Rakes. 
1180 . 8 85 
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SHEABS—Grut 


1 

26 

6 % 

087 


Each 

.$ .45 0267 
. .50 460 

. .65 07% 

. 1.25 11 G . 


SHEABS—Dressmakers’, Etc., Wisi 


No. 

Each 

No. 

130 . 


189 

136 . 


190 L 

136% . 


198 

137 . 


199 

137%. 


347 

137% L H. 


347H 

188 . 

. 1.60 

348 

138 L H. 


447 

138%. 

. 1.65 

447% 

189 . 


448 

147 . 


1080 

147%. 

. 1.55 

1036 

148 . 


1036% 

148%. 


1037 

180 . 


1087% 

182 . 


1088 

184 .. 


1038% 

186 . 


1089 


190 L.2.45 


.$ .05 
.05 
.07 
.05 
.It 
.15 


%, each. 

Diamond—Lead 


.SO 


. 1.65 

.. 1.75 

. 1.80 

. 1.80 

. 1.90 

. 2.05 

. 2.45 

. 1.25 

. 1.35 

. 1.45 

. 1.55 

. 1.60 

. 1.65 

. 2.00 

SHEETS—Galvanised, Full Shasta—10 to 16, 12%c lb.; 18 
to 24, 18e; 26 to 27, 18c; 28, 14c; 80, 15c.. Black 
Shaata—Full Shoots, 12 to 16, 11c lb.; 18 to 28, 12o. 
For cutting shaata, add 10% to abora. Oorrugatad—Ptd., 
28 Ga., $6.75; Galv., 26 Ga., $10.50; Galv. 28 Ga., $9.50; 
Bock Faoa 8idiag, $10.50. 

SHEETS (STEEL)—Black. Soft, 18*20, 22-24, 26, 27, 28, 80 
gauge, 16c cut, 12c full sheet. 

Galvanised Flat, 12-14. 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, 20c cut, 14o full sheet. 

Galvanised, Corrugated, 26-gauge, 6 to 10 feat, open; 26- 

K uge, 12 feat, open; 28-gauge, 6 to 10 feat, open, 
tinted. Corrugated, 28-gauge, 6 to 10 feet, open. 

SHIELDS— 

Diamond—Expansion 
8-16, each. 

each... 

5-16, each. 

i ' 

SHINGLES—Tin, 5x7, $8.00. 


Each 

.85 

.60 

No. 

100 G V R. 

100 R. 

Each 

. .. 8.00 
... 8.75 

No. 

100 R G T D 

101 . 

Bash 

_4.25 

. r . . 2 25 

100 R B T D. 

... 4.25 

1016, 1018 . 

.... 8.76 

.90 

1.50 

Try and Mitre 

2 6 . 

... .75 

15 7%. 

.... 1.15 


2 7% . 

... .85 

20 4%. 

.45 

Each 

2 9 . 

... 1.00 

20 6 . 

.55 

2.00 

12 4 . 

... .45 

20 7 %. 

.... .65 

2.45 

12 6 . 

... .50 

20 9 . 

.75 

1.60 

12 8 . 

... .65 

20 10 . 

.85 

2.00 

12 10 . 

. . . .85 

20 12 . 

_1.00 


STONES, SHARPENING—Aloxite or Carborundum—No. 107, 
$1.50 each; 108, $1.75; 109, $1.25; 110, $1.50; 111, $1.00; 
112, 75c; 115 to 117, $1.50; 118 to 120, $1.25; 121 to 123, 
$1.00; 124 to 126, 80c; 133 to 185, $1.25; 186 to 138, 
75c; 142 to 144, 60c; 145 to 147, 40c. 

Pike's Oil and Water—No. 18, 6oc each; 14, 60c; 16, 
10c; 20, 40c; 22, $1.00; 25, 15c; 87, 25c; 40, 25c; 42, 
35c; 48, 50c; 51, $1.00; 52, $1.25; 58, $1.50; 54, $1.00; 
55. $1.25; 56, $1.50; 59, 15e; 60. $1.75; 62, $2.25; 66, 
$2.75; 68, $3.75; 78, 60c; 80, 60c; 86, 75e; 88, $1.00; 92, 
50c; 94, 60c. 

Pike's Scythe—No. 89, 15c each; 40, 16c; 41, $16c; 42, 20o. 

8PRAY PUMPS—Faultless, Tin, each, 60o; Barnea No. 254, 
$4.50; Barnes No. 276, $7.00. ___ 

STAPLES—Netting, Gaiv., 15c lb.; Barbed Wire,, Polished. 
7%c. 

8TARRETT8' TOOLS—“Shop” or "Retail"— 

Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

8teel Tables, 40% above list. 

All other items, 25% above list. 

G. A P. GOODS—Hack Saw Frames— 

69. .$1.75 69B. .$1.60 247. .$2.00 5..$ .50 14. .$2.00 

STOCKS A DIES— 

Green River List plus 25% 


%x%. each.$ .04 

8-16x% each.04 

8*16x1 each. ,04 

%x% each.06 

%xl .06 

5-16x1 each.07 


Little Giant. List plua 25% 
Armstrong No. 1 pipe $5.86 

No. 2.7.80 

No. 2%.8.50 

No. 8, 1% to 2.18.00 

No. 8, 1 to 2.15.60 


.$7.75 

. 2.00 


Common No. 1 pipe. 

No. 2.. 

Stocks Only— 

Common No. 1 Pipe $2.75 
Common No. 2 Pipe 4.75 
Armstrong No. 2.... 8.60 
No. 8. 5.86 


SHOES—Horse—Light, extra light or snow. All sises, lOe lb. 
Mule—No. 00 A 0, 12e lb.; 1, ll%o; 2 A larger, lie. 

Oast 81eigh—Flat, 9e lb.; Concave or Convex, lOo lb. 

SHOT—Air Rifle, No. 25 (bulk), 20e lb.: No. 125 (1-lb. bags), 
20c lb.; No. 525 (tubes), 10c pkg. Balls. Nos. 0, 00, 000 
20c lb. Buck. Nos. 1, 2, 8, 20c lb. Drop, Nos. 1, to 12, 20c 
lb.; B, BB, BBB, 20c lb. 

8HOVELS—D Handle. Round Point, No. 102, $2.60 each; 201, 
$2.25; 401, $1.90; 1003, $2.15; 1004. $2.25; 1005, $2.50. 

D Handle, Square Point, No. 104. $2.60 each; 208, $2.25; 
807, $2.75; 408, $1.90; 404 B, $1.90; 1009, $2.50; 1010, 
$2.25; 1111, $2.15; 1112, $2.25. 

Long Handle, Round Point, No. 200, $2.25 each; 800, $2.25; 
400, $1.90; 400 A, $2.25; 700, $2.25; 701, $2.50; 800. 
$9.50; 801. $2.50; 1000. $2.15; 1001, $2.26; 1002, $2.50. 
Long Handle, Square Point, No. 108, $2.60 each; 202, $2.25; 
804, $2.50; 402, $1.90; 702, $2.50; 1006, $2.16; 1007, 
$2.25; 100$, $2.50. 

ASSES' 8KIN—25, 45c; 50e, 65e; 76, 85c; 100, $1.00. 

SLEDS—Hand and Coaster. Jr. Raoer . 4.25 

Flexible Flyer— Racer . 5.00 

No. 1 $8.00 Tux. Racer . 7.50 

No. 2 . 8.50 Fire Fly- 

No. 8 4.50 No. 0 .$1.75 

Ne. 4 .5.50 No. 10 . 2.25 

No. 5 . 7.5C No. 11 . 2.75 

No. 6 .15.00 No. 12 .8.25 

8MOOTH-ON—76c lb. 

SOLDER—% and %, 70c lb.; No. 1, 90-100, 65c lb.; Wiping, 
40-60, 00c lb.; Wire, 50-50, 75c lb.; Electrioal Wire, 40-60, 
65c lb. 

SNIPS, TINNERS—Wise, Regular—No. W 6%, $4.25 pair; 
W7, $3.75; W8, $3.00; W9, $2.65; W 10, $2.85; Wll, 
$1.85; W12. $1.50. 

Wiss, Curved Blade—No. W6V4CB, $6.25 pair; W7CB, 
$5.25; W8CB,$4.50; W9CB, $4.00; W10CB, $3.65; WllCB, 
$3.00; W12CB, $2.65. 

8QUARE8, STEEL— 

No. Bach No. Each 

8 . 2.00 24 . 1.35 

8 B, 8 G. 2.60 27 . 1.75 

10 . 1.50 100 . 2.50 

14 .. 1.75 100 A. 8.25 

14 B, 14 G. 2.50 100 B, 100 G. 8.00 

22 . 1.25 100 C R. 8.85 


8TOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handlo or 
No. 20 Lever Handle— 

% inch.$1.26 % inch.2.00 

% inch. 1.75 1 inch. 8.00 

No. 80 High Grade "Cap" Pattern T or Lever Handle— 
Rough Brass, Iron Pipe Threads 

% inch.$1.50 % inch.2.60 

% inch.2.10 1 inoh. 8.75 


8TOVE8—Common Air-Tlghta 

No. 16 Unlined.$2.26 

No. 18 Unlined.8.00 

No. 20 Lined. 4.00 


No. 22 Lined.$4.50 

No. 24 Lined. 6.00 

No. 26 Lined.6.00 


STRIP—Weather—Rubber, %-ftm. 8e per ft; %-in. 4e ft. 

8UPPORTS—Wagon Tongue— 

No. in. Prioe No. in. Price 

1 % $1.50 2 % $2.00 


No. in. Price 
8 % $2.75 

SWEEPERS, CARPET—Blasere—American Queen (N). 85.50 
each; Club (N), 810.00 each; Grand Rapids (N), $5.00 
each; Grand Rapids (J), 24.50 each; Parlor Queen (N), 
$6.00 each; Princess (N), $5.25 each; Superba (N), $7.00 
each; Universal (N), $4.75 each; Universal (J), $4.25 each. 

TACKS—Bill Posters', No. 545 Wire, or 555 Out—8, 85c 
lb.; No. 4, 85c lb.; 6, 35c; 8. 35c; 10, 85c. 

Carpet, No. 484 Cut, or 484 Wire % lb. papers—8, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 488 Cut, 

or 488 Wire % lb. papers—8, 7%c box; 4, 7%c: 6, 
7%c; 8, 7 %c; 10, 7%c. No. 495 Wire in bulk— 

8, 35c lb.; 4, 85c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Gimp—No. 824, 2%, 15c box; 8, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholsterers'—No. 804 Out, % lb. papers—1% 16c box; 
2. 15c: 2%, 15c; 8, 15c; 4, 10c; 6, 10c 8. 10c: 10, 10c; 
12 to 16, 10c. No. 805, Out, or 855 Wire in bulk—8, 85o 
lb.; 4, 35c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Double Pointed—Blued, % lb. papers—9, 5c box; 10, 5c; 
11, 5c; 12, 5c; 14, 6c. Blued in bulk—209, 80c lb.; 210, 
30c; 211, 80c; 212, 80c 


TAPS—Machine Hand— 

1-16 to 15-64.80% 

% to 1.80% 

1 1-16 to 2.20% 

Left Hnd Dbl list plus 20% 
Machine Screw— 

1% to 12.85% 

14 to 24.85% 

Machine Nut— 

8-16 to 1.80% 


Disc. 

1 1-16 to 2.20% 

Stovo Bolt— 

8-16 .80% 

% to %.25% 

Pipe— 

% to 2.40% 

2% to 8.80% 

8% to 4.20% 
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TAPES— 

Starr* tt Lufkin 

V*. 510. S5 ft. too $8.86 

He. 810. 50 ft 868 4.85 

He. 510. 75-ft. 865 6.15 

He. 510, 100-ft. 866 7.75 

Ho. 506, 95-ft. 848 8.85 

555 4.75 

556 6.00 
100 4.80 
108 8.00 


No. 605, 50-ft. 848 4.00 

No. 505, 75-ft. 845 5.85 

No. 505, 100-ft. 846 6.78 

8tarrett Lufkin 

550 8.00 

558 8.75 

105 6.85 

1860 6.60 
1868 4.50 

1865 5.75 


Moulds. All Kindi 


Adjustable 6 Inch— 

4 to 8.65 

6 to 18.75 

Adjustable 7 inch— 

6 to 18. .85 

Poles A 


8-os. 


TENS—Store Pipe—Cylinder— 

Asbestos 6 net— 

6x4, each.$ .80 

6x6, eaeb. 1.86 

6x8, oaeh.1.65 

8x6. eaeb. 1.75 

TENTS— 

8ise 

7x7.$10.40 

7x0 . 18.85 

0x0 . 14.85 

9%xl2. 16.75 

18x14. 88.50 

18x18. 87.75 

14x16. 80.50 

14x80 . 86.65 

16x18. 40.85 

16x20 . 44.35 

16x84 . 60.50 

16x80. 61.10 

A or Wedge— 

5x7. 6.50 

7x7. 8.80 

7x0. 0.80 

Flys—% Dries of tent. Pins, 8e eaeb. 

THIMBLES—Asbestos—Eaeb, 6x4, 00e: 6x6, $1.85; 6x8, 
81.65; 8x6, $1.75. Adj. Store Pipe—4 to 8. 50e; 6 to 18. 
75c. 

THIMBLES—Flu*—6-in., 10c; 7 in., 10c. 

THICKNESS GUAGES—40% abore list pries. 

TIN—Common Roofing—40e per s h oo t . 


10-os. 

$18.15 

14.85 

16.65 

10.55 

86.85 
88.45 

84.65 

48.56 

47.86 

51.75 

58.75 
71.85 

7.56 

0.55 

11.50 


Stakes 

Per 8et 

$S.8b 

2.85 

8.85 

8.85 
8.00 
6.80 

5.20 
6.80 

6.20 
6.60 
7.80 
8.45 

1.05 

2.85 
2.60 


TINWARE— 

Boilers, Coffee 
No. 

Boilers, Coffee 

017 . 

018 . 

019 . 

027 . 

028 . 

029 


Boilers, Wash 


$1.65 
. 1.85 

. 2.00 

. 1.90 

. 2.10 

. 2.40 

351%. 1.10 

352 . 1.25 

858 . 1.60 

854 . 1.80 

856 . 2.25 

7.50 

0. 8.00 

028 A. 8.75 

28 A . 4.00 

29 A . 4.25 

0128 B. 4.00 

128 B . 4.85 

129 B. 4.50 

0228 B. 4.40 

229 B. 4.60 

Bowls, Wash 

06% . 

07 


02 

08 . 

04 . 

12 . 

14 . 

500 . 

502 . 

608 . 

505 . 

510 . 

Kettles, Tea 

01%. 

08 . 

087 . 

028 . 

029 . 

047 . 

048 . 

049 . 

067 . 

068 . 

069 . 


.50 

.66 

.80 

2.75 

8.25 

4.00 

4.50 
5.00 

5.50 

7.50 


08 

6 % 

7 


11 

11 % 
12 .. 
18 .. 
14 .. 


Buckets, Corered 


1 . 

a . 

8 . 

04 . 

80 . 
40 

600 , 
650 

674 

675 


Buckets, Dinner 


.25 

.80 

.85 

.40 

.46 

.50 

.85 

.80 

.86 

.40 

.45 

.00 

1.06 

1.40 

1.50 

.90 

1.05 

1.85 

8.10 

8.00 

8.80 


Cans, Milk 

1 . 

2 . 

8 . 

4 . 

01 . 


1 
2 
2 

02 
8 
8 

08 
4 

08 

10 . 

15 . 

25 . 

61 . 

061 . 

61% . 

061% . 

62 . 

062 . 

68 . 

068 . 

80 . 

Pails, Dairy 

10 . 

12 . 

14 . 

40 . 

50 . 

60 _ 

80 . 

100 . 

104 . 

106 . 

120 . 

184 . 

125 . 

140 . 

144 . 

145 . 

200 . 

820 . 

240 . 

410 . 

412 . 

414 . 

512 . 

514 . 

Pans, Dish 
8—IX Tin 

10 . 

14 . 

17 . 

21 


Melon. 1.85 

Melon. 1.50 

Pudding.1.40 

. 1.05 

Melon.1.65 

Pudding.1.60 

. 1.15 

Melon. 1.90 

.15 

.80 

.40 

.45 

.45 

.45 

.50 

.50 

.65 

.50 

.65 

.60 

.25 


... .75 

... .85 

... .95 

... .85 

... .85 

... .40 

... .45 

... .50 

... 1.85 
... 1.40 
... .55 

... 1.85 
... 1.50 
... .65 

... 1.60 
... 1.75 
... .45 

... 1.10 
... 1.25 
... 1.85 
... 1.50 
... 1.65 
... 2.15 
... 2.25 

... .90 

... 1.00 
... 1.10 
... 1.25 

_ .... 1.50 

10—IXX Tin.1.25 


201 

201 % 

208 

208 

804 

805 

806 
208 

8100 

2180 

800 

800% 

801 

801% 

808 

808 

804 

805 

806 
808 

8100 

8180 

504 

605 

606 
508 
510 
512 

6 

8 

9 

18 


IQ Plain.16 

IO, Plain.15 

IQ Plain.15 

IQ Plain.20 

IO, Plain.80 

IQ Plain.25 

IO, Plain.25 

IO, Plain.80 

IC, Plain.86 

IQ Plain.45 

IO, Ret..15 

IQ Ret.20 

IO, Ret.20 

10, Ret.. ,25 

IO, Ret.80 

10. Ret.86 

IO, Ret..40 

IQ Ret.45 

IQ Ret.50 

IQ Ret.66 

IO, Ret.65 

IO, Ret.80 

IX, Rat.45 

IX, Ret..50 

IX, Ret.55 

IX Ret..65 

IX, Ret.70 

IX, Ret.85 


Pans, Muffin 


1 

1 % 
2 .. 

3 .. 

4 . 

6 . 


Pots, Ooffee 


.40 

.45 

.60 

.75 

.90 

.2.00 

.2.50 

.2.75 

.8.00 

.2.60 

. 8.25 

Kettles. Lipped Pretexting 

160 85 

180 40 

200 .60 

220 .60 

240 70 

260 .86 

280 95 

800 . 1.00 

820 1.25 


14 

17 . 

21 . 

17—IXXX Tin . 

21 . 

80 . 

Pans, Milk 
800 IQ Plain 
200% IQ Plain 


1.50 

1.66 

1.85 

1.90 

2.25 

8.00 

.10 

.10 


0 . 
000 . 
2 . 
8 , 
4 . 
12 
14 
20 
80 . 
40 , 

164 

165 


Scoops 


0 

1 ... 

4 ... 

5 ... 
10 .. . 
50 .. . 
Fairy 


Sifters, Flour 


.80 

.85 

.45 

.60 

.40 

.45 

.50 

.60 

.70 

1.00 

.20 

.80 

.50 

.60 

.70 

.25 

.80 

.75 

.85 

1.05 

2.60 

8.00 

.45 

.45 

.50 

.45 

.80 

.80 

.25 


010 25 

018 .80 

11 .80 

89 25 

Makers, Unirersal Bread 
and 6ake 

1 8.75 

4 8.75 

8 4.50 

44 8.25 

Measures 

1 AO 

2 AO 

80 15 

88 .80 

84 .40 

85 .50 

86 .70 

.40 128 15 

.50 183 AO 

.65 184 80 

AO 195 40 

.40 186 60 


TONGS—Vulcan Chain—81, $8.50; 92, $5.00; 86, $7.00; 
88%. $9.00; 84, $11.00. 

TORCHES—Alcohol, No. 88, $8.00 each. 

Gasoline, No. 14, $4.00 each; 87, $6.75 each; 88. $7.95 eaeb; 
81, $7.75 eaeb; 82, $8.00 each; 48, $9.85 eaeb: 61, 87.96 
each; 62, $10.50 each: 112, $6.50 eaeb; 114. $6.00 each. 
Kerosene, No. 95, $7.25 eaeb; 96, $8.00 each. 

TRAPS—Fly—Paragon, 85c eaeb; Balloon, S6e; Edgewood 
(1), $2.00; Edgewood (8), $8.00; Aris (1), $8.10; Arts 
(8), $2.00: Aris (8), $1.90: Perfect, $1.45. 

Game—0 Newhouse. 40e each; 1 Newhouse, 80*; 1% New- 
house, 70c: 2 Newhouse, 90s: 8 Newhouse, $1.$5; 4 New¬ 
house, $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 80s; 
1% Oneida Jump, 40c; 8 Oneida Jump, 55e; 0 Victor. 
20c; 1 Victor 85c; 1%_ Victor, 85c; 8 Victor, 45c; 8 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western. 85* each; NoxaUL 95c; Maoo ab o a , 95c; 
Easy Set, 85c; Newhouse. 25c; California Pocket, 85c. 
Mole—ReddlekJ $1.00 each: Out-O-Sight, $1.85. 

Mouse—Sure Catch, 5 each; Security, 10c; Choker- Wood, 
15o; Ohoker-Tim, 15c; Delusion, 26c; Holdem, 50c; 
Cage. 25*. 

Rat—Sure Catch, 10c each; Security, 85c; Holdem, small, 
75c; Holden, larger $1.00. 

TROUGH— 

Eeres— 

4 in.$ .18% 

5 in.16 

6 in.18 

Mitres— 

4 in.$ .45 

6 Inch.50 

6 in.60 


6 inch, per dos..85 

6 ineb, per dos.46 


4 Ineb, per 


.$ AO 


4 in.$ .15 

5 in. .90 

6 in. A5 

End P*. Oomp.— 

4 in.7777777..$ A5 

6 In.80 

6 in.95 
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TROWELS (BRICK)—Farmers, No. 555 (Handy), S5o oaoh. 
Standard, No. 55, 8 to 12 (177), $1.00 each. 

Diaston, No. 10, 10%, $1.65 each; 11, 81.75 oaoh; 11%, 
$1.80 each; 12. $1.90 each; 18, $2.00 each; 14, $2.15 each. 
Marshalltown, No. 19 W, 10%, $1.50 each; 11, $1.50 each; 
11%, $1.50 oaoh; 17 L, 11, $1.75 each; 11%, $1.75 each. 
TURNS—Cupboard—Brasa Plated—Small, SOe; largo, 86a. 
TWINS—Saekinr—%-lb. hank, 20c. 

TWINE—Cotton—Wrapping, $1.00 lb.: Budding, $1.00 lb.; 
Flax—No. 18 B B, 50c lb.; 24 B B, 50c; 18 B 0, 60; 
24 B C, 60c; 86 B O, 60c: 80 Sacking, 55c; 40 Sacking, 
55c; 38 Sacking, 75c; 44 Sacking, 75c. 

Hemp— No. 4% 40c lb.; 6, 40c; 07, 40c; 1018Bc, 60c; 
1024 Be, 60c; 1086 Bo, 60c. 

UNIVERSAL PLATB8—Mild Steel Bars. 

%-inch and thicker and wider than 6-inch... 8.25 owt. 

VALLEY—Tin—4-in., 6c ft.; 10-in., 10c; 14-in., 14e; 80- 
in., 20c. Tin Valley—Painted 2 aidee—14-in., 16c. 

VALVES— 

Standard Globe and 
Angle Valrce 


Standard 
Gate Valre 


?I8E8—Solid 


60 lb.ftJS 

WAGONS—Express. 


.$ .75 




. .80 




. .85 




. 1.10 


r 


. 1.45 

i 



. 2.00 

1 



. 2.75 

li 



.. 8.85 

1 



. 5.75 

2' 



65 lb.. 


17.50 

90 lb..... 

70 lb.. 


18.75 

96 lb. 

75 lb.. 


20.00 

100 lb. 

80 lb.. 


91.90 

195 lb. 

8i lb.. 


99.15 

150 lb. 


$1.60 

1.60 

1.65 

1.80 

2.25 

8.10 

4.00 

5.50 

7.76 


No. 04.$1.50 

No. 08 .1.66 

No. 08 .1.85 

No. 0 .8.25 

No. 1 .8.75 

No. 2.8.00 

No. 8 .8.50 


.$5.75 
. 6.50 


No. 80 . 7.00 

No. 40 .7.50 


No. 10 
No. 80 


No. 18 .6.50 

No. 20 .7.50 

No. 84.8.50 

Han—'Wells— 

No. 10 . 5.75 

No. 11 . 6.50 

No. 12 .7.00 


Steel Tray and Frame—No. AX, $11.25 each; 4, $18.00; 6, 
$14.25; 10, $19.50. 

WINDOW GLA8S — 8B Grade — 

Single Strength— 

1st 8 Brackets.80% 8rd 8 Brackets.80% 

2nd 8 Brackets.80% Double Strength.80% 

Extras for Putting in Glass— 

1st 8 Brackets, light.$ .50 8rd 8 Brackets, light.$1.00 
2nd 8 Brackets, light .75 

Larger Lights .75c per hour, per man 

WIRE—Plain Fenoe— 

Black—Nos. 6 to 16, 5 to 84-lb., lots.$ .08 

Galranised—Noe 6 to 16, 5 to 84-lb., lots.10 

Black, 1 to S ib.$ .10 Galr.. 1 to 5-lb.12 

Barbed Fenoe— 

Glidden Ptd, $6.80: Glidden Galr., $7.00; Baker Ptd, $6.55: 
Baker Galr.. $7.25; Waukeganito Galr., $8.00; Am. Bpci 
Galr., 80 rd spls, oUm $4.45; Glidden 80 id spls, $5.80; 
Baling Wire—14 Ga., FuU Ooils, $6.56 100 lba.; 1$ Ga4 
$6.66; 16 Ga., $6.75. 

Broken Ooils—1 to 24-lb. add 8e lb.; 85 to 50-Ib. add 8c 
lb.; 50 to 100-lb. add 1 e lb. 

Bale Ties— 9% ft., 15 Oa, per bundle of 250, $8.85 
WIRE, FENOE—Barbed—2-pt. Glidden (galranised), open; 
2-pt. Waukegan (galranised), open; 4-pt. Lyman (gal¬ 
ranised), open: American 8pccial (galranised), open. 
Smooth-Twisted—Two Strand, open. 

WIRE OLOTH—Hardware Galranised—Mesh and Kind, 1-inch 
mesh, 16c square foot; %-inch mesh, 18e: % -inch mesh, 18c; 
2-mesh, 9c: 8-mesh, 9c; 4-mesh, 9c; 6-mesn, 10c; 8-mesh, 10c. 
Screen—12 M, Black, 8%c square foot; 16 M, Black, 5c; 
14 M, Bronse, 15c: 14 M. Galranixed, i%e; 16 M, 5c; li 
. M, OpU, S «; 1« it, Op»i, 6.. 

WOODXNWABC— 

Boards, Pastry 

No. Each No. Each 

16x22 inches.$ .80 15 inches.$ .65 

18x24 inches.90 17 inches.1.75 

20x87 inches. 1.05 18 inches.8.00 

Pins, 

Bowls, Chopping SO (1).40 

11 inches.20 80 (8).45 

18 inches.85 10. AS 

WOOL, STEEL—2-os. Package (all numbers), 15c each; 1-Ib. 
package—0, $1.00 each; 1, 75c; 2, 70c; 8, 60c. 

WOOL—Steel—1-Ib. rolls—0, 65c; 1, 7 So. Wheels—Grinding 
Discount 40%. 


Junior. 2.75 

Midget .2.75 

Radiolito .2.60 


WASHERS—Oast Iron—8iso % to %, 12%c lb.; % to 8, 
12%e lb.; Angles, aU sixes. 15o lb. 

Malleable—Standard, 18c lb.; Nail Hole, 18c lb.; Angle, 
20c lb. 

Wrought Steel—SUe 8-10, SOe lb.; %, 25c lb.: 5-16, 25c 
lb.; %, 20c lb.; 7-16, 20c lb.: %, 16c lb.; 9-16, 16c lb.; 
%, 15c lb.; %, 16c lb.; %. 16c lb.; 1, 15c lb. 

WA8TE— Cotton—No. 6 X White. 80c lb.: 1 White, 28c lb.; 
2 White, 26c lb.; 01 Colored, 24c lb.; 02 Colored, 21o lb.; 
10 Wool. 86c lb. 

WATCHES— 

Yankee .$L85 

Triumph.1.50 

Eelipse.2.00 

WAX—Floor, 60 

WEANERS—Calf—Shews No. 1, SOe; No. 2, 65e. Hoosier 
N 11, 75o; No. 18, 85c. Kantsuk—Calf, 40c; Cow, 50c. 

WEIGHTS —Sash—8 lbs. and orer, 4c lb. Brener s or Bel- 

■■see—%, 7c lb. 

WHEELBARROWS — Brick — No. 10 B, $10.75 each; SO, 
$10.75. 

Garden—No. 8 V, 89.60 each; 8 V, $11.25; 21, $6.25. 
Railroad—No. 15, J5.50 each; 17, $6.50; 19, $6.76. 

8teel Tray, Wood Frame—No. 2 A, $12.00 each; 28, $8.50; 
27, $12.50; K 29, $16.50. 


WRINGERS (CLOTHES)—American—No. 10, $4.25 each: 10 
M. $8.85; 100, $5.75; 110. $4.75; 117 i£ $6.25; 180 R, 
$6.00; 180, $6.00; 180 E. $6.60; B 180 E, $10.50: 190 R, 
$6.50j 800, $6- ..-- 


fv.¥¥ | evv yv.vw. a# aov m. f av.vv . agv JBa 

w, 800, $6.00; 801. $6.25: $02, 87.00; 860 K $7.85; 
861 E, $8.00; 870 E, $6.76; 890 $6.76; 570 % $7.50; 
671 E, $8.00; 690 E. $7.60; 591 E, $8.00. 

Hop — Eagle, No. 10, $2.50 each; 14, $8.75; 22. $8.50. 
writeWoTh, $8.85 each; 8, $8.00; 1. $8.50; 0, $4.86; 8. 
Steel, $4.00. 

WROUGHT BRA88 BUTTS—Narrow. Middle * Broad Add 
85% to List. 

WRENCHES—Agricultural— No. 6, 75c oaoh; 8, 90c; 10, 
$1.05; 12, $1.85; 16, $1.75. 

Alligator—No. 0, 20c each; 1, 25c; 2, SOe; 8, $1.45; 12, 
80c; 18. 50c. 

Bemis m Call—No. 12. $2.50 each; 15, $8.75; 18, $6.75. 
Coca—Key (28), $21.00 each; Key (86), $40.00: Knife (6), 
$1.85; Knife (8), $1.60; Knife (10), $2.00; Knife (12), 

$2.75; Knife (15). $8.50; Knife (18), $4.50; Knife (21), 

$5.50; Steel (4), $1.15; Steel (6), $1.85; Steel (8), $1.60; 
Steel (10), $2.00; Steel (12), $2.75; Steel (15), $8.50; 

Steel (18), $4.50; Steel (21), $5.50. 

Crescent—No. 188 (4), $1.85 each; 188 (6), 95c; 188 (8), 
$1.00; 188 (10). $1.25; 188 (12), $1.50: 188 (15). $1.85; 
68 (8 Dbl. End.), $1.85; 618 (10 Dbl. End.), $2.25. 

Parts add 30%. 

Hawkeye—No. 200, 60c each. 

WRENCHES— 

P. S. A W. Stronghold 

Each Each 

25 6 $1.25 25 15 .$3.85 

25 8 1.50 25 18 . 4.85 

25 10 . 1.90 25 21 . 6.25 

25 12. 2.65 

ZINC—Full Sheets. 40e lb.: less than Sheets, SOe lb. 


Retail Selling Prices are Revised up to Time of Going to Press 
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'UFFUr.i TOOL CO. 

LOUISIANA, MO. 


“Swastika” Trade Mark Registered U. S. Patent Office 


■- « V* -« .fc f 4 

w. * m u. ^ « -i* >**. m- -v.-v*, ml ^ y 

Stands out in every line and 
stands out more during 
every month of hard service 

Proper Design 

Good Material Best Finish 

Right Price 

WHAT MORE? 

Ever y Tool FlU R 

r \ . y. . r, -f > ,o 0 

J v: .‘iuna v 


Appreciated by the workman (or per* 
(ormance—by the man who pays for the 
length of good service they give —by 
the dealer for the sure sales opportunity 
they offer. 

No One Ever Gained a Reputation Sel¬ 
ling Poor Tools 


WE CANT 


YOU CANT 


C. W. GAUSE COMPANY 

WESTERN SALES AGENTS 
Room No. 605 Williams Building 

693 Mission Street • San Francisco, California 
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because — 

It stands the highest bursting pressured. 

It delivers practically as much water as %* with less weight and bulk 
It gives you but one size to carry in stock. 

The three leading brands of Vhose are the B- W~H standardized brand 


BULL DOG (7-ply) For 35 years the standard quality hose. 
MILO (Moulded Corrugated) Meets a growing demand. 


P A APv f I /. , A popular-priced grade and the largest 

VjUUJJ LU LR (6-ply) selling brand in the world. 


cy4.SK YOUR JOBBER-HE KNOWS 

Boston Woven Hose C& Rubber Company" Cambridge, Mass 

Largest Makers of Garden Hose in the World 
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PLUMBINGandHEATING 


-• 


NOVEMBER 1918 
7- 1 - 


Standardize Your 

Garden Hose Trade 


It is a mistake to carry too many hose items. It confuses the 
customer, ties up capital and wastes store space. These three 
brands will meet the needs of every buyer. 

BULL DOG 

A 7-ply hose with just as much good live rubber as can be put into it. We 
get letters from people who have used it fourteen or fifteen years. Keep 

BULL DOG for the particular man who wants the best. 

MILO 

“Made by the mile . 9f A molded hose of splendid quality to sell in any length. 

OOOD LUCK 

No luck at all in making it; that is cold hard science directed to producing a 
bose that will give fine service at a popular price. The luck is all for the man 

who sells it and the man who buys it. 

ASK YOUR JOBBER 

Or write us direct for information on these standardized brands of hose 

BOSTON WOVEN HOSE & RUBBER CO. 

Large*! Maker* of Carden Ho*e in the World 

ablithed 1870 CAMBRIDGE. MASS 


























Clothier to Houses 

D URING spring, summer, autumn, and winter, houses 
must be fitly clothed to hold off “bodily” ills. That is why 
the trend of building efforts is being directed more and more 
to a thorough knowledge of sheathing papers and the claims 
that are made for them. Of equal importance to the builder 
is economy—an honest relation of price paid to service given. 


BEH(MICO the Standard Sheath¬ 
ing Paper, as it has been called 
—lives up to this standard of 
economy. It is moderately 
priced. Yet, quite unlike inferior 
grades, BEBJVflCO consists of 
the purest, toughest, and longest 
of pulp-screened fibres. 

Tour jobber (or Tty) 'trill gladly 


Wherever BEIRMICO has been 
chosen to shield a building and 
its inmates from the weather and 
to deaden wall and floor sounds, 
we are confident that BERJWICO 
has been selected on merit alone. 
As for BEBMICO sales—we 
know why they please our deal¬ 
ers. Do you ? 

send you complete information 


BROWN COMPANY 


NEW TOT^K OFFICE 

Woo ho or th Building 


Founded 1852 

PORTLAND. MAINE 


CHICAGO OFFICE 
lio So, Dearborn St, 




Do you use NI BT{0 C K T{A F T wrapping paper ? 
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AMERICAN S GRINDERS 

For Rapid, Accurate, Satisfactory ’ 
Work, the 

American line of High 
Duty Grinders 

Have no Equal 

Oil-tight gear case, with contin¬ 
uous bath in oil for working parts. 

Malleable Iron Clamp — Semi- 
Automatic attachments for sharp¬ 
ening Chisels, Adzes, Drills, etc. 

NEW PRINCIPLE TWIST DRILL GRINDING ATTACHMENT 
WITH GRADUATED ADJUSTMENT FOR RADIUS AND CLEAR¬ 
ANCE, ALSO MICROMETER FEED REGULATOR. 

These superior, exclusive features make American Grinders easy 
to sell. They stay sold and make other sales. Made in 12 different 
sizes. Good profit for the dealer. 

IMMEDIATE DELIVERIES 

Ask your Jobber or write to us direct 
Attractive proposition to dealers 

AMERICAN GRINDER MFG. CO. 

MILWAUKEE, WISCONSIN 

WESTERN DISTRIBUTERS 

Jobbers 

Z. C. M. L, Salt Lake, Utah. 

Western Metal & Supply Co., San Diego. 

Auto Hardware & Equipment Co., San Diego. 
Northwest Auto Supply Co., Billings. 

B. K. Sweeney Electrical Co., Denver. 

C. W. Marwedel, San Francisco. 

Marshall-Newell Supply Co., San Francisco. C 

Motor Accessories & Tires Co., Pueblo. 

Lathan Auto Supply Co., San Francisco. 
Weinstock-Nichols Co., San Francisco. r 

Motor Supply Co., Phoenix. 

Arizona Hdwe. & Supply Co. Phoenix. 

Motor Mercantile Co., Salt Lake City. 

Foster Auto Supply Co., Denver. 


Dunham, Carrigan & Hayden Co. 
Baker, Hamilton & Pacific Co. 
Thomson-Diggs Co. 

Ducommon Hardware Co. 

Harper & Reynolds Co. 

Honeyman Hardware Co. 

Whiton Hardware Co. 

A. M. Hotter Hardware Co, 

George A. Lowe Co. 

Butler & Brittain. 

Chanslor & Lyon Co. 

George Tritch Hardware Co. 
Krakauer, Zork & Moye’s Sues., Inc. 
Momsen-Dunnegan-Ryan Co, 
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Only Small Stock Required to Supply 
Your Customers* Many Needs 


The ready adaptability of the PITTS¬ 
BURGH Door Hanger to many different 
door arrangements appeals strongly to the 
hardware dealer, particularly at this time, 
when reduction of styles and sizes is the 
order of the day. 

Hardware men tell us that with a small 
stock of PITTSBURGH Hangers and 
Track they can supply the same demand 
that used to require a large stock of many 


different sizes and styles. This feature 
also means a smaller cash outlay and more 
frequent turnovers. 

The PITTSBURGH comes in only one 
size, so strongly built, however, as to in¬ 
sure easy operation of big, heavy doors 
under the worst weather conditions. 

It will pay you to investigate this profit¬ 
able, well-known line. Write for copy of 
attractive folder “H4. M 


McKinney manufacturing company 

PITTSBURGH, PBNNA. 

fir fifty ymrt ms km •/ wnmgkt ttetl bmildtrt* ksriwsr* 
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ONE Dealer to a Town and That 
One SUPPORTED 

Years ago we believed that by placing the Kyanize line with on© live 
dealer in each locality—getting behind him and pushing, protecting him 
always—we would build up a profitable Kyanize business for him and 
ourselves. 

Our belief was well founded—it has been tested and proved absolutely 
correct. Ask any Kyanize Dealer anywhere. 



are the highest quality varnishes and enamels it is possible to produce. 
Satisfaction to the consumer is unqualifiedly guaranteed or ‘‘money back 
for the empty can.” 

Backed by the strongest advertising campaign in the industry for 
exclusive agents, the Kyanize proposition gives to one dealer in each 
locality real sales-plans that bring new customers and a national magazine 
advertising campaign that covers the whole country in a dominant way. 

You can’t afford to overlook Kyanize—write us today for our exclusive 
agency proposition—if there is no dealer in your town. 


Chicago 

Warehouse and Office 
519 W. Twelfth St. 



Fine Varnishes and Enamel 

Everett Station 
Boston, U. S. A. 


San Francisco 
Warehouse and Office 
269 Eighth Street 
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Before the 

American Bird of Victory 
Can Fly 

American mechanical genius gives of its best. 
And among all the American products that 
enter into the making of these distinctly 
American machines, NICHOLSON FILES 
have a prominent place. 

The name NICHOLSON means, to builders of 
Aeroplanes, files valued for speedy cutting 
powers and extra service-giving QUALITY. 
Their skilled workers demand the files that 
they have known in times of peace. A file for 
every purpose. 

Nicholson File Company 

Providence, R. I., U. S. A. 
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Wliy Birr 

1 Stanley 

Produces ? 

Your customers may not know that they ask themselves 
this question, but they do. When you show them hardware 

They mentally inquire 
Is this what I want? 

You inform them the Stanley line comprises butts, 
bolts, hinges, latches, pulls, door holders, etc. 

Is the article reliable ? 

Stanley products have been famous for years for 
their correct design, superb service, substantial strength 
and suitability for difficult requirements. 

Is the price right? 

Stanley products are sold at a fair price and they 
can be relied on absolutely. 

IT PAYS TO HAVE STANLEY PRODUCTS ON SALE 
THEY SELL QUICKLY, EASILY, and NET A GOOD PROFIT for YOU 

Today send for Stanley Hardware Catalog. Free on request 

THE STANLEY WORKS, New Britain, Conn., U. S. A. 

NBW YORK, 100 LAFAYETTB ST. CHICAGO, 73 B. LAKB ST. 

Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley 
Ball Bearing Butts. Also Pulls, Brackets, Chest Handles, Peerless Storm Sash Hangers and Fasten¬ 
ers; Screen Window and Blind Trimmings; Twinrold Box Strapping, and Cold Rolled Strip Steel. 
Stanley Garage Hardware is adaptable for factory aod mill use. 
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FOUR PARTS ONLY 

that move in a Corbin Door Check — the arm, the spindle, the rack and the piston. Little 
chance for wear or friction. Generously proportioned, scientifically correct, well made 
and finely finished. Has stood the test Has no equal. 

The Door Check Book, telling all about it will be sent upon request 

P. & F. Corbin 

The American Hardware Corporation Successor 

NEW BRITAIN, CONN., U. S. A. 

NEW YORK CHICAGO PHILADELPHIA 
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The Union Fork & Hoe Co. 

Manufacturers of a Complete Line of 
High Grade 

Forks, Hoes, Rakes 
and Hooks 

General Offices 
COLUMBUS, OHIO 

Factories 

FRANKFORT, NEW YORK 
COLUMBUS, OHIO 


“They’re Just Right — Strong But Light” 
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Help Arm the 
Home Army 


A S GREAT as the need for arms “over there” 
is the need for garden tools at home. What the 
Government is doing for the soldiers you must 
do for the gardeners. Help them to make then- 
gardens feed more mouths. You serve your nation, 
your customers and yourself by selling 


Adjustable Garden Tools 


They exactly fit the re¬ 
quirements of the great 
host of inexperienced gar¬ 
deners. They need no other 
tool from planting to har¬ 
vest. They rake, cultivate 
and weed—are adjustable 
to wide and narrow rows 
and will work two rows at 
the same time. Light, 
strong, durable — easy to 
operate. 

While ordering your steel 
goods, include Pull-Easy 
Tools. Order from your 
jobber. 


^Powerful ad 
▼ertiaing, in¬ 
cluding Satur 
day Evening 
Post, ia going 
to make thia 
• big Pull- 
Easy year. 
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Quality First 



Registered 

Trademark 


T HE world-wide business and high reputation of the Atlas Tack 
Company is due, first of all, to quality: “The greatest quantity 
of quality at the price.” 

The occasional buyer of a small package of carpet tacks will not 
return them or make a row with the dealer when he finds a large 
percentage of imperfect tacks, slivers and dirt in the package. It is 
not worth his while; but it helps to form his opinion of the dealer’s 
intelligence or honesty, and there may be another store in town 
worth trying for both on more important purchases. 

When upholsterers, trimmers, shoe and other kinds of tacks and 
nails which are in constant use by the purchaser are sold, do not for¬ 
get that it means the saving of time, money and annoyance to him if 
the count, weight and make are all that they should be; and if they 
are not, that he will take the earliest opportunity to buy where he 
can get these qualities when he knows they are obtainable. 

Every product of ours is guaranteed to be of the Highest quality, 
and is subject to return at our expense if otherwise. 

Twenty thousand styles, sizes and finishes at prices comparable 
with those of any manufacturer whose work approaches ours in 
quality. 

Some jobbers may not like to sell ours, for reasons which do not 
benefit the retailer, but -they will if you insist. The majority of 
them do. . 


Atlas Tack Company 

Fairhaven, Massachusetts 
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Cannon Ball Combination 

( Folding - Sliding ) 

Garaqe Door Sets 

The makers of the best known barn door hangers in America—the Cannon Ball— 
linve mlded to this line a new garage door hanging which is unquestionably the most 
practical set for this purpose yet evolved. 

Briefly the Cannon Ball Combination (Folding-Sliding) Garage Door Set fits any 
door opening up to 8V£ ft. and takes care of any thickness of door—makes them abso¬ 
lutely weather tight and secure against sagging. The doors fold inside requiring 
minimum space and are automatically held open by the heavy spring attached to the 
supporting track bracket. It is easy to install—neat in appearance—easy working and 
strong and substantial in use. 

Comes packed in complete sets including Hangers, Track, Hinges, Floor and Ceiling 
Stops, Door Latch, Bolts, Screws, etc. 

And the selling-helps put back of this new Cannon Ball item absolutely insure its 
rapid sale. 

Send for Detail* of the New Cannon Ball Garage Set 

HUNT, HELM, FERRIS & CO. 

EAJT S N ^a,. n.w York Main Office and Factory, 54 Hunt Street, Harvard, I1L 


Pacific Coast Distributor* 


Pacific Hardware k Steel Co.. 8an Francisco, Cal. 
Dunham, Carrigan k Hayden Co., 8an Francisco 
Honeyman Hardware Co., Portland. Otegon 
Failing-MeCnlman Co., Portland, Oregon 
Seattle Hardware Co., Seattle, Washington 


Sehwabacher Hardware Co., Seattle, Washington 
Morse Hardware Co., Bellingham, Washington 
Holley-Mason Hdwe. Co., Spokane, Washington 
Jensen-King-Byrd Co., Spokane, Washington 
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aftenceoj 


Builders 

or 

Finishing 

Hardware 


£ ERWIN MFG. COMPANY 

hw. Americau Hardware Corporation Succoaoor 

NEW BRITAIN. CONN. 

SAN FRANCISCO CHICAGO LONDON, ENG. 
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GOODELL- 

PRATT 


1500 GOOD TOOLS 




LEVELS and ACCURACY 


What would be the result if the element of Accuracy were 
disregarded in the construction of Skyscrapers, Dams, Bridges, 
Machinery, etc.? Inevitable disaster. 

Goodell-Pratt Levels are constructed of the very highest 
grade of materials obtainable and by workmen especially 
trained in their manufacture. Absolute accuracy is one of the 
prime essentials of Goodell-Pratt level construction and the 
superior quality of Goodell-Pratt Wooden, Iron, Aluminum and 
Bench Levels, is unquestionable. 

Tool Book No. 13 contains detail 
reasons why 



.v .V WX .NW't 
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The; 1918 Rc/cord^ 
Trapshooting, Victories 
Won with 

\emin 


REMINGTON 
UMC 


UM\ 


NITRO CLUBano 

ARROW SHOTSHELLS, 

PUMP and AUTOLOADING SHOTGUNS 

30 Out of 46 State Tournaments 

“INTERSTATE" STATE CHAMPIONSHIPS: Arkansas, Joseph E. Chatfield, 97x100, with 
Remington Pump Gun and Arrow Shotshells; MUrtesippi, G. M. L*. Key, 94x100, with 
Remington Pump Gun and Nitro Club Shotshells; Hew Jersey, F. S. Tomlin, 98x100 (20x20 
in shoot-off), with Remington Pump Gun and Arrow Shotshells; Tennessee, Boyd F. Duncan, 
95x100 (19x20 in shoot-off), with Arrow Shotshells; Delaware, William M. Foord, 98x100, 
with Nitro Club Shotshells; Pennsylvania, C. H. Newcomb, 97x100, with Arrow Shotshells; 

Joseph Bryant, 93x100, with Remington Pump Gun and Nitro Club Shotshells; 
Illinois, won by an Illinois amateur, 98x100, with Nitro Club Shotshells; Oklahoma, William 
Heer, 99x100, with Remington Pump Gun; Shod# Island, W. J. Weaver, 93x100, with Nitro 
Club Shotshells; Oolorado-Hew Mexico, R. A. King, 93x100 (19x20 in shoot-off), with Nitro 
Clubs (champion four consecutive times); Hew York, H. J. Pendergast, 99x100, with Nitro 
Club Shotshells (champion four successive years); Iowa, Charles Hummel, 99x100, with Rem¬ 
ington Pump Gun and Nitro Club Shotshells; South Dakota, E. T.. Myers, 98x100, with Rem¬ 
ington Pump Gun and Nitro Club Shotshells; Idaho, Guy Chiesman, 99x100, with Remington 
Autoloading Shotgun; Mew Hampshire, Elmer E. Reed, 95x100, with Nitro Club Shotshells; 
Minnesota Dr. F. H. Allen, 97x100, with Nitro Club Shotshells; Georgia, James M. Barrett, 
99x100, with Nitro Club Shotshells; South Carolina, R. G. McCants, 94x100, with Nitro Club 
Shotshells: West Virginia, G. H. Mead, 96x100 (19x20 in shoot-ofr) with Remington Pump 
Gun and Nitro Club Shotshells; Maryland, R. D. Morgan, 97x100, with Remington Pump Gun; 
north Dakota, A. R. Chezik, 97x100, with Remington Pump Gun and Nitro Club Shotshells; 
Indiana. Gilbert R. Shuck, 98x100, with Nitro Club Shotshells; Kentucky, W. H. Hall, 99x100, 
with Nitro Club Shotshells; Massachusetts, G. L. Osborn, 100 STRAIGHT, with Nitro Club 
Shotshells; Wisoonsin, Charles Larson, 97x100 (19x20 in shoot-off), with Nitro Club Shot- 
shells; Wyoming, W. R. Terrant, 97x100, (19x20 in shoot-off), with Remington Pump Gun; 
K a ns a s, E. W. Arnold, 97x100 (20 straight in shoot-off), with Nitro Club Shotshells; Mains 
~ ~ . . -. Virginia, Dr. E. C. Watson, 95x100, 


Kansas, 

OP/Wi 
Nitro Clu’ 


ymouth, 99x100, with Nitro Club Shotshells; 
b Shotshells. 


OTHER TOURNAMENTS: Finehurst Midwinter Handloap, A. F. 
ington Pump Gun and Nitro Club Shotshells; Bakewood Handicap, W. S. Silkworth, 99x100, 
with Nitro Club Shotshells; Boston A. A, Shoot, Five-Man Event, won by New York A. C., 
936x1000, the whole team shooting Remington UMC Shotshells; Championship of 
S. G. Vance, 96x100, with Nitro Club Shotshells: The Indian Shoot, W. H. Yule, 99x100, with 
Nitro Club Shotshells; Maplewood Hundred Championship, L. F. Curtis, 100 STRAIGHT, 
with Remington Pump Gun and Nitro Club Shotshells. 

There’s a Universal Demand 

for 

Remington UMC Products 
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OUR DUTY- 


That they who fight may be first served with 

VOLT’S 

“TJie Proven Best 
by Government Test** 

“NEW SERVICE” REVOLVERS, CAL. .45, 

AUTOMATIC PISTOLS, CAL. .45, Government Model, 
COLT’S AUTOMATIC MACHINE GUNS, 
VICKER’S MACHINE GUNS, 

BROWNING MACHINE GUNS, 
BROWNING MACHINE RIFLES. 

Today the entire COLT ORGANIZATION, with its 
immense work shops, its loyal men and women—everything 
COLT—has been plac ed at the disposal of our Government 
in order that THEY WHO FIGHT shall be well armed— 
the sooner to bring about that complete victory towards which 
every patriotic American is bending every effort. 

The time has come when it is inconsistent for us to serve 
anyone but UNCLE SAM. HIS business—every true 
American’s business—is to WIN THE WAR. 

We believe that you dealers and'your customers will back 
the position we take at this time, when the lives of OUR 
Boys and the Country’s Honor are at stake. 

Therefore, we ask that you wait patiently for YOUR 
COLTS until we have furnished the American soldiers with 
the Arms that are crushing the Hun. 

Colt’s Patent Fire Arms Mfg. Co. 

Hartford, Conn., U. S. A. 
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Sell the stumping powders 

that do better work 


Farmers say: 


Used Tons 

“I used about eleven tons of your 
Giant Stumping and Eureka Stumping 
Powder last year. The stumps re¬ 
moved were from eighteen inches to 
five feet in diameter and we had the 
very best of satisfaction with both 
grades of stumping powder we pur¬ 
chased from you." 

H. F. Samuels, 
Spokane, Wash. 


Requires No Thawing 

“I can strongly recommend your 
Giant Eureka Stumping Powder, as I 
have had better results from it than 
from any other powder I have used. It 
has no sickening fumes and requires no 
thawing." A. E. Adkins, 

Woodbury, Ore. 


Wide Breaking Powder 

"Eureka Stumping Powder has a 
wide breaking power and less fumes 
and gases to contend with after being 
exploded than any other powder. 

G. L. Metzger, 

Hillsdale, Ore. 


Wants to Get Rid 
of Other Brand 

"I bought five boxes of Eureka 
Stumping Powder and now I want to 
sell a lot of other powder that I have. 
The other powder makes me terribly 
sick when I try to use it, while Eureka 
does not give me the least sign of sick¬ 
ness or headache." 

Rudolph Stadbli, 

Russellville, Ore. 


Bast Ha Has Usad 

"Eureka shoots the roots and 
spreads wide in the ground instead of 
going down. It is the best powder we 
nave used." 

G. S. McCartney, 

Russellville, Ore. 


Used All; Prafars Eureka 

"I have used practically every pow¬ 
der on the market and I find there is 
more strength in Eureka than in any 
other." 

J. L. Eidson, 
Silverton, Oe. 


Thousands of farmers in every Pacific Coast State 
use Giant Farm Powders exclusively. Many of 
them have tried other makes but have found that 
the Giant brands give them better results at lower 
cost. Read the letters from some of these farmers 
and you will see why merchants who sell Giant 
Farm Powders are selling them in larger volume 
every season. 

Your trade will prefer 


<Sa®farm powders 

^ STUMPING—AGRICULTURAL 

because they are made in the West especially to 
suit Western conditions. They are the only genu¬ 
ine “giant powders/’ They are made in two 
brands, Eureka Stumping, a money-saving, low- 
freezing explosive, and Giant Stumping, the 
pioneer western farm powder. They are the pro¬ 
duct of the oldest manufacturer of high explosives 
in the United States. 


If you want * rom y° ur business in explosives, we will 
help you to get it. We will supply you 
with valuable books on stump blasting, 
tree planting, subsoiling and ditch blast¬ 
ing, to give to your trade. We will send you the names of 
farmers who write us as a result of our extensive advertising 
in 18 farm papers and many large newspapers reaching 
590,000 farmers each issue. We will furnish free fence 
signs, store signs, newspaper electrotypes, etc. 

Our book, 4 ‘Helping the Retailer Sell Giant Farm Pow¬ 
der/* tells how we co-operate with the - - M - . 
hardware trade. You will find it well Mail this 
worth sending, for. Write to-day. The coupon now 
coupon will bring it quickly. 


more profit 


i The Giant Powder Co., Con., San Francisco 

| 2X7 First National Bank Bldg. 

S 


I 


Send your book, "Helping the Retailer Sell Giant Powders.' 


Firm Name.. 


S Address.. 

■ Buyer’s Name.... 

■■IISaaSBBSSISBBISBIBSBBISSBaBBBBBBBBBBIBBBBBBB 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 

AMERICAN STEEL A WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prise at the Panama-Pacific Exposition. 


V—— . ■ ss 
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Sheet Metals and Sheet Metal Products 


Manufactured by 


Whitaker -Glessner Company 

Wheeling Corrugating Department 

Wheeling, West Va. 


16 Desbrossea Street 
NEW YORK 

1234 Hamilton Street 
PHILDELPHIA 


Branch Offices and Warehouses: 
2547 Athington Street 
CHICAGO 

214-222 West Third Street 
KANSAS CITY 

805 McDonough Street 
RICHMOND, VA. 


1006-1010 Spruce Street 
ST. LOUIS 

Main and Boyce Streets 
• CHATTANOOGA 


Mills and Factories: 

Wheeling, W. V. Martins Ferry, Ohio Portsmouth, Ohio 


Beech Bottom, W. Va. 


LOOKS BETTER 


LASTS LONGER 


SELLS MORE READILY 


A CARD TO US WILL BRING A SAMPLE TO YOU 

We Alio Manufacture 
Bronze, Copper, Painted and Galvanized 

AMERICAN WIRE FABRICS CO. 

208 La Salle Street, Chicago, Illinois 


Me. Wolf, Pennaylvania 


Factories: 
Clinton, Iowa 


Nilea, Michigan 
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PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 


PHOENIX SHOES ABE KEPT IN STOCK 
BT THE FOLLOWING HOUSES 


BAKER, HAMILTON A PACIFIC COMPANY 

San Francisco, California 

WATERHOUSE A LESTER COMPANY 
San Francisco, California 

PERCIVAL IRON COMPANY 

Los Angeles, California 

NORTHWESTERN HARDWARE A STEEL COMPANY 
Portland, Oregon 

J. E. HASELTINE COMPANY 
Portland, Oregon 

WEST COAST WAGON COMPANY 

Tacoma, Washington 

GRAY BROTHERS 

Seattle, Washington 

HOLLEY-MASON HARDWARE COMPANY 
Spokane, Washington 

SCOVEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTSWOOD HARDWARE COMPANY 

San Francisco, California 

SPOTSWOOD-HELFER COMPANY 

San Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 

Salt Lake City, Utah 
Pocatello. Idaho 

GEO. A. LOWE COMPANY 
Ogden, Utah 

WATERHOUSE A LESTER COMPANY 
Lot Angeles, California 

INLAND IRON COMPANY 

Freano, California 

SCHAW-BATCHER COMPANY 

Sacramento, California 


MANUFACTURED BT 


PHOENIX HORSE SHOE CO. 


Largest Horse Shoe Manufacturer* in the World 

BOLLOTO MILLS AMD FACTORIES JOLIET, ILL., POUOKKEBP8IB, MEW TOSS 


******************************* *»*>**«»<» 
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The old way 


The new way 


A man should not do the work a 
machine will do for him 


A merchant, with all his troubles, 
should never do the work that a 
machine does better and quicker. 

Our newest model National Cash 
Register makes the records which 
a merchant needs to control his 
business. It does fifteen necessary 
things in three seconds. 

Without the register a man cannot 
do these things in half an hour. 


With the register, even a new clerk 
can do them just by pressing the keys. 

Our new electric machines are as 
much better than old machines as 
an up-to-date harvester is ahead of 
a sickle for cutting grain. 

The latest model National Cash 
Register is a great help to merchants 
and clerks. 

It pays for itself out of what it saves. 


Merchants need National Cash Registers now more than ever before 

.FILL OUT THE COUPON AND MAIL TODAY. 

Dept. 137H7 The National Cash Register Company, Dayton, Ohio. 

Please give me full particulars about the up-to-date N. C. R. System for my kind of business. 


Name_ 

Business. 

Address. 
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Have You Made Your Columbian Window Display? 

Do YOU want to make $5.00 or more easily and quickly, and at the same 
time build up your sales of Columbian Rope during the summer months? Then 
make one or more Columbian Rope displays, sending us photographs of each one. 

THE “WHY" OF THIS $5.00 OFFER. We are constantly in need of photo¬ 
graphs of Columbian Rope window displays. To encourage hardware dealers and 
their employees to make them, we HI pay $5.00 for a clear photograph of each 
window display. No red tape—a straight, clean cut, liberal offer. 

WINDOW DISPLAY MATERIAL FREE. Ask us on your letterhead to 
send display material, consisting of cards, signs, hangers, combed samples of 
rope, etc. When they arrive it will be an easy matter to arrange attractive 
window displays. Send us photographs of each one as made, for which we will 
pay $5.00. It would be prettv hard to suggest an easier or better way of making 
$5.00, so send for the display material and start making Columbian window 
displays at once. 

COLUMBIAN ROPB COMPANY, Auburn (The Cordage City), New York 

Branches: New York, Boston, Chicago. 
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menacing conditions,frequent repairs,and costly 
replacements. To secure sanitary, everlasting 
and economical House Drainage Piping,insist upon 

Cast iron Soil pipe 

IT WILL OUTLAST THE BUILDING —AHYBU/LDHK 


Y House Drains^ &3S& 

HOUSE O EWERS by jar or settlement-No costly replacements 

Soil Likes Veht Lines _ 

Leader Lines Waste Lines floors and waits after pipe is installed 

A postuf today mf/bring you a copy of above va/uab/e book 



«<CMtaS«l*catl 



**mTw0k.U V 
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Shelby Casement Window Hardware 


THE SHELBY SPRING HINGE CO. - - Shelby, Ohio 

OOA8T REPRESENTATIVES: 

Pond Hdwe. Specialty Co . Lo» Angelf, Cal._ D. L. Herman, Seattle, Wash. 
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No. 1 is an Adjuster for right or left hand windows 
opening in or out. It is also furnished with brackets 
to be used where attachment to window rasing or trim 
boards is necessary. This Adjuster will hold the win¬ 
dow open, positively locked in any position. Can also 
be used as n friction stay. 

No. 2. This Adjuster is for right nr left hand 
windows opening out. It is a very strong and efficient 
adjuster with %-inch wrought steel rod made in 8, 
10, 12 and 15-inch lengths. 

Nos. 3 and 4 are two of our many styles of Case¬ 
ment Window Fasteners. 


PRICE is not a determining 
(actor unless QUALITY 
is considered 


Quality can be determined 
only by practical use. 

Satisfactory use over a 
long period of time causes 
an ever increasing demand. 

Continued demand conclu- 
sively demonstrates real 
worth and reliability. 


That is Disston history. 
It’s the reason why the 
great majority of saws in 
use are Disston Saws, and 
this is the highest recom¬ 
mendation obtainable for 
service given. 


Established 
1 840 


HENRY DISSTON & SONS. Inc. 

Keystono Saw, Took Steal and File Works 

PHILADELPHIA, U. S. A 
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“BAILEY” 

Iron Planes 

The Standard for more than 
Fifty Years 

MPRO VEMENTS 
are constantly being 
made in their manufacture, 
tending to make them daily 
more popular and more 
sought after by discrimina¬ 
ting carpenters and me¬ 
chanics. 

If you do not carry 
these planes, arrange 
to do so at once. You 
will be surprised how 
your plane sales 
will increase 

MANUPACTURED BY 

Stanley Rule & Level Co, 

New Britain. Conn. U.S.A. 


YOUR TRADE WANTS 


^ V The Highest Grede Coil 
fpiLEsX File Made 

CP IT’S A TOOL 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 



Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto* 
mobile or Motor Boat 

High Grade Files for Every Purpose 


OBLTA 


DELTA FILE WORKS 

PHILADELPHIA, PA., I. S. A. 
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Keep Your Store Cool 

Just an ordinary electric fan will not ventilate. 
Real ventilation means te replace bad air with 
good. 

Hot, stuffy, stagnant air—air that is full of 
fumes, steam or dust must be removed—and 
often—to keep the efficiency of your clerks up 
to the mark. 

M Electric 
Disc 
Fans 

can be placed in an 
opening in any wall 
or window. 

They positively make a complete change of air 
every few minutes. 

You get fresh air and continuous circulation. 
Put your problem up to us — we’ll recommend 
the proper equipment—but be sure to write for 
Bulletin 262-37. 


Buffalo Forge Company 

BUFFALO, N. Y. 




Berger’s Hooks and 
Pipe Fasteners 


MANY STYLES FOR WOOD OR BRICK 
SEND FOR CATALOG AND PRICES 

MADS ST 

BER6ER RROS. GO. 

Office : 229-281 Arch Street 
Store: 287 Arch Street 
Warerooms and Factory: 
100-114 Bread Street 
PHILADELPHIA 

Manufacturaro Tinners’ 
and Reefers’ Supplies 





American 
Seal 

Cements 

ASBESTOS FURNACE CEMENT will withstand more 
heat than iron, bakes ss hard as the easting itself, 
and will not crack, shrink, crumble or fall out. 

ELASTIC OIL BOOF CEMENT fa a superior article m 
colors for bedding slate and tile roofs’ and repairing 
leaks in tin, metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylights and 
fire walla. 

CARBON CEMENT, the peer of all lightweight ce¬ 
ments, is made op of long aaboatoa fibre, and olastie, 
adhesive waterproof gums. The ideal eement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 

T-CO is s waterproofing cement in colors, especially 
recommended for use on side walls exposed to heevy 
driving rains, preventing the water from per m eati n g 
these walls. 

Manufactured by 

The Win. Connors Paint Mfg. Co. 

1852 TROY, N. Y. i»I8 
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DU PONT AMERICAN INDUSTRIES iimiEiiiim 


Shooting—The Pleasure, Privilege and 
Duty of Every American Citizen 

Every dealer should take advantage of the opportunity offered by these times to 
capitalize the nation-wide interest in shooting. Men and women, and boys and girls 
are ready to take up shooting. All they need is someone to get them started—to show 
them how and to tell them wnere. 


includes every possible help 
booklets—“The Trapshooting 


shooting. All they need is someone to get them started—to sh 
them where. 


SERVICE 


POWDERS 


Standards for 116 Tears 

There is no shortage of 
Du Pont powders. 

Many emergencies in the 
history of the country have 
demanded unusual efforts on 
the part of the Du Pont 
Company; but never in its 
116 years of experience in 
powder manufacturing haH 
the Du Pont Company been 
unable to supply the demands 
of American sportsmen. 

Du Pont — Ballistite — 
Schultze are still the most 
popular shotgun powders and 
the easiest to get. They are 
loaded in the shells: stocked 
by every jobber in this coun¬ 
try. Do not allow substitution 


in the establishment of Trapshooting Clubs. This means 
Club Handbook” describes the organization, the conduct, 
and the equipment of clubs; “The Sport Alluring” con¬ 
tains a history, an explanation, the advantages to be derived 
and the ethics of the sport and gives hints to beginners; 
and “Diana at the Traps,” a booklet for 
women enthusiasts. Du Pont Service also 
includes the personal services of experts 

in gun club organization and coaching. sy '- 

When you need help, write < 

Sporting Powder Division 

L I. Du Pont de Nemours & Co. , 

Wilmington. Delaware. 
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The Easiest Pump-Head to Connect 


Connecting or disconnecting the pump head is usually one of 
the most awkward tasks in completing a well or in pulling 
sucker rods. But with the Goulds Pig. 1680 Combined Pump¬ 
ing Head and Jack there is no awkward lifting, no swaying 
pipe, no place difficult to get at. The advantages of this 
open base outfit are evident at a glance. It will sell on sight. 

This easy-to-install pumping head is made in two sections with a pipe 
flange between. Tlie head itself need not be touched until the last 
length of pipe has been let down. The flange is then screwed upon 
the end or the pipe and the base shoved under. Being hollow, the 
base fits snugly around the pipe and prevents swaying. The two sec¬ 
tions are bolted together, with the flange between, the jack connected 
up, and the pump is ready for business. You should have one set up 
• on your floor as a sample of 

pOULDS PUMPC 

V> FOR EVERY SERVICE O 

This Pumping Head can be operated by hand, windmill or power. It 
is regularly fitted with 12 in. x 12 in. tight and loose pulleys for gaso¬ 
line engine. But the base is high enough so that a much larger pulley 
—up to 28 in.—may be used. With a large pulley, the pumping head 
is adapted for use with an electric motor. 

Write us at once for prices on our Combined Pumping Head and Jack. 
Also ask for our book, “Pumps for Every Service.” 


The Goulds Manufacturing Company 

Main Ofie« and Work*, Senses Fall*. N. Y. 

Northwest Agent: D. L. Herman 

214 Maritime Building, Saattia, Wash. 





GOULDS PIG. 1680 
Combined Pumping 
Head and Jack 

separated at the 
flange into two parte, 
making 
inatall. 


it eaay to 


Samson Spot 
Sash Cord 

Extra quality, guaranteed f rat from 
all imperfections. Can be distin¬ 
guished at a glance by the Colored 
Spots. Specified by architect* and 
builders everywhere. 

We manufacture braided eord in all 
sines, colors and grades, for all pur¬ 
poses. Carried by all jobbers. 

BASH COED 

CLOTHESLINES 

SOLID BBAIDXD EOPE 

SHADE COED 
MASONS 9 LINES 
CHALK UNIS 

8cnd for catalogue and samples. 

Samson Cordage Works 

Boiton, Muiachuietti 




4 \ 


'M W Grass Catchers 


‘ ‘ Favorably known 
the world over” 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durablt 

Many exclusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ # /»r it 

Bom* of Our Pacific Coast Jobbers 
California Xdw. Oo. Paoiflo Xdw. fc Steel Oo. 
Falling-Mo Caiman Co. The Sohaw-Bateher Oo. 
Xonejrmaa Xdw. Oo. Gohwabacher Xdw. Oo. 
Kelley-Xaeon Xdw. Co. Beattie Xardware Oo. 
Marshall-Weils Xdw. Tbe Tbomson-Diggs 
Oo. Oo. 

Dunham, Oarrlgan fc Xayden Oo. 
Xoffmaa Xdwe Oo. 

The Specialty Mfg. Co. 


ST. PAUL, 


U. S. A. 


Digitized by 


Google 



















29 



When you find * 4 W & B’’ inside a diamond on a drop forged wrench you know it ’s the real goods. Sixty-four 
years of **better than good enough’’ tool making guarantees the best steel for the purpose, the highest attain¬ 
ments in manufacture and the severest tests, from raw materials to finished product. Grip a 14 W & B” wrench 
and you are ready foe anything that has to be pulled off or pulled tight. 


^Whitman SLBames^ 


Established 64 Tears 

Factories, Akron, O.; Chicago, XU.; St. Catharines, Out. General Offices, Akron, O. Hew York Offices and Store, 64 Reade St, 




YOU ABE BIOHT IN 
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Google 


•'WORLD’S BBST” 
XN NAMB AND FACT 


World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


BXOLUSXVB FEATURES 
Frame is beet grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Running Hanger on the market. 

Packed one pair in box complete with bolts; one- 
half dozen pairs in a case. 

Track baa Slidable Bracket, which has made the 
World *2 Best Hangers so popular with the building 
trade. 

If jour jobber can't supply yon we will. 

SAFETY DOOR HANGER CO. 

A8HLAND, OHIO, U. & A. 

C. N. A F. W. JONAS, Rialto Bldg., San Frandsoo, Cal. 
and Equitable Savings Bank Bldg., Los Angeles 
Western Representatives 


“We Want An 
Auto Wheel!” 


Can you imagine any boy or 
girl who doesn't want an Auto- 
Wheel? Let the children of your 
town know that you handle the 
famous Auto-Wheel Coaster and 
the patented Auto-Wheel Convertible Roadster and 
watch your profits grow. 

Write today for catalog and information regarding 
Auto-Wheel products. Get in now and reap the 
full benefits of our national advertising campaign. 


Buffalo Sled Company 

Dept. A, North Tonawanda, N. Y. 

Factories: North Tonawanda, N. Y., 
and Preston, Ont., Canada. 

New York Office: 108 Chambers St. 

San Francisco Office, 979 Monadnock Bldg. 
Seattle Office, 214 Maritime Bldg. 
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Dependable 

The word that should typify your 
store; the word you like to use about 
a man; the word you can use when 
selling Simonds Hand, Hack, or 
Crescent Ground Cross-cut Saws— 
Dependable. 

Most attractive discounts offered 
Dealers and Jobbers. 

Simonds Mfg. Co. 

“THE SAW MAKERS’ ’ 

Jan Francisco, Cal. Portland, Ore. 

Seattle, Wash. Vancouver, B. C. 


CHAMPION 

BLOWERS 
FORGES DRILLS 


No. 400 Blower 


No. 408 Forge 


CHAMPION TOOLS 


Built for Service 


Carried in Stock by all 
Leading Jobbers 


Write for 365-Page Cata¬ 
logue 


THE 

CHAMPION 
BLOWER AND 
FORGE CO. 


Lancaster, Pennsylvania, 
XT. 0. A. 


No. 203 Drill 
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Brains Mixed With Steel < ® s, l 

Make “Ideal” Elevator Door Hardware ® 



“Ideal” Hangers run easily and 
noiselessly. Bearings protected from 
dust and dirt. Regularly made for 
single doors, two-speed doors, three- 
speed and combination elevator 
doors; doors in pairs. 

“Ideal” Automatic Door Closer 
and “Ideal” Automatic Checking 
Device eliminate slamming, prevent 
accidents, and assist operator. 


Specific information and price* furnished 
without obligation. Write for illustrated 
book, “Richard*-Wilcox Ideal Eleoator 
Door Equipment and Checking Devices 99 


Aurora> Illinois , USA. 

Richards ArikcK Canadian Co.LtdXandon.Oni 
"AJsmngerjn /or any door t/iaf mltdm 


THE JAMES SWAN COMPANY 

SEYMOUR MK CONNECTICUT 


Bits 

Augers 



Chisels 
Draw Knives 




Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 

WE WEBB AWARDED THE MEDAL OF HOHOB ON MECHANICS’ TOOLS AT THE PANAMA. 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 
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Bnerffill Steel 

Comw/ 

A.CROLOnON.Pm't 


BRIER HILL STEEL CO. 




OF CALIFORNIA 


Bnerffill Steel 
c«w 

i. S. BISHOP, Ste'r 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 


at MUm 
O hio 


T — WRITE FOR PRICES jz . 

«• WE WILL DO THE REST «“• 

BRANCH OFFICES 

1213 L. C. Smith Bldg., Seattle, Wash. 

403 Railway Exchange Bldg., Portland Oregon 
1446 Malvern Ave., Loe Angelea, OaL 

359-365 MONADNOCK BUILDING* SAN FRANCISCO 


The “PONY” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 


Are you handling the 

10-in. and 14-in. O.K. Cotters? 

If not, my Pacific Coast representatives 
will tell yon why yon should. 

Address 

Omar Cox, Jones * Oox, 

Underwood Bldg., Newhonse Bldg* 

San Frandsoo, OaL Salt Lake City, Utah 

a Oox, Turnbull a Oox 

San Fernando Bldg* Mint Block 

Loo Angelea, OaL Denver, Colorado. 

M Hi iila J| OOX. 

L. O. Smith Bldg* Soettlo, Wuk. 

H. K. PORTER 

Bolt Ollppor Specialist 

S asm. AND 8TRBBT, BVBBBTT, MASS 



■ TH* POST” 

IT'S OUABAHTBBD 
SOLD BT JOBBERS EVERT1 

■Uth 


F. H. SMITH MFG. CO. 

CH1CAOO, U. •. A. 
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STAR HEEL PLATES 

There are no Heel Plates as good as the Star Heel Plates. Supply the 
INCREASING DEMAND FOR HEEL PLATES WITH STAR—The Pioneer of All Brands 


STAR HEEL PLATES 

Sell and Sell and Sell 
Because 

They Are the Best 



STAR HEEL PLATES 

Are Made in Six Sizes 
Nos. 0 to 6 
Order Today Sure 


COBBLER OUTFITS and LASTS and STANDS 




We Make 
40 

Different 

Kinds 




We want some of the job¬ 
bers who have not han¬ 
dled our well-known line 
to get in touch with us 
immediately with request 
to send catalog No. 15 and 
price list, showing the best 
and most complete line of 
heel plates, cobbler outfits 
and lasts and stands man¬ 
ufactured. 


LEADER 


Tr 

■ Empire 
Guaranteed 


We Make 
30 

Different 

Kinds 


Star Heel Plate Go. ( Proprietor^ ) 357-391 Wilson Ave., Newark, N. J. 


TRINFR “I IRFRTV” Brid «i» °“* 

1 iVliNE/tV LltULR 1 I . „ s?? j™"*? ... 


PARCEL POST SCALE 


Matchless Screw Drivers 

Tempered Blsde Runt Clear Through the Handle. 
Rubberoid Finished Handle*. 



With indi¬ 
cator showing 
amount of 
poatare in 
the r e g u lar 
a t s m p a and 
a d d i 11 onal 
amount re¬ 
quired in war 
•tampa. 

Saves work 
and prsvsnta 
Inaccuracy in 
c o m p u ting 
post age re- 
qnirtd h y 
new war Rev¬ 
enue BAIL 


in 20 • pound 
capacity. 

Furnished in black enamel finish, glass front, steel 

top. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

Insist on ths Trlner. Tour Jobbor can supply you. 

TRINER SCALE A MPO. CO. 

West Twenty-First Street Chicago, Illinois 

W. P. Horn A Co. 

Pacific Ooast Representative 
Rialto Building, San Francisco, Cal. 

Los Angeles, Cal. Portland, Oregon 



Hercules Knife Handle Screw Driver 
Forged Steel Handle Plate, High Carbon Steel Tempered 
Blade, Hardwood Handle 


No. 102 Round ..2 to 12 Inohes 

No. 12 Square.7-16*4 * inches 


Challenge Plain Handle Screw Driver 
Red Varnished Handle 


Full Tampered 

No. 82 Mechanics’ .2 to 12 inches 

No. 84 Cabinet ...8ft to 12 H inches 

No. 36 Electricians' .2% to 12 tt inches 

No. 87 .8-16*1 ft inches 

Write your Jobber for prices. 

0. W. GAUSE CO. J. O. McOARTY 

Western Sales Agents Eastern Sales Agents 

698 Mission Street, San New York City, N. Y. 

Francisco, Cal. 
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Pittsburgh Perfect” 

Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO. 

369-866 Monadnock Building BiI 

SAN FRANCISCO 

Carload Shipments from Pittsburgh Mills to All 
Points on the Pacific Coast 

A. C. RULOFSON CO. 

Sales Managers 

BRANCH OFFICES: 1213 L. C. Smith Bldg., Seattle, Wash. 
403 Railway Exchange Bldg., Portland, Oregon 
1446 Malvern Ave , Los Angeles, Cal. 


ivt 

% 

St 









In every race there’s a “CNAki.aNQr’ a -RIVAL” and a “BANNUt" 

rn AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

iiJFMfiN TAPES, BOXWOOD and SPRING JOINT RULES 

J+J PERTORMANCE i2*wil as THE/(/FK7Nl?(/LEf*0 

a GUARANTEE /WTFI##? |/V. IN Lafayette St n R. T. 

Stockmdbg Your Jobber mm W 


IN Lafayette St.. R. T. 
Send forCmtm lo g— 


-r Jwagnek Door Hangers and Tracks 


Quality bangers and tracks designed to overcome all the troubles and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, s very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 

are self-cleaning, bird-proof and mnch heavier than ordinary tracks. They RoUer Bearings 

please customers and bnild trade. Write for catalog showing eptire line. 

Cw»l i fi stock carried ai Tigard, Of f o n , Bruch WAGNHR MW. CO., Dept. T, Cedar Falla, Xm, 
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Screen Door Check 


MADS BT 


The only Oheek that has the jack-knife lores which 
allows the door to open clear up against the wall with¬ 
out strain on the Oheek. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the lew prise 
makes it the best Oheek for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not simply yon, write no and we 
will give yon the address or your nearest jobber whs 
handles our Cheek. 


“YANKEE’ 


No. 130 —For all general work. 
Very popular. 


No. 131 —Heavy pattern, for general house 
carpentry and heavy screw driving. 
Becoming very popular. 


No. 136 —Small size, for smaller screws, electrical 
work, and wherever a large number of small screws are 
frequently driven. Tour Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia, Pa. 


QUICK RETURN 

In 3 Sizes 


With spring in the handle to 
drive bit back quickly. 

Holds it extended for 
overhead work. 


SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc*, find that 
time and space are saved by nsing the Revolving Oases 
for keeping loose Bolts, Screws and Auto Aeeeeeoriea. 
Everything is kept right at the clerks 1 fingers’ end. 
Catalog cent on application. AH jobbers handle these 


Amerteii Bolt & Screw Case Co., Bailee, 0 
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“LENOX” 

Hack Saw Blades 


Adopted by some of the largest users of Hack Saws in the country. 

Now being stocked by representati ve H ardware and Mill Supply Houses, because they have proven 
their superior QUALITY and UNIFORMITY, which, coupled with an UNEQUALED SERVIOE on deliv¬ 
eries and a package that is DISTINCTIVE—they have given both the Dealer and his Customer “just the 
Hack Saw they have been looking for.” Manufactured by 

AMERICAN SAW A MFO. CO., Springfield, Mass. 

Direct Factory Representative for Pacific Coast, CALDWELL SALES CO., 320 Market Street, San Francisco Cat. 


Williams’ Improved “VULCAN” Chain Pipe Wrench 


Fully guaranteed 

Williams’ Chain Pipe Wrenches have been standard for nearly half a century. They are 
made entirely of drop-forged or wrought steel. Ask for catalog—it’s free. 

J. H. WILLIAMS & CO., “The Drop Forging People” 


Western Office and Warehouse 
60 South Clinton Street* Chicago, Illinois 


General Offices 

60 Richards Street, Brooklyn, New York 


Thsra Is a Differancs in Washsrs 


ONLY 


I 



Just as in any other commodity. Our Washers 
are made of the Best Material and with the 
utmost care. That's why the largest users of 
Washers prefer those of our make. 

We also make 

Miih Wastes aad Cast Iraa Wastes 
Wraaght aad Steel Plate Wastes 

of all descriptions. Round and Square, Plain or 
Galvanised. 


laa a alaJ Beet Bans 


rOWi• tints 
tints 


Wrought Washer Mfg. Co. 

RMwaakM, Wte. 

Coast Representatives, 

HVOSTOV ft MBSTOV, Xno. 

Man mudioo, OaL; Lot Angeles, OaLj Portland, 
Ore. 


i 


DOUBLE ACTING 
SPRING BUTT HINGES 

have the weight 
s u p p orting 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une- 
qual wear of 
the barrels, and ! 

giving practi- 1 

cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Has Metoase and Holdbaok Fea tur e s , Ball 
Bearing and Alignment Ztevloe 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by inserting a 
I wire nail (when the door is open) into a 
j hole provided In t he side plates. The 

BOMMER BROTHERS, Mfrs., BrooMya, N.Y. 
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GARDENS — GARDENS — GARDENS 


Nev«r—wert there so many psople MVicid la 
OardMiSf. 

Increased production, is our Country** cry. 
"NORCROSS” GARDEN CULTIVATOR-HOES 
AND WEKDER8 are play In* an important part 
in this Nation-wide movement They are favectle 
tool*; but—the demand almost exceed* the pos¬ 
sible supply. 

DEALERS: Don’t delay your order*. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divl- 
dende. 

Remember the name—"NORCROSS.” 

jB C. 8. NORCROSS A SONS 

HiMfMtann lUliWILL ILL- U. 1. A. 



■USHNRLL. ILL. U. L A. 


Sold by A* Buy a 

Leading Jobbing and Supply Houses SAMSON or ROWELL 

Railway Car Mover 

LITTLE SWITCH ENGINE 

>“• on, fcr ^ YOUR OWN 

6. D. ROWELL 0 SON, Appktoe, Wbcossii ■■ 

lUfMl Ommm. MS HUN At. Bm Wtmrnm, MU. 9MM BwNMMttM PRICE KACOO, SS.00 


Wheel barrows for Ml Uses 

Wood or Steel 

70 STYLES AND SIZES 
And Immense Stock 

Ask for Prices 

Concrete Mixers, Warehouse and Factory Trucks 
Casters, Cast Ivon Wheels, Milk and 
Hand Carts, Etc. 





888 - 848 Brwuui Street, Near Second 
SAN FRANCISCO, CAL. 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra long handle—10 
inches. It 1* very neatly 
and aeeurely bound with 
■oft green felt — cannot 
mar the finest furniture 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 6 oent swatter is 
the beet ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
Insertion of your ad. If 
you desire 

Now is the time to 
place stock orders. WeTH 
gladly quote prlees and 


Atlas Mfg. Cl 


HUGHSON A MERTON 


i Pnaebm Log Aw 

sad Portland, Oregon 
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We are the 
originators and 
largest makers 
of U-shaped 
hangers. For 
best satisfac- 
t i o n — get 
Lane’s. 

bid Enrjwfcirt 

Get our catalog 
and special im¬ 
port prices. 

LAN I BROS. 
COMPANY 

Poughkeepsie, 


Standard 
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“STAR” EXPANSION B0L7B 

J ,p^- Au x Mirk 

_ “ 8 EB 0 D" 

NH I fi B A PleMnr * to Sell 

’ “ ■ Standard the 

'izr ’Sf -or *st- w«u om 


“ttr *•«?- ’Sf -ar *k~ w«u on 

STAB EXPANSION BOLT 00. 

120 Weet Lake Street, Chicago 
147-149 Oedw Street, Hew York 


OHLEN SAWS 

COLUMBUS, OHIO 
Stand ar d for Slxty-flTt Tsars 


PBECUUOV1 


o/lj' PrecislM Ks Maibiai 

Anyone can cut a perfect 
m I J duplicate of say Tale 

type key in less than 
JL one minnte. Machine is 

aetematte. No experi- 
p ence or skill necessary. 

Write for descriptire 
booklet today. 

1a TOOL CO., 236 Foarth Street, AUsatown, Pa. 
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Accurate forging of 
W. ROSE wider blade pre- 
vents it from seeming 
awkward. 

May we mail our Tool 
Book! 

WM. ROSE A BROS. 

200 W. Elmwood Avenue 
Sharon Hill, Pa. 


W. ROSE Wide Heels 
Supplanting Narrow Trowels 


No. 1111 

6% Inches Wide 

Any Jobber 
Can Supply You 


W1BBUBOH A HXLGEB, Ltd., 110 Lafayette Street, Hew York, Selling Agents 
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ALLEGRETTI RAZOR STROPS 

made from carefully se¬ 
eded leather and treated 
by a secret process will re¬ 
tain indefinitely the soft, 
bat effective qualities 
rhich have established an 
enviable reputation for 
(Quality and durability. 

THE ALLEGRETTI MEG. 

COMPANY, practical rasor 
itrop-men, employ only the 
most experienced men, and 
use the very beet of mate¬ 
rials; as it is their aim to 
give the customer the best 
strop possible. 

With Our Motto, “Nothing 
Less Than Perfection,’’ we 
nail attention to 
No. 200 — Genuine Swaty 
Combination strop of se¬ 
lected leathers in brown 
and black, self honing, 
fashioned handles, square 
nickel swivel, an elegant 
strop for private use. 

Sise 2)4x24 in. 

No. 200 — Combination 
strop of Royal 8 e a 1 
leather, brown with 
black select horsehide, 
self honing, round nick¬ 
el swivel. 2)4x24 in. 

All our Leather and Web 
strops are weather and 
dUmate proof. Every stro p 
stamped * ’ALLEGRETTI” 
guaranteed as to Quality. 

No. 252 — Combination 
strop of yellow and 
black horsehide, of ex¬ 
tra fine ouality, has 
square cut handles, and 
oval black swivel. 8ise, 

2)4 x 24 in. 

Every strop stamped. 

Let us send you our Catalog. DON'T WAIT Hi 

OBKTITH UU8 CO?461 Marks* Bt„ Ban Francisco. 

ALLEGRETTI MTG. OO., Geneva, N. T. 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubes. Punches and Dies. All kinds 
and sises made to order. Write jobber. 
Booklets free. Established 1868. 

40 Lincoln Street 



Sedgwick 


Hai-Pww 


Dumbwaiters 
and Elevators 


Manufactured by Specialists and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 


168 WEST 16TH STREET 


NBW YORK 


Forstner” Brace and Machine Bits 


for Hm OatpcnUr, 



It In preferable and more expeditious than 
boxen, fine and dalieata patterns, veneers, 
ribbon moulding and mortising, eta. 


otv, Cabinet and PatUrn Work 

Specially Adapted for Hardwood WnUaf 

The Forstnor Labor Saving Auger Bit, 
unliko other bits, in guided by lta Circular 
Vi Rim Instead of its oenter: oonnoquently it 
^ will bore any aro of a circle and can be 

guided In any direction regardless of grain 
or knots, leaving a true polished surfaea 
l, gouga eeroll-saw, or lathe tool oomoftned, for oora- 
en work, aealloplng, faney so roll twist oolumns, newels. 


Kamfaatnrad by THX PB00U88IVS MTO. 00., Dept. "A” Torriafton, Oobxl 

xe of Your Ha rdwar e Jobbers, er Write Ua Direct Supplied in Sets Witte far Catalogue 
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Money In Cutlery 

Cutlery is a staple 
in practically every 
Hardware store- 

All men are at¬ 
tracted by a good dis¬ 
play of razors and 
pocket knives — all 
women by scissors 
and shears, carving 
and kitchen knives. 

Here's where a 

Hatfield 
Complete 
Sharpening 
Machine 

helps you to do a big cutlery business. It brings 
the men in with their dull safety razor blades to 
be sharpened. It brings the women in with their 
dull scissors and shears and other cutlery. 

The Hatfield does such satisfactory work it 
keeps them coming. Every time they come you 
stand a chance of selling them other goods they 
need. 

Get in the sharpening business and get in 
right. We'll send you the right plan. Write us. 

HYFIELD MFG. COMPANY 

21 Walker Street, New York City 



w 


THEY HOLD THE 
TRADB YOU NOW 
HAVE-AND HELP 
YOU GET MORE 
BESIDES 


BARKER EXPANSION BOLTS 

“Can’t Turn in the Hole’* 

If we can prove that statement, you're inter¬ 
ested, aren't you? 

Well, just write that you’re interested, and we 
will prove it — to your satisfaction. 

PARKER SUPPLY COMPANY 

Manufacturers of Parker Products 
784 EAST 135th STREBT - NEW YORK 


|EDGLEY 

TILL- 

AYS:— 


"BREAK ANY 
SEDGLEY 
WRENCH 

and We Repair It 
No Charge” 



THIS IS 

“HEXALL” 

Trade Mark. Reg. U. S. Pat. Office 

Ratchet ^ 

Socket 
Wrench No. 

2, Contains 
7-inch Steel 
Forged 
Ratchet 
H andle; 2 
ScrewDriver i 
Bits; 7-inch | 

Extension 
Bar; 7 Hex¬ 
agon Sock¬ 
ets. Packed in neat strong case. Weight, 27 ounces. 


AND 
THIS IS 

“Hexall” 

Socket 

Wrench 


A Splendid Tool, 10J-inch Hexagon Steel Handle, 
7 Sockets made from Bar Steel, Case Hardened. 
Sockets pack neatly on handle when not in use. 
Friction ball in handle prevents them from dropping 
off. Weight only 21 ounces. 

Alto Manufacturer of 

THE BABY HAMMERLESS REVOLVER 

Writ* for Our Catalog of Good Setters, Today 

R. F. SEDGLEY, Manufacturer 

2311-13 North 16th Street - Philadelphia, Pa. 

McDONALD A L!NFORTH t Pacific Coast Representatives 
739 Call Building, San Francisco 


COLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Write fer price list* and full particular* 

Coldwell Lawn Mower Company 

Itotorr aad Offlou Ohlaaao Offle. 

at Hawbuck, Haw York as But Lit Sk, Ohteaca 
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“Oh,That Romlnds Mo!” £ 9 * 

Not only ia Hardware Shelving for the storage of mer¬ 
chandise, bnt its one big function is to draw and at* 
tract trade—to remind those who enter the store of 
things they need or should have. 

Shelving with display simplifies hardware selling. It 
makes shopping easy for vour customers, showing them 
at a glance the very articles they have m mind, saving 
your clerk's time and their own in making qniek se¬ 
lections. 

“DULUTH” 8B0TI0NAL HABDWABB SHELVING 
is more than ordinary shelving, it is a salesforee in 
itself that cannot be ignored by the wide-awake mer¬ 
chant of today—and it isn't as costly as you may 
think. 

Ask for our eomplete catalog No. IOC, that explains 
the Duluth Systems of Hardware Displays. 

Mum Mow CASE COMPANY • Math, Mhl, N. S. ft. 


Here’s the Sprinkler that’s 
in Big Demand 


0. UNDEMANN & CO. 

35and37 WooetorSt.NnwYork Established 1863 


mmtiitoitt 


M—fsrmrsis of JAPANNED. BRASS mtd 
TINNED WIRE 

Bird Cages and Cage Swdries 


A. L. Oengsr Oo„ 7S1 Marta* Street. San rranalsoo, OiL 
Eepressnt stive for Oallfornla 
T. D. McLean, L. 0. Smith Building, Seattle, WiB, 
Bepreeeatatlve for Washington, Oregon, Idaho, 
Utah, Manual and Brlttn Columbia. 


IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large ares. Order now. 
Sold thru leading jobbers. Write at onee 
for descriptive folder of sprinklers and 
permanent systems. 

Tboupsoa Mainfactaring Company 

East Eighth and Santa Te Avenna 
LOS ANGELES 


600 Shaves 

from 

One Blade 


That's the experience of one man who atrops bia 
hladea with the 

R otastrop 

SHARPENS SAFETY RAZOR BLADES 


It'e e daisy little machine, backed by national adver¬ 
tising. with big profile lor eetabliabed ha id ware 
dealer#. Write for introductory offer. 

THE BURKE MFG. CO. = Dipt. 0, Dayton, 0. 
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No. 100 Display Box 

Point 1/32, 2/32, 3/32, 4/32, 5/32. 

These Nail Sets are made in One Piece. 

Owing to the square head design, they will 
not roll. Cup pointed, individually tempered. 
For sale by all leading jobbers. 
VAUGHAN A BUSHNELL MFG. OO. 
Makers of Fine Tools. 

2114 Oarroll Are. Chicago, HI. 


*“"* Surface Floor Spring Hinges, 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET. MADE OP WROUGHT METAL. NO 
MORTISING REQUIRED. SAVES TIME AND 
MONET—COST NO MORE. Write for catalog and 
prices. 

LAWSON MFG. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois 

New York Office, 85 Walker Street 



GILSON GARDEN TOOLS 

GILSON WEEDER-UBERTY CULTIVATOR 

The Gilson Line offers a profit-making opportunity 1 "T>r 

to the dealer and jobber who appreciate modem 
garden tools of unquestioned quality—tools that /Jr 
have made rood—including Hand and Wheel Culti- ff A 

vators, Weeaers, Lawn Edge Trimmers, Dandelion /# 

Diggers, etc. (I 


Write for Samples and Booklet. 

J. L GILSON CO., Pert Wastagtoa, Vffscensin 

JOHN KEGLEY, THOS. M. GARDINER, 

Western Representative, Oregon and Washington 
Lank era him. Cal. Representative. P. O. 

Box 299, San Francisco. 


•^T 
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Baker, Hamilton & Pacific 

Company 

San Francisco, California 

JOBBERS 

Farming Implements and Vehicles 

Creamery and Dairy Supplies 

Automobile Accessories 

Sporting Goods and Cutlery 

Iron, Steel, Brass and Copper 

Household Goods 

Paints, Oils and Brushes 

Corbin Builders’ Hardware 

Mechanics’ and Ship Tools 

Heavy and Light Hardware 

Electrical Supplies and Devices 

Bicycles and Bicycle Sundries 

Deep -Well Pumps, Spray Pumps 
and Water Systems 

HOUSE OF SERVICE 
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1918 N. R. A. .22 Cal. Indoor Matches 


Practically a Clean Sweep for Users of 


Semi - Smokeless 

Cartridges 


Civilian Glut) Team Championship— Won for 
the third successive year by the Peters Bifle k 
Revolver Club team, of King’s Mills. Ohio: seore 
9945 ex 10,000 points. 

Military School Championship — Won by St. 
John’s Military Academy, of Delafield, Wiscon¬ 
sin; score 9831 ex 10,000 points. 


High School Championship—W on by Iowa City 
High School (sixth successive year); seore 9819 
ex 10,000 points. 

Woman Champion — Mrs. O. L. Garl, of the 
Birmingham. Alabama, team, who scored 199 ex 
200 in the ninth match of the series, and the pos¬ 
sible 200 in the 10th match. 


AND THE HIGHEST INDIVIDUAL SCORE 
2000 Out of a Possible 2000 Points 

By T. L Lee, of Birmingham, Who Already Held the World’s Reeord 4599 ex 4609 Points 

Ewiy 0m «f these victories is an nuumnraMe Proof of the Superior Qaafity ef the Bread 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 585-587 Howard Straet, San Francisco 
Marshall -Walla Hardware Co., Portland-Spokane, Duluth, Winnipeg - Edmonton 
Hibbard, Spencer, Bartlett A Co^ Chicago, Ill. 


THERE ARE MANY REASONS 


THERE ARE MANY REASONS 


HiMn 


•M 

JM 


If yw are sot «m 


tarty of skewiig 
jm shy it si ke 

-*- S-■ A- 

jnt inrni m 




BVBRYTHINO IN HARDWARE, IRON, PIPB AND HOUSE¬ 
HOLD UTENSILS, SPORTING GOODS AND CUTLERY 


THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 
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TRY US FIRST 

It will pay you to make inquiry of 
us before purchasing elsewhere. 


BUILDERS HARDWARE 

SHELF HARDWARE 

HOUSEHOLD GOODS 

TOOLS 

MACHINERY 

ETO. 


H. ROTH & SONS 

942-944-946 MISSION STREET 
SAN FRANCISCO, CAL. 



Hercules Cold Solder 

Guaranteed to mend Holes, Cracks or Leaks in 
any kind of Metals, Aluminum, Granite Ware, 
Tin, Galvanised Ware, Brass, Iron, Lead, Gas, 
Steam and Water Pipes. Will make pipe joints 
tight and stop leaks and cracks in Cylinders, 
Gas Tanks and Automobile Badiators. 

It is a necessity that you should supply. 

Order a carton from your jobber. If he cannot 
supply you, write, giving his name. 

FREIDEN MFG. CO. 

FACTORY, SAIT DIEGO, CALIFORNIA 



WATER SYSTEMS 

J FULLER 

* JOHNSON 
ENGINES 

HOOSIER 
. PUMPS 

PACIFIC PUMP & SUPPLY 00. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 


The 

Schaw-btcher Co. 


SACRAMENTO. CAL 


WHOLESALE 




Pipe*dRttiags | SMfMtl 
Caatoa Stnl 
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No. 81-51 Riven 


The Best “All Year Round” Ranges 


If Your Jobber Does Not 
Carry It, WHte Ut 


UNIQUE EASY TO SELL PROFITABLE 


The Michigan Stove Co. 

GARLAND 


y COMBINATION GAS and COAL 
RANGES 


The New PERFECTION Patented 

Curtain and Shade Fixture 


MANGRUM & OTTER, he. 

Distributors for Northern 
California 

827-831 Mission Street - • SAN FRANCISCO 


Is deservedly popular because there 
is nothing better on the market; hence 
has a ready sale and a quick turn-over. 


Made in old brass, oxidized copper, 
hand-buffed nickel, plain nickel rolling 
barrel finish, or can be made in special 
finishes. 


Write right now for prices and 
dealers’proposition. It will pay yon. 


THE BEATON A CADWELL MFG. CO. 

New Tork Office and Store 
234 Water Street 


NEW BRITAIN, 
CONN. 


A new idea, and one that fills a long- 
felt necessity. Neat, compact, conven¬ 
ient. Can be put up by anyone with a 
screw - driver, and can be used sepa¬ 
rately or in combination for shade and 
curtain. 
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Pyrex Transparent Oven Ware 

Pyrex is the most lasting baking ware ever made. It never chips, 
flakes or crazes even after years of use. It cannot rust, bum out or 
discolor and remains new forever. 

WHY PYREX SELLS 


Helps save food. 

Bakes quicker than other wares, be¬ 
cause it absorbs heat rapidly—thus 
saving fuel. 

Does not bum food. 

Makes food more appetizing. 

Keeps food hot for a long time. 


Lessens drudgery of dish-washing. 

Is the most economical in the end. 
Lends beauty to the table and is prac¬ 
tical in the kitchen. 

Is nationally advertised. 

Guaranteed against oven breakage. 



Casseroles—Round Pudding or Baking Dishes 

For complete line of the above, see our Catalog No. 60, pages 619 to 621 

PYREX GIFT SET 

For weddings, anniversaries, prizes, birthdays, 
showers—in fact, any time when a gift of distinction 
is desired. Packed in a specially attractive box. An 
ideal Christmas gift. 

/ Each Set Contains: 

' * N°. 301 shirred egg dish. 

1216E 11 pieces . $14.00 

No 1216 Same pieces as set No. 1216 only engraved 

No. Wt. Ea. Each No. Wt. Ea. Each 

1216 Gift Set 13V 2 lbs. $6.00 1216E Gift Set 13M: lbs. $14.00 



One set in a carton. 


DUNHAM, CARRIGAN & HAYDEN CO., San Francisco, Cat, U. S. A. 
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QUALITY— SATISFACTION 



MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced, Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 


ST. LOUIS, MO. 


▲ddrosax Omer Cox, San Francisco: Jonsa ft 0ox f Salt Lake City, Utah; Sands ft Cox, Los Angelos, 
Cal.; Turnbull ft Cox, Denver, Colo.; Strimple ft Cox, Seattle, Wash. 


|H g: n. « QUICK MEAL” 

All Blue Porcelain Enameled and 
K Black Porcelain Enameled Ranges 

are “Rust Proof,” “Sanitary” and 
H i Easy to Keep Clean, being Enam- 

I Ljl'r-. I eled Inside and Outside. 

^ Not affected by the Hottest of Fires. 

j - Write for Catalogue and 

* Agency 

Ringen Stove Company Div ision of American Stove Company 


C H. SCHIECK, Pacific Coaet Agent 


715 Indiana Street, near 19th 


SAN FRANCISCO, CALIFORNIA 
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TOOLS 


A few mechan¬ 
ics’ tools along 
with other hard¬ 
ware from a local 
jobber keeps the 
INVESTMENT 
down and SALES 
possibilities up. 


if 


Strevell-Paterson Hardwire Ge. 

SALT LAKE CITY, UTAH 

Wholesale Only 


Honeyman Hardware Company 

NINTH AND HOYT STREETS 
FOURTH AND ALDER STREETS 


Heating Stoves 
Gas Ranges Steel Ranges 
Perfection Oil Heaters 
Basket Grates 
Andirons Spark Guards 
Boys Wagons 
Sporting Goods 
Guns and Ammunition 
Fishing Tackle 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


Established 1867 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Spotting Goods 


Automobile Accessories 


EW HAVE 

J U Ml O PI 


With Radium Dial and Hand# 

The Popular One-day Intermittent 
Alarm Olodk 

The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The eloek is only 3)4 
inches high and! hme a 
2-inch dial. Alarms in¬ 
termittently in j 20-see- 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on tho mar¬ 
ket. Just right to * 4 slip 
in the grip.” 

MORGANA ALLEN CO. 

100 Post Street 
San Francisco, California 
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14 IN. 

COMBINATION 
nano maos 
STEEL 
CANKER TONGS 


MAMP WILLIAMS 

•MNiwnvn 
SOU* «l*5 PAST! 
WUHTttSrDUl 

QUA OWN 

ICOMPOUNO 


BLOCK TIN] 

CAN 


SOLDERING I 
^astebbushI 


COMBINATION 
COVER 
CAN CAM VINE 

^RAV 


2 PATENT 
LONG HANOLE 

CANNING 

TBAV« 


HAMP WILLIAMS HARDWARE CO. 

JtfWocMran HOT SPRINGS, ARKANSAS 


Hamp Williams has worked two year* industri¬ 
ously equipping a factory to manufacture the 


HAMP WILLIAMS 
HOME CANNER 


Retails for Only $14.00 


Every Retail Hardware Dealer in this country 
should have one of these eanners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about Order 
one and get the agency for your town. 


so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which yon can pnt 
np 500 cans daily, 


A Sharp Knife 
Needs No Argument 


1 



H 

jf 


A NY customer who knows the differ- toK 
ence between a pair of shears and a 
nut-cracker will recognize the superi¬ 
ority of the “ENTERPRISE” Meat-and-Food 
Chopper. The razor-edged, four-bladed steel 
knife, revolving against the perforated steel 
plate, is the built-in argument that sells 

“ENTERPRISE” 

Meat-and-Food Choppers 

This is the “open season” for chopper profits. 
Arrange to clamp an “ENTERPRISE” on the 
counter and it will pay you liberally for the little 
space it occupies. 

“ENTERPRISE” 

\ Sausage Staffer and Lard Press 

Your customers who make lard and sausage i 
without it, pay for it anyway in loss of lard k 
and labor. Use this fact to increase your sales, x 


“ENTERPRISE” 
Meat-and-Food Chopper 
No. 5, Family Sire $3.00 
Large Slxe.$4.75 


4-quart Size, Japanned, $11.00 
6-quart Size, Japanned, $12.50 


“ ENTERPRISE 99 literature furnished any dealer on request 

THE ENTERPRISE MFC. CO. OF PA. 

Philadelphia, U. S. A. 

29 Murray St, Mew York, 77 O’Farrell St, San Frandaco. 


Digitized by v^ooQle 







HARDWARE WORLD 


53 


By Udng 

Milbradt Rolling Stop Lad. 
dera yon can utilize space, 
that may now be vacant, 
to good advantage and 
greatly improve yonr fa¬ 
cilities for handling stock. 
You also save the wear 
and tear on fixtures and 
goods, as well as help the 
appearance of your store. 
The manufacture of Boll¬ 
ing Step Ladders is our 
special business. We make 
them in many styles, suit¬ 
able for all kinds of stores and shelf ar¬ 
rangement. 

Folly illustrated catalog will be 
sent on request. 


MILBRADT MANUFACTURIN6 COMPANY 

2410-12 North Tenth Street, St. Louis. 



1 1 

P 

ft- 


Is one of the Job¬ 
ber’s o r Denier’• 
quick, sure sellers. 
Square cooking sur¬ 
face, seven by seven 
inches. 

Furnished complete 
a with ell the neees- 
sexy oooking utensils., 
Fuu nickel finished. 


W e manufacture a 
full line of Household 
Appliances. 

Write for our com- 
p 1 e t e Catalog and 
Trade Discounts. 

RUTENBER 
ELECTRIC CO., 

Marlon, Ind., U. 8. A. 



«| 

•A L 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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Gaits Perfectly 
for Dry Ply, Plies 
or Bait 

STRONG 

TOUGH 

DURABLE 

Invisible in Water 

—Dont* ask y o a r 
trade to take a sub¬ 
stitute — five them 
the real thing. 

Joe Welsh Leaders 
Bell Everywhere. 


/JOE WELSth^Sl 
1 LEADER fW&M 

\ THE HSH Trtp 

\jjoiit break™ 

JOE WELSH 

PASADENA - - CALIFORNIA 

, Exclusive Agent U. S. and 


2 BROODS^ 

Supply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 

Lee Broom A Duster Company, Lincoln, Neb. 
(Nearly 50 years making better brooms) 





BUILD UP YOUR TRADE 

Sell “Fibrotta" Pails 

Also “Fibrotta” Spit¬ 
toons. Waste Baskets, 
Umbrella Jars, etc. They 
are very durable, being 
l made in one piece, with 
no joints to open up. nor 
staves to fall apart. They 
last much longer than 
galvanized articles and 
are very sanitary, be¬ 
cause their hard glass¬ 
like, mahogany surface 
can be washed thorough¬ 
ly with little labor. 
Write for “Fibrotta” 
Catalog. 

CORDLEY & HAYES 

40 Leonard Street. 
New York City. 




Sectional View 
Showing Construction 


GENUINE 

HUNTER’S SIFTER 

The Standard for a 
Quarter-Century 


Order from your Jobber. 


Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible Made in one 

S lece of extra heavy tin plate, nickel trimmings. 

[andle swedged to body. No soldered joints to 
come loose. Easy to remove all parts for cleans¬ 
ing. 

THE FRED J. METERS MFC. CO 
Bender Btreet Hamilton, Ohio 



Oftoeed 


Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has hut three parts, nothing to 
wear out. Flush with ground when not in nse, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER CO. 

200 Scott Bldf., Salt Lake 01 ty, Utah 
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YOUR CUSTOMERS WANT THE BOOMER 

tt TO V ONLY SHOW IS TO SBBM 

BOOMER CANNON 


Adapted for avery use. Ia the strongest and moat durable Cannon Stove made. Conetrueted 
aheet iron drum maj be attaehed, and thna inereaae the heating eapaeitj. 

Made in aiz sirot,— 1 2 S 4 5 6 

Diameter of Fire Pota 13%" 16" 18" 20" 22" 84%" 

Weights, 182 240 800 885 526 675 

OUB LOW FBZOBS WILL SUBFRX8B TOU—Write for them. 


ae that a 


THE HRSt 


SNYDER CO., Manufacturers 

Trade mark Boomer* * Begli 


MASSILLON, OHIO 


Boomer” Bflrtoto * M b. 58228 



A PERFECTION IN SCIENTIFIC GAS HEATING 

THE GLEEWOOD FLOOR FURNACE 

Health—Comfort—Convenience—Economy 

These points win instant favor and continued popu¬ 
larity. 

Stock this new, valuable line. 

Cash in on its large profits. 

Write us for special dealer’s propositions. 

FOSS & JONES, 28 East Union St., Pasadena, Cal. 


•The Heater That Deliver* the Heat.” 



300 

Candle 

Power 

Lights 
With a 
Match 


The Fastest Selling Line 

\VN T?NJOY quick, easy sales and dandy _ 

\vuV profits selling the celebrated COLEMAN _ 

i WYu k ne l am P s » lanterns and lighting systems. 1 

M )\\\ Made by America’s pioneer manufacturer of ■ ft \\ 

- portable gasoline lamps and lanterns. Nat- I 1 u 

""^5) tonally advertised aud unsurpassed in genu- ■ i j 

= ssss ^ ine practicability and customer satisfaction. ■ I | 


( pieman Q uick-lite 




Most brilliant light of all Coleman Lamps and Lanterns 

make and burn their own gas f rom common gasoline. No wick to trim —t 
no globe to wash. ABSOLUTELY S AFF. Can’t epilL Can’t explode. 
Guaranteed Five Yearn, A wonderful line,for live dealers who are 
anxious for the best. No torch needed—lights with common matches. 

Write Nearest Office at once for Our Agency Proposition, 

Sold only through dealers. No mail order competition* 

THE COLEMAN LAMP COMPANY 

L WICHITA ST. PAUL TOLEDO DALLAS CHICAGO 

Largest Manufacturers of Gasoline Lamps, Lanterns and Lighting Systems 



Lantern operatt* 
on same principle 
ae lamp* 300 candle 
power. Lights with 
£ match. 
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White Mountain Refrigerators 



“The Chest With the Chill in It” 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef- 
. fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “ WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 [jfcggwA 
catalogues and booklets. 


Maine Manufacturing Company - Nashua, N. H n U. S. A. 




OX OTTICMM 
BillM, To 


Bom YMmoisoo, OaL 


The Ontario Knife Company, Franklinville, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If job are a wholesale dealer and have not our catalog and prices, you should write for them at ooce 



BUTOKEB 

■sin ni ng 

g noxB io 

BOXING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KI TC HEN 

CANNING 

FISH 

VEGET ABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with i m pr o ved Sanitary Aluminum Handles. 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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MADE IN OHIO, U. S. A. 


ALUMINUM CHATILLON 

"Real Solid” scales 




AND 


TIM "UMAX, MUD* LINK hms tm«n for 10 
Tears, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy Is and has been to five the dealer 
goods of suoh quality that assures him not 
only his TROFIT, but the housewife's contin¬ 
ued patronage we have now added 

A New Line of 

"REAL SOLID WARE” 

This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially In Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that It will be impossible for 
flames to creep up over bottom and burn off 
handla 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore 

INSIDE FINI8H—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers’ Shelves. 

We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOLID" 
Line the most complete on die market 

Write Today and get our New 
1918 Catalog Just off the Press. 

Tin Buckeye Aluminum Cempsny 

WOOSTER, OHIO 


CUTLERY 

Give you more than a 
living margin of profit 


There are two things every 
dealer should be particularly 
interested in when selling 
scales and cutlery. 

First, you should offer 
your trade a product thor¬ 
oughly dependable, high in 
quality and service, at a rea¬ 
sonable retail price. 

This is possible if you are 
a Chatillon dealer. 

Secoud, in return for your 
efforts in making the sale, 
you should realize a substan¬ 
tial profit. 

This, too, is possible if you 
are a Chatillon dealer. 

Chatillon dealers also ap¬ 
preciate that these products 
completely satisfy their cus¬ 
tomers and help, naturally, 
to secure renewal orders and 
increase the trade. 

Get Our Catalogue , Prices 
and Trade Discounts 

JOHN CHATILLON 6 SONS 


Scale Makers Since 1835 
85 Cliff Street New York City 
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BALDWIN Dry-Air Refrigerator 
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Big? 
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A Baldwin Refrigerator can be had to fill your every demand—from 
the smallest sizes for small families to the largest sizes for large 
families, hotels, clubs and grocers. Every one is of the highest 
quality. Prices are moderate. Oak and ash cases. Porcelain, Qal- 
vanized and white enamel lined. 

The Baldwin Refrigerator Co. 

Burlington. Vt. 

Stock Carried by Heyman-Weil Co., San Francisco 
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Genuine “Emcany” 

OR 

Unpolished Acme 

Fry Pans and Spiders 

Cost no more than imi - 
tation or inferior articles 


Customers 


The “EMCANY” is exactly the same 
as the well known "Acme” except that due 
to the shortage of labor during these war 
times it is not polished. But when used 
once it cannot be told from the Acme. 


Examine 
Samples of 
This Ware 
and prove it 
for yourselves 



Sold by all 
First-Class Jobbers 
throughout the West 

ORDER THROUGH THEM 


WM. P. HORN CO., PACIFIC COAST REPRESENTATIVES 

LOS ANGBLBS RIALTO BLDG.. SAN FRANCISCO, CAL. PORTLAND 


New York Stamping Company 

BROOKLYN, NEW YORK 
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Evansville 


Indiana 



Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


‘Move the FAULTLESS Way' 
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UNIVERSAL ■ 

bread maker 

*6Cl 8* 

. 1 •'•rm im#i (ktiJt*. 


II Is the Nation 


The Food Administration does not insist that we de¬ 
prive ourselves of food; eat what you need—but don’t 
waste it. 

When the cry came from “Over There” for food, what 
a stupendous question faced this country. The whole 
nation denied itself and voluntarily undertook the task 
of feeding the world, yet nobody has gone hungry. Thou¬ 
sands of housewives have discovered that Winning the 
War in the kitchen is not a sacrifice, and that it is made 
easy, by the use of 


UNIVERSAL 


Win the War” Home Needs 


UNIVERSAL Bread Maker—saves wheat, makes war 
bread easily and without waste. 

UNIVERSAL Food Chopper—saves food, makes left¬ 
overs into palatable dishes. 

UNIVERSAL Percolator—makes better coffee from 
less coffee with all its strength and aroma preserved. 


Landers, Frary & Clark 

New Britain, Conn. 


BreadMdke* 


ON EACH PIECE OR LABEL 


Digitized by 


Google 
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USEFUL GIFTS APPROVED BY AUTHORITIES 

Our advertising this fall is emphasizing the fact that silverware makes 
useful gifts — the only kind approved by Washington. The above 
illustration is from one of a series of advertisements in colors occupying 
back covers of leading publications. 

INTERNATIONAL SILVER CO. 

MBRIDBN, CONN. 

ISO Pott BtrMt, 8 mm Francisco 
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Take on a line of refrigerators that 
back-up your best selling talk! 


Our 1919 line of quality refrigerators is boiled right down to picked winners. 
You’ll likely be keenly interested in looking over our 1919 catalog, which shows, 
we believe, the most snappy and tempting line of refrigerators on the market. 

We’ve devoted considerable time, thought and effort to the development of 
live-wire “dealer-helps”—the use of which are sure to put pep in your refrig¬ 
erator department. Let us tell you all about them! 



More than 1,500,000 are in use—in every state in the union. Alaska quality is 
held in the highest esteem by particular trade. Our exclusive patented overhead 
circulation system—in our cork-filled line —is the last word in scientific construc¬ 
tion. 

By actual tests made under the direct supervision of the New York Tribune 
Institute and the Good Housekeeping Institute, Alaska Cork-Filled refrigerators 
proved most economical in consumption of ice and maintain lowest refrigerator 
temperatures with dry, cold air. 

Alaska quality is backed by 42 years of specializing. 

Send today for our 1919 catalogue—and outline of our up-to-the-minute dealer- 
helps. They will interest you! 

The Alaska Refrigerator Company 

Muskegon, Michigan 

MANCRUM * OTTER, Inc. HOFFMAN HARDWARE CO. 

San Francisco, CaL Los Angelas, Cal. 
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Monarch Refrigerators 

Big Stocks Carried Where You Can Get 
Them Quickly. No Waiting 




Attractive designs and popular sixes, which sell easily and show you a good 
profit. An old established make, but abreast with the times in all details. 
Cabinets of ash and oak. Lined with porcelain, white enamel and galvan¬ 
ized. Removable flues, waste pipe, and inside trap. Tinned wire shelves 
and strong, handsome hardware. 

Monarch Refrigerator Co., Burlington, Vt. 


Union Hardware a Metal Co. 
Loe Angeles 


Butler A Brittain 
San Frandeoo 
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Mirro Christmas 


Above is pictured the handsome 
Mirro Yuletide catalog. 

The cover is beautifully lithographed 
in colors. 

It will help you make many a Mirro • 
sale to customers seeking gifts that 
combine convenience with an unusual 
beauty. 

Folks like to buy shining gifts for 
Christmas. And in Mirro Aluminum 
they find the gifts that reflect good 
housekeeping as well. 

Send for a copy of this catalog to¬ 
day. If you are not already a Mirro 
dealer we will also send particulars of 
the interesting selling plan on this 
popular line. 


Mirro is a big seller at any season, 
but particularly at this season when 
it reflects sensible giving as well as 
good housekeeping. 

Remember that Mirro is a dealer 
line through and through, and that a 
quarter century of quality aluminum 
making is wrought into every piece— 

And that it is made by one of the 
world's largest concerns in this im¬ 
portant field. 

A postal brings the Christmas Cata¬ 
log. Mail your postal today—NOW. 

Aluminum Goods Manufacturing Co. 

Manitowoc. Wisconsin, U. S. A. 

Makers of Everything in Aluminum 


mirno 


ALUMINUM 

Reflects 

Good Housekeeping 
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The New Boston Rubber Chair Tip 






WO* QATALO* 


Assortment Box 
of 

Rubber Chair 
Tips for 
Furniture 


THE ELASTIC TIP CO. 

370 Atlantic Avenue 
BOSTON • MASS. 


t W V f • 
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S urprising how 

demand has con- 
— centrated on better 
grade mowers. 

Because so many 
householders have 
learned to cut their 
own grass this season. 


m 


Lawn Mowers 
WS& have dem- 

rade-mark will onstrated 

nd on the fol- • ., 

that quality 
tools are 

lylvanla Putt- . 

raenaMowcr 

the most 

; American • 

economi- 

sr City** 1 

cal. 


Thia trade-mark will 
be found on the fol¬ 
lowing : 

“Pennsylvania" 
“Pennsylvania Jr." 
“Pennsylvania Golf" 
“Pennsylvania Putt¬ 
ing Greens Mower* * 
“Continental" 
“Great American 
B. B." 

“Shock Absorber" 
“Quaker Oily" 

“Bed Cloud B. B." 
“Orchid B. B." 
“Daisy" 

“Hew Belmont" 
“BeUevue" 

* ‘Panama’ * 

“Delta B. B." 
“Blectra" 

* ’Pennsylvania 
Pony’* 

“Pennsylvania 

Horae" 

* ’Pennsylvania Grand 
Horae" 

“Pennsylvania Trio 
Horse’’—86-inch 
_ cut 


The prom¬ 
ise for next 
season is 
still a heav¬ 
ier demand 


WILSON’S 

Sport and Military Shoes 

Wilson’s Athletic Shoes and Wil¬ 
son’s Military Footwear have 
earned a national reputation for 
quality and smartness. 

The Wilson line includes shoes for 
every sport — baseball, football, 
tennis, golf, track, gym, etc. 

Wilson’s Regulation Army Shoes, 
in Officers’ and Trench models, are 
in great demand. 

Fit and service-giving qualities are 
not excelled in even custom-made 
footwear. 

The Wilson Shoe Factory illustrated above 
is just one link in the long chain of 
Wilson Factories, devoted to the produc¬ 
tion of highest quality Sporting Goods 
and Athletic Equipment. 

Wilson’s shoes are unconditionally guar¬ 
anteed to give satisfaction. 

Let us tell you how to “cash in” on 
Wilson Sporting Goods. 

Write today for catalog, price list and 
dealer’s proposition 



701-708 N. Sangamon Stroot, Chicago 

Extern Headquarter!, 25 W. 45th St., New York 


No. 4 of a StriM 
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The Right Men in the Right Jobs 
Will Win The War 


HPHE true American wants to work 
* where he will help win the war. 

He wants to fit in. America needs the 
Ri^ht Men in the Right Jobs. Only 
when this comes about 
can maximum produc¬ 
tion be obtained to sup- |! PRESIDENT'S 

port our armies at the I STATEMENT 

front. 


•«* • r»W m An |M Mrucgl* u do «.r 
insuwoii W. «J| rrrofnn* th* 


l *nd 
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‘"f Utw m utf m um rinjK 

(KroMch itln antril ip»> I «rp I.Sor 
*•> m k»r«lf> u Krifttlon M Mt 

*^1 * A- f"** ■ 
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The needs of all war 
industries can be antici¬ 
pated and met by the 
Government if employ¬ 
ers and laborers will avail 
themselves solely of the 
nation - wide machinery 
which is at hand. The 
length of the War de¬ 
pends directly on our 
Country’s ability to sup¬ 
ply all War Industry 
with the best workers the 
country can produce the moment they 
arc needed. .. „ . ^ 

Above all, the Government urges e v er y min 
The U S FmnlAvm,n* c... »** Wir work to stick to his job until the 

. .* • kmplojment Service IS Government recommends that he change Any 

the Official bureau of the Federal man not engaged in war work should put him- 

Goyernmcnt in charge of the distri- aelf at the disposal of the nation by register- 

bution of labor. The President has wilh ^ Reserve. Thia 

declared ,ha, it i. the official a K ency XEStt 
for recruiting and distributing unskilled He will help beat the Hun. 
labor for war work. 


It has over 500 branches through¬ 
out the nation, and 20,000 U. S. Public 
Service Reserve enrollment agents. Ask 
the local post office or newspaper for 
name and address of the 
nearest representative, or 
write to the U- S. Em¬ 
ployment Service, Wash¬ 
ington, D. C. 

Those employers in 
war work who seek to get 
labor through their own 
or private recruiting 
agencies are interfering 
with the Government’s 
machinery and prefer¬ 
ring their interests to 
those of the nation. Only 
through strict com pliance 
with the Government’s 

rest- 


4 (fftcMcy m the 
*1 • frwr rwplc.'’ 
WOODIOW WILSON. 


program can ihc cpnaunl, r 
lew shifting of labor from on* 
war job to another, with the 
ment diminution in pro- 


conseoucnt diminuri 
duct ion and efficiency, be prevented. 
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This space contributed for the Winning of the War by 

PubUahar of HARDWARE WORLD 
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*What kind “Royal „ 

shall I order? of course! 


Why Royal Cotton Waste “of course?” 

Because you’re guaranteed uniform quality, 
6 per cent “tare” (wrappings) and even 
weight. 

Because there aren’t any metal splinters to 
jab and infect a man’s hand. 

Because a handful of Royal does more work 
quicker and better than two handfuls of other 
wastes. 

Because there are twelve Royal grades to pick 
from—Six White: (Baron, Count, Czar, Duke, 
Earl, Emperor)—Six Colored: (King, Mar¬ 
quis, Mikado, Prince, Rajah, Sultan). You 
pick your best grade for service and price and 
re-order by name. 


Stop Guessing — 
Order Standardized 

ROYAL 

Scratch our name on our 
letterhead for a copy of 
“Producing the Fittest in 
Waste. ” 

Ask our jobber or write 
for the Royal Sampling 
Catalogue and for samples 
of resilient Royal Wool 
Waste. 

Their big national maga¬ 
zine advertising drive is 
on. Watch for it. 



ROYAL .MANUFACTURING & 

General Sales Offices and Plant New York Office—2 Rector Street 

Chicago Office—Peoples Gas Bldg. 
RAHWAY, N. J. Pittsburgh Office—Oliver Bldg. 

St. Louis Office—Pontiac Bldg. 

Boston Office—Rice Bldg. 

Look for the Brand on Each Steel Band San Francisco Office—Wells Fargo Bldg. 


V-V-WW ■V.V-V-V.V.SVS^WAW.V-VVVWeW.V.V^-V-V^eV.V-V.V 
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Chi-Namel Varnish 

Heel Proof: Hammer Proof: WaterProof 

CHI - NAMEL Stains and Varnishes With One Application. 
CHI-NAMEL is Elastic, Self Leveling, no Brush Marks. 
Anyone Can Apply Chi-Namel 



CHI-NAMEL Auto Colors are Positively Water Proof — Eas¬ 
iest to Apply — Last Longest. 


The Tritch Hardware Co. 

DENVER 

Distributors for Colorado, Wyoming and New Mexico 
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Silver Steel 
Saws and Tools 

“Finest on Earth” 


It's a pleasure to sell Atkins Silver 
Steel Saws and Tools. The high qual¬ 
ity and workmanship of all Atkins' 
products always gives the utmost sat¬ 
isfaction. Your best customers are 
usually those that you have pleased 
the most. 

Silver Steel Saws, when tied up with 
Atkins’ Free Selling Helps, will soon 
prove to be your most profitable line. 
For your convenience, we've sired up 
the whole proposition in an interest¬ 
ing book called “Pointers.” 

Write for Advertising and Free Sell¬ 
ing Helps. 


Atkins Always 
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E. C. ATKINS & CO., Inc. 

Established 1857. Home Office and Factory, Indianapolis, Ind. 

Canadian Factory, Hamilton, Ont. Machine Knife Factory, Lancaster, N. Y. 

Branches carrying complete stocks in all largo distributing centers, as follows: 
Chicago Memphis New Orleans Portland, Ore. Seattle Sydney, N. 8. W. 

Atlanta Minneapolis New York City San Francisco Vancouver, B. C Paris, France 
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Starretl Tools 




When You Sell Starrett Tools 


you feel confident that you have made a steady 
customer, because Starrett Tools stay sold. The 
only “come-back” is the COME BACK for 
more of these dependable measuring instru¬ 
ments which satisfy the most discriminating 
mechanics. 

Sell the t *Starretts ,f and your tool business will 
grow steadily. Our Catalog No. 21 BF 
describes the many styles and sizes. 

Write for your copy 

m Sj THE L. S. STARRETT CO. 

The World's Greatest Toolmakers 
Manufacture™ of Hack Saws Unexcelled 
z\i?8r ATHOL. MA8S. 

New York London Chicago (42*855) 
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"Making the World Safe for Democracy 

—or Socialism” 


I N a recent address delivered to business men, 
Mr. Gerard, former United States Ambas¬ 
sador to Germany, gave a warning which 
should be heeded by every business man. 

Mr. Gerard has had considerable experience 
in countries where Socialism has been exploited 
and the beneficent influence of German Social¬ 
ism has been held up to America as something 
most desirable to emulate. 

But Socialism in Germany is a very different 
brand to that which is advocated in this coun¬ 
try. Aside from that, the conditions which 
exist in the United States, as far as opportunity, 
liberty of thought and action, are entirely dis¬ 
similar to those which exist in Germany. 

Then, too, have we not come to realize that 
anything which has the brand “ Made in Ger¬ 
many” is something to be feared and guarded 
against? 

Mr. Gerard Should Be Heeded 

This isn’t the time to say what might have 
been avoided had the warnings of Messrs. 
Gerard, Van Dyke and others been heeded in 
the past, but we should profit by what is being 
said now as to the danger that confronts us. 

We should give consideration to the warn¬ 
ings that are being given. 

Mr. Gerard has said that the present Ad¬ 
ministration has invited suggestions, that they 
will be guided by public sentiment, and he con¬ 
siders he is doing a patriotic duty in warning 
the country lest we permit the I. W. W., Bol- 
sheviki, Non-Partisans and similar ilk, often 
operating under the guise of Socialists or Paci¬ 
fists, to camouflage their real feelings and at¬ 
tempt to mislead those in authority as to public 
sentiment. 

True, they are in the minority, but they are 
so noisy and boisterous, they are so continually 
active in every way, that the better class of 
citizens pay far too little attention to them. 

We either think they amount to so little, or 
we become so disgusted with their “line of 
talk,” or think they exert but little influence. 

But we should not be too sure of this. They 
have been most active in recent years in agita¬ 
tion, and in attempting to “create public sen¬ 
timent” through misrepresentation. 

They adopt methods and means and un¬ 
doubtedly mislead many well intentioned but 
unthinking persons. 

It is true that in many instances their crim¬ 
inal instincts have enmeshed them in the toils 
of the law, but there is no doubt but what their 
teachings have made many converts. 

Particularly is this true in the large cities. 
In a number nf oases their leaders have been 


convicted of murder, of treasonable utterances, 
of defiance of law, and among them are such 
as the Haywoods, Berkmans, Goldmans, 
Mooneys and others of this type. 

This is the class that are endeavoring to 
create public sentiment for “Socialistic Revo¬ 
lution,” and would overthrow our present form 
of government. 

If you do not believe they represent the 
true spirit of America, then it is time for every 
business man to begin to think more of these 
things, and to express himself in no uncertain 
terms, for the Administration has been said to 
invite suggestions. 

Why should you permit this class to have 
the monoply in making suggestions? 

Business men in the interior towns and 
cities are not aware of the extent of the influ¬ 
ence of this class of people in the large cities, 
of an element which has no respect for law or 
even life itself, who act upon the theory that 
the end justifies the means. 

When such are caught and convicted, they 
are held up by their associates and by a certain 
class of venal newspapers as “martyrs to the 
cause” as “innocent victims of soulless cor¬ 
porations.” 

Every business man has a duty to perform, 
and he should not hesitate to express his opinion 
and let his representatives in Congress know 
just what he believes. 

This is the warning of such men as Mk 
Gerard, and other men of vision, that should 
not go unheeded, for this is no time to hold 
back and leave it to the Bolsheviki, the Social¬ 
ists, the Anarchists, to act as spokesmen in rep¬ 
resenting public sentiment. 


BEWARE OF GERMAN PEA1CE 
PROPAGANDA 

We recommend to our readers an article 
appearing in the October issue of the North 
American Review entitled “A Judas Peace.” 

If you haven’t read it, get a copy at your 
library, or from your news dealer. 

Every American should be informed as to 
the methods which Germany will use to en¬ 
deavor to win the war through peace “nego¬ 
tiations,” through pathetic appeals on the 
ground of humanity or religion. 

There is grave danger lest we should be 
misled by such insidious appeals. 


The budding genius often develops into the 
blooming idiot. 
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Retailers Urged to Keep Accurate Accounts 

Complete Records Necessary in Figuring Income and Other Taxes 


T HROUGH the medium of the retail credit 
men’s associations, boards of trade, 
chambers of commerce, and wholesalers 
and jobbers, Commissioner of Internal Rev¬ 
enue Daniel C. Roper is sending to the retail 
merchants of the country a personal letter 
urging the necessity for maintaining an ac¬ 
curate system of accounts. 

The $8,000,000,000 revenue bill now pending 
in Congress means an average tax of $76 for 
every man, woman and child in America. “In 
many businesses,” says Commissioner Roper, 
“taxes will be one of the largest items of 
expense. It is the utmost importance, there¬ 
fore, that every concern, large or small, whether 
corporation, partnership, or individual, shall 
maintain an exact record of its receipts and 
expenses; in other words, keep accurate 
accounts. Taxes should be considered as an 
expense for the year for which they are assessed 
rather than for the year in which they are 
actually paid, and the necessary reserves should 
be provided at once. 

No Special System Prescribed 

“No special system of accounts is pre¬ 
scribed by the Bureau of Internal Revenue, 
but the books should show in detail inventories, 
purchases, sales, capital investments, depre¬ 
ciation and similar items required in making up 
income tax returns. 

“Every merchant should study the income 
tax law and regulations and see to it that 
his accounts are kept in a manner that will 
enable him to determine his net income for 
taxation purposes. Aside from the necessity 
of keeping systematic accounts in order to 
comply with the government’s requirements 
every progressive merchant should adopt an 
approved accounting system for the good of 
his own business. In no other way can he 
further his financial interests more effectively. 

“The bad-debt loss of the nation, which runs 
into large figures annually, is due in large 
measure to inexperience and inability. If mer¬ 
chants would keep even the simplest books of 
account the bad-debt wastage would be reduced 
materially, for inability and inexperience are 


usually marked by the absence of an accounting 
system. 

Advantage to Business Man 

‘ ‘ The man who knows the exact conditions of 
his business from day to day has an immeas¬ 
urable advanage over the individual who has 
no records upon which to base his operations. 
It is the duty of every citizen, especially in 
these war times, to keep in such close touch 
with his business through record keeping and 
otherwise as to maintain the greatest efficiency. 

It is expected through the various agencies 
employed by the bureau to place one of these 
letters in the hands of practically every retail 
merchant in the United States. The National 
Association of Credit Men, with headquarters 
in New York, not only has assured the bureau 
of its co-operation in the dissemination of the 
letter, but it is at work on a uniform system 
of accounting to be supplied to merchants at 
cost. 

“Credit men generally,” said a representa¬ 
tive of the national association, “have found 
by experience that a large number of failures 
result because the men who fail do not have 
a regular system of accounts, and, therefore, 
do not know their financial condition from 
time to time. The National Association of Credit 
Men recognizes this condition and has been 
co-operating with retailers in a movement to 
remedy the situation.” 

Required to Make Reports 

Persons, corporations, partnerships and assoc¬ 
iations liable to any tax imposed by the war 
revenue act are required to keep such records 
and render under oath such statement of their 
accounts as the Commissioner of Internal Rev¬ 
enue may prescribe. 

By adopting and maintaining an accurate 
system of accounting, the merchants, it is 
pointed out by Commissioner Roper, will be 
able to place before the internal revenue 
inspector book records showing how he arrived 
at his statement of net income, thus saving 
himself annoyance and expense and alt the 
same time facilitating the government’s task 
of collecting the war revenues. 


True Today as WeH 

W ITH malice toward none; with charity for all; with firmness in the right as God 
gives us to see right—LET US STRIVE ON TO FINISH THE WORK WE ARE IN; 
to bind up this nation’s wounds; to care for him who shall have borne the battle, for 
his widow and orphan; to do all which may achieve and cherish a just and lasting peace. 

—Abraham Lincoln. 
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Kahn Pleads for Individualism 

“War After the War” Will Be Attacks of Fanatics on Old Order—Beware of Paternalism 


A STRONG plea for the return to enlight¬ 
ened and progressive fairminded indi- 
ualism after the war as opposed to the 
paternalistic tendencies of the government and 
the Bolshevikism of the fanatical inciters of 
the masses, was made by Otto Kahn, of New 
York, in addressing the American Bankers 
association convention. 

The real “war after the war” he said would 
be the attack of the destructive Bolsheviks, the 
self-seeking demagogues, and the well-mean¬ 
ing Utopians against those who believe in the 
history-proven individualism. He said in part: 

“The individualism to which I adhere, spells 
neither reaction nor greed, selfishness, class 
feeling or callousness. No less than those who 
carry their hearts visibly aching for the people 
and aflame against their oppressors, into mag¬ 
azine articles, political assemblies and upon lec¬ 
ture platforms; no less than they are we 
desirous for the well-being and contentment 
of the masses of the people. 

Incentive to Effort 

“The individualism we believe in gives 
incentive to every man to put forth his best 
effort, while at the same time it recognizes fully 
the right and the duty of the state to impose 
upon business reasonable supervision, restraints 
and regulations to take measures destined to 
raise the general level of popular well-being, 
to protect particularly those least able to pro¬ 
tect themselves, to prevent exploitation and 
oppression of the weak by the strong and to 
debar privilege and unfair or socially harmful 
practices. 

“And we further believe that in addition to, 
and over and above the limitations imposed 
by the state there are restraints which a man's 
conscience should impose upon his actions in 
affairs. It is not enough to be “law-honest” 
or “money-honest.” 

Control Kccmmtj 

“I do not fail to recognize that certainly dur¬ 
ing the period of reconstruction, and probably 
more or less permanently, both here and in 
Europe the scope of state activities is bound 
to increase and must concern itself with and 
intercede in, matters which heretofore were left 
entirely to private enterprise. .But this con¬ 
cern and intercession should be such as not 
to eliminate, or lame, private enterprise, but to 
make it more effective. Nor do I fail to recog¬ 
nize, but, on the contrary, I welcome unre¬ 
servedly—as I am sure we all do—the pros¬ 
pect that in the times which will follow the 
profound upheaval of the war, the standard by 


which men will be judged and rewarded will 
be more strictly, exactingly and farreachingly 
than heretofore, that of work done, duty per¬ 
formed, service rendered. 

“From government paternalism to socialism 
is not a very long step. The menace, however, 
of bureaucratism and socialistic paternalism 
with their insidious effect upon the very fiber 
and marrow of the race, confronts us now. 
While bureaucracy and efficiency can go 
together under an autocratic regime, it is 
impossible in the very nature of things for 
bureaucracy to go together with efficiency in 
a democracy. Nor, indeed, can paternalism 
and liberty exist side by side. 

“Fatal to the attainment of governmental 
efficiency of a high order, is the custom of 
changing officials with a change of adminis¬ 
tration. The federal trade commission was 
created but four years ago. Yet, not a single 
one of the original appointees remains today on 
the commission. As bearing upon the question 
o? transferring business functions from private 
control to government control, I need hardly 
enter into the subject of the vastly increased 
cost.” 


Undoubtedly when Geramny takes up her 
peace negotiations they will secure the support 
of publications which have been notoriously 
Pro-German in former days, some making it a 
daily practice to publish verses of the scripture 
at the head of their editorial appeals. 

Bear in mind that the Germans have always 
turned a deaf ear to the entreaties of millions 
of men, women and children in Belgium and 
France, who have been tortured in ways that 
are not even permitted to be published. 

Give Germany justice, but bear in mind that 
justice demands that criminals and murderers 
should be punished. 

Read the article headed, “A Judas Peace,” 
in the October issue of the North American 
Review if you want to get a good viewpoint. 


Too long have business men permitted poli¬ 
ticians seeking to perpetuate themselves and 
friends into office, to give ear to socialist 
dreamers and I. W. W. agitators, as representing 
public sentiment. It is time for every business 
man to feel that it is his duty, as well as his 
privilege, to express his feelings and to voice 
his sentiments on every public question at issue. 

Let your Senators and Representatives 
know just how you feel. 


When a wise man gets real angry he goes 
away back and sits down. 
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ABE YOU SAFE UNDER YOUR EIGHTY 
PER CENT. INSURANCE CLAUSE 
TODAY? 

(Copyright by Elton J. Buckley) 

Several months ago I wrote an article 
explaining the legal effect of the 80 per cent 
clause, so-called, in fire insurance policies, the 
importance of which I stated to be the fact that 
every insurance company doing business in this 
country includes this clause in policies both on 
stock and fixtures and buildings, therefore 
every man who carries insurance is subject to 
it, and inasmuch as it could and very often did 
cut down the amount of insurance he could 
recover after a fire, it was important that he 
knew about it and obey it. I want now to point 
out, for the protection of the readers hereof, 
how conditions brought about by war have 
changed the operation of the 80 per cent clause 
so that many a business man who was safe under 
it before is not safe under it now. 

The 80 per cent clause, which is in all fire 
policies in practically these words, is as follows: 

This company shall not be liable for a greater pro¬ 
portion of any loss or damage to property described 
nerein than the sum hereby insured bears to eighty 
per cent of the actual cash value of said property at 
the time such loss shall happen. 

This clause means this: A merchant insures 
a stock and fixtures worth $10,000. To be safe 
under the 80 per cent clause he must carry 
$8,000 (80 per cent) insurance on it. If he then 
has a fire causing damage of $4,000 he will col¬ 
lect his loss in full, $4,000. But if he only car¬ 
ries $4,000 insurance and he has a fire causing 
$4,000, he will collect only $2,000, for $4,000 
insurance is only half of 80 per cent of the 
value of the merchandise. If he carried $6,000 
insurance, and the fire cost $4,000, he would 
collect $3,375, for $6,000 insurance is only three- 
quarters of 80 per cent of the value of the mer¬ 
chandise and $3,375 is three quarters of his loss. 
In other words, he gets the same percentage of 
his loss in the case I cite as his insurance bears 
to $8,000. 

Insurance men tell me that only about 5 per 
cent of fires exceed in damage 80 per cent of 
the value of the property, which means that if 
a hundred business men are all ignoring the 80 
per cent clause, and all have fires, 95 per cent 
will collect less than the full amount of their 
losses because they failed to follow the 80 
per cent clause. 

Thousands of business men who before the 
war were carrying insurance amounting to 80 
per cent of the value of the property are not 
now doing so, because the value of their prop¬ 
erty has very greatly increased, while they have 
not increased their insurance. Therefore, 
insurance which before the war amounted to 
fully 80 per cent of the value of the property 
may not amount to more than 50 per cent or 
60 per cent of it now. 


How that will work to cut down what you 
can collect after a fire, I will show by a few 


illustrations— 

Example No. 1. 

Value of stock and fixtures four years ago.$10,000 

Insurance carried in compliance with 80 per 

cent clause ... 8,000 

Fire occurs with loss of. 4,000 

Can collect from insurance company. 4,000 


Value of same stock and fixtures today.$12,500 

Insurance still carried. 8,000 

Fire occurs with loss of. 4,000 

Can collect from insurance company. 3,200 


The increase in the value of the stock and 
fixtures has reduced the amount collectible 
$800. Under the changed conditions the insur¬ 
ance is $2,000 less than what it should be to 
cover 80 per cent of the value; in other words, 
four-fifths of what it should be, and the insur¬ 
ance company therefore has to pay only four- 


fifths of the loss. 

Example No. 2. 

Value of store building four years ago.$6,000 

Insurance carried in compliance with 80 per cent. 

clause . 4,800 

Fire occurs causing damage of. 3,000 

Can collect from insurance company.3,000 


Value of same store building today.$7,500 

Insurance still carried. 4,800 

Fire occurs causing damage of. 3,000 

Can collect from insuring company. 2,400 


Here the increase of value, not protected by 
increasing the insurance, has cut down the 
amount collected $600, for the insurance carried 
is now not 80 per cent, but only four-fifths of 
that, therefore the insurance company pays 
four-fifths of the loss. 

In the first illustration the owner of the 
stock and fixtures should have increased his 
insurance to $10,000 to keep pace with the 
increased value of the merchandise insured, and 
in the second illustration he should have 
increased his insurance to $6,000. If this were 
done, each could collect the full amount of his 
loss. ; 

There are a great many complaints against 
the 80 per cent clause, but an illustration will 
show that it rs perfectly fair. Two merchants 
occupy adjoining buildings, each with a $10,000 
stock and fixtures. Each carries $8,000 insur¬ 
ance, which complies with the 80 per cent clause. 
In a year each one’s stock doubles in value. 
One, in compliance with the 80 per cent clause, 
takes out $8,000 more insurance. The other 
takes out no more. Each has a fire of the samp 
amount. If it weren’t for the 80 per cent clause, 
both merchants would collect their losses in full 
from the company, though one was paying only 
half as much for his insurance as the other. The 
80 per cent clause equalizes such conditions, and 
lets a man collect on account of his loss the 
proportion that his insurance bears to 80 per 
cent of the value of his property. 
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Getting Ready for Winter Trade 


W ITH the approach of fall the housewife 
began her semi-annual housecleaning 
and renovating campaign, both to get 
ready for the winter, and in anticipation of 
the coming holiday season. This then is the 
time to call attention to all the aids to clean¬ 
ing and renovating, not only to mops and 
brushes and pails, but to enamels, varnishes and 
paints—in order that all may be spic and span 
for the wintery season. 

Show in Order 

It is an excellent idea to feature these 
articles of merchandise in their logical order— 
first the cleansers, mop, broom, brush, vacuum 
cleaner, buckets and pails; then the renovators, 
enamels, varnishes, paints, and brushes; and 
finally the new articles of household comfort to 
be installed—fire screens, andirons, brass fire 
sets, gas heaters, electric conveniences, as well 
as lamps of various sizes and descriptions. 

Cleansers are ordinarily supposed to be 
objects of utility rather than beauty, but 
Wadsworths, Pasadena, Calif., found a means 
of making them both useful and thereby caused 
many people to stop and look at their display 
who ordinarily would not be attracted to the 
purely utilitarian. They featured especially 
chamoline, a polishing cloth designed as a sub¬ 
stitute for chamois. Strings of it hung on the 
wall and in the rear was a large art card: 



PBE8ERVE THE PROPERTY YOU OWN 

Help the nation by keeping your buildings 
painted. It is economy to use the paint that 
wears the longest. 


Beneath it was shown a card board house, with 
the front cut away to show the interior, and 
above it a card: 


Decay Won’t Bother This Home 
It is protected with Blank paints 


Little piles of chamoline were scattered all over 
the window, and with each was a small card, 
with the word “Chamoline” in red letters, fol¬ 
lowed by catchy little phrase in black “Will do 
the work at one fourth the cost, The labor 
saving necessity. For cleaning. For polishing. 
For economy, and the greatest chamois value 
ever offered.” In the rear were shown color 
cards, and cans of paint and brushes. 

A Display That Made Sales 

The Parker-Boutelle Hdw. Co., San Diego, 
Calif., presented their line in a simple but 
effective manner. Across the floor extended 
a diagonal strip of floral crepe paper on which 
were laid brushes and cans of paint and enamel. 
In the rear was built up an arch of cans of 
paint, while coming through this archway was 
a young woman (Life size cut-out figure) with 
can of enamel in her hand. On the wall were 
hung mops and feather dusters, while down 
in front were little cans of paint, each with 
a narrow ribbon running from it to the color 
it contained, as shown on a color card fastened 
to a pedestal topped with a large can of paint 
and paint brush. 

How a New York Dealer Got Results 

Having seen that the house is scrubbed and 
polished, the next thing is to brighten and 
freshen it with new paint and varnish. One of 



the most striking ways of calling this to the 
attention of the public was adopted by F. T. 
Coffin & Son, Buffalo, N. Y., who discarded the 
conventional pyramids of cans and brushes. 

The floor was strewn with autumn leaves, 
and an arch was formed by two tree trunks, 
with masses of foilage across the top. Fastened 
to this foliage was a number of white card¬ 
board letters, forming the word “Forest Tone.” 
At either side were color cards and all through 
the windows were cans of paint and varnish, 
while cards of brown, lettered in green and 
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gold topped each can: “Forest Tone is durable 
— sanitary — washable — governed by good 
taste. ’ ’ A large card read: 


Does the Tone of a Certain Boom Jar on Yonr 
Aesthetic Taste f Transform it into a thing of 
beauty by giving it a couple of coats of one of 
the harmonious tints of Forest Tone. 


Another striking window was arranged by 
McPhee & McGinnity, Denver, Colo., which 
featured paints for both interior and exterior 
use. A large flag decked the background, and 
on either side, on pedestals, were little wooden 
houses, the one sadly in need of paint, the 
other freshly painted in harmonizing tints. A 
card between them, with a large red interro¬ 
gation point queried, in black letters; 
“Which 1 " At either side were color cards, 
and cans of paint surmounted by paint brushes, 
and a card down front advised: 


PAINT PRESERVES THE LIFE OF THE 
HOUSE 

Make everything snug for winter by giving 
the house and outbuildings a couple of coats of 
our weather proof paint. 


The third and last stage in this preparation 
for winter campaign is the suggestion as to 
purchasing home beautifiers. It is none too 
early to advocate Christmas buying, and in so 
doing stress should be laid on the appeal of 
the National Council of Defense that Christmas 
buying be done early and that it be confined 
to useful gifts. 

Nothing adds more to the cheery appearance 
of a room than brightly burnished fire appurt¬ 
enances. This was the thought of the Albany 
Hardware Co., Albany, N. Y., who supple¬ 
mented their newspaper advertising of this line 
with an effective window display. Their ad, 
which was adorned with the cut of a blazing 
grate fire was decidedly catchy: 


"I love the Autumn, don’t youf I think the 
best part of it all is coming home to a fire 
in the dark,” said one friend to another as they 
cozily seated themselves by the blazing, sputter¬ 
ing fire of the fragrant pine knots. 

If you are waiting to light your fire because 
you have not 

Fire screens Tongs Fire set 

Andirons Spark arrester 

why not order them today and get the house 
in readiness for winter f 

Nothing would be more appreciated for a 
Christmas gift than 

Brass andirons Black andirons Fire sets 
Fire screens Portable open grate 

Choose them now. A small deposit will hold 
them until you want them. 


whitewashed wall, and against this was built 
of cardboard a great fireplace, painted to rep¬ 
resent brick. Asbestos fire logs were placed 
therein and behind them a red bulb covered 
with red paper, so that a rosy glow appeared 
to come from the logs. A pair of very artistic 
brass andirons were shown, and before the fire¬ 
place a three-panel folding fire screen of fine 
mesh wire, bound in brass. At the other end 
of the window was a similar grate, though 
smaller, heaped high with coal, through the 
chinks of which gleamed a red light. Front¬ 
ing it was a semi-circular screen, and at one side 
a brass coal scuttle, while at the other was a 
brass rack containing tongs, poker and shovel. 
A sign prominently displayed, declared: 


“HE NEVER CARES TO WANDER FROM 
HIS OWN FIRESIDE” 

Provided it is bright and cheery. Nothing 
adds so much to the homey feeling as a well 
kept hearth, and bright and shining accessories. 
WE HAVE THEM 

Look within, and see what you need for your 
own home. 


All the articles of merchandise displayed bore 
little price tags, plainly but not glaringly 
marked. 


TO CALCULATE PROFITS 

Here is a schedule of profit calculations which 
may be found useful by the average business 
man. It shows, for instance, that 5 per cent 
added to the cost of an article is equal to 4% 
per cent profit on the selling price. The 
remainder of the table follows: 

Addition to Cost Profit on Selling Price 


8% 

per 

cent 

7 

per 

cent 

10 

per 

cent 

9 

per 

cent 

12% 

per 

cent 

11% per 

cent 

15 

per 

cent 

13 

per 

cent 

16 

per 

cent 

14% per 

cent 

17% 

per 

cent 

15 

per 

cent 

20 

per 

cent 

16 2 

-3 per 

cent 

25 

per 

cent 

20 

per 

cent 

30 

per 

cent 

23 

per 

cent 

33 I-! 

3 per 

cent 

25 

per 

cent 

35 

per 

cent 

26 

per 

cent 

37% 

per 

cent 

27% per 

cent 

40 

per 

cent 

28% per 

cent 

45 

per 

cent 

31 

per 

cent 

50 

per 

cent 

331 

-3 per cent 

55 

per 

cent 

35% per 

cent 

60 

per 

cent 

37% per 

cent 

65 

per 

cent 

39% per 

cent 

66 2-: 

3 per 

cent 

40 

per 

cent 

70 

per 

cent 

41 

per 

cent 

75 

per 

cent 

42 2 

-3 per 

cent 

80 

per 

cent 

44% per 

cent 

85 

per 

cent 

46 

per 

cent 

90 

per 

cent 

47% per 

cent 

100 

per 

cent 

50 

per 

cent 


The window display effectively comple- A genius is a man who can make anything 
mented this ad. The background represented a but a living. 
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LIABILITY OP A SHIPPER WHO CAUSED 
HIS CONSIGNEE $1,750 LOSS 

(Copyright by Elton J. Buckley) 

The following letter, sent to me by the Penn¬ 
sylvania Retail Merchants 1 Association, I an¬ 
swer here because it will interest every reader 
of this department : 

We desire to submit this question. The facts are 
these. Two packages of goods, one of $1,800 and one 
of $2,100, were sent by express to a merchant. The one 
of $2,100 came all right, but the one of $1,800 waB 
never received. The shipper had put on the packages 
“value not over $50/* as is often done to keep the 
express charges lower. 

The contention of the express company is that it is 
not liable for $1,750, the difference between the 
declared and actual value, but is liable only for the 
$50 declared value. The merchant refuses to pay the 
shipper owing to non-receipt of the. goods, and the 
shipper claims of the express company, showing the 
actual shipment and invoice. 

Who loses f 

This was threshed out before our convention, and 
the opinion was that the express company was absolved 
by reason of the declared value of $50, which was 
the shipper’s fault. Also that the merchant could not 
be collected from by the shipper, because the goods 
never arrived, although the general understanding is 
that it is up to the consignee after the shipping 
receipt is in the consignor’s hands. The point made 
was that by reason of the negligence of the shipper 
in putting such a small value on an $1,800 package, he 
was to blame. 

If a common carrier (an express company 
is a common carrier) was not allowed to limit 
its liability for goods lost and injured while 
en route, it would be liable “for all loss and 
destruction of or injury to such goods, not 
occasioned by the act of God or the public en¬ 
emy.” Unfortunately, it is allowed to limit 
its liability by contract, and this contract it 
forces shippers to accept by putting it in express 
receipts, bills of lading, etc., and also by offi¬ 
cially publishing it in its rate schedules on file 
with the Interstate Commerce Commission and 
elsewhere. Since a shipper is bound to take 
notice of the rates, he is bound by what is 
filed, even if he doesn’t see it and knows nothing 
about it. 

It is well settled that express companies and 
other common carriers can and do legally re¬ 
duce their liability by various devices. These 
devices can be avoided, as I pointed out in a 
previous article, if the shipper will read what 
is in his express receipt or bill of lading and 
do everything he is required to do there in order 
to hold the company to full liability. 

One way in which express companies are 
allowed by law to reduce their liability is to 
include in their express receipt a clause that 
they shall not be liable for more than a certain 
amount, usually $50, unless, where the value is 
more than that, the actual value is disclosed to 
the company at the time of shipment, and an 
increased rate paid. This clause has been held 
to be valid even where the loss or damage was 
caused by the company’s negligence. It is most 
valuable protection for the company. Under 


it, it is the duty of the shipper to take the 
initiative and state the real value; the company 
can sit still and wait for him to do it, and if he 
doesn’t do it, the most that the company can 
be held for is $50, even if the real loss is $50,000. 

So that in the case cited, the company can¬ 
not be held for more than $50 if the shipper 
failed to state the real value. As against the 
express company, the consignee is bound by 
what the shipper did, because “where a con¬ 
signor contracts for transportation for the con¬ 
signee, it is presumed in the absence of evidence 
to the contrary that he has authority to make 
special contracts for the consignees as to terms 
of shipment, and the consignee will be bound.” 
Therefore, if the consignee instructed the con¬ 
signor to ship the goods, or if it was under¬ 
stood between them that the consignor should 
attend to the shipment, the consignee must take 
his $50 and cannot claim any more from the 
express company. 

But whether he can recover his loss from 
the consignor is a different question, with, I 
think, a different answer. The consignor knew 
or should have known, of the provision in the 
express receipt requiring that the real value 
be stated if it is to be collected from the com¬ 
pany. He knew, or should have known, that 
if he failed to declare the real value, and the 
goods were lost, the consignee would be unable 
to collect his full loss. Knowing this, or being 
in position to know it, he created a situation 
which has cost the consignee $1,750. My judg¬ 
ment is that he can be compelled to pay that 
loss to the consignee, unless the latter was in 
some way a party to the low declaration of 
value in order to keep the rate down. 

1. If the consignee has paid for the goods, 
he should sue the consignor to recover his $1,750 
loss. 

2. —If the consignee has not paid for the 
goods, he should wait until the consignor sues 
him, and then defend by introducing his claim 
for damages by way of set-off. 

I have assumed throughout that these goods 
were not sold delivered, but in the usual way, 
viz., f. o. b. the seller’s station. If they were 
sold delivered, then the loss is the shipper’s, and 
the consignee needn’t bother anything about it, 
because the shipper never got the goods to 
their destination. 


Fortunate is the man who never knows when 
he gets the worst of it. 


WOULDN’T BE WITHOUT HARDWARE 
WORLD 

Every issue of the Hardware World is worth 
double the price. We wouldn’t be without it; 
in fact it phases us in every wav. Every retail 
merchant should read and digest everything in 
it verv carefully. 

Oklahoma. BLUEJACKET SUPPLY CO. 
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Queer Ideas of Loyalty 


M UCH has been said and written on the 
subject of loyalty—business loyalty— 
loyalty to one’s employer, to the man or 
firm who is paying a salary, nevertheless queer 
ideas of loyalty still exist. 

In the majority of cases those who have 
proven their loyalty have gone ahead and 
become proprietors or employers themselves, 
but a new generation of young men and young 
women are constantly coming into business who 
have never had instilled into them at home (or 
perhaps there has been no occasion for it) the 
true idea of what should be expected of a 
man or woman in the employ of another. 

It should always be understood when you 
are employed by anyone that you are being 
paid for your services—not merely to “put. 
in time,” to be at your desk, or behind the 
counter, but because you intend to render value 
received, to put forth conscientious effort, to 
use your whole time for the employer’s inter¬ 
est—to deal by him as you would want him to 
deal with you if he was working fott you. 

An honest person will always endeavor to 
put themselves in the employer’s place and ask 
what would I do if I were employing someone 
else. 

Would I not expect the full time to be utilized 
to the best advantage ? 

Would I not expect a concentration of 
thought and effort to do my work to the best 
advantage ? 

Would I not expect suggestions, improve¬ 
ments, and ideas where time and money could 
be saved? 

Would I not expect an employee of mine to 
keep themselves in fit condition so work could 
be done properly? 

Would I not expect anyone whose services 
I had engaged to keep me informed on every¬ 
thing that pertains to the welfare of my busi¬ 
ness ? 

Generally if one is honest and conscientious 
and puts themselves in the position of the 
employer, acting in the way they would want 
their employees to act were the position re¬ 
versed, they are not going to be very far wrong. 

If you see that anything is being neglected, 
whether intentionally or otherwise if you were 
the employer would you not wish to have it 
reported to you so it might be corrected. 

If work is being done in a careless haphaz¬ 
ard manner would you not expect an employee 
of yours to inform; you with reference to it ? 

To Whom Is Loyalty Dae? 

To whom is loyalty due? In other words to 
whom do you owe the greatest loyalty, to the 
employer who is paying you a salary, or to 
your associates? 


There seems to be prevalent among a lafge 
percentage of employees an idea that they do 
not wish to be considered a “tattler,” that is 
a reputation one does not want. 

But there is no occasion for “tattling” for 
“tattling” is mischief making, it is actuated 
generally by jealousy, envy, a desire to take 
advantage of someone, to secure someone else’s 
position you might covet. 

If you are not actuated by these things, if 
you bear no ill will to any associate, you can 
not consider yourself guilty of tattling or tale 
bearing if you keep your employer informed on 
matters that affect his business. 

It doesn’t make any difference whether it 
be that work is being done in a careless way. 
whether there is some associate that is guilty 
of acts of indiscretion, or neglectful of work, 
which if you were in the employer’s place you 
would not tolerate, or whether an employee is 
dishonest in his dealings, whether he is taking 
goods from the store, or whether he is taking 
time that rightfully belongs to the employer, 
and for which he is paying, would you not wish 
to have this reported to you if you were the 
employer? 

Knowledge of Sadi Makes Ton Guilty 

If you are cognizant of these things are you 
not just as guilty as the employee who is doing 
these things, for you are shielding him, you 
are really encouraging him or her to continue 
these unlawful and wrongful practises by the 
fact that you have knowledge of it and are will¬ 
fully concealing it, thus abetting the employee 
in doing dishonest things. 

Whenever a man commits a crime, the one 
who has knowledge of it, and shields or protects 
the criminal, is equally guilty or culpable—in 
other words he is an accessory to the fact. 

Do you who have knowledge of such things 
being done in business realize that you are also 
an accessory to the fact? 

Think over these things—consider what you 
would want to have done if you were the 
employer and make it your business to keep 
him informed if you expect to succeed or even if 
you intend to have the respect and confidence 
in yourself you should have. 


NO WONDER THEY ARE SUCCESSFUL 

We try to take advantage of all hardware 
trade papers because there are helpful ideas and 
suggestions in them that pays every retail mer¬ 
chant. 

We enclose subscription for the Hardware 
World for ourselves and employes. 

VANDERVOORT HARDWARE CO. 
Michigan. 
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Made His Dreams Come True 

A Missouri Boy, With an Ambition to Be a Traveling Man, Who Made His Dreams Gome True. 

Now a Sales Manager of the Institution. 


M onroe county, 

Missouri, is famous for 
many things. 

A score of years ago it 
claimed to be the banner Dem¬ 
ocratic County of that state, 
and while willing to admit 
there were really a few decent, 
upright men who voted the Re¬ 
publican ticket, they were so 
in the minority they were 
hardly to be taken into con¬ 
sideration. Among other 
claims they made the asser¬ 
tion, which every county has a 
right to make, that they had 
more beautiful women and 
prominent men to the acre 
than any other portion of the 
universe. 

One thing we do know, 
many who have achieved suc¬ 
cess and become prominent in 
varied lines have been proud 
to say they formerly lived Assistant Sales 
there. Hardwa 

Su^ch a man is J. M. Diven, 
assistant sales manager of the Simmons Hard¬ 
ware Co., St. Louis. 

Now, the Simmons Hardware Company have 
many men of the type of Mr. Diven, and he 
himself would be the last in the world to claim 
for himself any special attributes not possessed 
by hundreds of successful hardware men the 
country over. 

But this month we are using him as a type, 
for while he is willing to talk about business, 
when it comes to personal matters you need 
more than the proverbial corkscrew to extract 
information. 

But the Hardware World has resources in 
matters of this kind of which Mr. Diven prob¬ 
ably did not dream, and we are going to tell 
a little of his early life and ambitions, because 
we think it will serve as an incentive to other 
hardware clerks, that it may enthuse and in¬ 
spire them to greater usefulness. 

Mr. Diven recently completed twenty-one 
years’ service with the Simmons Hardware Co., 
by far the greater part of which has been spent 
on the road, for in his boyhood that was his 
one ambition. 

As a youth, left without a father’s advice 
and care, his family and friends thought he 
would make a good hardware man, so at an 
early age he became a “cub” in a hardware 
store in Monroe City, Missouri. 


J. M. DIVEN 

Assistant Sales Manager , Simmons 
Hardware Company 


He could do a good job 
sweeping out, blacking the 
stove, carrying in wood in 
winter, opening boxes and 
crates, but his hands fairly 
itched when he could help un¬ 
pack the stock and arrange it 
on the shelves. 

In those days salesmen did 
not make as many calls as 
today, and the weekly or 
monthly arrival of a salesman 
was an event to which he 
looked forward. 

This was a time when hard¬ 
ware clerks were not supposed 
to read trade papers, and he 
had to absorb information 
from circulars picked out of 
the waste box or from the con¬ 
versation he overheard. 

Today progressive hard- 
'uVen ware dealers realize one of the 

best ways of educating their 
* nnger, Simmons clerks and salesmen is to place 

Company a copy 0 f suc j 1 a ma gazine as 

the Hardware World or other 
good publications in their hands, and salesmen, 
with present day opportunities, develop several 
times as fast as they did twenty years ago. 

He soon learned that the Simmons Hard¬ 
ware Co. salesman who called represented one 
of the big hardware institutions of the country, 
and he managed to overhear bits of conversa¬ 
tion and learn just what was being ordered. 
When the salesmen had left and the store closed 
after hours he would open the big catalog, read 
the descriptions and longingly turn the pages, 
wondering if the time would come when he had 
such a job. 

The desire to be a traveling salesman wtas 
always uppermost. What a splendid business 
it was—walk leisurely into the store, take out 
your big catalog, write up orders, stop at the 
best hotel, smoke a fine cigar after supper and 
travel on to the next town—surely this was an 
easy job. 

One day a salesman suggested that the 
Simmons Hardware Co., the very institution 
upon which he had always looked with awe 
and wonder, was on the lookout for bright boys. 

It didn’t take him long*to decide to go to 
St. Louis and “get a job.” He was more success¬ 
ful than he anticipated, and began as copy 
clerk at $20.00 per month. 

Now that he had a position in a big city, 
he felt the importance of his work as copy 
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clerk, and rose to the dignity of the occasion, 
as every ambitious boy should. 

He worked diligently, but was impatient to 
go on the road and never hesitated to send 
notes to the “boss ’ 9 to let him know that was 
his chief desire. 

Finally, when he had reached the age of 21, 
he was sent out as a “helper” to one of the 
older traveling men. 

A “helper” has the “privilege” of carrying 
the catalog, opening the cutlery roll, and occa¬ 
sionally, if he is an apt pupil, is sent to a few 
of the nearby villages where the “regular” 
traveling man hardly thought it worth while 
to go often. He began to take a few orders— 
big ones they seemed to him—and his knowl¬ 
edge increased as his territory widened. 

He felt he was developing rapidly into a 
“full fledged” traveling salesman. All the time 
he was studying, absorbing, reading what trade 
papers he could pick up, was an attentive lis¬ 
tener, trying to become informed on everything 
that would have any bearing on his work. 

The Portion of a Salesman’s Life 

Two or three experiences will serve as an illustra¬ 
tion of the kind of ‘ * metal” he has in him. 

On one of his earlier trips he went to a town 
where his house had no customers. He called on the 
only hardware dealer in the town and made an ap¬ 
pointment to see him. At another town a mile and a 
half away, up one of Missouri’s steep hills, was a cus¬ 
tomer, and of course ho must not overlook him. 

He tramped up this long hill, made an appointment 
with his hill customer to see him after supper, went 
back again-to his prospective customer in the lower 
town, whom he sola. After supper he hired a wheel¬ 
barrow, on which he could load his catalogs and samples 
and wheeled it up this hill. 



When a salesman will load his samples, catalog, etc., on 
a wheelbarrow and push it up a long hill in going from one 
town to another, working until midnight — that tells the story 
of the “stuff” which is in him. 

He stayed with his “hill” customer until after 
eleven, finished the order, then wheeled his catalog 
and samples back to the lower town. 

Fired with an ambition to do his best, he allowed 
no obstacles to stand in the way. 



Tramping out to the intersection of where two railways 
cross with heavy grips, and then have the train go by without 
stopping, spending the night in some abandoned rancher's cabin, 
with the thermometer way below stot o—well the man who does 
these things is bound to get ahead. 

Another time, when traveling in Colorado, where 
trains were few and far between, two small towns he 
wanted to make were seven miles apart. 

He felt the importance of saving time and getting 
over his territory quickly as possible. When he fin¬ 
ished with one customer at what was known as a 
“watering tank town,” he used a “tie ticket” these 
seven miles, carrying a heavy catalog, samples and 
suitcase containing his personal belongings, only to 
be disappointed by the second prospect. Seven miles 
loaded down as he was, was equal to thirty or forty 
miles ordinary walking. Nevertheless he was not dis¬ 
couraged. If he had made mistakes he would profit 
by them. 

He has had the usual experience of finishing his 
work in one small town where trains do not stop, 
walking several miles to where two railroads cross in 
the expectation of getting on a train. Several times, 
however, the engineer “forgot to stop” and he was 
left stranded miles from “nowhere.” 

On such occasions he made the best of sleeping 
out, or going to an old ranch or corral, where even a 
decent bedbug would refuse to spend the night. 

Now Sales Manager for Western Division 

Mr. Diven, having spent so many years as traveling 
salesman, was placed in charge of their western terri¬ 
tory, embracing Montana, Idaho, Wyoming, Utah, Ore¬ 
gon, Washington, California. With such experience as 
he has had he considers the salesmen under his juris¬ 
diction as co-workers. Nothing is more distasteful 
than to be regarded as a “boss” in any sense, but 
rather as a co-worker for the good of the institution 
and their customers. 

Through many years of service, he knows the ex¬ 
perience, obstacles and difficulties with which the 
salesman has to contend. 

He recently completed a trip of the far West, ac¬ 
companied by Mrs. Diven, who is also proud to be 
known as a Monroe County girl. 

The Hardware World is glad of the opportunity 
of telling these instances in a salesman’s life, which 
could be multiplied many, times, for they serve as an 
index to Mr. Diven’s character. They should prove an 
incentive to younger hardware clerks and salesmen, 
who are coming on, and who must realize that before 
a man can sit at a “roll top desk” and direct other 
men, he must have that knowledge which can only 
come through years of experience and hard work. 

There is always a place waiting for the man who 
makes good, and “where there is a will, there,is always 
a way.” 
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Non-War Construction 


To All Manufacturers, Jobbers, Distributors, 
Dealers and Consumers of Building Ma¬ 
terials : 

S far back as March 21, 1918, the following 
resolution was unanimously adopted and 
given wide publicity by the War Indus¬ 
tries Board: 

Whereas, it has come to the notice of this Board 
that new industrial corporations are being organized 
in different sections of the United States for the erec¬ 
tion of industrial plants which cannot be utilized in 
the prosecution of the war; and 

Whereas, plans are being considered by certain 
states, counties, cities and towns for the construction 
of public buildings and other improvements which will 
not contribute toward winning the war; and 

Whereas, the carrying forward of these activities 
will involve the utilization of labor, materials, and 
capital urgently required for war purposes: Now, 
therefore, be it 

Resolved by the War Industries Board, that in the 
public interest all new undertakings not essential to and 
not contributing directly or indirectly toward winning 
the war, which involve the utilization of labor, ma¬ 
terial and capital required in the production, supply, or 
distribution of direct or indirect war needs will be 
discouraged, notwithstanding they may be of local 
importance and of a character which should in normal 
times meet with every encouragement; and be it 
further 

Resolved, That in fairness to those interested therein 
notice is hereby given that this board will withhold 
from such projects priority assistance, without which 
new construction of the character mentioned will fre¬ 
quently be found impracticable, and that this notice 
shall be given wide publicity, that all parties interested 
in such undertakings may be fully apprised of the dif¬ 
ficulties and delays to which they will be subjected 
and embark upon them at their peril. 

8ince that time the manufacturers of the principal 
building materials, including paving brick, face brick, 
common brick, hollow tile, cement and lime, have 
agreed to cooperate with the War Industries Board 
in carrying into effect the spirit of the foregoing 
resolution, and the individual manufacturers have 
signed and filed with the Priorities Division pledges 
in writing substantially as follows: 

The undersigned hereby pledges itself not to use, 
nor so far as lies within its power permit to be used, 
any products of its manufacture now in, or which may 
hereafter come into, its possession or control, save (a) 
for essential uses as that term has been or may be 
defined or applied from time to time by the Priorities 
Division of the War Industries Board, or (b) under 
permits in writing signed by or under authority of such 
Priorities Division; that it will make no sale or de¬ 
livery of such products to any customer for resale 
until such customer has filed with it a similar pledge 
in writing, and that it will use its utmost endeavor to 
insure that its products shall be distributed Bolely for 
essential uses. 

Similar pledges are exacted by manufacturers from 
their customers who purchase for resale. 

That all interested in the manufacture and sale of 
building materials, as well as those interested in 
building projects of every character, mav have a clear 
definition of or a ready means of ascertaining the 
uses to which such materials may be put, and be ad¬ 
vised of building projects which may be prosecuted 
during the war with the approval of the War Indus¬ 
tries Board, this circular is issued. 

Structures, roads, or other construction projects 
falling within the following classifications are hereby 


approved, and no permits or licenses will be required 
therefor: 

(1) After having first been cleared and approved 
by the War Industries Board, those undertaken directly 
by or under contract with the War Department or the 
Navy Department of the United States or the United 
States Shipping Board Emergency Fleet Corporation, 
the Bureau of Industrial Housing and Transportation 
of the United States Department of Labor, or the 
United States Housing Corporation. 

(2) Repairs of or extensions to existing buildings 
involving in the aggregate a cost not exceeding twen¬ 
ty-five hundred dollars ($2,500). 

(3) Roadways, buildings and other structures un¬ 
dertaken by or under contract with the United States 
Railroad Administration or a railroad operated by such 
administration. 

(4) Those directly connected with mines producing 
coal, metals and ferro-alloy minerals; and 

(5) Public highway improvements and street 
pavements when expressly approved in writing by the 
United States Highways Council. 

No building project not falling within one of the 
foregoing classes shall be undertaken without a permit 
in writing issued by or under the authority of the 
Chief of the Non-war Construction Section of the Pri¬ 
orities Division of the War Industries Board. 

Should one contemplating building conceive his pro¬ 
posed project to be in the public interest or of such 
essentiality that under existing conditions it should 
not be deferred, then he will make a full statement 
of the facts in writing, under oath, and present same 
to the local representative of the Council of National 
Defense, applying to such representative for his ap¬ 
proval of the proposed construction. 8hould such local 
representative approve the construction project, he 
will promptly transmit the application, stating clearly 
and fully his reason for approving same, to the Chair¬ 
man of the State Council of Defense, for his consid¬ 
eration. If approved by the latter, he will transmit 
it to the Chief of the Non-War Construction Section 
of the Priorities Division of the War Industries Board, 
Washington, D. C., for consideration, if need be fur¬ 
ther investigation, and final decision. Should the ap¬ 
plication be finally approved by the Priorities Division 
a construction permit will issue which will constitute 
a warrant to manufacturers and dealers who have 
taken the pledges of cooperation above mentioned to 
sell and deliver building materials required in the con¬ 
struction of the licensed building project. 

While it is not the policy of the Government to 
unnecessarily interfere with any legitimate business, 
industry or construction project, it must be borne in 
mind that there is an imperative and constantly in¬ 
creasing demand for labor, material and capital for the 
production and distribution of direct and indirect war 
needs, to satisfy which much non-war construction must 
be deferred. A full realization of this fact by all 
loyal and patriotic citizens, including state and mu¬ 
nicipal authorities, is all that is required to postpone 
such construction activities as interfere with the war 
program. The state and local representatives of the 
Council of National Defense are with confidence de¬ 
pended upon to fully acquaint the whole people of these 
United States with the pressing need for the most 
rigid economy, measured not only in terms of dollars, 
but in terms of labor, materiais and transportation 
service. The construction projects which must now be 
deferred may be undertaken when we shall have won 
the war and will then furnish employment to the re¬ 
turning artisan now on the battle front as well as 
(Continued on page 94) 
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Salesmanship and Success 


MgllZING up a Customer,” which appeared 
^ in a recent issue of a magazine, has 
brought me numerous interesting let¬ 
ters, together with all sorts of questions. I am 
going to quote in its entirety the letter of a 
New York retail salesman. First of all, this 
letter contributes the best tip on salesmanship 
that anyone can give you; second, it asks a ques¬ 
tion which every thoughtful and ambitious 
salesman is continually submitting to himself: 
“How can I improve my approach?” writes 
William Maxwell in Collier’s. 

“Having read your article in this week’s 
Collier’s, I take advantage of the invitation 
you give to write to you, in order to tell you 
that I’ve found, through my own experience, 
that what you say is very true. 

“I’ve been a salesman in a retail store for 
the last five months. After about two months 
of my experience in this store I learned (using 
your expression) how to ‘size up a customer.’ 
Since then I practiced this ‘sizing up’ of cus¬ 
tomers found that I sold to 30 per cent of the 
customers that I handled. At first I thought 
this pretty good, but I finally began to think 
that the increase in percentage of sales did not 
keep step with the experience I was gaining 
all the time. I gave the matter so much thought 
that in the end I decided my system of read¬ 
ing a customer’s character was not as good as 
it possibly could be. Trying to find different 
systems did not help, and in the end it struck 
me that there were only two systems, either to 
‘size him up’ or not to (size him up). This was 
about three days previous to the reading of 
your article. Having tried the first way for the 
last few months, I decided to try the other, 
and, coupled with the determination to sell to 
every customer, I’ve found it working splend¬ 
idly. Within the last three days I’ve sold to 
eight out of the nine customers that I waited 
on. One of these eight admitted afterward that 
he had only come into the store with the inten¬ 
tion of pricing the article, and to two of the 
remaining seven, not having what they asked 
for, I sold entirely different articles. On 
reading your article I thought it quite a coinci¬ 
dence to read about the things uppermost in 
my mind at the time, and I can’t help express¬ 
ing my admiration after reading it. 

“There’8 one thing, though, which I don’t 
understand, but would like to very much, and 
that is about developing a good approach. I 
would be very much obliged to you if you 
could in some way, so it can reach me 
(and I think it would interest many other 
readers of your articles), explain in detail 
♦ xn. tly what you mean.” 


This young man has mastered one of the most 
important truths of salesmanship. Speaking in 
an extremely broad sense, there are two systems 
of retail salesmanship. One is to “size up” each 
prospective customer and gauge your efforts 
accordingly; the other is to “size up” no one, 
but to do your utmost to sell everyone. The 
latter system gets the money in the long run. 
It took this young man only five months to 
discover that fact. I know of salesmen who 
have not learned as much in thirty years of sales 
experience. 

He asks me to tell him how to develop a good 
approach. Approach is partly a salutation and 
partly an introduction of your goods in a way 
that will stimulate the interest of your pros¬ 
pect. As our New York friend has not told us 
what kind of goods he sells, it is necessary, in 
essaying an answer to his question, to speak 
chiefly of approach as a form of salutation, 
which, perhaps, is its most important aspect in 
those cases where the potential customer visits 
a store or sample room to look at goods. 

The best approach a retail salesman can use, 
when an unknown visitor enters his store, con¬ 
sists of a pleasant smile and a courteous good 
morning, or good afternoon. 

But many salesmen smirk when they think 
they are smiling, and others mistake servility 
for courtesy. 

There must be sincerity in your manner. If 
you are a retail salesman—or saleswoman—you 
are not properly tuned up to your job until 
you regard every visitor to your store as a 
welcome guest and habitually endeavor to make 
all shoppers realize that fact by your reception 
of them. 

You can’t merely pretend to feel that way 
about the people who come to the store; you 
must actually feel it. 

In my opinion, one of the first things a 
retail salesman should do is to develop the 
right mental attitude toward the customers of 
his store. 

He should learn to think of them as friends, 
so that his greeting of each customer will 
instinctively be a genuinely friendly one. When 
you join a fraternal organization, you adopt 
toward its members a relationship based on the 
assumption of mutual tastes and interests. You 
feel at least a little closer to your lodge brethren 
than to the average member of the general pub¬ 
lic, and accordingly you put a little more 
friendliness into your salutation of a lodge 
brother. 

Every prospective customer who enters your 
store should mean more to you in a material 
sense than any of your fellow lodge members. 
Your lodge may help bury you, if necessary, 
but the customers of your store are helping to 
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keep you alive and are offering you daily 
opportunities to improve your condition in life. 
The people who visit your store, even when they 
have no immediate intention of buying, are good 
friends of yours, although they may never have 
heard of you. Therefore you should think of 
them as friends, and you should greet them as 
friends. 

How Do Ton Greet Your Friends? 

I know a man who has scarcely any close 
friends, for the simple reason that he doesn’t 
know how to say “How do you do.” The way 
he says it makes that friendly salutation sound 
almost like an insult. He appears to grudge 
the words and the effort of uttering them. He 
is entirely unconscious of this fault, and I am 
sure he could easily correct it. 

Have you a defect in the way you say 
“Good morning” to a prospective customer! 
Do you say it perfunctorily as a thing that has 
to be said, but doesn’t mean anything! If 
so, your approach is bad, and it’s up to you 
to put some real stuff into the words. I know 
a man who draws $25,000 a year principally 
because he learned the right way to say ‘ ‘ Good 
morning” and “Good afternoon.” He would 
say it to J. P. Morgan in just the same way as 
he said it to Tony the bootblack. He wasn’t 
afraid to say “Good morning” to Mr. Morgan, 
and he wasn't ashamed to say “Good morning” 
to Tony. 

Smile Like a Dog. 

Is your smile merely a muscular contortion, 
or do you make it mean something! Your eyes 
should smile. Do they! I wonder if you have 
a dog friend—a dog which really likes you! 
If you have, look at his eyes the next time 
he greets you, and you will know what I mean. 

It would seem that anyone could learn to 
smile as well as a dog, but lots of people don’t 
do it. A dog, however, has an advantage over 
human beings in that his heart is always right 
toward his friends. 

He is almost never too busy, too tired, too 
hungry, or too ill to smile with his eyes at his 
friends. If we salesmen would cultivate that 
attitude toward all our customers, I am sure 
it would improve our approach. 

I may not know you, and you may not know 
me, but if I say “Good morning” to you as 
if I really mean it, and smile at you as if I am 
truly glad to see you and intend to place my¬ 
self entirely at your disposal, I am putting the 
emphasis on the you, where it always belongs 
in salesmanship. 

It doesn’t matter whether you are a million¬ 
aire or a chimney sweep, you will appreciate the 
fact that I am interested in you and anxious to 
do everything that I can for you. If I am a 
salesman and you come to my store, it would, of 
course, be unpardonable for me immediately 
to ask you what you want, just as it would be 
almost unforgiving in me to ask you that ques¬ 


tion if you were my friend and called at my 
home to pay me a social visit. 

Let me emphasize that the people who come 
to your store are your guests, and that they 
should be treated as guests. Don’t ask a cus¬ 
tomer what he wants or what you can do for 
him. 

Show by your greeting that you are at his 
service, give him a chance to tell you what he 
wants and then demonstrate by your cheerful 
alacrity that it is a real pleasure to you to get 
the article for him. 

Customers Are Friends. 

If you know a customer’s name, you nat¬ 
urally have an advantage when you approach 
him. Do you try to remember names! Probably 
not; likely enough you are one of those who 
almost boast that they “can remember faces, but 
can’t remember names.” 

If you don't remember names, it doesn’t 
do you much good to remember faces. You can 
learn to remember names—a good many names 
at least. I am acquainted with a hotel clerk 
who became the proprietor of a large hotel 
because he cultivated the faculty of remember¬ 
ing names. 

But suppose you don’t know a customer’s 
name, is there anything you should say or do 
except to smile and say good morning or good 
afternoon. That depends on you, your cus¬ 
tomer, and the kind of store in which you work. 
I know a small shopkeeper who, on a rainy day, 
will take a customer’s umbrella, shake it care¬ 
fully and return it in such a way that he seems 
to have performed a very useful service. 

That, of course, would not work in a large 
store, but always there are ways of demonstrat¬ 
ing your desire and readiness to be of service. 
If you are behind a counter, you can move some¬ 
thing on the show case with an air which 
implies that everything has been dismissed from 
your thoughts except your desire to be of serv¬ 
ice to the customer who stands before you. 

While you are performing this operation be 
sure to look at your customer, else he may 
think you are “tidying” up and neglecting him. 
Don’t prolong the operation. It should be 
instantaneous and preferably while you are 
smiling and saying good morning or good after¬ 
noon. 

If you are in a department where chairs 
are provided for customers, you should offer a 
chair to your prospectives customer, unless he 
manifests great haste. Most salesmen seem to 
take it for granted that people know what 
chairs are for and that it is not necessary to 
offer a particular chair when plenty are in 
sight. Here again we must remember that a 
customer is a guest and that the good host offers 
a particular seat to his guest and may even 
recommend its comfort. 

It is needless for me to go on multiplying 
examples of how to develop effective touches 


Digitized by 


Google 



88 


HARDWARE WORLD 


of hospitable courtesy in your approach of 
visitors to your store. You can do the thing 
easily enough, if you feel real friendliness for 
the customers. 

"You're Just in Time." 

I am moved to touch on one very common 
fault of retail salesmen and saleswomen. The 
average salesman, if waiting on one customer, 
when a second approaches, seems disposed either 
to ignore the second customer entirely or else 
greet him in a way that makes the first customer 
feel that he is being hurried. 

For such situations the salesman should 
have a smiling but silent salutation, to be fol¬ 
lowed later—when the first customer is dis¬ 
posed of—by the usual spoken salutation. Girls 
are ordinarily better at this than men. 

They can put more significance into a look 
or a nod than a man can—unless he happens 
to be an actor. I think this is probably due to 
the fact that girls and actors use their mirrors 
a good deal. Perhaps it wouldn’t harm sales¬ 
men if they used their mirrors to see how they 
look when they nod and smile. 

When the customer comes to the salesman 
it is not always necessary that the approach 
be more than an effective salutation, but usually 
it is desirable to make some comment about 
the goods the very instant the shopper has told 
you what kind of articles he desires to inspect. 

This comment should make him feel that his 
visit has been well timed, or that his inquiry 
denotes discrimination, or that you have some¬ 
thing out of the ordinary to show him. For 
example, such remarks as these, when truthful 
and appropriate, help to round out your 
approach: 

“You’re just in time; there’s still a good 
selection, but they’re going fast,” or “We’ve 
just received a brand-new lot,” or “Those are 
wonderful goods, aren’t they?” or “I think I 
have a pleasant surprise in store for you; let us 
see if I haven’t.” 

When the salesman goes to his prospective 
customer, as distinguished from his customer 
coming to him, it is absolutely necessary that 
his approach, in addition to embodying the 
essentials of a good salutation, should alsot 
intrigue the interest of the customer in the 
salesman’s firm, or goods—or both. 

How Not to Do It. 

I am indebted to a gentleman from Elkhart. 
Tnd., for an excellent example of the approach a 
traveling salesman should not use. I quote his 
letter entire: 

“T have never had any experience in sales¬ 
manship, but as my regular occupation is likely 
to come to an end owing to war conditions, and 
as T am thinking of taking up the position of 
a traveling salesman. I can appreciate the 
importance of a good approach and think it 
would be very helpful if you would give me 
a f«-w specimen dialogues, varied to suit dif¬ 


ferent kinds of merchandise and prospective 
buyers. My idea of it is something like this: 

Traveling Salesman (to clerk)—Good morn¬ 
ing: I should like to see the proprietor. 

Clerk—That’s him over by the desk. 

T. S. (to hardware merchant, a stocky- 
looking fellow in shirt sleeves)—Good morn¬ 
ing, Mr.-, I am representing-. We 

carry all lines of goods of such and such nature. 
If you are not too busy, I should like to show 
you a few of the special things we have. 

H. M.—Well, let’s see what you have got. 

T. S.—We have been selling a good many 
of these lately. 

H. M.—Got a gross of them on the shelf— 
no call for them at all. 

T. S.—Well, it is sometimes hard to intro¬ 
duce them at first. Now, here is another tool. 
It does- 

H. M.—We have very little call for anything 
except the regular staple lines. 

T. S.—We carry everything. We know your 

rating, Mr. -, and we would like to do a 

little business with you. You must be always 

wanting-. If you could give us a trial 

order, I am sure it won’t be our fault if we can’t 
satisfy you, etc., etc. 

“I have no doubt that with your experience 
you could give a better line of talk than the 
above, and it would be interesting to have some 
samples of the kind of rejoinders best calculated 
to overcome the nothing-doing attitude which 
is, I suppose, the greatest difficulty to be antici¬ 
pated.” 

Try This. 

In the first place, it is a mistake to treat 
a clerk as if he were an office boy. When 
you enter a small store, such as our Elkhart 
reader evidently had in mind, and you are 
approached by a clerk, engage him in conversa¬ 
tion and try to make a friend of him. 

On your way back to the boss’s desk 
endeavor to leave a trail of friends and, inci¬ 
dentally, gather some useful information as 
you go. In a big store, if there is no house 
rule or prejudice against the practice, pay your 
respects to the sales people in the department 
where your class of goods is sold before you 
go to the buyer’s office. 

The information you gain from the sales 
people may enable you to avoid the catastrophe 
of offering as your attention getter a type of 
merchandise on which the buyer is already over¬ 
stocked. 

Don’t start in by telling him about your 
house. Smile, shake hands, and say something 
pleasant; then hand him the article you have 
selected to use in making your approach. Be 
sure to get him to take and hold the thing in 
his hands. Then say to him something like this : 
“What do you think of that? Isn’t that a 
peach ? You know how to sell a good thing ; wo 
know how to make it. Is there any reason why 
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your sales force couldn’t make a killing with 
that piece of goods ?” 

Keep after the buyer with this last question 
until a sense of pride makes him admit—or 
assert—that his sales people could sell the 
article if he wanted them to do so. When he 
has admitted that much, you have an opening. 

I believe that the philosophy of this charac¬ 
ter of approach will be clear to any salesman, 
and I am sure the Elkhart gentleman will have 
no difficulty in adapting it to whatever line of 
goods he undertakes to sell. Here’s hoping 
that he may have much success. 


When asked what the national air of the 
United States was, a little French girl “over 
there” promptly answered, “Hail, Hail—the 
Gang’a All Here.” 


COMING CONVENTIONS 

Mountain States Hardware & Implement Associa¬ 
tion Convention—Denver, Colo., January 21, 22 23, 
1919. 

Indiana Retail Hardware Association Convention 
and Exhibition—Indianapolis, January 28, 29, 30, 31, 
1919. M. L. Corey, secretary, Argos. 

Missouri Retail Hardware Association Convention 
and Exhibition—St. Joseph, February 4, 5, 6, 1919. 
F. X. Becherer, secretary, 5136 North Broadway, St. 
Louis. 

Wisconsin Retail Hardware Association Conven¬ 
tion and Exhibition—Milwaukee, February 5, 6, 7, 1919. 
P. J. Jacobs, secretary, Stevens Point. 

Iowa Retail Hardware Association Convention 
and Exhibition—The Coliseum, Des Moines, February 
11, 12, 13, 14, 1919. A. R. Sale, secretary, Mason City. 

Pennsylvania and Atlantic Seaboard Hardware As¬ 
sociation Convention and Exhibition—Pittsburgh, Feb¬ 
ruary 11, 12, 13 and 14, 1919. Sharon E. Jones, secre¬ 
tary, Fulton Bldg., Pittsburg, Pa., after September 1. 

Michigan Retail Hardware Association Convention 
and Exhibition—Kalamazoo, February 11, 12, 13, 14, 
1919. Arthur J. Scott, secretary, Marine City. J. 
Charles Ross, manager of exhibits, Kalamazoo. 

North Dakota Retail Hardware Association Con¬ 
vention—February 12, 13, 14,1919. Place to be decided 
on later. C. H. Barnes, secretary, Grand Forks. 

Illinois Retail Hardware Association Convention— 
Chicago, February 17, 18, 19, 20, 1919. Headquarters, 
Hotel Sherman. Leon D. Nish, secretary, Elgin. 

Minnesota Retail Hardware Association Conven¬ 
tion—St. Paul Auditorium, St. Paul, February 18, 19, 
20, 21, 1919. H. O. Roberts, secretary, 1032 Metropoli¬ 
tan Life Building, Minneapolis. 

Ohio Hardware Association Convention and Ex¬ 
hibition—Columbus, February 18, 19, 20, 21, 1919. 
James B. Carson, secretary, Dayton. 

Nebraska Retail Hardware Association Conven¬ 
tion—Omaha, February 3, 4, 5, 6, 1919. Nathan Rob¬ 
erts, secretary, Lincoln. 

Secretary Lucas, of the Pacific Northwest Hard¬ 
ware & Implement Association, advises us that the date 
for the 14th annual convention at Spokane will be 
January 15th, 16th and 17th. 

Mountain States Hardware and Implement Asso¬ 
ciation Convention and Exhibition — Brown Palace 
Hotel, Denver, Colo., January 21, 22, 23, 1919. W. W. 
McAllister, secretary, Boulder, Colo. 

Oklahoma Hardware and Implement Association 
Convention, Oklahoma City, December 10, 11, 12, 1918. 
W. B. Porch, secretary, 204 Indiana Building, Oklahoma 
City. 


LIBERTY'S CALL 

(By E. J. Blount) 

(Mr. Blount is a popular representative of Holly-Mason 
Hardware Co.) 

Out in the Field of God's Acres 
Down in the muck and the mire; 

Fighting their Battle for Freedom 
With Hearts and Brains all afire. 

“Over the Top” in the darkness 
Crawling, and waiting to crawl; 

Giving their all for their Country 
Answering “Liberty's Call.” 

Lads from the Office and Warehouse 
Men from the Plain and the Mine; 

All with one thought united 
Holding the Western Line 

Women and Men from the Far Lands 
Wearing the “Cross of Red;” 

Bringing in those who are wounded 
Laying to rest the Dead. 

Tommies, Poilus and Belgians 
Italians (and thank God) the Yanks; 

Giving 'em Hell from the Trenches 
And worse than Hell from the “Tanks.” 

Bombs, Machine Guns and Shrapnel 
Raining a hail of lead; 

Hand to Hand fighting with Bayonets 
Piling up mountains of Dead. 

Aircraft fighting above them 
Bombing the “Boche” below; 

Signalling back to the Trenches 
Telling them where to go. 

Destroyers out on the Ocean 
Watching for the Submarines; 

Warships guarding the Coast Lines 
With Guns and Eyes that are keen. 

All of them fighting for Freedom 
Striking for Home and for Hearth; 

Keeping us safe in our homeland 
Making more easy our path. 

Brave Hearts that give up their Life Blood 
Giving up all, that we live; 

Free from the Curse of Germany 
WHAT ARE YOU GOING TO GIVE? 

Will you be less free with your money 
Than they who gave their life's Breath; 

And wrote with their Blood on “Liberty's 
Bond”. 

“Paid for in Full”—by Death. 


A newly married man gets back to his lodge 
by degrees. 
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NOTICE 

To Roofing Dealers! 

By special request we are extending the closing 
date of our WINDOW CONTEST to November 
30th. This gives you four weeks more in which 
to plan and insert window displays of Pioneer 
Roofing in contest with other dealers for the $50 
Liberty Bond as first prize; $25 War Savings 
Stamps as second prize; $10 Thrift Stamps as third 
prize. 

$50 Liberty Bond 

For Best Window Display of 
Pioneer Roofing 

If you haven’t already sent in your photos of 
window displays—please do so at once. If you 
haven’t put in a window yet—you now have until 
the 30th of November to do so. But—don’t put it 
off. Now is the time for you to awaken interest 
in roofing by a good live window—and you get a 
chance at the prizes mentioned as well. 

Write us for Details and Window 
Display Matter 

PIONEER PAPER COMPANY 

Manufacturers of Pioneer Roofing 
and Building Felts 

247-251 South Los Angeles Street, Los Angeles, California 
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HELP DEALERS MEET REQUESTS OF 
GOVERNMENT 

Merchants today are facing business condi¬ 
tions that are without precedent, as a result 
of the war. No business can be successfully 
carried on along the old lines. It must be 
adjusted to meet existing conditions. 

The merchants of the United States have for 
the last few months been facing the same con¬ 
ditions and struggling to solve the same vital 
problems that have been met and overcome by 
the merchants of Canada and England in the 
last four years. 

The Commercial Economy Board asks the 
stores of this country to conserve man power, 
materials and money, and to stop waste wher¬ 
ever it may be found. The things the Govern¬ 
ment asks the stores to save and stop are the 
products of old, slow, wasteful methods. They 
are the very things that the English and 
Canadian Governments asked the merchants of 
their countries to stop four years ago. 

Merchandise, overhead, operating expenses 
have gone up and will increase still further. 
In order to maintain normal profits, it is neces¬ 
sary to cut down expenses as far as possible, 
stop losses, avoid lost motion, eliminate waste, 
and work faster. No store can hold on to the 
old, worn-out methods and operate at the speed 
that is required by the present day conditions. 

The war has called thousands of trained help 
out of the stores—the new help is untrained. 
At the very time that the Government is spend¬ 
ing billions of dollars and everybody has work 
and money so that business is unusually good, 
merchants have not enough trained help to 
handle their trade. 

That is the present problem of the merchant. 
How can he carry on business more efficiently 
than ever before, meet bigger business with 
less help, and avoid all waste? On the way he 
solves this problem depends not only the extent 
to which he will benefit by the coming time 
of general prosperity, but whether or not he 
can with justice feel that he is doing all in 
his power to help win the war. 

This matter is of vital importance to the 
merchant. He owes it to himself as well as to 
his country to make certain that neither his 
time, goods, nor money are wasted. If he 
is to actively co-operate with our Government 
in this crisis and at the same time benefit him¬ 
self, he must conserve labor, eliminate waste, 
and speed up his business. He can only achieve 
these results by having a more efficient sys¬ 
tem than he has heretofore used. 

There are two ways of learning, by experience 
and by observation. The least expensive way is 
to profit by the experience of others. The mer¬ 
chants of Canada and England found but one 
solution to this problem. That same solution 
has been found by progressive merchants of 


America. That is, labor saving machinery to 
do the work of human hands. But labor-sav¬ 
ing machinery to do the work of human hands 
in a store must be able to do automatically a 
good many things that require both physical 
and mental effort on the part of clerks. 

The Cash Register answers the requirements. 
Many merchants have stated that only through 
the use of cash registers were they able to con¬ 
tinue to do business at a profit. Stores that 
have cash register equipment have found it 
easier to meet the requests of the Government. 

With cash registers the clerk-wrap plan can 
be followed by department stores. This largely 
does away with the need of cashiers and 
wrappers. The register enables clerks to make 
more sales. It reduces deliveries. It helps to 
increase business without increasing the op¬ 
erating force. It makes every motion count and 
speeds up the whole organization. It makes it 
possible for the stores to operate with fewer 
clerks. It gives quick service, which increase 
“Takes” and decreases deliveries. It saves 
clerical supplies and delivery supplies. It cuts 
down clerical work. 

Cash Registers do almost everything in their 
particular line except talk. They help to make 
first class clerks out of poor ones. They are 
so simple to operate that even an inexperienced 
clerk can make correct records by simply pres¬ 
sing the keys. The registers show how much 
business the clerks do, how many people they 
serve, and how big their sales are. They not 
only make clerks quick, careful, and reliable, 
but they are themselves mechanical clerks. 
They enable stores to operate with less help, 
handle a greater rush of business and yet give 
good quick service. 

The clerks have fewer steps to take; they do 
not have so much writing to do; they can 
make two sales where before they made one. 
These are some of the reasons why merchants 
who are anxious to comply with the Govern¬ 
ment’s request to conserve man power, mater¬ 
ials and money and to stop waste, have found 
their greatest assistance in cash registers. 


TWO NUISANCES 

The bird 
Who is always 
Borrowing our money 
Is almost as great 
A nuisance 
As the fellow 
Who never has 
Any to lend. 


One rookie to another at a cantonment: 
“Where do you bathe?” 

“In the spring.” 

“I didn’t ask you when, I asked you 
where!” 
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WHERE 5,530,444 AUTOS OP U. S. ARE WANTED—A STENOGRAPHER 


New York. 

Ohio . 

Illinois. 

California . 

Iowa. 

Pennsylvania . 

Michigan. 

Indiana . 

Texas . 

Minnesota . 

Kansas. 

Wisconsin . 

Missouri . 

Nebraska. 

Massachusetts . 

New Jersey. 

Washington. 

Oklahoma. 

Georgia . 

Connecticut. 

South Dakota. 

Colorado . 

North Dakota. 

Virginia. 

North Carolina . 

Maryland . 

Kentucky . 

Oregon. 

Tennessee . 

South Carolina -- 

Montana . 

Alabama . 

Florida . 

Arkansas. 

Maine . 

Louisiana . 

Mississippi . 

District of Columbia 

West Virginia. 

Idaho . 

Rhode Island . 

Utah. 

New Hampshire .... 

Arizona . 

Vermont . 

New Mexico. 

Wyoming . 

Delaware. 

Nevada . 


422,853 

415,969 

362,742 

355,180 

325,000 

324,184 

236,981 

207,381 

198.369 

188,709 

185,000 

182,700 

164,790 

159,500 

156,798 

124,519 

109,722 

91,700 

89,481 

75.900 
71,800 

71.600 
68,824 
65.000 
61,946 
61,012 
57,543 
57,066 

51.900 
47,950 
46,865 
44,859 
42,846 
39,000 
38,439 

37.600 
37,500 
36,969 
34,371 
27,810 
26,899 
26,850 
21,230 
21.180 
19,765 
15,745 
14,150 
11,129 

7,625 


WANTED—First-class, high-class stenogra¬ 
pher. Salary no object. This stenographer must 
get it as fast as I can talk—and get it right— 
must be absolutely accurate—and must have 
human intelligence. If you are not a cracker- 
jack, don’t bother me. 

ANSWER—I note your requirements as 
aired in the evening sheet, and hasten to make 
inquiry as to this strenuous business that takes 
such an extraordinary stenographer. Your 
advertisement appeals to me strongly—stronger 
than prepared mustard, as I have searched Eu¬ 
rope, Airope, and Irope and the states in quest 
of some one who could use my talents to the 
best advantage. 

When it comes to this chin music proposi¬ 
tion, I have never found a man, woman, or dic¬ 
taphone who could get to first base with me, 
either fancy catch, or catch as catch can. I 
write shorthand so fast that I have to use a spe¬ 
cially prepared pencil with a platinum point, 
and a water cooling equipment that I have had 
constructed at an exhorbitant expense, a note 
pad made of asbestos composition, covered with 
human hide, ruled with sulphuric acid, and 
stitched with cat-gut. 

I use the K-W ignition, single vibrator exclu¬ 
sively, and will guarantee to deliver my rated 
HP under either the A. L. A. M. or S. A. E. 
standard. I have been passed by the National 
Board of Censorship, and am guaranteed under 
the Pure Food and Drug Act of June 30th, 1916. 
I run with my cutout open at all speeds, and 
am in fact, a guaranteed double-copper, riveted 
seamless, hand-buffed, hydraulically welded, 
drop forged and oil tempered specimen of hu¬ 
man lightning on a 450 frame ground to one 
thousandth of an inch. At hot air juggling you 
have nothing on me. 

If you wish to avail yourself of the oppor¬ 
tunity of a life-time wire me, but unless you are 
prepared financially and physically, to pay me 
the tariff for my services, don’t bother me, as 
I am so nervous that I cannot have a tailor 
measure me for a suit of clothes. Spare your 
time and money unless you want to pay at least 
seven dollars a week in cash, or its equivalent, 
and no cuspidors to empty. 

Yours with 80 lbs. compression. 


Total.5,530,444 

These five million cars, since no new ones 
are being manufactured, will require more tires, 
more spark plugs, more accessories and more 
distributions at the hands of the merchants of 
their community than ever before. 

Are you going to cash in on this business 
which is already at your very door? 


If you itch for more business it is up to you 
to do some lively scratching. 


Occasionally the shop-lifter finds it difficult 
to take things easy. 


THE ONE PAPER MERCHANTS READ 
We receive quite a number of trade papers, 
some of which are hardly read, but we want to 
tell you that we look into the Hardware World 
with pleasure, and profit by it very mneh, so 
much so that we expect to note it even closer 
during 1918. We enclose our cheek covering three 
years” subscription. 

HUTCHING8 HARDWARE CO. 

Texas. 
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Let the Miller Plan Put New Blood 
in Your Business 


If you, Mr. Hardware Dealer, are facing the problem of meeting extra over¬ 
head, Miller offers a satisfactory solution for the problem. The Miller plan gives 
you an opportunity to build up a new business through the growing demand 
for Miller Uniform Tires. Also to hold that business permanently because of the 
satisfied clientele the sale of Miller Tires makes. 

Of course you’re interested in building up your business. 



The Miller plan tells you how 
you can procure the Miller 
agency in your town—the ex¬ 
clusive agency for Miller 
Uniform Tires. The market is 
never crowded with a tire that 
has less than 1 per cent adjust¬ 
ment. 

The public knows the value 
of uniform tires and knows that 


the true uniform tires are the 
Miller brand, 4 4 geared-to-the- 
road. ” Let us tell you about 
the Miller plan. 

And there are also the Miller 
Accessories and Repair tubes to 
constitute a mighty good line, 
now that every tire is required 
to give its greatest possible 
mileage. 


Write at once while the chance is open for the Miller Plan 
and learn of our Accessories and our Dealer Brand Sundries 

THE MILLER RUBBER COMPANY 

Dept. A-58, Akron, Ohio 

Makers of Rod end Gray Inner Takes, the Team-Mates of Uniform Tires 
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NON-WAR CONSTRUCTION 

(Continued from page 84) 

those who will then be released by strictly war in¬ 
dustries. 

Yours very truly, 

EDWIN B. PARKER. 
Priorities Commissioner. 

Approved: 

BERNARD M. BARUCH, 

Chairman War Industries Board. 
Since the above was issued a new ruling has been 
made by the Priorities Division of the War Industries 
Board to the effect that all new construction for farm 
purposes only including the aggregate cost not exceed¬ 
ing $1000 will not require a Federal license or permit. 

This ruling will permit the erection of needed 
houses, barns, sheds, store houses, silos and other small 
buildings which the average farmer seldom even con¬ 
siders erecting until they have become absolutely 
necessary. 

List of Commodities Sold Only for Essential Purposes 
According to the Strict Letter of the Priorities 
Committee, War Industries Board: 

Lag screws. Bolts of all kinds. 

Washers. Nuts of all kinds 

Brass and Copper Sheets. 

Brass and Copper Tubing. 

Brass and Copper Rods, Bars and Angles. 

Bessemer Rod, Rex Steel. 

Iron and Steel Products, including Bars, Plates and 
Sheets. 


Tubular Goods, including Pipe and Boiler Tubes. 

Wire Products. 

Steel Split Pulleys. 

Automobile Springs. 

Weed Skid Chains, Cross Chains, Truck Chains. 

Galvanized Hardware Cloth. 

Customers must sign a “pledge card” and have it 
on file with the proper party in our establishment, 
stating they will police the use of these materials; 
and also on each order you take personally, there must 
appear a notation what these items are to be used for. 


COMPRESSING THE ALPHABET 

When the following sentence for forty-eight 
letters first appeared, it was regarded as the 
shortest in the English language capable of 
containing all the letters of the alphabet. 

John P. Brady gave me a black walnut box 
of quite a small size. 

But this was improved upon by a sentence 
of 33 letters of the alphabet: 

A quick brown fox jumps over the lazy dog. 

Another sentence of 33 letters is the follow¬ 
ing: 

J. Gray pack with my box five dozen quills. 

With a change in construction this is reduced 
by one letter, making 32: 

Pack with my box five dozen liquor jugs. 



Here Is a Portion of the Attractive Establishment of the Cass-Smurr-Damerel Company, of Loe Angeles. 

True, this section displays their silverware, cutlery, casseroles, Thermos bottles and other household goods, 
but they devote the same care in their Auto Accessory department, in which they do a large business. 

They are one of the most progressive and up-to-date institutions of the kind in the country. 
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Century- 

TIRES 


Plainfield 

Century-Plainfield 

6,000 oJWiles 


Highest quality 
rubber plus highest 
quality fabric in 
good hands pro¬ 
duce tires of merit. 

Century-Plainfield 

Tires 

Are merit tires because 
everything good is built 
into them by honest hands 
for an honest purpose. 



Extra Size—Hand Made 


Good treatment to users by the factory is yet thrownlin 

Be a Century-Plainfield User 
Be a Century-Plainfield Dealer 

Some Good Territory Open Write for Dealers* Proposition 


TERRITORIAL DISTRIBUTORS 


WAim, HAMILTON A PACITIG 00. 
SANFRAN0I800 


J. B. WOOD TIRE 00. 

927 SO. BUI. ST.. L08 ANGELES 


R. M. WADE A 00. 

PORTLAND AND SPOKANE 


OXTT SBBVXOB ROBS 

HOELLE-RUBBER SALES CO 

Bn&d and Warehouse 

430 Golden Gate Avenue 

SAN FRANCISCO 


'PLAINFIELD jlffCGOL 

"A subsidiary of the Rubber Tnsulated Petals Corporation, 
exclusire manufacturers of the RTMOO Rubber products by the 
ELOHEMO process." FACTORIES, PLAINFIELD, N. J. 


I 
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The Coinsurance Clause 

It Means Equity to All Policyholder* When Generally Used 


F EW business common-places are so often 
misunderstood as the Co-insurance or Re¬ 
duced Rate Average Clause — and yet its 
beneficial character may be made clear by a few 
words of explanation. 

In considering what the object of a Coinsur¬ 
ance or Reduced Rate Average Clause is, it is 
important to bear in mind two fundamental 
facts. 

First. Insurance is a tax—a tax levied to 
repair fire waste. In effect each policyholder 
pays his premium into a fund, which the fire 
insurance company distributes among such of 
them as suffer loss by fire. The tax is laid on 
all to protect those who suffer. 

Second. Now, as insurance is a tax, it fol¬ 
lows that it should be equitably assessed. There 
should be no discrimination between individuals 
owning risks of equal hazard, just as there 
should be no discrimination by a railroad be¬ 
tween different shippers receiving identical 
service. 

The modern and improved method of rating 
risks is to endeavor to make each individual 
risk contribute its equitable proportion of the 
total sum collected for loss payments by rating 
them under schedules, crediting each risk in 
detail with its own excellencies and charging it 
with its own deficiencies; thereby encouraging 
reduction of fire hazard by reducing rates and 
discouraging consumption of national wealth by 
fire by penalizing carelessness. But property 
owners should understand that without the co- 
insurance feature any such scientific system of 
schedule rating is impassible. 

For instance a scientific rater makes, under a 
schedule, a rate of say 1% on a building worth 
$100,000. This is upon the theory that the 
building will be insured for $80,000, that it will 
produce a premium of $800, and consequently 
be a loss-paving factor to that extent. Now, 
if the assured carries only $40,000 insurance, 
the building will be a loss-paving factor of only 
$400, and the insurance company, in providing 
a common fund for payment of lasses to its 
policyholders, will, so far as this risk is con¬ 
cerned, be 50% out of the way in its calculation. 
This 50% must be made good by other policy¬ 
holders if the stability of the company is to be 
maintained; consequently the average rate 
which they pay for their insurance must be 
proportionately increased. 

If we suppose that there are twenty such 
buildings and that on each a different amount 
of insurance, from say $25,000 up to $80,000, is 
carried it will be readily seen that all calcula¬ 
tions as to the rates become hopelessly vitiated. 
In other words, unless the rater knows what 
proportion of the value of each risk is to be 


insured, his rate is purely a guess—not an ac¬ 
curate index or measure of hazard. A rate 
which is perfectly fair and equitable with a 
certain known percentage of value insured be¬ 
comes at once inequitable—too high or too 
low—when a different percentage is insured. 

A parallel exists in the finances of a . city. 
Let us say a city contains property with a tax¬ 
able value of $100,000,000 and its municipal ex¬ 
penses per annum are $1,000,000. If it lay a 
tax of 1% and if all property is assessed at its 
taxable value, its budget of expenses will be 
covered. If, however, one-half of the tax payers 
are permitted to reduce the valuation of their 
property 50% the city must make a tax levy 
of 1.331-3%. 

Insurance is a tax proposition. The taxes of 
the government are to cover the expense of 
running the government. The tax by insur¬ 
ance companies is for the purpose of paying 
the. fire loss. You cannot reduce the assessable 
values in either case without increasing the 
rate. In the case of insurance the rate must 
not only be increased, but the inevitable result 
is to place an unfair burden upon those property 
owners who, by carrying a proper amount of 
insurance, have contributed most liberally to 
the common fund. 

It is a fact that in the fire insurance busi¬ 
ness on the continent of Europe and in the 
marine insurance business of the whole world, 
coinsurance is invariably the foundation stone 
of the indemnity contract; furthermore, if fire 
insurance were to be provided by the State 
or National government, as it is in Germany, 
there can be no doubt that an assessment would 
be levied against all property insured in pre¬ 
cisely the same manner as all other taxes are 
levied; that is, upon the full assessable value 
of the property to be protected. In fact, that 
is the way the insurance tax is collected in 
Germany. 

One of the largest—if not the largest prop¬ 
erty owner in the country is the United States 
Steel Company. That corporation, it is said, in 
the days when it carried fire insurance on its 
property, was unwilling to permit coinsurance 
clauses in its policies but when later on it dis¬ 
continued fire insurance and created a fund 
for insuring its own properties it promptly 
adopted the principle of coinsurance by levying 
an annual assessment—or premium—on each 
piece of property, based on it full value. That 
is to say the rate which each piece of property 
pays to the insurance fund of the United States 
Steel Corporation is based upon an insurance 
equal to its full value. The corporation was 
compelled to adopt this method, for there was 
no other way by which the cost of insurance 
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Canmpksrss cams* ths light tu pierce 
‘ heck s 


ft er duet without * 


If fare* 


Photograph b L. A. Hiller 


Why motorists need Noviol headlights 


T HERE are two main 
reasons why every mo¬ 
torist in your territory 
should equip his car with 
Noviol Conaphores. 

First —Noviol Conaphores 
offer unique advantages, par¬ 
ticularly necessary for fall 
driving. They eliminate the 
dangerous “ back-glare ” 
which blurs the driver’s 
vision on foggy or dusty 
nights. They provide a light 
that is easy on the eye and 
easy for the eye to follow. 
Their Noviol tint flashes a 
sure “signal of safety ’ 9 to 
oncoming motorists and pe¬ 
destrians. 

Second —They comply with 
the headlight laws of every 
state and community, by de¬ 
flecting the glare rays, and 
distributing all of the light 


along the road for 500 feet 
and more. 

To make motorists realize on 
the first count that they ought to 
have Conaphores, Conaphore ad¬ 
vertising in national periodicals 
is driving these advantages home 
— converting motorist into prospects 
for you. 

To make automobile drivers re¬ 
alize the need for Conaphores on 
the second count, however, is a 
different matter. 



Smooth front smrfecs. Easily cleaned. 
Dais mat slag with dust or mud 


What of the motorist who is 
careless about the law’s require¬ 
ments f To make a prospect out 
of him, it is necessary to show 
him that the headlight laws mean 
business. In fairness to other 
motorists who have adopted no¬ 
glare devices, and in fairness to 
pedestrians, the headlight laws 
should be enforced. 

The Conaphore dealer who gets 
behind the movement to enforce 
the headlight laws, who goto his 
uulomobilo stub to bach thtir en- 
forcemeat, is stimulating an in¬ 
creased demand for Conaphores— 
and at the same time he is doing 
his customers and his community 
a real service. 

Retail Price List 

(per pair) Noviol Clear 

v r Glass Glass 

5 to 6% inches incl. $2.40 $1.60 

7 to 8H inches incl. 3.50 2.50 

8% to 10 inches incl. 4.50 8.00 

10% to 11H inches incl. 6.00 4.00 

Prices 25 cents more per pair west of 
Rocky Mountains. Sixes vary by steps 
of H-inch above 6 -inch sixe 

Conophore Sales Division 
Edward A. Cassidy Co.. Mgrs. 

Madison Avenue and 40th Street, 
New York City 


NO GLARE 
RANGE 500 FT. 


(gNAPHORE 


PIERCES FOG 
AND DUST 


Corning Glass Works—World's Largbst Manufacturers of Technical Glass 
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could have been fairly distributed among the 
different properties. 

Remember, the coinsurance clause has no 
effect whatever upon the amount due to the 
assured in the event of loss, whether such loss 
be large or small, provided the amount of 
insurance carried by him equals or exceeds the 
percentage of the whole value of the property 
insured which the coinsurance clause requires. 
So far as the settlement of losses is concerned, 
the coinsurance clause is of no effect whatever, 
no matter hdw little insurance is carried, when 
the insured property is totally destroyed or 
when the damage equals or exceeds that per¬ 
centage of the total value of the p roperty 
insured which is mentioned in the coinsurance 
clause forming a part of the policy. In all 
such cases the assured will be entitled to receive 
exactly the same amount as though his policy 
did not contain a coinsurance clause. The 
coinsurance clause, therefore, becomes a factor 
only when there is a partial loss, which 
destroys a smaller percentage of the value of 
the property insured than that indicated in 
the coinsurance clause. 

That is, when the 80% coinsurance clause is 
used, as is commonly the case, it becomes 
operative in the settlement of losses only when 
the amount of loss is less than 80% of the 
value of the property insured and even then 
only in case the amount of insurance carried 
is less than 80% of the value of the property. 
In the case of losses which destroy more than 
80% of the value, the clause would not in any 
way effect the loss settlement of the amount 
to be paid to the property owner. For this 
reason the coinsurance clause is seldom a factor 
in loss settlements in the case of properties 
which are not under fire protection, since such 
properties are usually totally destroyed when 
once on fire. 

Property owners sometime object to the use 
of the coinsurance or percentage liability clause 
because in the case of partial losses it puts a 
penalty upon those insurers who fail to main¬ 
tain the agreed amount of insurance, but from 
the foregoing it is evident that the rate was 
predicted upon a certain percentage of insur¬ 
ance as compared with the value of and there¬ 
fore if the assured fails to keep up that amount 
of insurance it is not unfair for him to be 
penalized for his failure so to do. 

EXAMPLE NO. 1 
80% Coinsurance Clause 


Value of property.$10,000 

Insurance carried . 6,000 

Insurance required . 8,000 

Deficiency . 2,000 

Amount of loss. 6,000 

Apportionment 

Company’s proportion, 6-8 or.$ 4,500 

Assured's proportion, 2-8 or. 1,500 


$ 6,000 


100% Coinsurance Clause 


Value of property.$10,000 

Insurance carried . 8,000 

Insurance required . 10,000 

Deficiency . 2,000 

Amount of loss. 8,000 

Apportionment. 

Company’s proportion, 8-10 or.$ 6,400 

Assured’s proportion, 2*10 or. 1,600 


$ 8,000 

EXAMPLE NO. 2 

Value of property.$10,000 

Insurance carried .:. 8,000 

Insurance required . 8,000 

Loss . 5,000 

Company pays .• •. 5,000 


TRAPSHOOTERS TO HAVE A NATIONAL 
ORGANIZATION 

There are in the United States today thous¬ 
ands interested in the sport of trapshooting. 
They are a representative body of sportsmen 
who are intensely enthusiastic over this keen¬ 
est of outdoor recreation, and deserve all the 
support that can be given them. 

In the past they have had no organization to 
compare with the big national golf, tennis and 
athletics associations. The Interstate Trapshoot¬ 
ing Association has, it is true, met with much 
success in the supervision of national shooting 
tournaments and sectional competition, but it 
has not been the means of giving the amateur 
body its rightful position in the control of the 
national organization of the sport, or develop¬ 
ing interest in trapshooting among beginners 
and prospective shooters. 

The Development Department of the Inter¬ 
state Trapshooting Association, Marbridge 
Building, New York, which has recently been 
formed to carry out this much needed work, 
deserves the support of every one who in any 
way comes into contact with the sport of trap¬ 
shooting. Especially should it receive the active 
encouragement of every dealer, wholesale or 
retail, who furnishes shooting suppiles. 

Trapshooting and its co-partner, the Ameri¬ 
can Game Protective Association, have in the 
past afforded much material benefit for the 
trade, and these benefits will not only continue 
but will increase in ratio to the support given 
by the dealers throughout the country. 

Under the plan of the Development Depart¬ 
ment of the Interstate Trapshooting Associa¬ 
tion, there are two classes of membership. 
Active Membership and Organization Member¬ 
ship. The Active Membership consists of ama¬ 
teurs and professionals, who are presented with 
an identification card. Charters or affiliation 
are granted to organizations such as gun clubs, 
country clubs, manufacturing institutions and 
jobbing firms. Individuals interested in trap¬ 
shooting, through Jtheir connection with the 
trade, are eligible as Active Members. Firms 
in the trade are eligible for Organization Mem¬ 
bership. 
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Hand 

Mode 


Give the store that sells them an 
enviable reputation for good 
goods—they build business on ALL 
your good lines. And you enjoy 
all the business that Star Tires 
create in your locality. 


It is wise conservation to use 
—and sell—a tire that gives unus¬ 
ually long service and mileage. 
Near you is a distributor with a 
stock—let us send you his name. 

Distributors at all large points 
west of the Mississippi. 

Hand Made by 

The Star Rubber Company 

1068 Crozier Street, Akron, Ohio 
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AUTO ACCESSORY BUSINESS WILL 
CONTINUE GOOD 

Prom the letters we have received from vari¬ 
ous auto accessory manufacturers and jobbers, 
we believe the hardware dealer who is han¬ 
dling auto accessories has no reason to be 
“down hearted,’’ or in any way despondent, 
but, on the other hand, he should take a de¬ 
cidedly optimistic view of the situation. 

While the number of new cars to be manu¬ 
factured will naturally be limited, there will 
be an increased demand for auto accessories, 
at least that is the view most of the accessory 
manufacturers are taking, for in order to keep 
cars up to date and provide the little improve¬ 
ments and refinements deemed necessary auto¬ 
mobile accessories will be in even greater de¬ 
mand than ever before. 

Bear in mind there are more than 5,000,000 
auto vehicles in use in the United States, or 
an average of one to every twenty persons in 
the United States. In these cars 25,000,000 
people, or one-fourth of the population may 
be transported 100 miles or more in a single 
day. The automobile fits into the big plan of 
transportation and is not confined to the uses 
of any particular trade, profession, business or 
class. 

As a matter of fact, some time ago infor¬ 
mation was tabulated in classification by trade 
to conform wtith the census figures as to the 
various uses to which automobiles are put, and 
the result was somewhat surprising. 

The motor car is indispensable to the 
farmer, helping him raise more products and 
get them to market. The isolation of the 
country is gone, and in its place has come edu¬ 
cational and marketing advantages of the city 
and more content on the part of the families of 
the farmer. 

The automobile is valuable to the business 
man, as everyone knows; it is necessary to the 
professional man, in fact, it is a part of the 
everyday life of every individual, no matter 
in what line! he is engaged. 


If a brute was ravaging your home and de¬ 
stroying your family, would you attempt to 
“negotiate” peace with him? 


Don’t permit the Socialists and I. W. W. 
and Bolsheviki to have a monoply of making 
“public sentiment.” Business men have at 
least equal rights to express themselves and it 
is their duty to do so. 


There is only one answer that can be given 
to a people whose life training has been to 
murder and destroy, only one answer they can 
understand; talk to them in the same language 
they speak, use the same methods they use. 


“IP YOU DON’T ADD AUTO ACCESSORIES 
YOU" ARE OVER-LOOKING AN 
OPPORTUNITY” 

W.Hayfield & Son, who are enterprising gen¬ 
eral merchants in Washington, handling a line 
of general merchandise, which includes auto 
supplies, hardware, sporting goods, auto acces¬ 
sories, etc., tell us that any merchant who 
hasn’t added auto accessories and supplies has 
missed his opportunity, for this business has 
grown tremendously within the last couple of 
years. 

The dealer who has these lines to sell has 
service to give, bringing in many customers and 
adding to his daily sales in all lines. 

When farmers come to town in their autos, 
as nine out of ten do in these days, they bring 
their families along. They stop at the store that 
is handling auto accessories and their families 
stop there also. They know this is happening 
in their own town, as well as neighboring 
towns. 

They believe that today offers a fine oppor¬ 
tunity for the merchants to get on nearly a 
cash basis. 

Mr. Hayfield tells us those who are not now 
on a cash basis will eventually be compelled to 
do so. 


“CANNON BALL” BAKER TRAVELS ON 
UNITED STATES TIRES 

For the fifth time in his career as a profes¬ 
sional auto driver E. G. (Cannon Ball) Baker, 
of Indianapolis, is making a test tour which will 
touch every state capitol in the United States. 

The trip began July 1st. Mr. Baker drives a 
Revere automobile equipped with United States 
Royal Cord Tires. Previous to this trip Mr. 
Baker had made four similar tours of the United 
States in Cadillac and Stutz cars. Those trips 
were made in four months, but at the rate he 
is now traveling he expects to finish the present 
tour in two and a half months. 

The Cannon Ball left Indianapolis on July 
1st and made a swing through Missouri, Ne¬ 
braska and Kansas to the southwest. Prom 
there he left for the coast, whence he will pro¬ 
ceed across the northern states to Main and 
back through New England states down to 
Frankfort, Kentucky, the last capitol on the 
journey. 

Up to this time Mr. Baker reports no tire 
trouble, except from nail punctures. His great¬ 
est record as a driver was made last September, 
when he traveled from New York to California 
on a motorcycle in five days. He is accompanied 
on the trip by Freddie Garver, who keeps all 
records. _ 

Every event, every business crisis and every 
tight place has a valuable lesson for you and 
for me if we are wise enough, persistent 
enough and courageous enough to use it. 


Digitized by v^.ooQle 


HARDWARE WORLD 


in 



November’s rain 
and sleet demand perfect brakes 


Go after relining business now and make the winter 
months pay a profit 


W ET and wintry weather raises havoc with 
most brake linings. The water soaks into 
the lining, causing it to swell. Moisture 
causes the fabric of ordinary brake lining to break 
down and quickly wear out. It also causes 
brakes to grab, a source of annoyance and 
danger. 

The brake lining for winter 

Thermoid Brake Lining is particularly effi¬ 
cient for wet and wintry weather because it 
is practically impervious to moisture. All 
Thermoid Brake Lining is Crapnalised, an 
exclusive process which resists moisture, oil 
and gasoline. Scientific tests have shown 
that Thermoid absorbs only one-third as much 
moisture as ordinary woven brake lining. 

Thermoid has two other special features 
which make it a trade builder. 

1—Contains over 40% more material 

Over 40% more material and 60% more 
labor is used in the manufacture of Thermoid 
Brake Lining than in any woven brake lining. 

This is why Thermoid gives such exception¬ 
ally long service. 


Thermoid Brake Inspection 
Chart 


|| At speed of A car 1] 
should! 
stop in II 

10 miles per hr. 

9.2 fc 

15 . 

20.8 w 

20. 

37 " 

25 . 

58 " 

30. 

83.3 " 

35. 

104 " 

40. 

148 ” 

50 . 

231 M 


2—Hydraulic Compressed 
Every square inch of Thermoid is compressed under 2000 
lbs. of hydraulic pressure. This gives Thermoid the ideal 
coefficient of friction. It makes it uniformity hard all the 
way through, so it can be used until cardboard thin. 

In November there is a real need for a 
brake lining that will resist moisture. Ther¬ 
moid is the only brake liningthat is Grap- 
nalized to resist moisture. Write for sug- 


Witt your car do this ? 


naiiseu. vu uiuwmic. hwto 

gestions showing how to increase relining 
business and make the winter months pay a 
profit. Back of every foot of Thermoid 
stands our guarantee: Thermoid will make good 
-or WE WILL. 

Ibertnoid febberCotnpaig 

Factory and Main Office: Trenton, N. J. i 
Factory Branches 

New York Chicago San Frandsco Detroit 

Lot *Angala? Philadelphia Pittsburgh Boston 
London Paris Turin 

Canadian Distributors 

The Canadian Fairbanks-Men* Company, Limited 
Montreal 

Branches in all principal Canadian cities 



Makers of **Thermoid Crolide Compound Casings ” and “Thermoid Hardy Universal Joints** 
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EQUIP YOUR CAR 


COMER i TTTTj 

SEMAPHORE UP 

Automatic Auto-Stop Signal 


-ELIMINATES the human 
equation in the problem 
of “signaling the man be¬ 
hind”— Requires not even 
thought or voluntary act. 
The instant you press the 
foot brake up comes the Red 
Semaphore. The word Stop 
is illuminated at night by a 
bulb inside the Semaphore. 
The Comer works by positive 
mechanical action and can¬ 
not fail. 


REMEMBER IT 
IS AUTOMATIC 


Price, Complete, $15.00 


Pacific Coast Agents 
Hughson & Merton, Inc 

77 O’Farrell St., San Francisco 
Los Angeles Portland 


Headquarters 

Wonder Sales Co 

Cleveland, Ohio 


DEALERS 

GUARANTEE TIRE AND 8UPPLY COMPANY, 

1440 Van Ness Avenue, San Francisco 

W. E. STREI COMPANY 

2305 Broadway, Oakland 


SEMAPHORE DOWN 
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The Law Says: 
‘Signal the Man Behind" 


COMER AUTO-STOP SIGNAL 

A Signal NOT automatic, or such as require push buttons, 
switches or levers—are no further advanced in “safety- 
first M motoring than the old method of “extended arm” 
signaling. 

The COMER IS AUTOMATIC. Requires not even a thought. 
In fact, it reduces motoring responsibility. Easily installed. 
You can do it yourself. The very INSTANT you press the 
foot brake—up comes the RED Semaphore. At night the 
word “STOP” is illuminated by bulb inside of Semaphore. 
The Comer works POSITIVELY by straight MECHANICAL 
action and CANNOT fail. 

Pacific Coast Agents - 

HUGHSON & MERTON. INC 


SAN FRANCISCO LOS ANGELES 
PORTLAND 


Headquarters Offices 

THE WONDER SALES 
COMPANY 

616-617 Hippodrome Bldg. 
Cleveland, Ohio 


. 
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Map Showing Official Auto Licenses by States 



‘Jg 

JSL 

54 

■JSB. 


Since the above map was compiled a few months ago, the number or automobiles have materially’ in* 
creased. Especially is this true in the New England as well as in the Pacific Coast States. As an illus¬ 
tration of this, the number in the State of California alone has increased more than 50,000. 


A “PEPTIMIST" 

“An optimist is a man who believes that 
the seed he plants in his garden will grow and 
look as good as the pictures on the package.'' 

“A pessimist stand beneath the tree of pros¬ 
perity and growls when the fruit falls on his 
head." 

“A ‘peptimist’ is the happy medium between 
these two. 

“He doesn't believe, with the optimist, that 
the seeds will produce something equal to the 
picture on the package—but he does believe 
they will grow and bring some return for his 
labor. 

“Should the fruit from the tree of pros¬ 
perity fall on his head, he rubs the bump and 
grabs the fruit. 

“When the weather reports say ‘Fair and 
Warmer’ he believes it — and carries his 
umbrella. 

“Like the optimist, he sees the bright side 
of things, and goes ahead, but he also sees the 
dark side and prepares to meet it. 

“And herein lies his success—looking not 
alone on the bright side, nor yet on the dark, 
but seeing both sides clearly—he weighs each 
situation carefully and is prepared." 


EVERY MERCHANT SHOULD SEE THAT 
LAWS REGULATING HEADLIGHTS 
SHOULD BE ENFORCED 

For the simple reason that it means safety, 
not only to you and your family, but to your 
friends as well. 

You know how often the headlight laws 
are not enforced. The Noviol Conaphore is a 
headlight that does away with the glare and 
at the same time provides for the safety of the 
driver as well as the pedestrians. 

Try it on your own car, for practically all 
of our readers have cars of their own. Then 
you will be an enthusiast, and you can talk 
the advantages of the Conaphore Noviol head¬ 
lights in a way that will make friends as well 
as business. 

The Corning Glass Works, of Corning, N. 
Y., as well as their sales and jobbing distribu¬ 
tors, will be glad to give you full information. 


A remarkable man is one who does a remark 
able thing and doesn't talk about it. 


Think before you act is a good motto, but 
a lot of merchants think and then fail to act. 
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Over the top 


Tungstens have prov¬ 
en their worth. 

Dependable service in 
thousands of motors 
has created a large 
steadily increasing 
demand. 


SPARK'PLUG 

Always bn the job 


TUNGSTEN MFC. CO 


IOWA 
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ADVICE PROM HAMP WILLIAMS 

Hamp Williams is known as one of the most 
successful retail merchants in the country. For 
some time past he has been serving the govern¬ 
ment as Federal Food Administrator for the 
State of Arkansas, but he is not too busy to 
offer suggestions and advice to retail mer¬ 
chants, telling of the methods which he is using, 
which have proven most successful. Here is 
a letter the Hardware World has just received 
from him: 

“To Merchants: 

“If you charge too much the Government 
will get you for profiteering; if you charge too 
little the Sheriff will get you—very much like 
the negro who said he preferred to be killed in 
a railroad wreck rather than be frowned at 
sea. 'If you are killed in a railroad wreck/ 
he said, 'thar you is; if drowned, where is 
you?’ 

“But here is this thing you must watch out 
for, it takes anywhere from 50 to 100 per cent 
more money for a stock of goods now than it 
did at the beginning of the war, so if you have 
not increased your capital or gone in debt your 
variety has certainly fallen off considerably. 
To this there is one exception—you could have 
no doubt reduced quantities and kept up your 
varieties, but those of us who have adopted that 
plan have lost many sales because we couldn’t 
get the goods as fast as we could sell them 
and when your volume of business begins to 
fall down and your overhead is going up, you 
are in a bad way. 

“Another thing confronts us: We are ad¬ 
vised against selling sporting goods and build¬ 
ing materials for new houses or any less essen¬ 
tial lines which bears the largest percentage of 
profits and we are asked also to discourage the 
selling of goods and suggest to our trade the 
repairing of that which they have on hand. 
The goods you order are often delayed frn 
transit two or three weeks. The jobber or 
manufacturer are out and back-orders some¬ 
times 50 per cent of your bill. 

“Most of your clerks whom you have trained 
up in your business have gone to the war, and 
you have inexperienced help to run your busi¬ 
ness. What is the answer to all these problems? 
These are War Times—you must conform to 
and obey the demands made upon you else you 
are an unpatriotic citizen. 

“Here it is in a nutshell—draw up—less 
goods, less help, less credit, less delivery, wear 
less clothes, close your store at 6 o’clock, go 
home, help your wife, she is doing her own 
work now; burn less gasoline, less fuel, less 
lights, eat less, work more and sleep less, no 
vacation, use strict economy, mend your old 
shoes, wear your old clothes, cut out styles and 
fashions, taboo all entertainments and go to 
see your wife’s people as often as possible, walk 


more and ride less, buy Liberty Bonds and War 
Savings Stamps, contribute to the Red Cross 
and the Y. M. C. A. and give more time, money 
and talent to the winning of the war and less 
thought to making money and it will all come 
back to you with interest after the war is over.” 


PASSING OF J. B. SILLIMAN 

The trade throughout the country will be 
sorry to learn of the passing of J. B. Silliman, 
president of the well-known jobbing institution 
of Blish, Mize & Silliman Hardware Co., 
Atchison, Kansas. 

While he was known to be in poor health, 
he did not realize that his death was so near. 
It was only a short time before his death that 
he went over to the warehouses of the com¬ 
pany, visiting every department and making 
suggestions as to increased facilities and im¬ 
provements. 

Mr. and Mrs. Silliman had found it neces¬ 
sary to spend the winters in a milder climate, 
alternating between Florida and California. 
They were planning the coming winter on the 
Pacific Coast. 

He was a native of Hobart, New York, and 
the day following his death would have been 73 
years old. He was married in 1869 in New 
York to Miss Harriett Love joy, who survives 
him. He is also survived by two daughters, 
Mrs. J. A. Kinney, of Atchison, Kansas, and 
Mrs. Burton Cosgrove, of Silver City, New 
Mexico. 

He was known to his friends in the early 
days as Jack Silliman, and as one of the most 
popular traveling men who called on the trade. 
He was a man of splendid ideals and principles, 
given to good works, and was one of the most 
effective workers that Atchison ever had in 
raising charitable funds. 

He was one of the pioneer members of the 
Trinity Episcopal Church in that city, one of 
his brothers having been an Episcopal clergy¬ 
man. 

He was connected with the National Whole¬ 
sale Jobbers’ Association, on which he served 
as an executive, and was also on the executive 
board. 

His passing will be learned of with sincere 
regret by not only the trade in the immediate 
vicinity in which they did business, but by 
hundreds of manufacturers and jobbers, with 
whom he was brought into social contact, and 
who had learned to admire and respect him 
for his high ideals and principles. 


The Biggs Kurtz Hardware Co. has succeeded the 
Ross Hardware & Supply Co., Grand Junction, Colo. 


The McMahan Hardware & Implement Co. has en¬ 
gaged in business at Hamilton, Illinois, handling full 
lines of hardware, household specialties, sporting goods, 
etc., etc. 
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EFFICIENCY 

Every Manufacturer in the World 

The ROSE STRIVES TO PRODUCE AN ARTICLE THAT The ROSE 

IS MORE EFFICIENT 


TIRE 

PUMP EFFICIENCY 

Has Been Attained in 

The Rose Tire Pump 

You and Your Customers Cannot Afford to be 
Ths Ef ll el— t ha* Without Them Dm EHMaat Pm* 

J. H. HANEY & CO., Manufacturers, Hastings, Neb. 

ROSE TIRE PUMPS ROSE GREASE GUNS ROSE FAN BELTS 




Lane's “Unique” Ratchet Wrench Sets 

The Original Wrench of This Type 



Tot* M 

No experiment—No imitation. 

No stamped parts—No castings. 

All parts machine-made from high- 
grade steel and case-hardened. 

Ths Ford Bet Contains: 

1 handle 7 in. in length, 
t Screw-driver bits. 

1 Intension bar 7 in. in length. 

Six sockets to fit all nuts and bolt , heads en Ford ear, 
including the cylinder head. 

Manufactured 
... only by 

ISO NORTH DEARBORN STREET 



Standard Set 

Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted. 

Standard Set Contains 

1 Handle 7 in. in length. 

2 Screw-driver bits. 

7 Sockets to fit semi-finished hexagon nuts as follows: 
U. S. Standard Nuts from % to % in. 

A. L. A. M. Standard from 5-10 in. to 1MI in. 

Cap sersw hsads from 6-10 to % in. 


WILL B. LANE 


CHICAGO, u. s. A. 
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HOW CAN YOU MEET THIS 
COMPETITION! 

Editor Hardware World : 

In your September edition, under the head¬ 
ing, “Why Do You Cut Prices!” it seems to 
•me there is a large field for debate. 

In the first place, as you say, a man does 
not cut prices because his goods are not worth 
any more, but a great many sell close on the 
idea that large sales and small prices will get 
them more trade—that is a mistake in some 
cases. 

On the other hand, you may have a competi¬ 
tor in the way of a grocery store. 

I have in mind where a man has a chain 
of stores—in other words, he is trying to 
“scoop up” the whole thing or, as you please, 
“act the hog.” He puts a line of hardware in 
his place and sells them at cost as leaders— 
gives a few things as premiums—and a man 
with a hardware store has a slim chance with 
a price cutter of that stripe. 

The wholesale house selling you goods will 
send a man to you and sell you all the goods 
he can, and thank you—walk out of your place 
into a grocery store and sell him in the same 
manner; and, if he is a large buyer, he will 
get more time and a better per cent than the 
hardware man. 

For an example: You are selling Hotpoint 
irons for $6.00, if you sell for less they will 
refuse you more. I am speaking of the six- 
pound kind. 

Take the grocery man—he will sell you a 
Hotpoint, six-pound, the same as you carry, 
for $6.00 and give you 75 cents’ worth of gro¬ 
ceries free. A fat chance you or any other 
hardware man has with that kind of a price 
cutter. But we will do the best we can! 

There is nothing but the law on earth to 
stop that kind of monoply, as well as adver¬ 
tising that is not truthful. 

You can put this in your next issue, if you 
wish. From a reader of the Hardware World. 


Wiley-Beck has purcnased the hardware store of 
J. N. Worrall, Springville, Iowa. They handle full 
lines of hardware, auto accessories and household 
goods. 


Gilbert S. Fraser, of W. S. Fraser & Co., Ltd., Vic¬ 
toria, B. C., well known hardware merchants, recently 
visited the Pacific Coast offices of John H. Graham 
A Co., San Francisco. He reports a splendid trade 
outlook. 


Coffman A Dunne recently succeeded the Frank 
Price Mercantile Co., at Mount Pleasant, Iowa and re¬ 
ports a very satisfactory outlook. 


EACH STOCKHOLDER LIABLE 
Editor Hardware World : 

I am a subscriber to the Hardware World 
and I frequently see questions answered, so I 
am going to take advantage of your kindness 
and ask you a question. 

The proposition is this: I am employed by 
a firm who gave us a bonus for efficient service 
during the year 1917. My share amounted to 
$250, and instead of cash I was given this much 
stock in the company. This stock was issued 
in my name but is held in trust by the treasurer 
of the company. Now what I want to ask is 
this: Should any reverses come to the com¬ 
pany could my home or property be taken to 
pay the debts of the company! The company 
for whom I work is incorporated, I believe; at 
any rate, the abbreviation, “inc.” appears on 
the stationery of the firm. 

It isn't likely that anything like what I 
have mentioned will happen, but during the 
present period anything is possible. 

I am enclosing a stamped envelope for reply 
and am greatly obliged to you for the trouble 
I am causing you. Respectfully, 

B. W. J. 

Answer 

Under the corporation laws of your state 
“each stockholder of a corporation is individ¬ 
ually and personally liable for such proportion 
of its debts and liabilities as the amount of 
stock or shares owned by him bears to the 
whole of the subscribed capital stock or shares 
of the corporation.” 

Under this act I should think that if the 
company incurred debts which it could not pay, 
you as a stockholder would be in danger of 
being made defendant, with other stockholders, 
in a suit to recover sufficient money to pay 
those debts. If your employer offered you a 
bonus and said nothing about the bonus being 
paid in stock, the natural implication would be 
that it would be paid in cash and my judgment 
is you could compel them to pay the cash. 


Lee Philips has purchased the stock of the Sospe 
branch store of the Ventura County Cooperative As¬ 
sociation, and will continue the business. 


The Mine Supply Hardware Co., Miami, Arizona, 
has opened a store on the corner of Broad and Oak 
Sts., of which W. A. Sullivan is manager. 


C. H. Reed Co., San Luis Obispo, Cal., have an¬ 
nounced the ownership of the store, good will and 
corporate stock has been sold to Fred W. Cavanagh 
and Henry £. Cox, who will continue the business. 


If you hear a man utter a single word against Our Flag or The American Red Cross or any 
man or woman connected with that grand organization 

“KNOCK HELL OUT OF HIM” 
for he has it in him and draw on us for your fine. 
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No. 3051 

Eveready MILITARY 
Daylo 


The New EVGREABy Military Daylos 

It 1* safe to prediet an enormous demand for this new number, particularly amonr men In the service 
and their friends and relatives, to say nothing of the demand that will oome from civilians in every walk 
of life who are bound to recognise in the military Daylo a light of the broadest possible utility for use 
indoors and out. 


daylo lunBiii nr < 


■I An CAM ADA 


ATTENTION—MR. JOBBER 


* 


! It II 



WE SELL TO JOBBERS EXCLUSIVELY 


PROTEX LINE PROTECTS YOU ALWAYS 


The completeness of the Protez Products have been 
adopted by America’s wholesale hardware jobbers as 
the biggest profit builder ever produced in motor 
history. \ 


Manufacturers of the famous Protex Automobile 
Bumpers which fit 95% of cars now on the market. 

Other £rotex Products 


Tire Removers 
Tire Gauges 
Tire Holders 
Fire Extinguishers 
Oil and Grease Guns 
Triple Socket Wrenches 


Connecting Rod Wrenches 
Double End Spark Plug 
Wrenches 

Piston Ring Compressors 
Breather and Oil Fillers 
Tire Pumps 


Combination Wrenches 

Send for Our Catalog THE LIFE SAVING LINE 

Protex Manufacturing Co. 

13-15-17 N. Jefferson Street - - Chicago, Illinois 



Digitized by 


Google 
















110 


HARDWARE WORLD 


THE INGERSOLL FIXED PRICE DECISION 
AND HOW IT AFFECTS THE CUT 
PRICE SITUATION 

(Copyright by Elton J. Buckley) 

Touching the right of a manufacturer of a branded 
or trade marked article to compel the dealer to resell 
at a fixed price, about which I have written several 
times, a decision just handed down by the New Jersey 
Court of Chancery is attracting much attention, and 
the trade are wondering what effect it will have upon 
the general fixed price situation. 

In a recent article I explained what that situation 
was, viz.: the United States Supreme Court had de¬ 
cided in two talking machine cases, that nobody who 
sells something outright to a dealer who intends to 
sell it again, can legally dictate to that dealer the 
price at which he shall resell, and that this is the 
law whether the article sold is patented or just a 
plain article of commerce, like a package cereal. It 
was further explained that the Federal Trade Com¬ 
mission had ruled that a manufacturer must make 
no effort to even influence a dealer who bought his 
brand to sell again, as to his resale price, and, fur¬ 
ther, that he could not refuse to sell goods to a 
price cutter merely because he cut. 

Into this situation, created, remember, by the Su- 
reme Court of the United States, has come the New 
ersey case, in which Ingersoll & Bro., makers of 
cheap watches, are the plaintiffs, and Hahne & Co., 
Newark, N. J., department store people, are defend¬ 
ants. Hahne & Co. bought a quantity of Ingersoll 
$1.35 watches, to which was attached a notice that 
they were to be resold at not less than $1.35. The 
Ingersoll concern had also very largely advertised 
the watch to consumers at $1.35, and had done all they 
could to establish it at that price. 

Hahne & Co. cut the price to about cost and were 
at once made defendants in a suit for injunction to pre¬ 
vent them from selling the watch at a cut price with¬ 
out first removing the manufacturers 1 name and guar¬ 
antee. Note that the injunction was not to prevent 
them from selling the watch at a cut price, but to 
prevent them from selling it at a cut price with the 
manufacturer’s name and guarantee on it. This marks 
the difference between this case and all previous 
fixed price cases, in which the point of removing 
manufacturers’ name and trade-mark did not arise. 

The court granted the injunction, on the ground 
that the United States Supreme Court decision did 
not cover the exact point raised, which (this is my 
phrasing) was this: 

Admitting that under the Supreme Court de¬ 
cisions, Ingersoll & Bro., when they sold their 
watch to Hahne 6 Co., could not fix the resale 
price, does it follow that Ingersoll & Bro. are 
obliged to see the price cut while their name 
and trade-mark are on it? 

The court said that while Ingersoll & Bro. were 
undoubtedly obliged to allow the price to be cut, they 
were not obliged to see it cut with their name and 
guarantee on the watch, and it therefore enjoined 
Ilahne & Co. from cutting the price of the Ingersoll 
watch without first removing the name and guar¬ 
antee. 

The theory of .the decision is that allowing a 
branded article to be cut with the manufacturer’s 
name and trade-mark on it, means the depreciation of 
the value of the watch in the public mind, and there¬ 
fore the partial destruction of the manufacturer’s 
trade mark, reputation and good will. The court said 
this. 

When a retailer purchases articles through a 
jobber in New York, which articles have become 
known to the public generally through extensive 
advertising as standard priced, with knowledge 
thnt the articles are sold under condition that 


they are not to be resold at less than the stand¬ 
ard price without removing the manufacturer’s 
trade name and guarantee, with the preconceived 
purpose of offering them to the public in this 
State at a price less than the standard, so that 
the public may believe that all the goods in the 
store are similarly low priced, whereas in fact 
they are not, he will be enjoined from selling at 
less than the standard price without removing 
the manufacturer’s trade-marks and guarantee. 

It is well recognized that a person has a 
property interest in his trade name and good 
will, and will, even in the absence of statute, be 
protected against injury to that trade name and 
good will. 

In a nutshell, the court held that selling one article 
at cost was a device to persuade the public that every¬ 
thing else in the store was relatively as cheap, which 
was a deception, since everything else was not as 
cheap, and that a manufacturer’s name and trade¬ 
mark and advertising could not be used as an instru¬ 
ment for that deception, particularly in a way harmful 
to the manufacturer involved. 

The case involves a very keen distinction between 
the right to resell the article at a cut price and the 
right to resell it at a cut price while it bears the 
manufacturer’s name and traae-mark. The court said: 

In this case the prohibition is not against 
the resale of the article nor is it impracticable to 
resell the article without reference to the trade 
name. Complainant (Ingersoll) does not seek to 
retain any right in the article itself; it merely 
seeks to restrain the use of its trade name and 
good will, except under conditions fixed by it. 

It may permit the purchaser of the article to 
use its trade name and good will under such 
conditions as it sees. fit. It has an interest in 
addition to that of mere protection to its trade 
name and good will, for it guarantees the article 
sold and scrupulously performs its guarantee. 

This decision was partly made under a New Jersey 
statute, which is not the law in other States. The 
court expressely said, however, that Ingersoll & Bro. 
were entitled to the injunction also under the common 
law, which, if true, means that any State could adopt 
it as the law without a statute. 

The decision, if it is to stand, being applied, means 
this: 

Any retailer can cut the price of Kellogg’s Toasted 
Com Flakes, but before he does he must remove 
Kellogg’s name and trade-mark from the package. 

Ho can cut the price of Victor records, but not 
until he has removed all Victor earmarks from it. 

He can cut the price of E. & W. collars, but only 
after he has erased the E. & W. trade-mark. And 
so on. 

In other words, if the manufacturer insists upon 
it, the retailer cannot cut a branded trade-marked 
article until he has removed everything from it which 
would make the cut effective, viz.; the manufacturer’s 
name, trade-mark, guarantee, etc. 

\NPhat chance has the decision to standf I shouldn’t 
like to hazard much of an opinion, but I will say 
this: When the case gets to the United States Su¬ 
preme Court, which it may do, my guess would be 
that this whole plan will be found to be merely another 
device on the part of a manufacturer to circumvent 
the court decision that he who sells an article cannot 
and must not seek to control the resale price. 

I believe it will be considered a mere device, be* 
cause in most, if not all cases of branded or trade- 
marked articles, the dealer cannot remove the manu¬ 
facturer ’s name and trade-mark without destroying the 
thing itself. Therefore, if the only way you can sell 
at a cut price is by destroying the article, it comes to 
this, that you can’t sell at all pt a cut price, and if 
you can’t sell at all at a cut price, the scheme violates 
the decisions of the United States Supreme Court. 
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Philadelphia, 


COMPLETE 


“Most Ford owners 
will renew the trans¬ 
mission linings them¬ 
selves. This package 
is just what they 
need.” 


I Universal Transmission 
* Lining for Ford Gars 


The quality of Universal Lining is univers¬ 
ally admitted. Made by the makers of the 
celebrated “S-M-C” Asbestos Brake Lining— 
is compactly woven—grips like a buU-dog. 
Treated with the improved Universal com¬ 
pound which makes it more water-proof, more 
oil-proof and more slip-proof than any other 
cotton lining. Absolutely chatterless, as 
quick as it is quiet—dependable always. 


As easy to sell as a package of 
tacks—and far more profitable. 


Write today for our quantity prices to the 
Hardware Trade on Universal Sets and on 
brake and transmission linings in rolls. 


STAYBESTOS MFG. GO. 


The “Modern” Factory, 
equipped to make all 
types of brake lining 
and all widths up a 
to six inches. jT 


That Package contains the three proper 
lengths, in exactly the right width and thick¬ 
ness for the Ford Transmission—and aU rivets 
required, ready for use. 


Show it to most any Ford owner whose 
transmission needs replacing and he’ll quickly 
see the advantage of doing this easy job 
himself—instead of paying high rates per hour. 


Specially Adapted 
to Ford Trucks 


AJll the exacting requirements of 
steady, day-in-and-day-out service 
on a Ford delivery outfit are per¬ 
fectly met by the special Ford 
models of the 




Can be supplied with complete, 
handsomely - finished cowl-board, 
or with neat, durable bracket for 
attaching to the dash. Easily in¬ 
stalled. Absolutely accurate. 
Strong enough to stand up under 
the severest possible tests for the 
full life of the truck. 

What is your Ford truck earning? 
You ought to know—and you will 
know, reliably, when you equip it 
with the Corbin-Brown speedom¬ 
eter. Do it now—as a matter of 
plain business. 

Ask your dealer about the 
reliability which hew made 
the Corbin-Brown famous 
—write for catalog 

CORBIN SCREW CORPORATION 

American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 
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UNIQUE SALES WINDOW 

That Messrs. Dufresne and Bowden, of the Montana Hardware Company, of Butte, Montana, possess a 
great deal of skill and ingenuity in constructing the model of an electric locomotive shown above is evident 
at a glance. 

The Chicago, Milwaukee and St. Paul Bailway use large electric locomotives in Montana and Idaho. 
These locomotives weigh 284 tons and have a tractive power of 85,000 lbs. and are 112 feet 8 inches long. 

The model in the photo is 16 feet long, 3 feet 6 inches high and 26 inches wide. It required consid¬ 
erable ingenuity and saill, especially when it is constructed from the stock carried in a hardware store. 

The body is made of Boss Ovens, roof with Bubber Mats, mounted with Levels and Towel Bars. Emery 
Wheels for pony wheels and Chair Cover for Driving Wheels. 

Other goods which entered into it were as follows: Springs, Thermos Bottles, Tin Pans, Oil Cans, 
Paper Clips, Bat Tail Files, Stove Pipe, etc. 

It was one of the most unique sales windows ever used by hardware merchants and attracted marked 
attention. 

The Montana Hardware Co. have been doing splendid publicity work in their sales windows for all 
government activity and their value from a sales standpoint has not been lost sight of. 


W. Hayfield & Son, enterprising merchants of 
Washington, tell us that at the present time condi¬ 
tions are especially good; that this is one of the easiest 
merchandising periods there has been for years. 

While their locality is only receiving about a half 
crop, yet with the large price for wheat, oats, hay, 
potatoes, cattle and hogs and other products, which 
the farmer produces, it makes good times for the mer¬ 
chant as well. 

The hardware and implement business has been 
the best for years. It is a time when the farmer 
wants and must use the best tools to get the best re * 
suits. They tell us their experience is that there is 
no haggling now or looking around for lower prices, 
the question is to get what they want. 

Farmers have found by experience that when they 
spend time looking around other towns for a lower 
price the article has advanced and he has to pay 
more than he would in the first place. 


W. T. Bichards has purchased the interest of Eli 
8. Lewis in the Lewis Walker Co., Glendale, Ky., and 
the name hereafter will bo known as the Walker 
Bichards Hardware Co. 


Miner & Curtis have taken over the hardware busi¬ 
ness of O. C. Miner, at Greene, Iowa. 


The Alleman Hardware Co. is the new owners of 
the W. W. Wheeler hardware stock at Mitchellville, 
Iowa. 


The Mine Supply Hardware has opened a new store 
at Miami, Arizona. They will handle everything per¬ 
taining to hardware and house furnishing. 


C. P. Steele, formerly connected with the Smith 
Hardware Co., Lompoc, California, has taken a posi¬ 
tion with Boeseke & Dawe, Santa Barbara, Cal. 


Morris Duncan, who for many years has been as¬ 
sociated with the Lyon & Garrett Hardware Co., Bed 
Bluff, Cal., has become sole owner of the L. L. Beal 
hardware stock in the same city. Mr. Duncan is a 
thoroughly well informed hardware man and will 
likewise specialize in farm tractors, machinery and 
heavy hardware. 
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Service— 

that if what the user re¬ 
quires of an ignition 
battery —not only long 
serviee but the right 
kind of serviee. High 
amperage is an important 
item of serviee — so is 
rapid recuperation after 
use and very slow de¬ 
terioration when idle. 

THAT IS WHAT YOU 
GET FROM THE 

Red Seal 
Dry Battery 

"THE GUARANTEE PROTECTS YOU” 
AGAINST YOUR NOT GETTING SERVICE 

Ask Tour Dealer 


-Whitt— Electrical Sapply Co., lee. 

New York Ohieago St. Louis 

17 Park Plaee 114 8. Wells St. 1106 Pine St. 

604 Mission St. San Franeiseo 
Factories: Jersey City, N. J.; Ravenna, Ohio; 
St. Louis, Mo. 


Jju&r^nteed for si* 
°P*n Circuit Mr* 


DRYBATlfltf: 

'W' 


l| f'or lorvitioo 

I u 

\rnp« >r ^S 


Taylor Instrument Co’s 
Thermometers 

Indicating, Registering or Recording 

Tycos Temperature 
Regulators 

Will Save Time and Fuel 

Pyrometers Hygrometers 
Hydrometers Barometers 

Whatever your temperature 
problems—whether domestic 
or industrial, from 50° below 
zero to 3600° above 
consult us 

WOODARD, CLARK & CO. 

PORTLAND. ORECON 



r*l kjytr nr A TCDC For Automobiles, Sleighs 
l^Li/VIvIV nUi/Y 1 L1\J Carriages and All Vehicles 


A GOOD LINE FOR DEALERS AND MORE POPULAR THAN EVER 




m? 


This is the No. 7 D Clark Heater. A very popular model, 14 in. long, 
covered with dark green Brussels carpet and has all outside metal parts nickel 
plated. 

There are several other attractive models, retail prices ranging from $2.25 
to $10. 

Clark Carbon, the highest quality and most efficient heater fuel is supplied 
in cartons of 1 dozen bricks; also in cases of 100 bricks. 

Order from your Jobber now and be ready for cold weather. 

Catalogue of Clark Heaters and Fuel sent on request. 

CHICAGO FLEXIBLE SHAFT COMPANY, 5604 Twelfth St., Chicago, Ill. 
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TYPICAL OP MANY SOLDIERS 

Every newspaper is in receipt of copies of 
letters from soldiers. But it was the good for¬ 
tune of a Kansas City paper to have sent to it 
the following letter from a private soldier to his 
father on the occasion of the latter's birthday: 

My Dear Father: I just wanted to write you 
a letter on your birthday. I don't know when 
I will be able to mail it, but will take a chance 
anyway. 

I want to thank you as your son. You have 
always been to me the best father a man could 
wish. I want to thank you for the gift of a 
clean, strong and vigorous body that can serve 
America in her need. Most of all I want to 
thank you for the long years of self-denial that 
made my education possible, for the guidance 
and teaching that kept me straight through 
the days of my youth, for the counsel ever 
freely given when asked, and for all the noble 
things in your example. 

I surely hope that you will celebrate many 
more birthdays and that I will be home for 
the next one. Also may the coming years bring 
to you wider fields of service and honor, 
strength to perform your work, and in the end 
peace, contentment and quiet rest. 

Your son, a soldier of the United States, 
salutes you, with love and devotion. 

JIMMY. 

Little comment is necessary. The letter is 
literature. It will last. It deals with nothing 
temporary. It touches the very foundation of 
the social structure. It says little directly con¬ 
cerning the war, but it reveals wherein is the 
strength of a nation. By inference it expounds 
all the law and the gospels. 


NOISY TROUBLE OFTEN DUE TO IMPER¬ 
FECT LUBRICATION 

A good lubricant acts like magic in quieting 
squeaks and rattles around an automobile. 
Many a car, apparently ready for the scrap 
heap, has been converted into a comparatively 
“new” car just by proper attention to adjust¬ 
ment and lubrication. Well lubricated cars 
seem to “float’' along the road in contrast to 
the cars that rattle along like a freight car. 

One of the prime requisites of a good lubri¬ 
cant is a durable, friction-preventing, and pres¬ 
sure-resisting “body." This is found in Dixon's 
Graphite Automobile Lubricants. A fine, 
selected flake graphite forms the principal 
part of Dixon’s. A good grease is used aa the 
vehicle to carry the graphite to remote corners 
of the gear bearing. The graphite then forms 
a smooth tough coating over the surface of the 
metal, substituting the low frictional contact 
of graphite-to-graphite for metal-to-metal con¬ 
tact the distinctive. The result is absolutely 
quiet and practically frictionless motion. 


YOU MUST ASK QUESTIONS IN ORDER 
TO LEARN 

Most people obtain their knowledge of busi¬ 
ness methods in four ways—through reading, 
observation, inquiry and experience. 

Enterprising and progressive merchants, 
whose products are successfully sold through¬ 
out the entire country adopt the most econom¬ 
ical method of getting information. 

When you see an announcement offering 
a special plan and proposition to help increase 
your sales, naturally the next thing to do is 
what the Miller Rubber Company, of Akron, 
Ohio, invite merchants to do. They only want 
to tell you of their plan that will bring you 
new business—business that will prove satis¬ 
factory, both to you and your customers, that 
will bring customers to you for goods in other 
lines. 

The agency for Miller Geared-to-the-Road 
Uniform Mileage Tires is a splendid agency for 
retail merchants. Their method of cooperation 
makes the line one of the most desirable to 
handle. They will be glad to give full informa¬ 
tion to any of our readers who will write them. 

Convenient stocks and distributors are to 
be found in every part of the county. 


INTERESTING DEALERS' PAPER 

“McCue Mercantile Bulletin" is a house 
organ issued by the McCue Mercantile Co., 
Lamar, Colorado. 

It is a four page paper, in which they recog¬ 
nize the advantage of inserting personals or the 
names of their customers and what they are 
buying. 

This not only pleases their trade, but it 
induces other customers to buy as well. 

This paper is illustrated and describes their 
goods in detail, and gives information a custo¬ 
mer needs. 

Their slogan is “it is a little further, but 
it pays to walk." They have branches at 
Lamar, Holly, Granada, Wiley, McClave, and 
Cheraw, Colo. 

Progressive retail merchants they are and 
they tell us it is good advertising for them. 


D. A. Dale Hardware Co., Santa Ana, Cal., have 
leased a new building, to be occupied by them soon 
with a full line of hardware, paints, oils and building 
accessories. 


The Glasgow Hardware Co. have engaged in busi¬ 
ness at Baxter Springs, Kansas, where they will han¬ 
dle everything pertaining to hardware, house furnish¬ 
ings, automobile accessories, etc. 


H. C. Wright has purchased the interest of H. 
K. Cox in the Redondo Hardware Co., Redondo Beach, 
Cal. Mr. Cox has gone to 8an Luis Obispo, where 
he has taken an interest in the hardware business in 
that city. 
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AUTOMOBILE 

ACCESSORIES 


If you handle Auto Aocean# 
rie», Motorcycle and Bieyale 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. Ton should have 
our catalog as a reference. 
Writs for it. It will mean 
big business to you. Our 
motto — “If it’s kin to an 
auto it’s related to us.” 


MOTOR OAR SUPPLY 00. 
1451-58-56 Michigan Aye., 


M otor Mer cantile P Iomr&ny 




AUTOMOTIVE PARTS 
EQUIPMENT 
AND SUPPLIES 


Distributors for 


Federsl Tires, Oord and 
Fabric 

Motul and Oyldens Oils, 
Oearese and Oupese 
Fafnir Bearings 
Motile Blowout Sleeves 
Zenith Carburetors 
Stanley Self-oUing Springs 
Columbia Storage Batteries 
Kay Bee SpotUtes 
Edison Masda Lamps 
"Dri-Kure-Retreder” Vul- 
canlser 


Pyramid Generator and 
Mbtor Brushes 
Alumlnite Solder 
Raybeetos. Non-bum and 
Thermoid Brake Linings 
"Genemotor** Ford Start¬ 
ing and lighting System 
Morelite and Duplex Lenses 
Lenox Hack Saw Blades 
"Rle-Hle” Winter Fluid 
Weed Chains 

Auto Top and Upholstery 
Materials 


And a Complete line of Mechanics’ Tools and Garage 
Equipment 


rmmu vf 1 \ FTjt&g sgq 


115-117 South West Temple Street, Salt Lake City 



“OIL RUINS TIRES” 

1 Motorists realize what a great menace oil 
J is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR-FREE 
FROM OIL 

Five different sizes of com¬ 
pressor, 125 different com¬ 
binations of outfits. In 
stock at most jobbers. 
Price is right. A result of 
25 years* experience in 
compressor manufacturing. 


Curtis Pueu. Mcby. Co. 

1612 Klenlen Ay., 8t. Louis 
530-L Hudson Term., N. Y. 



8 REVERE TIRES 


Like the great man whose historic name they carry, 
they are always reliable. 

REVERE RUBBER CO 

1790 Broadway, New York 


SELL 100% SERVICE TOOLS 

The inferior tool "sticks** the cue- 
WHIR tomer, prevents his coming back — 
not the dealer. The powerful 

SAMSON PUNCH 

KT like Liberty Bonds, is a good in- 

I vestment any way you take it. 

Mb The Samson creates satisfaction 

/ \V \ and confidence toward the 

f 1 \ dealer, because it deliver* the 

/1 \ \ highest punch service. 

£ For punching any sheet metal, 

\ \ leather, paper, fabrics, giving 
17 Write for \\ the widest range of uses in the 
/ Proposition \\ gig% 

m Prices, Ltc. \\ isfaction. It punches an accur- 
W ate, clean, burr-free hole with 

minimum effort. The same tool 
head takes seven interchangeable size dies—from 1/16” 
to diameters. Nickel plated. Simple in construc¬ 
tion. Made to last. 


MACHINE APPLIANCE CORPORATION, 351 Jay St, Brooklyn, N. Y. 
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PATRIOTIC HARDWARE ORGANIZATION 

We have often referred to the patriotism and work 
of hardware men in all sections of the country in 
putting over War Savings Stamps, Liberty Loans, Bed 
Cross Campaigns and in furthering the activities of 
the country generally. 

The plan followed by the Union Hardware k Metal 
Co., Los Angeles, to make more popular the govern¬ 
ment idea of investment of War Savings Stamps, and 
the formation of what they called the Union War 
Savings Society has proven very successful. 

This was organized by Mr. McBean, now assistant 
to the state chairman of the W. S. committee, with 
sixteen charter members. 

A campaign among their employes resulted in hav¬ 
ing secured the membership of 200 two weeks later, 
each one pledging systematic saving, refraining from 
unnecessary purchases and non-essentials to encourage 
thrift and to buy war stamps. 

The society holds regular meetings each month. 

A great deal of interest is created by the friendly 
rivalry of committees in discovering the best talent 
and giving the best entertainment. All the entertain¬ 
ment features are free. 

Another activity is the work of the welfare com¬ 
mittee. They took on their shoulders the keeping up 
of the morale of the 57 Liberty Boys from the Union 
Hardware k Metal Co., who are in France, in sending 
friendly, newsy letters, personal messages at regular 
intervals, welfare packages (as long as Uncle Sam 
allowed them). They have started a welfare fund 
for any boy who might come back handicapped for his 
future battles. 

They tell us that the work has added to their self- 
confidence, cemented and formed new friendships, and 
made better American citizens out of them in every 

way. 

A record of what has been accomplished, as well 
as those who have been responsible for accomplishing 
it, is being shown in the following memo: 


Membership. 325 

Limit pledges . 17 

Stamps owned bv members.$24,278.75 

Pledged - -..*. 4,950.00 


Slogan: “Five Times Over the Top.” 


Officers 


E. H. McGinnis.President 

Norman J. Hayes.Treasurer 

B. A. Brown.Secretary 


Vice-Presidents—Andrew Williams, Boy Campbell, 
Don Stanbery, John Bitchie, S. B. Moe, William F. 
Peschke, J. L. Woodson, G. E. Bichmond, O. E. Bean, 
H. E. Emerson, A. D. Stewart, Lee F. Aldrich, H. C. 
Peterson, Ivy Brizius. 

Welfare Committee Chairman—B. E. Pearson. 

In the photo is shown the executive staff of the Union 
War Saving Society. Top row, reading from left to 
right—Messrs. Peschke, Bichmond, Pearson, Bean, 
Campbell. Center row — Messrs. Brown, McGinnis, 
Miss Brizius, Messrs. Bitchie and Peterson. Front Bow: 
Messrs. Emerson Woodson and Hayes. 


SPLENDID ALUMINUM CATALOG 

The largest and most complete catalog ever issued 
by the Aluminum Goods Manufacturing Company, of 
Manitowoc, Wis., has just been delivered by the 
printers for distribution to the trade, this 64-page 
book being especially indicative of the widespread 
popularity of aluminum as a household metal in these 
days of national efficiency and thrift. 

This new catalog, which lists and illustrates the 
complete line of this pioneer concern, features the 
well-known Mirro utensils, including tea kettles, tea 
and coffee pots, double boilers ana the new combi¬ 
nation tea kettle and double boiler. 

Incidentally, the latter is a particularly useful 
Mirro utensil, since it permits the housewife to boil 
water and prepare a custard or mayonnaise dressing 
at one and the same time, thus affording her an 
opportunity to practice thrift, in the saving of heat, 
which is a form of fuel conservation whether coal 
or gas is used. 

That the Aluminum Goods Manufacturing Com¬ 
pany has grown so remarkablv in a quarter of a 
century is very easily demonstrated by comparing 
the new 1919 catalog with the first catalog ever issued. 
The latter was an unpretentious booklet, small enough 
to be carried in the coat pocket and numbering only 
eight pages. 

In fact, the increased demand for aluminum goods 
has made imperative the operation of four large 
plants by the makers of Mirro. One factory is located 
at Manitowoc, two are situated at Two Bivers, Wis., 
while a fourth, at Newark, N. J., was recently greatly 
enlarged by a new six-story building. Three of the 
factories are devoting a good deal of their production 
to such government work as canteens, cups, plates, 
etc., for use by our doughboys ”over there.” 


DON'T OVERLOOK PRIZES OFFERED FOR 
THE BEST SALES WINDOW ON 
PIONEER ROOFING 

Everyone who installs a sales window of roofing 
is sure of a prize of at least $5.00. 

You have the opportunity of being remunerated 
to the extent of $10.00, $25.00, or $50.00 on the merits 
of your window. 

Be sure and send in your photos this month to the 
Hardware World. 

See particulars in Pioneer advertising. 


S. G. Hays has disposed of his interest in the Nuss 
k Hays Hardware Company to Mrs. F. E. Nuss at Loa 
Gatos, California. The firm will hereafter be known 
as the Nuss Hardware Company. 


The Western Lumber k Hardware Co. are succes¬ 
sors to the Stewart Hardware Co., Bolla, Kansas. 
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■upvaumf Gams expelled to the rear through pat* 
f|P I Iff ented flared opening, prevents all 

■ MSI baek pressure. Lexer has sexen 

aiit amt adjustments which make easy in- 

CUT-OUT stallation. Spring is away from the 

body of Out-Out, doss 
not absorb heat, has a 
simple ten- 
■ s i o n ad- 

w^Bbb an ^ eaa 7 

gtS®- * 'w^at«3a SB action, no 

ft|i^ ; *, '* ’ , : * train on 

jjL^ y» tbe ex * 
haust 

Ends ae¬ 
gises — curately 

to 8^- machined for pipe else, 

Price $4 to $6 and fitted with set screw 

which insures a perms* 
Dealers Write or Wire^^ nently rigid installation. 
N. A. RETRY COMPANY, km. - IMS Uses Street PkMdbMa 
Distributors: Gray*Heath Co*, Chicago. Ill.; Norman 
Cowan Co., San Francisco, Cal. 



Sises — ltt" 
to 

Price $4 to $6 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 


Mbyte ▲ 



wr 

I^OBBETOS 



List Price 
$3.00 

This Valve is a guaranteed device and has no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
size tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 


List Price 

$1.00 


The Style B Automatic Air Valve is recom¬ 
mended to free-air stations requiring a small 
and inexpensive air device. Stem is made to 
fit any size tubing, and is automatic in opening 
and closing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or public garages, vulcanizers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 

A GARAGE NECESSITY 


For Style A 


For Style B 



List Price, $1.50 



mS SjS BBam 

■Hrul 





The Romort Tire Teeter Attachment is a device for attaching your gauge to either Style A or 
Style B Air Valves, and gives the service station a permanent holder for its gauge, ready for instant 
use by the public. Simply screw your gauge into the holder and you have a tire tester and tire inflator 
combined in one, and the old trouble or losing gauge is forever over. We sell only the holder attach¬ 
ment. Every garage with free air should be equipped with the Romort Tire Tester Attachment. 

Caution —When ordering, state whether for Style A or Style B Valve. 


Manufacturers, 

ROMORT MANUFACTURING CO. 

OAKFXELD, WIA 


FOB SALE BT ALL JOBBERS 

Sales Dept. 

□11.INGL CO THE ZINKE COMPANY 

u # 1323 Michigan Are. 

CHICAGO, U. a A. 
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Plumbers’Safety Chain 
To Ships’Anchor Chain 


The Complete Chain Line 

Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 

BRIDGEPORT, CONN., U. S. A. 


Boston Office: 

107 Massachusetts Ave. 


Chicago Office: 

529 West 12th Street 


San Francisco Office: 
714 St. Clair Building 


In Canada -DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 
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WHY ADVERTISING PAYS 

Bradstreet’s says that “ eighty-four per cent 
of all failures are among non-advertisers. , ’ 

Which, considering the source of the declara¬ 
tion, is pretty conclusive proof that advertising 
pays. 

When Bradstreet’s says that only 16 per cent 
of business failures, are among advertisers, 
the statement has # real significance, says the 
Atlanta Constitution. 

No business firm ever became truly great 
except by the aid of advertising. Like compe¬ 
tition, advertising is the “life of trade/* With¬ 
out it, in modern days and under modern busi¬ 
ness conditions, no commercial or other busi¬ 
ness concern can achieve the success that it 
can with it. 

That is axiomatic, as every successful busi¬ 
ness man will attest. 

Outside, possibly, of personality and integ¬ 
rity, advertising is the mightiest force, positive 
and potent in present day commerce and busi¬ 
ness. 


DISTINCTIVE TIRES 

Star Hand-made Tires are known for their 
long service and merit. 

They build business, keep old customers and 
bring new ones, and convenient stocks and dis¬ 
tributors are to be found in all parts of the 
country. 

Write their distributors or write them direct 
to Akron, Ohio, if you wish to learn of their 
interesting plan. It is a method that will 
bring merchants new business. 


ROSE TIRE PUMP 

Every dealer knows when recommending 
and selling Rose Tire Pumps he is selling one 
of the most efficient pumps made, for Rose rep¬ 
resents the last Word in pump efficiency, and 
J. H. Haney & Co., manufacturers, or any of 
their jobbing connections, will be glad to give 
full information to any of our readers upon 
request. 


I ■ 

Are you selling enough razors? We send 
you this handsome metal display case free 
with your first order of Genco Razors. 



Write Today 



GENEVA CUTLERY COMPANY 

157 Gates Ave., Geneva, N. T. 

Largest manufacturer! in the world of high grade raaors 



SATISFY 

Your Customers 

Dixon’s Solid Belt Dressing 

sells itself after the first trial. It has to 
be good to come up to the Dixon standard 
of quality. Repeat orders follow naturally. 

How is your stock? 


Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Company 

Established 1827 


MOUND TOOLS 

FOR THE AUTOMOBILE 

STANDARD FOR 20 YEARS 
Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Smd for Catalog Offset Screw Drivers 

Pacific Coast Boproscntatlve 
Mayrant Connor, 693 Mission Street, San Francisco, OaL 

THE MOUND TOOL €0., Dept D, 7th and Hickory Sts., St. Louis, Mo., U. S. A. 
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INTERIOR FLOOR PAINT 

Paint suitable for use on interior floors will 
not give satisfaction when applied to exposed 
or partly exposed surfaces; similarly, one man¬ 
ufactured for outside use is unsuitable for in¬ 
side work. Therefore floor paints are made 
both for inside and outside work by separate 
mixtures and processes. 

Do not attempt to make one grade of paint 
answer for both classes of work, for dissatis¬ 
faction will surely follow, and the small amount 
of money saved will not begin to repay you for 
the trouble. The primary requirement of any 
paint is protection, and this is not hard to obtain 
in paints to be used on wall and ceiling 
surfaces. 

A floor paint, however, is subjected to the 
wear of many feet. Every time you walk across 
a floor which has been painted, there is an 
abrasive action which tends to disintegrate the 
paint film. This abrasive action would be re¬ 
duced to a minimum if paint were made of a 
soft texture, so that the film itself could absorb 
this grinding action, but the result would be a 
sticky, tacky condition. 

A floor paint must be hard, but if too hard, 
it becomes brittle and does not adhere to the 
surface. 

The most inexperienced person can apply 
a good floor paint successfully and once applied 
it forms a tough film, dries hard over night, ef¬ 
fectively seals the surface against the absorp¬ 
tion of foreign materials which may be care¬ 
lessly spilled upon it. Frequent washing will 
eventually dull its gloss; in time the film will 
disappear, but a high quality interior floor 
paint will never crack, check or peel off, it will 
never fade, and it will always give you satis¬ 
faction and service. 

Said the big red rooster to the little brown hen: 
I haven’t heard you cackle in I don’t know 
when.” 

Said the little brown hen to the big red rooster, 
“You don’t come around as much as you 
yooster.” 


SUGGESTED VERSES FOR THANKS¬ 
GIVING ADVERTISING 

Thanksgiving Necessities 

The necessary tools that help 
To cook a dinner right 
Should be in every household now, 

And keep them well in sight. 

Your Jelly Mould is getting old, 

Your Pie Tins just the same, 

The Mixing Spoon and Paring Knife 
Not worthy of their name. 

The Sifter for the flour, 

And also Rolling Pin 
Is bent and twisted out of shape 
And very rough and thin. 

The Grater will not grate at all, 

It’s full of holes and crooked; 

Your Measuring Glass you cannot find— 
Your neighbor probably took it. 

So when you need a Pot or Pan 
Just let us know soon as you can. 

—Reeg, the Rhymer. 

NOVEMBER 28TH, 1918 

Try and think of all you can, 

Have lists made out to date, 

And look for Pot or Roasting Pan, 

Not wait until too late, 

Know now your wants before the day 
So sure to come each year, 

Goes by again and you delay 
In never coming here. 

View well your kitchen’s useful needs, 
Inspect your dresser, too; 

No promises, but actions, deeds, 

Gives happiness to you. 

—Reeg, the Rhymer. 

It is easy to feel sorry for a lot of people 
until you get to know them quite well. 



.CAL : pA-cq; 


Do You Know Aiqr Paint as Good? 


650 CALPACO 0. W. 

FORMULA 
100" Pure 
Outside White Base 

PIGMENT 

Cal Pa Oo Pure White Lead. 66 2/8% 

OalPaCo Pure Zinc Oxide. 88 1/8% 

LIQUID 100 % 

I Cal-Pa Co Pure Linseed Oil. 90% 

\ Cal Pa-Co Pure Turpentine Dryer . 10% 


KELLY. THORSEN a CO. 
Portland 


100 % 

lOSSIRt 

STAYMER ft DALY 
Salt Lake City 


riVE FIRST AWARD8 
P. P. I. E., 1915 

SECURE EXCLUSIVE 
AGENCY NOW 

Everything reliable in Paint 

California Paint Company 

Manufacturers since 1865 
Oakland, California, U. S. A. 

HAMMOND LUMBER CO- 
Los Angelos 
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HURRY YOUR PHOTOS FOR PRIZE WIN¬ 
DOW ROOFING CONTEST 

The Pioneer Paper Co. offered to retail mer¬ 
chants a prize of $50.00 for the best sales win¬ 
dow featuring Pioneer Roofing, a second prize 
of $25.00 and a prize of $10.00 to the third best. 

Moreover, for everyone who enters the con¬ 
test a prize of $5.00 was offered, so that no 
merchant who was displaying their products 
would be overlooked. 

They have decided to extend the contest un¬ 
til November 30th. 

We know that many merchants intended to 
enter this contest, and doubtless a great many 
have been displaying Pioneer Products, but 
probably have been so busy in making sales 
they have neglected to forward photos. 

It is important that photos be sent promptly 
to the office of the Hardwabe World. There is 
time yet to get in, and if you haven't made this 
display, then the month of November will offer 
ample time for you to put in a display and 
compete for these prizes, being assured that 
you will at least win a $5.00 prize. 

A number of merchants have told us that 
not only have their displays made sales of roof¬ 
ing, but it brought them customers for other 
goods, which has materially increased their 
business on various lines besides roofing. 

Refer to either the September or the Octo¬ 
ber issues for further information, or write to 
the Pioneer Paper Co., who will be glad to give 
full detail. A similar announcement also ap¬ 
pears in this issue. 


Prosperity does not come to us until we are 
well ready for it. It's up to us to get ready 
by such self-development and broadened out¬ 
look as will enable us to recognize prosperity 
when it confronts us and be ready to use it to 
good purpose. 


The clerk who lays out the goods with a 
“you can take 'em or leave ’em" air, will find 
that his customers will often leave 'em. 


WHOLE TOWN ON CASH BASIS 

Every merchant of every line in Sutton, Neb., 
is doing a strictly cash-in-advance or C. O. D. 
business. The twenty-seven retailers team- 
worked on the proposition—and as a result a 
jointly-signed ad appeared announcing the 
new copper-riveted cash plan. Their ad stated 
in part: 

Under old conditions the retailer bought from 
the wholesaler on terms of thirty and sixty 
days, but at the present time our goods are sold 
to us on ten days' time, which to all practical 
purposes is cash, for it now takes ten days to 
obtain the goods. We will keep no book ac¬ 
counts whatever and we sincerely ask that you 
do not request credit, as we will have no place 
to make the charge, and neither of us would 
be satisified if we were to try to keep this 
memorandum from memory." 


An addition is being made to the hardware store 
of F. Dement & Co., at Bend, Oregon. 


The San Jacinto Hardware Co. of which John 
Shaver is the proprietor, at San Jacinto, Cal., has 
moved into its new quarters, erected on the same lot 
as before it was destroyed. The outlook is considered 
quite good for a busy season. 




DI-MEL-INE 


PAINTS ♦ STAINS ♦ ENAMELS 




The complete, compact, distinctive line in handy 
hou sehold c ans—full-size, full-measure. BBTAJLfl 
15 CENTS—no larger sizes. Big Value for user; 
Big Profit for Too. A popular seller with Hard¬ 
ware trade. Assortments contain all 29 colors; 
Display matter included. 

Dealer’s Assortment (30 Doz.).939.00 

Jobber’s Assortment (12 Doz.). 15.60 

Open Stock, all colors, per gross. 15.60 

2% Freight allowance, F. O. B. N. Y., 2% Gash. 

Write for Color Card , Circular and Booklet ^ J 

McuflAUK Paint Mro. Col 

169-173 Second Ave^ BBOOXLTV—OW YOU 

Townley Metal & Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware & Paper Co., Oakland, OaL 


“Our Standard** 



▲ Perfect Paint for Outside 
Painting. In different shades. 
Moat Lasting. 


R. N. NASON & CO. 

San Francisco, U. S. A 

Paints, Colors, Varnishes, Lubricating 
Oils and Greases 

JOBBERS 

Brashes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 

WRITE FOR LITERATURE, CATALOGUES AND PRICES 
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AN UNUSUAL RECORD 

For a man to continue in business for forty- 
two years and deal with one institution for that 
length of time is of more than passing interest. 

Recently we were privileged to see a letter 
N. D. Dutcher & Son, wrote to the §an Fran¬ 
cisco jobbing house of Holbrook, Merrill & Stet¬ 
son, of which the following is a copy. 

4 4 Gentlemen:— 

“One and all of the firm: 

4 4 Just a line to remind you that on the 26th 
day of September 1876, forty-two years ago, 
we bought our tools and stock from your house. 

4 4 During all these years we have had no fault 
to find with the treatment we have received 
at your hands, and we thank you for past 
favors. 

4 4 Wishing you all a long and prosperous 
life. 

4 4 Yours truly, 

N. D. DUTCHER k 80N. 

This letter was acknowledged by Chas. Hol¬ 
brook, who is eighty-eight years old, and is 
Chairman of the Board of Directors, and still 
continues to take an active interest in the com¬ 
pany. 

Mr. Holbrook's letter is as follows: 

4 4 Gentlemen:— 

4 4 Your favor of September 26th received and 
words fail to express our appreciation of your 
kind expression to us. 

4 4 Honors are easy. We can assure you that 
in all the forty-two years we have been doing 
business with you, we have no fault to finl 
with you or yours. We have always looked 
upon you as one of our valued customers and 
friends. 

4 4 Hoping that the same kindly feeling will 
continue to the end and that you may have a 
long and prosperous life, we are, 

4 4 Sincerely yours, 

HOLBROOK, MERRILL & STETSON. 

Per Chas. Holbrook. 


The Attaway Latham Hardware Co., suc¬ 
cessors to the Allison Davis Hardware Co., 
Mesa, Arizona, are handling full lines of hard¬ 
ware, implements and kindred lines, having 
succeeded the former firm on January 1, 1918, 
report a splendid season's trade. 

The organization is a co-partnership of G. 
Attaway and P. Latham. They carry full lines 
of everything pertaining to hardware, house 
furnishings, as well as automobile accessories, 
and they also do a large business in harness 
and saddlery goods. They maintain a branch 
store at Gilman, Arizona. 


Irishman at telephone: 44 What? Ye can't 
hear what I’m say in’? Repeat what ye didn’t 
hear an' I’ll tell it to ye again." 


WELL KNOWN AUSTRALIAN MANUFAC¬ 
TURERS' REPRESENTATIVE 

S. Scott Young, Ltd., are well known repre¬ 
sentatives in hardware and allied trades, main¬ 
taining offices at Sydney, Australia, as well as 
at Melbourne. 

Among the American houses which they 
represent are such well known institutions as: 

Siesel-Spill Mfg. Co., New York. 

C. S. Norcross & Sons, Bushnell, Illinois. 

John C. Smith Hoe & Tool Co., Evansville, 
Ind. 

Thompson Plow & Engine Co., Beloit, Wis. 

W. H. Addoms & Co., Inc., New York. 

John Sommer Faucet Co., Newark, N. J. 

They have a splendid organization, and are 
in position to give desirable representation to 
American manufacturers, who might be inter¬ 
ested in introducing their line, or pushing their 
sales and extending their trade. 


BUSY OVEN MANUFACTURERS 

The Elgin Stove & Oven Co., successors to 
the Kimball Dietrich Hardware Co., manufac¬ 
turers of Elgin Bake Ovens, have been incor¬ 
porated, with a capital stock of $125,000.00, 
and have been making this line of ovens for 
the past fourteen years. 

They have added to their line this season 
a new smokeless oil heater. The rapid advance¬ 
ment of their business has made it necessary to 
greatly increase their facilities, and they are 
well equipped now to turn out Elgin Ovens and 
Oil Heaters in quantity. In fact they expect to 
double their capacity within the next year. 


Graham McCulloch has engaged in business at 
Jessie, North Dakota. 


The C. C. Clark Hardware Co. has engaged in 
business at Boynton, Oklahoma. 


The Morton Hardware Co. has succeeded the Mor¬ 
ton Cavanaugh Co., Marion, Mich. 


The Moore Hardware Co. has purchased the stock 
of Tullis & Moore Co., Arcanum, Ohio. 


G. M. Smith Co. have purchased the stock of the 
Hershey Hardware Co., Hershey, Nebraska. 


W. T. Hines & Son have recently disposed of their 
business at Easton, Kansas to W. M. Feburly. 


The Van Hook Hardware Co. are successors to 
Rolla Van Hook & Son, at Cythiana, Kentucky. 


The W. II. Phinney stock of hardware and imple¬ 
ments has been sold to D. W. Carlson at Olivet, Kansas. 


Brunson & Mosby Hardware Co. has b.een pur¬ 
chased by the Bonner Springs Lumber k Hardware 
Co., Bonner Springs, Kansas. 

Perry Marker has engaged in business at Manning, 
North Dakota, and will handle full lines of auto 
accessories, as well as hardware and house furnishings. 
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HELP YOUR CUSTOMERS SAVE COAL AND 
FUEL 

Fuel conservation is the order of the day. It is 
necessary, and you will be doing a patriotic service to 
your country as well as your customers a good service, 
yourself a good merchandising turn by handling the 
Gleewood Floor Furnaces and Junior Unit Gas 
Heaters. 

What are they! Write Foss k Jones and they will 
give you information, will convince you that these floor 
furnaces and heaters are what you need to bring in 
new customers, to please old ones, and to increase your 
sales in your community. 

The Gleewood is not an experiment. It is a proven 
success, is absolutely free from any danger whatever; 
no danger of explosion. 

There are five particular points of merit in the 
Gleewood Sanitary Floor Heater. 

Comfort, because it circulates pure, warm, ever- 
changing air, is free from dust, gas or smoke. Au¬ 
tomatically changed by the heater's own operation, 
with no gas fumes whatever. 

Made of Toncan metal throughout, the highest art 
known in the production of pure metal, free from rust. 

Convenient to regulate, a turn of the key con- 
troling the entire system, burning both artificial and 
natural gas. 

It is economical, and one of the most healthful 
heaters made. These heaters have been used in Cali¬ 
fornia for years, and the inventors and manufacturers 
are experts of long standing. 

They have a special proposition to make to dealers, 
both large and small, no matter where you are located. 
Their pleased customers are throughout almost every 
state in the Union. 

This is a proposition that is in season now and 
should not be overlooked. 

Address Foss k Jones, 28 East Union Street, Pasa¬ 
dena, California, for full information. 


STOVE MANUFACTURERS REDUCE 
OUTPUT 

Announcement is made that the Conserva¬ 
tion Division of the War Industries Board and 
the stove manufacturers of the country have 
adopted the following schedule for the conser¬ 
vation of material, capital and labor: 

1. Each manufacturer is to reduce his as¬ 
sortment of sizes and styles of goods manufac¬ 
tured approximately 75 per cent. 

2. The immediate discontinuance of the 
manufacture or the acquiring of new patterns 
for the duration of the war. 

3. All cooking stoves or ranges manufac¬ 
tured to be equipped with No. 8 covers only, 
except where the body of the stove and range 
is too small to permit the use of such size. 

4. The manufacture of back guards and 
tea shelves for steel high closets to be discon¬ 
tinued. 

5. Manufacture of tin linings in ovens and 
doors to be discontinued. 

6. Light patterns of stoves and ranges to 
be manufactured in preference to heavy pat¬ 
terns. 

7. The manufacture of steel high shelves 
and canopies on domestic ranges to be discon¬ 
tinued. 


SPLENDID BOOKLET CONCERNING 
METAL CUTTING MACHINES 

E. C. Atkins & Company, Indianapolis, Ind., 
manufacturers of silver steel saws, have ready 
for distribution their latest catalog, descrip¬ 
tive of Atkins Kwik-Kut metal cutting 
machines. It is profusely illustrated and deals at 
some length with the requirements of recipro¬ 
cating machines and in this connection directs 
attention to the great efficiency and economy 
of the Atkins' machine tool. 

The booklet describes in the detail the var- 
parts of the machine, and designates the im¬ 
provements that are of particular interest. 

Among features claimed for Kwik-Kut metal 
cutting machines are its raising device, saw 
gauge, lubricating system automatic stop, indi¬ 
vidual motor drive, etc., which with increased 
cutting capacity makes the Kwik-Kut machine 
one of the most desirable hack saw machines on 
the market. 

They are used in many large operations 
throughout the United States, Canada, South 
America, Europe, Australia and Great Britain, 
and the large list of users bear testimony to 
the perfect satisfaction given by this machine. 
The Atkins Company has also prepared a book¬ 
let on circular saws for cutting metals which 
contains considerable information regarding 
this product. 

Also a hack saw chart and. a price list cover¬ 
ing Atkin's “AAA" hack saw blades, which is 
valuable for retail merchants. They will be 
glad to send a copy to any of our readers who 
ask for it. 


R. W. Christie, Muskegon, Michigan, is adding to 
his stock of household goods. 


Myers k Reidel, Sebewaing, Mich., reports a very 
satisfactory outlook. 


Mark A. Norris k Co. have purchased the stock of 
Scott k Linn, at De Witt, Michigan. 


A. Walker k Son have purchased the stock of 
W. G. Walker at Centertown, Missouri. 


The Olivia Hardware Co. have sold their stock to 
the Central Hardware Co., Olivia, Minn. 


H. W. Buckle, successors to J. B. Hagaman, North 
Branch, Michigan, is planning to add to his stock. 

F. D. Griggs has purchased the stock of hardware 
and implements of Smith k Bard, Collins, Missouri. 

The Merrifield Follmer Co. have purchased the 
stock and business of Z. J. Townsend, Middleville, 
Michigan. 

A. J. Edmonds has disposed of his hardware busi¬ 
ness to Alace D. Adams, Lathrop, Missouri, and will 
materially add to the stock. 

The Norton Hardware Co. is the new name of the 
business established a half century ago by Charles M. 
Norton, Lansing, Michigan. 
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BIG SALES FIELD OPENED BY INTRO¬ 
DUCTION OF NEW RAZOR STROPPER 

The Burke Manufacturing 
Company, of Dayton, Ohio, who 
had for several years been man¬ 
ufacturing an automatic strop- 
per for Gillette blades, have re¬ 
cently entered into an intensive 
sales campaign and are estab¬ 
lishing thousands of new dealers 
in the hardware field. 

The Rotastrop has been sold 
previously direct by mail, and 
has thousands of friends in practically every country 
in the world. 

It is an attractive appearing machine, and of such 
a correct mechanical design that it is extremely easy 
to operate and it is almost impossible to get it out of 
order. 

The manufacturers say that the secret of success 
in a razor stropper lies in the principle of stropping 
both sides of the edge with quick force, and at the 
same time holding the blade at such an angle that the 
bevel will keep its original angle. 

It is also essential that the pressure exerted by the 
strop on the blade be adjusted so that the edge will not 
curl and form a 11 wire edge. ” 

It is impossible to open the Rotastrop to insert a 
blade except when the leathers are in such position that 
they can’t be cut. 

Each machine is provided with a small stick of spe¬ 
cial compound which keeps the leather in perfect con¬ 
dition. 

The plan of selling which has been adopted by the 
company is extremely interesting. 

small advertisements are being run in a large list 
of general magazines and the inquiries that are received 
from this advertising are all referred to the dealers in 
the territory from which they come. 

The Rotastrop is put out on a guaranteed basis, both 
to the customer and to the dealer. 

The sales plan, the liberal profit to dealers and the 
satisfaction gained from the use of the machine make 
it a very attractive proposition to the trade. 

Many hardware jobbers have found that this new 
razor strop offers a splendid opportunity for merchants, 
both wholesale and retail, ana throughout the country 
are scattered enterprising hardware jobbers, who are 
selling the Burke Mfg. Co.’s razor Btrop with profit 
and satisfaction. 

They will be glad to give full information to any 
of our readers upon request, or give them the names 
of their nearest distributors. 


The Kutner Goldstein Company, Fresno, California, 
have purchased the Valley Hardware Company, Fresno, 
of which David F. Appling was manager and chief 
stockholder. The Kutner Goldstein Company recently 
lost their stock by fire, and with characteristic energy 
Mr. Manheim, vice-president of the Kutner Goldstein 
Company, thought it was necessary to secure a hard¬ 
ware and implement stock as soon as possible. They 
have been large factors in the hardware and implement 
business for the last forty-five years. They have a 
large trade in the San Joaquin Valley. 


Moreau Aldrich & Co. are successors to the busi¬ 
ness of C. L. Aldrich at Augusta, Michigan. 


ECONOMY IN USING PYREX WARE 

The Pyrex Sales Division of the Corning Glass Works 
direct attention to the conservation effected by the use 
of Pyrex Baking Ware, which saves metal, as will be 
evident at a glance; saves fuel, because Pyrex absorbs 
nearly all the oven heat and requires only about one- 
half the usual amount of fuel. It saves food ; because 
less expensive foods cooked in Pyrex are appetizing and 
nutritious. 

Aside from this every dealer is authorized to re¬ 
place any Pyrex dish that breaks in use in the oven. 

Their products may be obtained from the leading 
hardware and house furnishing jobbers throughout the 
country, or they will be glad to give full information 
to any of our readers upon request. 

The merchant knows that when he is recommending 
Pyrex he can do so with every confidence that he is do¬ 
ing his customer a distinct service. 


ATTRACTIVE RAZOR DISPLAY CASES 

The Geneva Cutlery Co.. Geneva, New York, furnish 
to retail merchants a handsome display case for their 
razors. 

As they mention in their announcement, men are 
always on the lookout for good razors, and as the 
cutlery counter in most hardware stores is near the 
door, where the customer naturally lingers to look 
around, and wonders if he has forgotten anything, it 
only needs a suggestion from the salesman to call at¬ 
tention to the edge on the razor and to its value to 
make a sale. 

Every man needs more than one razor. He likes 
to change off from one razor to another and the 
Genco Razor is an article that merchants can display 
and sell with profit and satisfaction, both to them¬ 
selves and their customers. 


BRING PEOPLE TO YOUR STORE 

The Hatfield Complete Sharpening Machine is one 
that many merchants are using to bring people to 
their store—men with razor blades and women with 
dull scissors and shears and other articles. 

The Hyfield Mfg. Company, of 21 Walker Street, 
New York, are the manufacturers and have an inter¬ 
esting plan to offer to merchants who install this ma¬ 
chine. It is worth while writing them for it. 


F. P. Goldsby & Co. is a new enterprise at Clayton, 
Kansas. 


The Breslau Cash Hardware Co., Breslau, Nebraska, 
report a very satisfactory season’s trade and a good 
outlook. 


J. A. & G. W. Fairchild have engaged in business 
under the name of the Fairchild Bros. Hardware Co., 
Towanda, Kan. 


SPLENDID HELP AND TEACHER 

My husband died last 8pring and I have been con¬ 
ducting the hardware store he formerly had. I am 
enclosing renewal of subscription to the Hardware 
World, which I find a splendid help and teacher. 
California. MRS. NELLIE F. HAYWARD. 
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NEWARK FACTORY OF ALUMINUM GO ODS MANUFACTURING COMPANY, JUST 

COMP LETED 

The Newark branch factory of the Aluminum Goods Manufacturing Company of Manitowoc, Wisconsin, 
has just been completed. 

The building is six stories high, one square long, contains 130,000 square feet of floor space, the exterior 
finish being white coated, concrete columns with brick curtain walls, the last word in fire-proof construction. 

Part of the factory will be devoted to the manufacture of Mirro Aluminum and other products of the 
Aluminum Goods Manufacturing Company, which is one of the world’s largest concerns engaged in the man¬ 
ufacture of everything in aluminum. A considerable portion of the building will be set aside for government 
work under a large government contract awarded to this concern. Some three hundred people will be 
employed at the outset. 

The building has been designed with every thought for the comfort and welfare of the workers. In this 
respect the Aluminum Goods Manufacturing Company has always taken a leading part. Its factories are 
modern and well lighted, pure air is supplied by means of elaborate blower system, there are comfortable rest 
rooms for women, hospitals in charge of competent nurses, toilet equipment is the newest and best. 

A quarter century ago the Aluminum Goods Manufacturing Company was a one-man concern. Today it 
numbers some twenty-five hundred people in all twelve hundred at the Manitowoc plant, eleven hundred at 
the two plants in Two Rivers, Wisconsin, and two hundred at the present Newark plant, while the capacity 
of this new plant in Newark will probably reach one thousand people. 

A number of workers have been with this Company since its establishment. A community spirit prevades 
the entire organization. 

Climaxing a quarter century development has come Mirro Aluminum, known throughout the country for 
its many features of convenience, utility and durability. And it is but just to say that such a building as 
pictured above reflects contented workmanship and worthy development just as the product has come to 
reflect good housekeeping. 


MAKE KEYS IN YOUR OWN STORE 
Every merchant has calls for duplicate keys. 
The Precision Machine & Tool Co., of Allen¬ 
town, Penn., offer a machine that is automatic 
in operation, requires no experience or skill to 
make duplicate of any Yale type of key. 

One of these in your store would bring you 
new trade. 


Peter Bush has purchased the hardware 
stock of W. S. Goode, at McDoel, California. 


M. W. Duncan, who has been connected 
with the L. L. Beal Hardware Co., Red Bluff, 
California, has purchased the business and has 
now taken possession. He plans to add to the 
stock and increase his facilities. 
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A SPLENDID SELLING LINE 

Merchants who are not selling Thermometers. 
Barometers, Hydrometers and what is known as the 
Tycos Regulators, are overlooking a profitable and 
rapid selling line. 


The Taylor Instrument Co., Roch¬ 
ester, New \ ork, are manufacturers 
or registering and recording thermom¬ 
eters, which are needed by every busi¬ 
ness man, every family,'every‘house¬ 
hold 

The Tycos Regulator is an abso¬ 
lutely correct heat regulator for dry¬ 
ers, cookers, retorts and water sys¬ 
tems and will help the owner save fuel. 

Another profitable selling article is the Tycos 
Chargometer, which is the surest and simplest method 
of determining the condition of a storage battery, 
being a standard grade for service station or garages. 
There is a splendid opportunity for the sale of these. 

Cunynghame’s Frost Predictor is also manufactured 
by them, and every farmer and rancher has UBe for 
such an instrument. 

Other instruments for use in home canning, baking 
and candy making are made. 

Woodward, Clarke & Co., Portland, Oregon, are the 
distributors for these products and will be glad to 
give full information to any of our readers upon re¬ 
quest. 

P. & F. Corbin have added 
to their line their No. 1963, 
1%-inch brass or bronze 
knob with slender shank and 
2-inch rose, made in the same 
outline as a 

rose which were high in (9 \\ 

favor in early Colonial days. J ^is****%v / ' 
It is especially suited for the \ 
inside doors of Colonial and W \ 

Dutch Colonial homes. The J 

screws which attach the rose 
to the door are concealed in 
a recess beneath the end of 
the knob shank. The spindle is 3-16 inch in 
diameter and is not adjustable. The thickness 
of the door must be known to properly fill an 
order. 


A YARD OF GARAGES 

This is the title of an interesting, attractively il¬ 
lustrated folder, showing the actual installations of 
“Slidetite" and other types of Garage Door Hard¬ 
ware made by the Richards-Wilcox Mfg. Co., Aurora, 
Illinois. 

Under each picture there is descriptive matter 
stating the kind of garage, the style of hardware on 
which the doors are hung, and giving information that 
a merchant will find much help to him in making 
sales as well as showing the proper method of in¬ 
stallation. 

A Good Bale Help 

A Yard of Pictures, showing actual installations 
of * * Over-way' * Carrying Systems in manufacturing 
plants, public garages, paper mills, fruit storage ware¬ 
houses and other establishments where * 1 Over-way ' 9 
Carrying Systems are now giving service, has been 
issued by the Richards-Wilcox Mfg. Co., of Aurora, 
Illinois. 

There is an increasing demand for the installa¬ 
tion of such systems, and where one has the actual 
photograph showing these installations and the uses 
to* which they can be put, it is a splendid help in 
making sales. 

These folders give the hardware merchant a graphic 
means of showing his customers R-W hardware under 
actual working conditions and furnish him sugges¬ 
tions as to how he may apply the hardware most 
advantageously to bis buildings. They are valuable 
for counter use, envelope enclosures, window displays, 
etc., etc. 

Many merchants find this a great help to them 
in making sales, and it only needs a suggestion from 
you to the Richards-Wilcox Mfg. Co. for you to be 
amply supplied. 

The Richards-Wilcox Mfg. Co. will be glad to give 
full information to any of our readers upon request. 


Often what is gospel to one generation is 
superstition to a later. 


FOR BALE 

National Cash Register, No. 452, 6 clerk keys, le 
to $99.99, used two years. McCaskey Credit System. 
420 accounts, 2 banks with Cashier Window. Used 
three years (3). Warren Hardware Shelving. Good 
arrangement for any hardware store, 56 feet long. 
Used five years. Large Fireproof Safe. Inside meas¬ 
urement, 15 inches deep, 27 inches wide, 39 inches high. 
One new No. 216 Globe Base Burner. 

All of the above are in first class condition. 

J. C. HOLCH HARDWARE CO., Gilman, Ill. 
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Business Opportunities 


We can sell jour business for cash no matter where 
located. No publicity; describe fully in first letter. 
All correspondence confidential. Herbert, Webster 
Building, Chicago, Illinois. 


WANTED 

Hardware and implement salesman who is willing 
to make good. Country town. State experience and 
salary wanted. Address * * A. G.,” care Hardware 
World. 


PLUMBERS WANTED 

First class men, $8.00 for eight hours. Steady em¬ 
ployment. Ideal climate. No labor troubles. Must 
affiliate with the unions. 

Address A. M. Goddard, Tacoma, Wash. 


POSITION WANTED 

By an experienced hardware man, who can fill a 
place full. Have had nine years’ experience. Married 
and can furnish best of references. Address “P. A. 
C.,” care Hardware World. 


FOE SALE. 

Clean hardware stock in the best terminal port city 
in Southern California. 

Will invoice $15,000.00 in merchantable hardware. 
For particulars write. 

Address: Hardware World. 


FOE SALE 

Old-established plumbing and sheet metal business 
in eity of 5,000. Centrally located in U. 8. Reclama¬ 
tion project. Best farming, mining and commercial 
trade. $2,500.00. Address “X,’* care Hardware 
World. 


GOOD, SELLABLE HARDWARE MAN WANTED 
We want a good reliable hardware man, capable of 
taking charge of the buying as well as the selling end. 
We should like him to have some knowledge of imple¬ 
ments. Salary $125 per month. Give full particulars, 
such information as you would want were the position 
reversed. Address G. F. Company, care Hardware 
World. _ 

AN A1 OPPORTUNITY. 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
8toek will invoiee about $8000. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell k Son, Colusa, California. 


FOE SALE 

Owing to the continued ill health of the owner, 
will sell a well established hardware business, located 
in a thriving little eity, in one of the richest Lima 
Bean and Lemon districts of Southern California. Will 
give a discount from cost for cash. If wanting a hard¬ 
ware business ready to step into, at a moment’s notice, 
address “ Franc,” care Hardware World. 


SHOP FOREMAN WANTED 

For plumbing, tinning and gasoline engine shop. 
Must be able to take complete charge. Only thor¬ 
oughly reliable and competent men need apply. State 
experience, age, married or single, habits, references 
and salary received in last position. Enclose photo 
if convenient. Ten Dollars ($10.00) reward will be 
paid to anyone putting us in touch with the right man. 
Address the Eymann Hardware Co., Parlier, Calif. 


WANTED 

Second-hand 30-inch Tinner’s Forming Rolls. Ad¬ 
dress H. Arons, 2602 Elm Street, Dallas, Texas. 

WANTED 

To hear from owner of good Hardware Store for 
sale. State cash price, description.. 

D. F. Bush, Minneapolis. 


FOE SALE 

Clean Hardware stock. Doing fine business. 
Splendid town and fruit country. San Joaquin Valley. 
Invoice about $22,000. For particulars address 
“W. C., M care Hardware World. 


FOE SALE 

Old established Hardware business doing forty to 
fifty thousand dollars business a year. In one of the 
best towns in Northern San Joaquin Valley. Stock will 
run twelve to fifteen thousand dollars. Address “L. 
H.” care Hardware World. 


FOE SALE 

All or part of an established hardware business, lo¬ 
cated in best town in Southwest Texas. Best reasons 
for selling. Long lease on building. 

Address “C. H. 8.,” c/o Hardware World. 


TINNER WANTED 

A first class, sober, reliable sheet metal and furnace 
man. One who can do estimating. In one of the 
best little cities in Central California. Opportunity to 
invest in the business if wanted. State salary 
wanted. Address “L. C.” care Hardware World. 


FOE SALE 

A stock of general hardware and implements in 
a small town in Southern Idaho, stock will invoice 
about $10,000. The real estate will amount to about 
$3,000.00. The business from February 1st to Octo¬ 
ber 1st of this year was $30,000. 

Address “Idaho,” care Hardware World. 


BUYER AND SALES MANAGER WANTED 

We have a splendid opening for an experienced 
hardware buyer and sales manager, to conduct a retail 
store in one of the largest and most progressive 
cities of the Pacific Northwest. 

We believe this is an unusual proposition for a 
high grade man of experience and ability. We believe 
he would take more interest in that business by having 
a small investment in it, although this is not absolutely 
essential. 

We want a man of the highest grade, A-l moral 
character, good personality and address, and must 
know the business. For such a man there is a splendid 
opening. 

Address Retail Manager, care Hardware World. 


FOE SALE 

General Hardware Stock, Auto Accessories and Fix¬ 
tures. Located in one of the best oil field towns in 
Northwest Texas. Also in a good farming and cattle 
country. Stock inventory last January was $20,000. 
Fixtures, $2,500.00. Sales last year, $92,000. Sales 
first eight months of this year, $90,000. This is a 
clean, up-to-date stock and the business was established 
seven years ago with a $2,000 stock. Will sell at in¬ 
voice price. No trades considered. Have lease on 
store building. Address 1304 18th street, Wichita Falls, 
Texas. 
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Today is the Gateway of Opportunity. So 
is tomorrow. But even a wide gateway is of 
little avail unless we keep ourselves in physical 
condition to enter into the larger openings be¬ 
yond. _ 

Many a man is where he is in a business way 
just because he followed the line of least re¬ 
sistance and did the thing that was seemingly 
inevitable, but no man need remain indefinitely 
a square peg in a round hole if he knows what 
he really wants. 


To know, is to have taken a step toward 
achievement. To be ready to take advantage of 
each favorable circumstance, to make the most 
of one's self, is to go a long way toward find¬ 
ing one’s self in the right place after all. 


Excuses are of little value to anyone except 
the man who makes them. To him they are 
mere "blinders.” What the world wants is 
results and the evidence—indisputable evidence 
that you can make good. 


Short cuts are all right provided no interest 
is permitted to suffer by the shorter process. 
Sometimes the shortest cut of all is the way 
that requires painstaking and thoroughness. 


If the man who blames the other fellow for 
his lack of success would only spend the same 
amount of gray matter honestly analyzing his 
own cause of failure, he would have no reason 
for excuses at all. 


Hard knocks, obstacles and real difficulties 
never put those who are truly great in a busi¬ 
ness way down and out. They may halt them, 
but every last one of them wall "come back” 
stronger than ever. The weaklings, of course, 
do not stand the test and are eliminated from 
the race. _ 

What are your advantages! Take a pencil 
and tabulate them. First, as a business man; 
second, as a public-spirited citizen; third as a 
Christian gentleman. What are you doing with 
these opportunities! Are they, as far as you 
are concerned, an advantaage or, through 
neglect, a disadvantage! 


SUCCESS IS FOR SALE 

You want success. Are you willing to pay 
the price for it! 

How much discouragement can you stand ! 

How much bruising can you take! 

How long can you hang on in the face of 
obstacles! 

Have you the grit to try to do what others 
have failed to do! 

Have you the nerve to attempt things that 
the average man would never dream of 
tackling! 

Have you the persistence to keep on trying 
after repeated failures! 

Can you cut out luxuries! Can you do with¬ 
out things that others consider necessities! 

Can you go up against skepticism, ridicule, 
friendly advice to quit, without flinching! 

Can you keep your mind steadily on the 
single object you are pursuing, resisting all 
temptations to divide your attention! 

Are you strong on the finish as well as quick 
at the start! 

Success is sold in the open market. You can 
buy it—I can buy it—any man can buy it who 
is willing to pay the price for it. 


CULTIVATE YOUR P’S 

To those who would like to read a fine book 
of the self help order, I recommend that they 
get a dictionary and read the letter "P.” It 
is a rich mine of valuable success nuggets. Here 
are some of them: 

Power, patience, poise, persistency, punct¬ 
uality, perserverance, pluck, purity, prudence, 
purpose, peace, principle, painstaking, push, 
plan, patriotic, pay, produce, perfection, play, 
plug, polite, polish, practical, profit, progres¬ 
sive, prompt, prosper, public-spirited. 

Dig deeper and you may find more. The man 
who has these doesn’t need to bother much 
about the rest of the alphabet. 


It is all right to have men of vision, when they 
are men of action. It is all right to have men 
of words when those words are put into effect, 
but we have proved to our sorrow that words 
are of no avail in dealing with the Germans. 
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OM SUPPLIES 


Much Depends on Quality 

“Our Faultless” 

Plumbing and Heating 
Supplies 

Quality is uppermost. Coupled with this is the 
prompt and thorough SERVICE we are equipped to 
render in every transaction entrusted to us. 

M. L. KLINE 

30 Years Wholesaling Plumbing 9 and Heating Supplies 
in'Portland 

84, 86, 87, 89 Front Street Portland, Oregon 


Favorite Oval TP'rror 


Cork Top Stool 


. w 

ICIirror TTied:c:ne Cabinet! 


Only Absolutely Sanitary Line Made 

The LINE that APPEALS at ONCE TO YOUB TEADE, THAT 

makes customers for you and brings them back 

AGAIN. DISPLAY THESE GOODS AND SALES WILL FOL¬ 
LOW. Each article covered with a preparation of celluloid called 
PYRALIN, put on in sheet form by our patent process. 

NON-POROUS, GUARANTEED NOT TO CHIP, CRACK OR 
FLAKE. Not AFFECTED BY HEAT OR COLD. Only SOAP and 
WATER NEEDED TO CLEAN IT. A necessity in all high-grade 
bath rooms, hospitals, hotels, public buildings, etc. 

BEWARE OF WORTHLESS IMITATIONS 

C. F. CHURCH MFG. CO. 

HOLYOKE, MASS. 

These goods can be obtained from the LEADING JOBBING 
HOUSES IN THE WEST. INSIST ON THEM. If you cannot 
get them address for Information. W. E. Gilchrist, Pacific Coast 
Representative. Monadnock Building, San Francisco, Cal. These 
goods are sold by Holbrook, Merrill & Stetson, Crane Co., A H. 
Busch Co., and all the leading jobbing supply houses. 


Closet 6eat 


Garden Hose Valves 


Recognized Quality 

Which command repeat order* for you. 


Sizes %" to 2%" inclusive. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie. Pa. 

W. Erwin CHlohrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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The Uncertainty of a Sure Thing 

(By Harry Gale Nye) 


D OES anybody ever 
come into your 
place of business 
with a sure thing ? They 
come to see me once in a 
while, and are so full of 
confidence, or something 
else that works just the 
same, but smells worse, 
that it is hard for a man 
with a confiding nature 
to resist them. So it is 
a good thing for one to 
have a few formulae, and tests, and grips, and 
passwords to be used at such a time to make 
sure that no gilt edge stock gets into our 
midst or ground floor proposition passes the 
outer portal. 

Personally I am always ready to listen to 
the man who offers an investment that has an 
element of risk in it. That kind of a proposi¬ 
tion always looks like it might win, and if it 
wins it seems likely that those whd took the 
risk will reap the reward. It takes nerve to 
go into a thing like that; but one reason for 
going into it is the fact that it takes nerve to 
ask you to. If a man is willing to take a 
chance on being turned down he must have 
some confidence in the scheme. But the man 
who is so afraid of a turn-down that he doesn’t 
dare peddle anything but a certainty, has lost 
my confidence before he even shows his goods. 

The sure-thing investment is like the gun 
that isn’t loaded. When you don’t know 
whether the gun is loaded or not, you treat it 
with respect it deserves. A wise man, for the 
matter of that, always treats any gun with 
respect. There is only one place to be when a 
gun enters into the discussion, and only one 
place to be if it happens to be a mule instead of 
a gun. With a gun that place is behind it, 
and with a mule, in front. This rule, if consis¬ 
tently followed, would materially reduce the 
number of widows and orphans in this country, 
although it might take a good deal of the joy 
out of being a mule. 

Tell a man that a gun is loaded and may 
unload any minute, or tell a man that a mule 
is the same, and he will generally keep the 
stock near him and the barrel pointed in your 
general direction during the conversation. Or, 
if it is a mule, he will lead, and let you drive. 
But tell him that the gun isn’t loaded and that 
the mule is just like one of the family, (with¬ 
out necessarily mentioning which one) and 
before night the reporter will be asking what 
relatives he leaves, and the coroner will be 
.swearing in a jury. There is no such thing as 


an unloaded gun, or a denatured mule. There 
is no such thing as a sure thing. 

But the sure thing investment works like the 
empty gun and the mule with a Christian 
character. Each abuses our confidence at the 
first opportunity. It takes advantage of our 
misplaced confidence and fills us full of bird- 
shot or hoofmarks or regret. It lets us look 
down the barrel, or point it at some uninsured 
member of the family, or if it is a mule, it lets 
us toy with its tail, and seems to make no pro¬ 
test; and then some day we wake up in the 
New Jerusalem, or your mother-in-law does; 
or if it is a mule, we come to in some other 
precinct, and have lost our legal residence, and 
possible some teeth and hair, and considerable 
of our confidence in mules as a class. 

The sure thing investment says right off 
the reel that you can’t lose. All that remains 
for you to do, therefore, is to wait for the merry 
Springtime, and your quarterly dividends. But 
instead of the merry Springtime you may get 
only the merry ha-ha. Then, and not till then, 
you realize that there is nothing so uncertain 
as a sure thing. Then you learn that the time 
to spend dividends is after they are earned 
year, verily, after they are earned, declared 
and paid. 

So, if a man comes into your office with a 
proposition and says that he does not see how 
you can lose, if you have the time try to show 
him how you might at that. Tell him about the 
mule that was fondled by the whole family, and 
reciprocated by adding a bunch of orphans to 
the U. S. census. Tell him about the gun that 
wasn’t loaded but that nevertheless snuffed 
out one of the bright lights of the community. 
Tell him about the $11.65 that you invested in 
three-cent mining shares seven years ago that 
never brought you a darned cent. 

Tell him that if he wants you to tell which 
shell the little pea is under, or to bet that the 
card in your hand is the king of hearts, and 
not the seven of spades, you will take a chance, 
for even the best of them make a mistake 
about once in a million years, and this might be 
the time. Even offer to pick the winners with¬ 
out knowing the condition of track or weather, 
because it wouldn’t make any difference if 
you did—but if he tries to sell you an interest 
in the biggest money maker the world has ever 
known, tell him you have too much sporting 
blood in your system, and are too much of 
a speculator at heart, to want to get down on 
any sure thing. 

I never knew but one man who liked to 
see these sure-thing promoters come into his 
office. He not only never bought any of their 
stocks, but before they got out he always sold 
them some of his own. 
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8WAN’8 NEOK’ 

PAtifiTiii 
JUNE 18, 1011 



The Savill Swan Neck Faucet 

Tht Original Quick Opening Perfect Sink Faucet 

ONLY faucst with all operating parta within baain. 

If hande are aoiled or holding something. faneet can be 
opened or closed jnat aa easily with a finger, the wriat or ana. 
Opens to full stream and ahnts off in fraction of a minute. 
4 * SAVILL" Faucets are a profitable and most eatisfaetery 
line. Investigate now. 

Send for Booklet 

Made in S. O. T. See A-6 Catalog. 

THOS. SAVILL'S SONS »it-M w«h«c» a. Philadelphia 

HOLBROOK, MERRILL ft STETSON, 

San Fraadsoo, OaL. and Lea Angelas, OaL 


6 WATCH YOUR STOCK OF 

C.&L. 

Fire Pots and Torches 

And be in position to supply the de- 
0 A i ■ mand promptly. There will be many 

rush orders for emergency work and 
prompt service counts. With C. A L. 
Fire Pots and Torches you can do 
No 82 Torch. your wor h quicker and better, with 
List Price, a great big saving in fuel expense. All 

Each $16.00 leading jobbers will supply at factory 

Discount prices. Send for catalog—it’s free. 

CUYTON « LAMBERT MFC. CO, Dctrcit, Mich, II. & A. 


Best Results with TURNER 


TRAM 

Double Jet 



fM* 

-AND - HOT BLAST 

W 

TORCHES and 
FURNACES 

No other line that equals. All 
progressive jobbers handle 
Turner appliances. Ask for 
catalog showing latest improve¬ 
ments. Look up your stock and 
be prepared for cold weather. 

The Turner Brass Works 

Sycamore, Illinois, U. S. A. 



“I’m Nye 
the Die Man ’ 


Save a Penny a Minute 
And Your Immortal Soul! 

They Cut Without Cuss Words 

sb a ■ = 

ty fry ™ 



Made in All Sizes to Fit All Standard Makes 
of Pipe Cutters 


THE NYE TOOL & MACHINE WORKS 

108-128 N. Jefferson Street, Chicago, Illinois 
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UNLAWFUL TO BATHE IN 1863 

Bathtubs are so common today that it is al¬ 
most impossible to imagine a world without 
them. And yet the first American bathtub was 
installed and dedicated so recently as Decem¬ 
ber 20, 1842, and, for all I know to the con¬ 
trary, it may be still in existence and in use, 
says the New York Mail. 

Curiously enough, the scene of its setting 
up was Cincinnati, then a squalid frontier town. 
But Cincinnati, in those days, as in these, con¬ 
tained many enterprising merchants, and one 
of them was a man named Adam Thompson, a 
dealer in cotton and grain. This trade fre¬ 
quently took him to England, and in that 
country, during the *30s, he acquired the habit 
of bathing. 

The bathtub was then still a novelty in Eng¬ 
land. It had been introduced in 1828 by Lord 
John Russell, and its use was yet confined to 
a small class of enthusiasts. Moreover, the 
English bathtub, then as now, was a puny and 
inconvenient contrivance—little more, in fact, 
than a glorified dishpan—and filling and empty¬ 
ing it required the attendance of a servant. 
Taking a bath, indeed, was a rather heavy 
ceremony, and Lord John in 1835 was said to 
be the only man in England who had yet come 
to doing it every day. 

Thompson, who was of inventive fancy—he 
later devised the machine that is still used 
for bagging hams and bacon — conceived the 
notion that the English bathtub would be much 
improved if it were made large enough to 
admit the whole body of an adult man, and if 
its supply of water were admitted by pipes 
from a central reservoir and run off by the 
same means. 

There was then, of course, m* city water 
supply, at least in that part of the city, but 
Thompson had a large well in his garden, and 
he installed a pump. This pump, which was 
operated by six negroes, much like an old-time 
fire engine, was connected by a pipe with a 
cypress tank in the garret of the house, and 
here the water was stored until needed. From 
the tank two other pipes ran to the bathroom. 
One. carrying cold water, was a direct line. 
The other, designed to provide warm water, ran 
down the great chimney of the kitchen and was 
coiled inside of it like a giant spring. 

The tub itself was of new design and became 
the grandfather of all the bathtubs of today. 
Thompson had it made by the leading Cincin¬ 
nati cabinet maker, and its material was Nica¬ 
raguan mahogany. It was nearly seven feet 
long and fully four feet wide. To make it 
watertight, the interior was lined with sheet 
lead, carefully soldered at the joints. The 
whole contraption weighed about 1750 pounds, 
and the floor of the room in which it was 
placed had to be reinforced to support it. The 
exterior was elaborately polished. 


In this luxurious tub Thompson took two 
baths December 20, 1842, a cold one at 8 a. m. 
and a warm one sometime in the afternoon. 
The warm water, heated by the kitchen fire, 
reached a temperature of 105 degrees. Christmas 
Day, having a party of gentlemen to dinner, he 
exhibited the new marvel to them and gave an 
exhibition of its use, and four of them, includ¬ 
ing a French visitor, Colonel Duchanel, risked 
plunges into it. The next day all Cincinnati 
had heard of it, and the local newspaper de¬ 
scribed it at length, and opened their columns 
to violent discussions of it. 

On the one hand it was denouueed hm hsi 
epicurean and obnoxious toy from England, 
designed to corrupt the democratic simplicity 
of the republic, and on the other hand it was 
attacked by the medical faculty as dangerous 
to health and a certain inviter of “phthisic, 
rheumatic fevers, inflammation of the lungs and 
the whole category of zymotic diseases.” 

The noise of the controversy soon reached 
other cities, and in more than one place medical 
opposition reached such strength that it was re¬ 
flected in legislation. Late in 1843, for ex¬ 
ample, the Philadelphia Common Council con¬ 
sidered an ordinance prohibiting bathing be¬ 
tween November 1 and March 15, and it failed 
of passage by but two votes. During the same 
year the Legislature of Virginia laid a tax of 
$30 a year on all bathtubs that might be set 
up. In Hartford, Providence, Charleston and 
Wilmington, Del., special and very heavy water 
rates were levied upon those who had them. 
Boston early in 1845 made bathing unlawful 
except upon medical advice, but the ordinance 
was never enforced and was repealed in 1862. 

HE KNEW IT ALL 

A merchant who was old and wise 
And had hitf pile all made, 

Advised a neighbor to subscribe 
To journals of the trade. 

The neighbor said no, not a cent 
On this trade journal trash; 

He wouldn’t take one as a gift, 

He’d rather have the cash. 

No editor could tell him how 
His business should be run, 

He guessed he’d stick to doing things 
The way he’d always done 

That fellow busted in a year, 

The sheriff sold him out, 

And he, no doubt, is wondering yet 
Just how it came about. 


A MILITARY RESURRECTION 
The following was taken from an article 
written as an invitation to a Grand Army 
reunion: 

“Any comrade who fought, bled and died for 
his country, wishing to give a little reminiscence 
of armv life will have the privilege of doing 

so. 
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/gxi/dv 

PRODUCTS 

Taps. Dies 
Screw Plates 
Gages. Reamers 
Pipe Tools 
Opening Die Heaos 
Threading Machines 
Lathes ft Scre w Machines 
Grinding Machines 
CutttngOee Machines 
Saw Sharpeners 


" Our firtt duty it to the *ovem- 
ment until the war it woo." 






The Banner of 
Merit 


SHOWING 


The Official Award 
Ribbon 


of the 


Medal of Honor 

AWARDED 

Trimo Tools 


AT THE 

Panama - Pacific 
International Exposition 

SEND FOR CATALOGUE NO. Til 


TPIMONT 


P-PTE' 


SAN FRANCISCO 

131S 


l^cdal 

"Tfonor 

HIGHEST AWARD 

PIPE ^FITTING 
TOOLS 


“Honor Awarded Means Merit Rewarded 
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IF THE GOVERNMENT TAKES GOODS YOU 
BOUGHT, FIND OUT WHETHER YOUR 
SELLER SOLICITED THE GOV¬ 
ERNMENT ORDER 

(Copyright by Elton J. Buckley) 

A few weeks ago I wrote an article on what 
to do when the Government took for its own 
use goods a private buyer had bought. This 
is happening all over the United States and 
is playing the dickens with buying contracts. 
The letter which I reproduce below is inspired 
by the article referred to: 

Paterson, N. J. 

I read with interest your article on cases where the 
Government takes goods which have been sold to other 
people. We have had several cases like that happen 
to us and we also know where they have happened to 
dealers in other lines. It seems as if the dealer ought 
to have some redress. He places an order for goods 
which is accepted and then goes out and sells against 
it, and then is notified that the Government has taken 
the goods and there is none for him. I have received 
information recently that there have been a lot of such 
transactions where the Government would not have 
taken the goods unless the manufacturer had solicited 
the order. It such cases it does not seem fair that the 
manufacturers should be able to get out of his contract 
in such a way. Would this make a difference in law, 
whether the manufacturer solicited the order or where 
the geods were simply seized by the Government? We 
have had a case in which we were put to a large loss, 
in which we bought goods we greatly needed, but 
where the firm that sold them to us said they could not 
deliver because the Government had taken the goods. 
A salesman told me that the Government had no in¬ 
tention of taking the goods until the firm solicited the 
order. 

M. C. M. & CO. 

Before discussing the letter let me say, in 
order to make the subject clear, that the sub¬ 
stance of what was said in the former article 
was this, that where A has contracted to sell 
B certain merchandise, and before A has had 
a chance to deliver, the Government notifies A 
that it must have those goods for war pur¬ 
poses, the deal with B is off, and B has no 
claim against A for violation of contract. This 
is the law whether the Government actually 
commandeers the goods in the manner provided 
by law, or makes a demand or request for them 
which, though not following the exact form 
of commandeering, is nevertheless peremptory, 
and therefore amounts to that. 

But that is not the law at all if A goes to 
the Government and solicits and gets an order 
for the merchandise he has previously sold to 
B. In that case A is just as responsible for 
violation of contract as if A, after selling the 
goods to B, sold them again to C, another indi¬ 
vidual. Here is the law right on this point 
from a case just decided by the United States 
Court: 

If before or after war was declared a party, A, 
entered into a contract with another party, B, to make 
and deliver to him goods, such as the Government re¬ 
quires for army or navy use, and after the passage 
of the acts of Congress the United States Government, 
being at war, came in and ordered or directed such 
party, A, to make goods of the nature and kind referred 


to for it, and compliance with such requirement of the 
Government required the entire output of the factory 
of such party thereafter, all it could reasonably pro¬ 
duce, it was the duty of such party to comply with 
such Government order, and if compliance therewith 
made it impossible for such party to comply with its 
contract with such other party, B, according to its 
terms and within the time specified, and B, on being 
notified of the inability to so perform, declared the 
contract ended, he cannot recover damages for non¬ 
performance by A. The same rule applies in case 
of a contract made after the enactment of such 
statutes; a state of war existing. 

In such case or cases it is clear that, under the 
provision of the act of Congress referred to, per¬ 
formance by A within the time required by the con¬ 
tract was made impossible by the act and requirements 
of the United States Government. But if party A, 
thinking it more profitable or patriotic to work for 
the Government than in the performance of its ex¬ 
isting contract with B, voluntarily sought a contract 
with the Government and offered its services for 
compensation in the manufacture of such goods as the 
Government required and voluntarily entered into such 
a contract sought by it with the United States, the 
performance of which demanded and required its entire 
output, all it reasonably could produce, and party A, 
thereupon voluntarily declined or refused to proceed 
further in the performance of his contract with party 
B, he is not excused, and party B may recover or offset, 
and counterclaim his damages, if any. In such case 
non-performance is the result of his voluntary act or 
acts, not that of the Government, and he acts under 
no compulsion whatever. 

That is the law in a nutshell—if the seller, 
without action on his part, is told by the Gov¬ 
ernment he must deliver previously sold goods 
to it, nobody who had bought from such seller 
has a right to complain; but if the seller solic¬ 
ited the business from the Government and by 
getting it had made it impossible to fill his 
contracts with private buyers, then every one 
of those private buyers can recover damages 
for non-performance of contract. I have per¬ 
sonally heard of a large number of cases in 
which private buyers of goods were thrown 
down by their seller, wholly or in part, on 
the plea that the Government had taken the 
goods, but in which the seller had deliberately 
gone in and gotten the Government to give 
them orders at a higher price than private buy¬ 
ers had agreed to pay. Every buyer put in this 
position should make it his business to learn 
just how the Government took the goods. 


Count Burain, former foreign minister of 
Austro-IIungary, is in favor of “peace by un¬ 
derstanding.” That’s all right, Count, you'll 
understand it all right when the Allies get 
through with you. 


THE COMMA LEFT OUT 

A woman whose husband was going to sea 
handed the minister a written request for 
prayer. It said: “A man going to sea, his 
wife desires the prayers of the congregation.” 

This notice was copied by a poor typewriter, 
and appeared: “A man going to sea his wife 
desires the prayers of the congregation.” 
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There’s No Need to Weep 

because there’s only a small amount of building being 
done. 

Go out after the remodeling business. That’s where 
the live plumber can clean up big. No close competi¬ 
tion on bids. All you have to do is to sell them the idea 
that their old-fashioned plumbing fixtures are unsani¬ 
tary and inconvenient. 

We’ll furnish you with newspaper electros, slides, blot¬ 
ters and all the advertising helps you can profitably 
use. No charge. 

Write our Advertising Department for complete in¬ 
formation. 

PACIFIC m 

PLUMBING FIXTURES 


Main Office and Show Room 
67 New Montgomery St. 
San Francisco, Calif. 


FOR SALE BY ALL 
JOBBkKS 


Factories 
Richmond and 
San Pablo, Cal. 


GAS or OIL or ' 

WATER or STEAM 

is absolutely safe where 

Rhode bland ^fjl 

UNIONS mini* 

The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS CO, Hillsgrove, Rhode Island 
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THE WILL TO RISE 

Orison Swett Marden brings out some mighty 
fine suggestions in this: 

“I have heard young married men say that 
they are not earning more than they did before 
marriage and that their increased expenses 
make any considerable degree of success abso¬ 
lutely impossible. 

“Others write of being tied down to uncon¬ 
genial employment in small towns where there 
is no chance to rise, where there are no great 
opportunities. They say that even by hard 
work they cannot hope to earn more than just 
a fair living. Some have invalid relatives to 
support and others have old debts to pay. They 
all seem to have some excuse for not rising in 
the world. 

“In some cases the writers cannot define or 
specify what keeps them back, but they feel 
that there is something and call it fate or hard 
luck. Perhaps these are the most bitter eom- 
plainers of all. Others tell what wonderful 
things they would do if they could only cut 
the cords which hold them back and get free 
from the shackles which bind them to uncon¬ 
genial work or compel them to support others. 

“Do not hypnotise yourself with the idea that 
you are being kept down. Do not talk such 
nonsense. Nobody of any sense would believe 
it. People will only laugh at you. Only one 
thing is keeping you down, and that is your¬ 
self. 

“Progressive employers are always looking 
for the exceptional man or woman, the one who 
can step out from the crowd and do things in 
an original way, who can economize in pro¬ 
cesses, who can facilitate business. They are 
always looking for the earmarks of leadership, 
of superior ability. 

“They are looking for the progressive 
employee with new ideas who can help them 
to be more of a success. They know very well 
that they can get any numbers of automatons, 
multitudes who will do a thing just well enough 
to keep their places—but they are looking for 
originality, individualty, for up-to-date meth¬ 
ods. 

“They want employees who can put things 
through with vigor and determination, with¬ 
out lagging, whining, apologizing or asking 
questions. Nothing can bar the advancement 
of employees of this kind. Nobody can keep 
them down. 

“If by chance someone above you is actually 
trying to prevent your promotion for selfish 
reasons, it ought to be very flattering to you 
to know that he is trying to keep you back, 
and should make you all the more determined 
to get ahead. It is a pretty good indication 
that there is some reason for his fear and that 
you have material in you for a better place. 

“It is the aggressive man, the determined 
pusher, the man with nerve and grit, who seizes 


the prize for which you are waiting. Fortune 
never comes to you. You must meet her half 
way. She will never move until you do. You 
must be aggressive. You cannot succeed with¬ 
out persistent determination and continuous 
ef forts.’’ 


“I WILL!” 

“I Will” has a spirit that nothing daunts: 
Once he gets his eye on the thing he wants 
He rolls up his sleeves, and he pitches in 
With a splendid zeal that is bound to win. 

“I Will” never hesitates lest he fail— 

In his heart he’s sure that he will prevail. 

No mountain can halt him, however high; 
There’s no task so hard but he’ll have a try. 

“I Will” sets his teeth when things start off 
wrong; 

He just grins, and mutters: “This can’t last 
long. 

I’ll take a fresh start, and Adversity 
Will be going some if he catches me.” 

“I Will” has a punch hid in either hand; 

He has training, strength, and a heap of sand; 
He swings his hard fists in the world’s grim 
face, 

And he bangs away till the world gives place. 

“I Will” understands in his own strength lies 
The one chance he’ll get at the things men prize. 
Discouragement, failure—nothing can chill 
The stout heart of him who declares, “I Will!” 


PACIFIC PUMP & SUPPLY CO.’S NEW 
CATALOG 

The Pacific Pump & Supply Co., San Fran¬ 
cisco, have recently issued their new catalog, a 
book of over a hundred pages, which very com¬ 
pletely illustrates and describes their line of 
Hand, Windmill and Powier Pumps, Star Wind¬ 
mills, Leader Water Systems, Fuller & Johnson 
Gasoline Engines, Iron Pipe, Fittings, Valves, 
General Water Supply Goods. 

The Pacific Pump & Supply Co. have had 
years of experience, are specialists in their line, 
and have a corps of men associated with them 
who understand all the problems that are likely 
to arise in such lines. 

They will be glad to send catalogs to any 
of our readers upon request, and give them 
any further information desired at any time. 


Charles Ilinraan has moved his plumbing 
shop, known as the Escondido Plumbing Co., 
to a new building, which will give them in¬ 
creased facilities. 
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A SPLENDID SUGGESTION 

The Pacific Sanitary Mfg. Co., offers a 
splendid suggestion in their advertising this 
month to every plumber. Suppose there is not 
much building being done, there is a vast 
amount of remodeling going on, here is where 
many live plumbers are getting business and 
good business, too. 

Many plumbers are making house-to-house 
canvass in their community and section, show¬ 
ing housewives the advantages of saving in 
doctor bills in having Sanitary plumbing 
equipment. 

Don’t depend upon the boards of health 
and officials to educate your customers, do 
some of it yourselves, and you will benefit them 
as well as make business for yourselves. 

DESTROYING AN ASSOCIATION 

When an organization ceases to get the 
co-operation and interest of its members, it 
becomes stagnant and soon passes out of exis¬ 
tence. 

Oftentimes members of an association fail 
to realize this until it is too late, and then 
they wish they had played a more important 
and active part in the affairs of their organi¬ 
zation. 

Ten ways to kill an association have never 
been better stated than the following: 

1. Don’t come to the meeting. 

2. But, if you do come, come late. 

3. If the weather doesn’t suit you, don’t 
think of coming. 

4. If you do attend a meeting, find fault 
with the work of the officers and other mem¬ 
bers. 

5. Never accept an office; it is easier to crit¬ 
icize than to do things. 

6. Nevertheless, get sore if you are not 
appointed on a committee, but if you are, do 
not attend the committee meetings. 

7. If asked by the chairman to give your 
opinion regarding some important matter, tell 
them you have nothing to say. After the meet¬ 
ing tell everyone how things ought to be done. 

8. Do nothing more than is absolutely neces¬ 
sary, but when other members roll up their 
sleeves and willingly, unselfishly use their 
ability to help matters along, howl that the 
association is run by a clique. 

9. Hold back your dues as long as possible, 
or don’t pay at all. 

10. Don’t bother about getting new mem¬ 
bers. “Let George do it.” 


Why should there be “negotiations” to con¬ 
sider terms of peace? What negotiations and 
terms did Germany impose upon Belgium and 
France, when she invaded and destroyed—what 
consideration did she show when she started out 1 
to terrorize and destroy by every conceivable, 
foul means a peaceful and god-fearing people? 



adjustable 

screw-driver 

Snap the handle crosswise a» 
in the picture and you can 
turn the meanest, tightest 
screw with ease. For the or• 
dinary job, use It with the 
handle straight — just like an 
ordinary screw - driver. A 
strong spring holds the handle 
firm in either position . 


T HE popularity of this guar- 
anteed Crescent Hamr- 
Handl screw-driver is 
steadily growing. 

—because—like all Crescent tools— 
it is made from the best materials 
obtainable, and is made for real 
work and not for show. 

—and because, anyone who has used 
the convenient, adjustable feature 
explained above will never be with¬ 
out a Crescent screw-driver if they 
can help it. 

Try one yourself. Recommend 
them to your customers. They bear 
the Crescent Guarantee. 

3 Sines — retailing at 
654- 70c-7Sc 
Get them from your Jobber 


CRESCENT TOOL CO. 
Jamestown, N. Y. 
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Table for finding per cent of delivery cost. 


AVERAGE GROSS AMOUNT OF BUSINESS PER WEEK 
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The table above shows at a glance what ‘‘per 
cent” a merchant’s delivery service is costing 
him, based on the volume of business he does, 
is from Profit Pointers. 

All these figures are intended to represent an 
average week’s business—not monthly or year¬ 
ly—not the busiest, not the dullest week. 

The following items of cost must be included 
in the delivery “cost” for the week. 

Wages of drivers and their assistants; hay 
and feed—horseshoeing; gasoline, auto license, 
tires; oil and grease; repairs and depreciation 
of delivery equipment; rent of stable, or 
garage, whether owned or leased; express, par¬ 
cel postage; Merchants Union delivery charges. 

Directions: Find the amount in the left 
column of heavy black figures which represents 
the average weekly delivery cost—then run 
an imaginary straight line to the right until you 
are immediately under the heavy black figures 
which represent the average weekly business. 
The figures in the square at the intersection of 
these two imaginary lines tell you what per 
cent of the business is being spent for delivery 
service. 

Example: Say the business runs $600 an 
average week and the delivery cost for the same 
period is $20.00. Run your finger down the 
column under the heavy black figure “600.00” 
until you are directly opposite “20.00” in 
the heavy black figure column at the left of 
the page, the figures in the square at the inter¬ 
section show that the delivery costs are 3 1-3 
per cent of the business done. In some cases 
the “per cents” are not to the exact, smallest 
fraction, but they are accurate enough in each 
instance for the purpose designed. 


HERCULES COLD SOLDER 

Hercules Cold Solder made by the Freiden 
Mfg. Co., San Diego, Cal., is guaranteed to 
mend holes, cracks or leaks in any kind of 
metals, aluminum, granite ware, tin galvanized 
ware, brass, iron, lead, gas, steam and water 
pipes. 

It will make pipe joints tight and stop leaks 
and cracks in cylinders, gas tanks and auto¬ 
mobile radiators. 

Their products may be obtained from lead¬ 
ing hardware, house furnishing and automobile 
accessory jobbers, or they will be glad to give 
full information to any of our readers upon 
request. 

This is an article a merchant can recom¬ 
mend with confidence that it will please his 
customers and they will come back for more. 


Remember that you have a duty to yourself, 
no matter how your environing circumstances 
may shape themselves. Your duty is to be 
physically fit, to be clear of brain, to be cheer¬ 
ful and optimistic and under all circumstances 
to do your best. 


The big, red-cheeked apple on the fruit 
stand at the corner has a price of its own; so 
has that trip you have thought of taking; like¬ 
wise the new piece of machinery or fixture or 
coveted membership in a certain club. Every¬ 
thing has its price. The point for you and me 
to determine is, is the thing we want worth 
what is asked for it? If it is, we can afford 
it; if it is not, the only thing to do is to pass 
it by. 
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YOU GET THB 8IMPLBST AND BBST 
COCK BVBR MADB mtm YOU SPBC1FY 


B. B. HIGH PRESSURE BALL COCK 


r l TTaji Only One 
j Packing Which 


Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-inch 
carried in stock. 

No Special Packing' Required. Ground 
Joint Coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing Lever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton It, Waltham, Mass, , 


“ALWAYS RELIABLE” 

TORCHES AND FURNACES 

THi STANDARD OF THB [WORLD 

are purchasing 

T / f need some torches 

months, you should 

__ now so as to allow 

Patented. him 8U ffi c i e nt 

No. 65—Quart Torch. time to receive 

No. 66—Pint Torch. those goods from 

us. Orders which 
we receive from the jobbers are subject to delays 
caused by direct Government orders. 

OTTO BERNZ, Newark, N. J. 


Dependable Tanks 


If you desire the beet, choose our 

"Copper Brazed" Construction 

Positively hold air without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmont, Pa. 


No. 10—Stool— % in. to 4 in. 


Why Experiment 

with untrademarked floor and ceiling plates that 
are offered aa aqual or auperior to our famous 
“B. A 0." brand? 

Our No. 10, illustrated, ia one of many styles, 
and carried by the leading supply houses. We are 
the old original company. Look for our trademark 
on the labels, the B. A 0. circle of red. 

Catalog on request 

The Beaton & Corbin Mfg. Co. 

Southington, Conn. 

Largest and oldest plate company In the world 

Pacific Coast Representative 
W. ERWIN GILCHRIST 

681 Market Street San Francisco, California 
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The "Old” Man Who Keeps Young 

(By Harry Gale Nye) 



S OME very wise guy 
has said that a man 
is as old as he feels, 
and a woman is as old 
as she looks. In other 
words, a man is as young 
as he acts, and a woman 
as young as she is able 
to powder up. 

Men, as a rule, do a 
better job of keeping 
young than women do. 

For one thing, women are 
always worrying about it, and thinking about 
it, and talking about it when they begin to get 
old. When a woman gets her first wrinkle she 
adds half a dozen mone, worrying about the 
first one. 

But the man is different. At sixty he is 
often just as devilish as at twenty-six, and 
smiles at a pretty girls with the same unctuous¬ 
ness and parts his hair with the same care. 
When a woman gets to be thirty she begins to 
want to stay home nights; when a man becomes 
fifty he wants to hunt up the new cabarets. 

And I admire him for it—not for his liking 
the cabarets, but for his utter disregard of old 
Father Time. If he wants to wear red ties 
and cream colored vests, and whistle “Leave 
It to Jane,” I am glad to see him do it, I 
would rather have him come around and tell 
me about his romances than about his rheu¬ 
matism. I would rather hear about his girls 
than his gout. 

In fact I don’t know anything more cheer¬ 
ing in this world than a man who Ls ten or 
twenty years older than I am who comes in 
and makes me forget that he is any older than 
I am, or that I am any older than anybody 
else. Once in a while such a . one blows in 
here with a shepherd plaid suit, a red carna¬ 
tion in his button hole, a new gold filling 
in his tooth, and a new story in his brain; 
and when he goes away, I feel twenty years 
younger and twenty times fuller of pep. So, 
you see, I am strong for the old man who 
keeps young. 

And if you want to keep young, you don’t 
need to w’rite to Old Doc. Evans, or I)r. Ilirseh- 
berg, or consult your family physician, or Lydia 
Pinkham, to find out how T . 


Don't Think About It 

I’ll tell you. There is no medicine to take 
or gymnastics to follow’. The way to keep 
young is to keep from getting old; and the 
w’av to keep from getting old is to keep from 
thinking about it. 


Why, I remember sitting down a little while 
ago, with a bunch of boyhood friends in the old 
tow’n, and w r e began to talk over old times. 
W r hen that session started I was as young and 
chipper as any of ’em, and younger and chipper 
than most. In fact, we were all feeling pretty 
good. Then somebody mentioned some fellow 
w r ho died ’way back yonder somewhere. And 
then some mournful mathematician wiio was 
present, (they are always hanging around) 
after a little rapid mental calculation announced 
that Frank had been dead now twenty-one 
years. Then somebody else figured out that 
it w’as nearly thirty-two years since the Big 
Fire. Then somebody on my left recollected 
that of the tw’elve fellows who were on the 
ball-team only seven are alive today. Then 
some other undertaker who was present 
remarked that there wasn’t a man present who 
wouldn’t be seventy inside of thirty years. 

“Yep, w r e’re getting pretty old,” said some 
other gloom spreader. And it wasn’t very long 
before I felt sure I felt a twinge of rheumatism. 
And if I hadn’t broken away just w’hen I did, I 
never could have made it without a cane. But 
I broke away, and that is the thing to do 
w’hen old age comes hanging around and 
reminding you that you’re not as young as 
you used to be. 

Now’, it’s all right to lay something by for 
a rainy day, and all that sort of thing. There 
is no harm in thinking that far ahead. The 
fellow’ I am kicking about is the fellow who 
says the rain is here* already, and that isn’t 
any use. The fellow’ I am dead set against is 
the guy who goes around with a mackintosh 
on on a sunshiny day and says: “Well, if 
it ain’t raining now’, it w’ill sometime.” The 
chap that gets my favorite goat is the pessi¬ 
mist who believe that a man is of a few days 
and full of trouble, when as a matter of fact, 
man is of many days and full of bunk. 

I knew’ an old fellow who was seventy-two 
years old when the Klondike boom came along, 
and he said to me one day: “Harry, if I was 
thirty years younger that’s where I would go.” 
And I don’t know’ but maybe I’ll go anyway!” 
lie didn’t go, but he made me feel about thirty 
years younger myself by that remark. If 72 
stood ready to tackle the Klondike, I figured 
that a man of my age ought not to hesitate to 
tackle some of the projects I had in mind at 
home. 

The w’av to live Ls to live as though you 
expected to live tomorrow’. You will get more 
work done, and more play, than you ever will 
by w’atehing for gray hairs, and mourning 
missing teeth. Going around telling the world 


Digitized by 


Googk 


HARDWARE WORLD—PLUMBING AND HEATING. 


141 


and yourself that you are old will make you old 
before old age is due. But forget about Father 
Time, and Father Time will forget all about 
you. 

ARE YOU GUILTY OF THIS? 

They say sometimes, “It’s cold as Hell!” 
Sometimes they say, “It’s hot as Hell!” 

When it rains hard, “It’s Hell!” they cry; 
It’s also Hell when it is dry; 

They hate like Hell to see it snow; 

It’s Hell of a wind when it starts to blow, 

How, how in Hell can anyone tell 

What in Hell they mean by this word, “Hell”? 

“This married life is Hell,” they say; 

When they come home late, there's Hell to pay; 
It's Hell when the kid you have to tote— 
When it starts to bawl, it's a Hell of a note; 
It's Hell when the doctor sends his bill, 

It's a Hell of a lot of trips and pills. 

When you get this, you know real well 
Just what is mean by this word, “Hell.” 

Hell, yes! Hell, no! and Oh Hell! too; 

The Hell you don't! The Hell you do! 

And what in the Kell! and the Hell it is! 
The Hell with yours; and the Hell with his! 
And where in the Hell; and 0 Hell where? 
And what in the Hell do you think I care? 
And the Hell of it is—it sure is Hell— 



In writing the 
company address 
Department H W. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Sand for our catalog of G«n- 
ulna Armstrong Stock • and 
Diet, Water. Cat and S team 
Fittert* Tools and Ptpa 
Threading MocMnoi. 

THE ARMSTRONG 
MFG. CO. 

276 Knowlton St 
Bridgeport, Conn. 



LARGEST CASH REGISTER 

Peculiarly typical of Dayton, Ohio, is the 
fact that in the Fourth Liberty Loan Campaign 
the largest cash register ever constructed, be¬ 
ing almost forty feet high, was used in regis¬ 
tering their daily subscriptions. 

A. Mathes has sold his plumbing shop at 
Placentia, Cal., to G. II. Grunwald, formerly of 
Riverside. Mr. Grunwald has moved the out¬ 
fit, however, to Fullerton, Cal., and will locate 
there. 


No. 1 Fire Pot. Lint Price Each $27.20 
Ask for Discount 


Go Where You Will 


You will always find C. & L. high-grade Fire 
Pots and Torches on the job. No mechanic can 
afford to be without the best and C. & L. Fire 
Pots and Torches have stood the test of time. 
Remember, you receive the benefit of our more 
than thirty years ’ experience in making Gasoline 
Fire Pots and Torches and the expenditure of 
thousands of dollars in perfecting our line, but 
we have never experimented at the expense of the 
user. All leading jobbers will supply at factory 
prices. Send for catalog—it's free. 

CLAYTON St LAMBERT MFG. 00. 
Detroit, Mich., U. S. A. 


We don’t know what in the Hell is Hell! 
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EFFECT OF SOLDIERS’ AND SAILORS’ 
CIVIL RIGHTS ACT ON INSTALL¬ 
MENTS PURCHASES 

(Copyright by Elton J. Buckley) 

Here is another slant to the Soldiers’ and 
Sailors Civil Rights Act, which is worthy of 
attention. I have discussed general phases 
of this law in recent articles. It was passed 
by Congress and is in force all over the United 
States, the purpose being to protect the inter¬ 
ests of men in the service against being pressed 
for debts, contracts, judgments, leases, etc., 
while absent in war work. 

Cincinnati, Ohio. 

I have read your articles on the Soldiers ’ and 
Sailors’ Civil Rights law, and believe that you have 
not touched at length upon the most important feature 
of it. All over the United States there are men in 
business within the draft age, particularly now that 
it has been increased, who have bought some articles 
on installment leases. The amount of this business 
which I find done is prodigious, cash registers, com¬ 
puting scales, meat slicers, store counters, accounting 
systems, farm implements of all kinds, tractors, en¬ 
gines, motors, automobiles, delivery trucks and many 
other things have been sold by the thousand to men in 
the service, and there are therefore many thousand 
installment leases now in operation against drafted 
men. I noted your remark that the Civil Rights law 
applies to all these, but would appreciate some com¬ 
pleter information, with the rest of your readers, as 
to just how these transactions are affected. 

C. R. COLESWORTHY. 

The authors of the Soldiers’ and Sailors’ 
Civil Rights Act evidently had some informa¬ 
tion as to the large number of installment 
transactions that would be interrupted by the 
drafting of the buyers, and they therefore far¬ 
sightedly provided protection for the men who 
would otherwise have lost their equity in thous¬ 
ands of articles bought in that way. 

The provisions of the act which control 
installment contracts are as follows: 

Soction 301. (1) That no person who has received 

or whoso assignor has received, under a contract for 
the purchase of real or personal property, or of lease 
or bailment with a view to purchase of such property, 
a deposit or installment of the purchase price from a 
person or from the assignor of a person, who after the 
date of payment of such deposit or installment has 
entered military service, shall exercise any right or 
option under such contract to rescind or terminate the 
contract or resume possession of the property for non¬ 
payment of any installment falling due during the 
period of such military service, except by action in a 
court of competent jurisdiction. 

(la) Any person who shall knowingly resume pos¬ 
session of property which is the subject of this section 
otherwise as provided in such section (1) hereof shall 
be guilty of a misdemeanor and shall be punished by 
imprisonment not to exceed one year or by fine not 
to exceed $1,000, or both. 

(2) Upon the hearing of such action the court may 
order the repayment of prior installments or deposits 
or any part thereof, as a condition of terminating the 
contract and resuming possession of the property, or 
may in its discretion, on its own motion, and shall on 
application to it by such person in military service 
or some person on his behalf, order a stay of proceed¬ 
ings as provided in this act unless, in the opinion of 
the court, tbo ability of the defendant to comply with 


the terms of the contract is not materially affected by 
reason of such service; or it may make such other 
disposition of the case as may be equitable to conserve 
the interests of all parties. 

Put into a little simpler language, this means 
that a man who has sold a cash register on the 
usual installment lease to a man who has 
entered the service, cannot retake it if the buyer 
falls down on his payments, as he could before. 
He must now ask a court for permission to 
retake it. This permission may or may not be 
granted. If it is, it will be on condition that 
the seller first refund all the payments he has 
received up to that time. Ordinarily he could 
keep those, calling them rent. 

The court is not obliged to allow the seller 
to take back his cash register, however. It can 
stay the whole case until the buyer gets back 
again, and meanwhile the seller will be out his 
register and can’t collect anything on account 
of it. I have no doubt that in most cases this 
is what the court will do. 

The reader will note that this section of 
the law has the same exception that all other 
sections have, which provides that if the ability 
of the buyer of something under an installment 
lease, to make his regular payments, is not 
disturbed by his entering the service, then the 
seller can act in case the payments stop exactly 
as he could ordinarily. In one case in point 
a young man who had bought two cash registers 
for his dry goods store on an installment lease, 
entered the service and went away. But his 
brothers stepped right in and kept the business 
going. In such a case there was no excuse for 
stopping the payments or canceling the con¬ 
tract because the original buyer was absent. 


A STRONG GUARANTEE 

R. F. Sedgley, manufacturer of the famous 
“Hexall” Ratchet Socket Wrench, offers to 
repair any Sedgley wrench that may be broken, 
no matter how. 

A manufacturer is not going to make such 
guarantees unless he is certain of the quality 
and material that goes into the construction of 
his tools. 

It is a satisfaction to buy and sell goods 
with this guarantee. 


E. L. Hale has been appointed manager of 
the Coeur d’Alene Hardware & Foundry Co., 
Wallace, Idaho. 


Norton & Spangler Plumbing & Heating Co., 
338 Henry Building, Seattle, Washington, re¬ 
port a $60,000 plumbing contract at the Skinner 
& Eddy Corporation Apartments at Seattle. In 
addition they have a contract for $7000 for a 
new building to be occupied by the Owl Drug 
Co. They have likewise been quite busy on 
some large residence contracts. 
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-A GLOSSARY WITHOUT GLOSS 

Majesty—A word whose meaning is revealed 
when stripped of its first and last letters. 

Derelict—A woman who will go to a Bohem¬ 
ian table d’hote restaurant alone. 

Confession—The act of purging oneself of 
one’s sins by committing uttered ones. 

Help—To hinder, to retard, to make the 
task more difficult the next time. 

Logic—A character actor in the farce “Meta¬ 
physics,” who portrays white, black, truth and 
error with equal facility. 

Anticipation—The belief that the world is a 
carousel and that the brass ring will eventually 
come to you. 

Simplicity—The ornamentation of the chaste. 

Success—A failure in six figures. 

Loyalty—That which is knocked down to 
the highest bidder. 2. A state of mind capable 
of establishing a preference. 

Wine—Wings too swift for the realities of 
life to overtake. 

Education—A course in the University of 
Wall Mottoes. 2. That which knows the price 
of everything and the value of nothing. 3. 
Ignorance in a frock coat. 

SOME PROPERTY STATEMENT! 

An eastern manufacturer asked a dealer who 
had applied for credit to fill out and sign a 
property statement. He stated his assets as 
follows: 

“Cash on hand and in bank”—“No.” 

“Accounts good and collectible”—“Sure.” 

“Notes good and collectible”—“No.” 

“Cash value of real estate”—“No.” 

Under the head of liabilities he answered the 
questions like this: 

“For merchandise upon open account”— 
“Yes.” 

“For merchandise for which invoices have 
been given”—“No.” 

“For borrowed money to banks”—“Some¬ 
times.” 

“For borrowed money to other parties”— 
“No.” 

“Mortgage on stock”—“No.” 


MEN’S JOBS 

“Mother’s working on the section, 

Sister Susie’s hauling brick, 

Esther’s working for the city 
With a shovel and a pick. 

Aunt Clara’s now a brakeman, 

On the St. Paul & Marquette, 

May has gone to New York City, 

To be a conductorette. 

Belinda’s gone to farming, 

Pearl’s a dairy hand just now, 

Ann runs a traction engine 

That pulls an eight-gang plow. 

Yes, everyone is busy 
It is no time to shirk, 

They’ve all got jobs but father— 

He’s busy hunting work.” 

STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Con Got It ot tho 

Largest Stove Re¬ 
pair House in the 
Northwest 

THE SPOKANE STOVE & FURNACE 
REPAIR WORKS, Inc. 

912-M Firot Avenue Phone Mein 1790 

SPOKANB, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 


-- “WE KNOW THE STOVE REPAIR BUSINESS” - 

WE WE 

Stove and Furnace Repairs 

■ I W fsfeJS \ 1 TE know your want » and can fill mail or- 

Iwl ▼ Wm & J B IV yy dm 99-100<jb correct and with dispatch . 

** rr vv e can supplv part, for over 500,000 

STOVE AND FURNACE REPAIR WORKS different Stoves, Ranges and Furnaces from Spo¬ 
kane. 15 years experience nlling mail orders for 
We Furnish DUPLICATE ORDER BOOKS Free on Request Stove Repairs in Spokane. 

**We Know the Stove Repair Business n ■ " '■ ■ 

MYER S. RUBENS STO £r^®s ACE 1009 W. First Ave., Spokane, Wash. 
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HARDWARE WORLD—PLUMBING AND HEATING. 


A SMILE 


I AM YOUR WORST ENEMY! 


“I envy you,” some fellows say 
When they pass me by, 

Because I always say, ‘‘Good day,” 
With a twinkle in my eye. 

Just take a tip from one who knows, 
Who’s felt both knocks and bricks; 

With life so full of bitter woes, 

Just smile when someone kicks. 

Just smile and go right on ahead 
When once you know you’re right, 

And never fear to pitch right in 
When it’s up to you to fight. 

Because the man who smiles instead 
Of raging with a roar, 

Is he who always gets ahead 
Because he won’t get sore. 

Life’s got its troubles, sure it has— 
Its got its sunshine, too; 

Just shoot a little ray between. 

And make the black clouds blue. 

I’ve tried the smile and so I know 
Just what it’s done for me; 

Because I’ve seen my business grow, 

A grouch I ’ll never be. ’ ’ 


This would be a grand old world if men 
would pay bills as cheerfully as they pay 
grudges. 


Every successful man knows more about his 
own business than he does about other men’s. 



PUBLISHED MONTHLY BY 

Hardware World Publishing Co. 


OFFICIAL ORGAN OP THE WE8TEBN TRADE 
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I am the ruler of retail reverses. 

I am the Lord High Potentate of Failure. 

I am the reason for that downward slant on 
your profit curve. 

I am the cause of the silent sickness that stills 
your cash register bell. 

I am the origin of dissatisfied customers and 
loss of trade. 

I am the leaven of uncertainty in the midst 
of certain profits. 

I am the element of chance that turns a win¬ 
ning business into a losing gamble. 

I am the fountain-head whence springs the 
majority of your trouble and worry. 

I am the key to the problem why more than 
15,000 retailers fail every year. 

I am the why and the wherefore, the direct 
and proximate cause, the germ and the genesis 
of unsuccessful merchandizing. 

I am the Sticker, the Shelf-Lounger, the Left- 
Over, the nameless child of an unknown father. 

I am the unadvertised product! 


“CREDIT” AND “CASH.” 

Many a Southern darkey’s mind is stored 
with bits of philosophy that are frequently as 
true as they are quaint. Here is an instance : 

“One wintry day,” says a Washington man, 
“I met an old darkey in rags plodding along. 
The cold wind beat through the many holes in 
his tattered garments. Yet despite his evident 
poverty, he was carrying a whole side of bacon 
on his shoulder. 

“ ‘Uncle,’ I asked, ‘why didn’t you spend 
your money on a warm coat instead of all that 
bacon?’ 

“ ‘Well, suh,’ said the old man, gravely, 
‘when I asks my back for credit I gits it.’ Then 
patting his stomach, he added: 

“But dis heah, suh, dis here always calls for 
cash.’” 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants In some of the large cities. At the 
request of many merchants In smaller towns and dtles who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course he added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION— 


Blank Rim Fire— 

Blaek 1 

Bmkla. 

22 .8hort . 

$ .15 

$ ... 

82 8hort . 

. .85 


82 a * W...... 

. .55 


88 S. A W__.... 

. .70 


88 Long Colt. 

. 1.20 


44 W. C, F. 

. 1.60 

.. . 

Shot Rim Fire— 

22 Long . 

. .56 

.60 

82 Long . 

. 1.05 


Shot Center Fire— 

89 8. A W•.......... 

. .95 

... 

82 IV. C. F. ......... 

. 1.80 

... 

88 8. A W... 

. 1.15 

... 

38 W. 0. F.. ........ 

. 1.50 

... 

44 W. C. F.......... 

. 1.50 

1.75 

44 X* Ia • • •••••«•©•• 

. 1.60 

1.80 

44 Game Getter. 

. 1.50 

1.60 

Rim Fire, Ball— 

BB Capa. 

. .85 

.86 

CB Caps. 

. .45 

.46 

22 Short. 

. .26 

.80 

22 Short HP. 

. .85 

.85 

22 Long . 

. .85 

.40 

22 Long H.P. 

. .40 

.45 

22 Long Rifle. 

. .40 

.46 

22 Long Rifle HP... 
22 W. R. F. 

. .45 

.45 

. .50 

.66 

22 W. R. F., H P_ 

. .55 

.60 

22 Win. Auto. 


.65 

22 Win. Auto, H. P... 

. .. . 

.60 

25 Short Stevens.... 

. .60 

... 

25 Stevens . 

. .80 

... 

82 Short . 

. .60 

... 

82 Long . 

. .70 

... 

88 Short. 

. 1.00 

... 

88 Long . 

. 1.00 

.. . 

41 Short. 

. 1.06 

a e e 

Center Fire Pistol- 
22 Win. 88. 

. 1.80 

1.50 

25 Colts Auto. 

. .. . 

1.85 

25-20 Single Shot_ 

. 1.55 

1.75 

25 20 Win. 

. 1.85 

1.60 

25-20 Win HV__ 

. 

1.76 

7.68 MM-Mauaer .... 

. 

8.15 

7.65 MM-Mauaer _ 

. ... 

2.15 

9 MM-Luger. . 

. ... 

9.80 

32 Colts Auto. 

* ... 

1.86 

82 Colts Short. 

. 1.00 

1.10 

82 Colts Long. 

. 1.15 

1.95 

82 Colts Police Positive. 1.16 

1.86 

82 8. A W.... 

.. 1.00 

1.10 

89 8. A W. Long .... 

., 1.15 

1.96 

82-20 Marlin. 

.. 1.40 

1.80 

82 Winchester . 

.. 1.40 

1.80 

82-90 Win HV ...... 

.. ... 

1.80 

85 S. A W. Auto . 


1.56 

88 Colts Auto . 

.. ... 

9.90 

88 Colts Short . 

.. 1.95 

1.86 


88 Colts Lon*. 1.80 1.60 

88 Colts Pollea Positive. 1.86 1.86 

88 S. A W. 1.80 1.80 

88 8. A W. Special.1.46 1.66 

88 Wiocheater . 1.66 8.06 

41 Oolta Short DA.1.80 1.60 

41 Oolta Lon* DA. 1.00 1.76 

44 Bull Doe. 1-86 

44 8. a W. Amer.1.76 1.06 

44 8. a W. Rua. 1.76 1.06 

44 8. a W. Special. 1.00 8.10 

44 Webley . 1.60 

44 Wincheater . 1.66 8.06 

46 Oolta . 1.06 8.10 

46 Oolta Auto. 8.60 

Center Fire Military 
and 8portine— 

88 8avage . 1.40 

850-8000 Savage. 1.05 

25-21 Stevens. 1.00 8.56 

85-25 Stevens. 1.00 8.66 

85-85 Wincheater. 1.20 

25-85 Short Ranee. 1.20 

25-86 Marlin . 1.20 

26 Remineton Rimleaa. 1.80 

6 MM U. 8. N. 1.85 

7 MM Special Mauser. 1.85 

7.65 MM Bel Manaer. 1.65 

8 MM Manaer. 1.85 

0 MM Manaer. 8.05 

80-80 Wincheater. 1.85 

80 Remineton Rimleaa. 1.86 

80 Government Rimleaa. ... 8.05 

808 8avaet. 1.85 

82 Remington Rimleaa. 1.85 

82-40 Wincheater . 1.06 1.80 

82-40 Wincheater HV. 1.86 

88 Winchester 81f. Ldg. 8.46 

82 Wincheater Special.. ... 1.86 

88 Wincheater . 1.80 

85 Remineton Rimleaa. 1.55 

85 Wincheater. 1.05 

85 Wincheater Slf. Ldg. 2.55 

851 Wincheater Slf. Log. ... 8.85 

88-55 Wincheater Lea d.. 1.80 1.66 

88-65 Wincheater HV. 1.65 

88-56 Wincheater.1.80 1.65 

40-60 Marlin . 1.85 

40-60 Winchester.1.85 1.55 

40-66 Winchester .1.85 1.65 

40-70 Winchester.1.40 1.65 

40-78 Winchester.1.40 1.66 

40-82 Wincheater. 1.40 1.65 

401 Winchester Auto. 1.56 

405 Winchester. 2.80 

45-60 Winchester.1.40 

45-70-405 Government.. 1.40 1.60 

45-75 Winchester. 1.40 

45-00 Wincheater. 1.60 1.65 


8HXLL6L LOADED— 

Wincheater Repeater or Remington 
U. M. C. Nitro Club— 

12 8 dr*, x 1 oi., 24 gra. z 1 

02 ., drop shot.$1.25 

8 dra. x 1 % oz„ 24 gra. z 

1 % ox. drop ahot. 1.25 

8 % dra. zl % ox., 20 gra. 

X 1% ox., drop ahot. 1.25 

8% dra. x 1% ox., BB ahot, 

drop ahot . 1.80 

8% ora. x Buck ahot, drop 

ahot . 1.85 

16 2% dra. x % ox., 22 gra. z 

% ox., drop ahot. 1.20 

2% dra.. x % ox., BB ahot, 

drop ahot. 1.25 

20 2)4 dra. x \ ox., 18 gra., x 

% ox., drop ahot. 1.15 

Wincheater Leader or Remington 

U. M. O. Arrow— 

12 3*4 dra. x 1)4 ox., 26 gra. x 

1% ox., chilled ahot.1.85 

8% dra. x 1)4 ox., 28 grB. x 

1)4 ox., chilled Bhot.% 1.40 

16 2% dra. x % ox., 22 gra. x 

% ox., chilled ahot. 1.80 

20 2)4 dra. x % ox., chilled 

ahot . 1.25 

2% dra. x % ox., chilled ahot 1.85 

Trap Loads— 

12 8 dra. x 1% ox., 7)4 chilled 1.85 
8 H dra. x 1% ox., 7ft chilled 1.40 
Black Powder Loads— 

12 8% dra. x 1% ox., drop shot 1.05 
Capa and Primera— 

Percussion .20 

Musket Gaps.25 

Primers, 100 In box.85 

Primera, 250 in box.80 

Empty Paper Sheila—Black Pow.— 
12. 16, 20 Ga. per 100 ... 1.50 

10 Ga. per 100. 1.65 

For Smokeless Powder, Repeater or 
Nitro Club— 

12. 16. 20, 28 Ga. per 

100 . 1.80 

10 Ga. per 100. 2.10 

Leader or Arrow— 

12. 16. 20, 28 Ga.. 2.80 

10 Ga. per 100. 8.46 

Empty Brass Sheila— 

Beat Goal. 12, 16, 80, 


88, Box 85 . 8.76 

2nd Qual. 12. 16, 80. 

28. box 85 . 8.10 

Wads— 

Cardboard, box 850.. ... .80 

Blaek Edge, Reg., box 

260 .60 

Black Edge. )4 in.. 125 

in box.40 

Blaok Edge, M in.. 260 

in box. .80 


ADZES (UNHANDLED)—Carpenters, No. 80, 4 White, $8.85 
each; No. 80, 4)4 White, $8.25 each; No. 281, 8)4 Sierra, 
82.75 ea.; No. 281, 4 Sierra, $2.75 eaj. No. 281, 4)5 Sierra, 
$8.75 each. Railroad. No. 80 B, 6 White, $8.50 each: No. 
80 B, 6U White, $8.50 oaeh; No. 886, 6 Sierra, $8.00 
each; No. 288, 5)4 Sierra, $8.00 each. Ship, No. 44, 4 
White, $8.85 eaoh; No. 44, 4)4 White, $8.85 each; No. 44; 
4)4 White, $4.00 each: No. 45, 4)4 Whit©, $4.50 each; No. 
45, 6 White, $4.60 each; No. 285, 4 Sierra, $8.50 each; No. 
885, 4)4 Sierra, $8.50 each. 

ANCHORS—Screws per 100, 8-16, $4.15; )4. $6.25. 
ANVILS—Vulcan—No. 2, 20-lb.. $0.50; No. 8, 80-lb.. $7.60; 
No. 4, 40-lb., $8.76: No. 5, 60-lb.. $10; No. 6, 60-lb., $11; 
No. 7, 70-lb., $12; No. 8, 80-lb., $18. Trenton—80 to 425 
lb., 82)4c lb.; 70 to 79 lb., 88c lb.: 60 to 69 lb., 88)4e 
lb.; 50 to 59 lb., 24)4e lb. With Clip Horn, 8c per lb. 
extra. Columbia, All Steel—80 lbs. and over, 20)4 a lb. 
ANTIMONY—Slab, 45c lb. 


AUGERS—Greenlee Carpenters Nut, No. 57. 


Sixe . )4 % % % 1 1)4 

Eaoh.$1.00 $1.00 $1.15 $1.86 $1.86 $1.66 

Sixe . 1)4 1% 9 2)4 8 

Each ..$9.00 $8.86 $8.66 $4.00 $8.08 

Greenlee Ship. 

16ths .8-10 11-19 18 14 16 16 

60 eaoh .$1.60 $1.75 $1.75 $1.85 $1.95 $8.00 

62 each . 1.95 9.00 9.00 9.16 9.80 9.26 

16ths . 17 18 19 90 21 29 

60 each .$2.15 $2.25 $2.80 $8.40 $9.60 $9.50 

62 eaoh . 2.50 2.65 8.60 8.80 8.16 8.16 

16tha . 28 94 95 86 97 98 

60 each .$2.85 $8.00 $8.80 $8.46 $8.75 $4.10 

69 each . 8.50 8.60 8.66 8.76 4.10 A46 

16ths . 29 80 81 89 

60 each .$4.4© $4.70 $5.00 $5.85 

62 each . 4.70 6.85 6.96 6.95 


APRON8—Carpenters—California Leg, $1.50; No. 19 Long 
Brown, $1.85; No. 9 Short Brown, 60c. 

ASBESTOS— 

Mill Board, 85e lb.; Cut, 40e lb, 

Paper, 85c lb.; Cut, 40c lb. 

Wicking, )4*?b. balls. 80c each. 

Wicking, 1-lb. lota, $1.50. 

Cement, per sack.$6.00 


AXES—Boys' Handled, Blue Wing, $2.00 each; Pacemaker, 
$1.90. Hunters, 670, $1.50 each; 671. $1.50 each; 678, 
$1.65 each. Boy Scout, 655 8. $1.85 each• 656, $1.50 each; 
50 8 (Sheaths), 50c each. Double Bit Unhandled, Dread- 
naught, 8-4, ft.#5 each; Dreadnaught, 8)4-4)4, $2.75 each: 
Dreadnaught, 4-5, $2.75 each. Double Bit Handled, Tuff 
Temper, 8*4, $8.25 each; Tuff Temper, 8)4*4)4, $8.25 each; 
(Continued on page 147) 
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HARDWARE WORLD 

RETAIL HELLING PRICES—Continued. 


L. A G. ENAMELED WALJE— 


Oral Fool Botha. 

0 .$1.16 

150 . T .60 

Drinking Cops. 

08 .$ .15 

220 . 2.00 

Covered Bake Pans. 

1 .$ .65 

250 .55 

222 . 2.60 

1 . 1.40 

850 .65 

09 . T .15 

2121 . 1.20 

Round Bake Pans. 
20 .$ .40 

9 . 1.66 

460 .AO 

010 . 20 

2141 . 1.45 

8 .9 00 

ARA 1 AA 

A . t 15 

21A1 ... t _1.75 

4 . 9 50 

A5A 1 95 

fi . 20 

21 A 1 . 2 00 

80 .46 

Coffoo Btgfim. 

0 .$ .80 

1ARA 1 RA 

10 . . T f A 

1201 2 95 

40 .60 

1260 J TS 

11 .25 

9221 . 8.75 

60 .56 

01 . T AR 

IRAi AA 

Pissed Caps. 

20 .$ .16 

Milk Kettles. 

70 .$ .40 

60 .60 

00 .06 

9501 .70 

Bed or Douche Pans. 
2 . .$ 2.00 

Bed Pans. 

1 .$ 8.01 

Bread Pans. 

8 .¥ .85 

Ain 1 AK 


non 1 9 o 


25 .20 

71 .60 

AAA 1 AA 

Covered Buekets. 
6501 .$1.06 

40 .80 

72 .65 

AAA 1 AK 

Straight Onps. 

0 .$ .20 

78 .75 


74 .90 

Coffoo Boilora. 

60 .$ 1.10 

§601 . 1.40 

76 - T T T 1 AR 

10601 1 75 

6 .26 


19RA1 9 AA 

120 .40 


11 . 86 

70 . 1.96 

Rd. Dinnsr Bneksts. 
080 .$1.15 

Miners' Cops. 

50 .$ .40 

Measuring Cups. 

10 .$ .20 


12 .46 

80 . 1.60 


18 . 66 

00 . 1.80 


Oblong Pans. 

08 . 1 25 

100 .9.60 

040 . 1.26 


601 . 1.95 

701 . 1.40 

601 . 1.16 

k« aa 

04 . T .40 

502 . 1.86 

After Dinner Onps A 
Saucers. 

10 .$ .85 

Caps A Bsueers. 

100 A 15 


01 .. T ..... $6 

801 . 1.66 

608 . 1.60 

54 . 1.25 

56 . 1.66 

Lipped Reserving 
Kettles. 

14 .$ .80 

1 A 85 

08 . 416 

Sponge Cake Pana. 

200 .$ .85 

Oblong Stove Pana. 

100 .$ .46 

200 .50 

001 .9.10 

1001 .9.76 

Fish Boilora. 

818 .$4.00 

920 . 4.60 

Minere' Dinnsr 
Bneksts. 

10 .61.60 

Aema Dinnsr Bneksts 
140 .$1.76 

20 .^ .85 

400 .40 


240 . 2.00 

Cuspidors. 

10 . $ .45 

1A .40 

800 .65 


840 . 1.60 

20 .50 

825 .76 

0091 R RA 

8401 . 1.66 

20 .55 

22 .56 

860 .85 

Ham Boilors. 

170 .$2.76 

Oral Dinnsr Bneksts. 
U .. $1 60 

80 .65 

24 .AO 

400 .95 

Flaring Co eon Shaped 
Dippers. 

26 .65 

426 . 1.00 


2A T 60 

450 . 1.05 

176 .8.00 

41 .. r T 1 80 

80 .90 

475 . 1.15 

Milk or Rico Boilors 
14 _ $ 05 

Oblong Dinnsr 
Bneksts. 


82 . 1.05 

500 . 1.26 

Genuine Ooooa 
Shaped Dippers. 

56 .$ .60 

84 . 1.15 

660 . 1.46 

16 . 1.00 

86 . 1.85 

Square Stove Pana. 
110 .$ .65 

18 . 1.15 

80 . 1.85 

89 . 1.50 

111 . 1.75 

112 . 1.86 

118 210 

40 .2.00 

60 _ r T . 1.00 

Cup Dippers. 

9 ..7T.......$ .25 

Tm K.UIm. 

*0 .• .78 

119 .75 

94 . 1.75 

Aurora Dinnsr 
Bueksu. 

776 . $1.66 

118 .. T . A 6 

9A f on 

10 . 80 

111 , 1 no 

9A 9 60 

11 . _ 8 S 

80 . 80 

115 1 16 


Flaring Dippers. 

010 . $ .25 

40 . 90 


141 1 AA 

776 . 1.90 

875 . 1.90 

50 . 1.00 

118 1 40 

1A1 | 10 

60 . 1.15 

Square Jelly Cake 
Pane. 

99 .$ .80 

ion $5 

181 . 1.25 

901 . 1.40 

991 . 1.65 

876 . 2.15 

Oil . 80 

012 . 86 

70 . 1.25 

Chambers. 

1 . $ .50 


Windsor Dippers. 

90 . 1.75 

AM AS AA 

241 . 1.90 

901 ff ir 

1 *6 . 88 

9 7R 

110 . Jto 

070 . 8.v0 

080 . 2.25 

90 . 85 

Jelly Cake Pans. 

8 .. $ .25 

901 9 TK 

8 86 

119 . 85 

090 . 2.60 

AA1 A RA 

Chamber Oover*. 

1 . $ .25 

1*4 . 80 

9 . 85 

8 . 40 

Colanders. 

1 . $ .50 

114 . 40 

160 . 1.26 

59 . 1.05 

59 *4 . 1.15 

68 . 1.80 

6814 . 1.85 

RA 1 RA 

Oblong Soap Dtshes. 

60 .$ .80 

Wall Soap Dishes. 

00 .$ .80 

170 . 1.45 

180 . 1.65 

190 .2.00 

Deep Ladles. 

OO A 9A 

9 .25 

10 .80 

68 .25 

69 .80 

*70 .80 

56 . 8.00 

060 . 20 

Sink Drainers. 

7 .$ .50 

100 .25 

Mountain Cake Pans. 

7A $ $° 

RA 9 RA 

110 _ 25 

R91 1 1R 

2 .60 

120 

70 AA 

R91 U i OR 

8 .75 

40 .40 

91 f R 

aa 95 

RA 1 . 1 A5 

104 .50 

Coffee Flasks. 

10 .$ .50 

Round Coffee Flasks. 

11A t AR 

101 . . T $5 

Oval Dish Pans. 

16 .$1.50 

681H . 1.60 

541 1.65 

561 .9.15 

205 .60 

806 .70 

111 .80 

121 . 86 

407 .85 

Soup Ladles. 

40 4 an 

Qe « nn 

681 .9.75 

Child's Commodes. 

1 .$ .45 

Covered Commodes. 

5 .$1.60 

210 .75 

Dish Pans. 

80 . $ .95 

8 mls. Bowls. 

9-10 . $ .80 

Pieeed Funnels. 

01 . $ .80 

10 .. .25 

88 . 20 

100 . 1 OA 

1214 . 95 

02 . _ _ _ T . . , 80 

Graduated Measures. 

11 .. $ 50 

14A lit 

16.80 

Odorless Commodes. 

A . $1 AS 

08 .85 

170 \ 85 

18 . 85 

04 . 40 

(No Lip.) 

ai 1 a it 

210 . 1 55 

2C . 40 

Combinets. 

40 . $9.86 

Pot Covers. 

4 . $ .15 

06 . 55 

800 . 2.85 

22 . 45 

06 . 66 

Standard Measures. 

01 . $ .25 

400 8 50 

24 . 60 

Fruit Jar Fillers. 

20 . $ .25 

Berlin Kettles. 

02 . $ .55 

IOI 05 

26 . 60 

tit 1 AR 

98 . 70 

02 . 80 

171 1 26 

80 . 85 

AU .15 

08 . 40 

Rinsing Pans. 

08 . $ .85 

010 . 95 

Soup Bowls. 

186 . $ .25 

R 1 R 

04 . 50 

6*4 . 15 

6 . 15 

08 . 65 

04 . 75 

05 . 65 

06 . 95 

Wash Bowls. 

86 . $ .85 

28 . 40 

8*4 . 20 

7 .80 

7*4 .25 

A 9R 

05 .85 

06 .90 

OA. 1,15 

Jelly Moulds. 

080 .$ .26 

Children's Mugs. 

8 .$ .80 

5 .25 

012 . 1.00 

014 . 1.05 

017 . 1.25 

80 .45 

010 . 1.85 

Lipped Fry Pans 

80 .. ..$ .80 

82 .50 

A14 95 

019 . 1.65 

84 .60 

O AA 

081 .65 

81 .85 

86 .70 

a 14 AA 

081 .75 

Chamber Palls. 

1 .$1.40 

82 .40 

Covered Bneksts. 

lO A AR 

1 ft AR 

041 .90 

88 .45 

1 AU 15 

051 . 1.00 

2 . 1.50 

84 .60 

9 1 aa 

11 A5 

061 . 1.15 

8 . 1.75 

85 .60 

91 14 AR 

11 u. 15 

081 . 1.40 

4 . 8.00 

86 .65 

99 RA 

19 AA 

0101 . 1.65 

25 .2.16 

National Fry Pans. 

40 • fA 

91. AO 

19 U.45 

0121 . 1.86 

80 .2.81 

94 .70 

18 .50 

Convex Kettles. 

212 .$1.05 

Water Pails. 

110 .$1.15 

50 . 15 

26 .85 

18*4 .60 

51 __ , . . T T T 45 

98 . 1.00 

14 .75 

214 . 1.25 

112 . 1.85 

52 . . T 60 

80 . 1.26 

14*4 . 86 

916 . 1.50 

114 . l.AO 

58. T 55 

99 . 1.60 

15 . 1.00 

218 . 1.75 

116 . 1.85 

54 .65 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued 


56 . 70 

Lipped Samce Pans. 

9 .. $ .26 

Soup Plates. 

68 . $ .25 

1450 ... 1.60 

218 $00 

56 . 76 

1650 . l QO 

991 7 60 

Muffia Pams. 

406 . $ .45 

10 . 80 

59 . .80 

I860 . $ 26 

286 9 00 

12 . 80 

60 . 86 

Berlin Sauce Pots. 

02 . $ .55 

812 oon 

14 . jfi 

Ooff*. PoW. 
ftt . $ M 


408 . 65 

ia . t jd 


409 . 66 

412 . 76 

18 . 40 

08 . .65 

04 . T T T 76 

886 . 18.00 

Corn Oaks Pans. 

29 65 

5 . 65 

05 . 85 

Bread Raisers. 

10 . $1.76 

94 . . T T . T JO 

16 . 65 

06 . 90 


26 . 65 

26 . 75 

08 . 1.15 

14 . 2.00 


28 . 80 

86 . 85 

010 . 1.40 

17 . 2.86 


80 . 05 

45 . 90 

012 . 1.65 

21 . 2.75 

712 .86 

Milk Pass. 

00 $ 20 

Straight Sauce Pans. 
250 . $ .55 

65 . 1.06 

021 . 66 

101 ___ - - 9 00 

21 % . 55 

031 . 75 

141 . T . 2 26 

81 . 60 

041 . $0 

171 . 9 yg 

a go 

850 . 65 

51 .65 

051 . 1.66 

061 . 1.15 

211 . r r $ 26 

11 26 

460 . 80 

151 . 75 

Nesoo Perfect 
Roasters. 

160 . $2.50 

180 . 8.26 

i g m 

660 . 1.00 

251 . 85 

081 . 1.85 

90 T T - $0 

Shallow Stew Pane. 

8 . $ .60 

4 86 

851 . 90 

0101 . 1.65 

80 . 85 

40 . 40 

461 . 1.00 

551 . 1.15 

0121 . 1.85 

Convex Sauce Pots. 

212 . $1.05 

214 . 1.25 

Jlf . 1.50 

218 . 1.75 

**o . *.oo 

222 . 2.50 

2121 . 1.20 

2141 . 1.40 

2161 . 1.75 

2181 . 2.00 

60 . 50 

00 . 55 

80 . 65 

100 . 70 

120 . 85 

Padding Pans. 

60 . $ .26 

100 . 25 

150 . 80 

200 80 

5 . 40 

6 . 50 

Deep Stew Pans. 

14 . $ .85 

16 . 85 

05 . 90 

015 . 1.00 

025 . 1.15 

085 . 1.20 

045 . 1.85 

055 . 1.50 

051 . 1.00 

0161 . 1.05 

0251 1.15 

0861 . 1.80 

200 . 4.20 

Grocers* Scoops. 

2 .$.40 

8 .50 

4 .65 

5 . T T T T $6 

18 . 40 

20 . 45 

22 . 50 

Molasses Pitchers. 
601 .$ .56 

20 . 66 

80 . 65 

40 . 85 

50 . 1.00 

anp T . 

ABBl 1 RR 

2201 . 2.26 

Flat Skimmers. 

9 . $ .20 

400 ... - - T - 40 

Convex Water 
Pitchers. 

401 . $ 60 

Tea Pots. 

00 . $ .50 

01 . 66 

0 . 65 

10 . 70 

20 . 80 

80 . 85 

40 . 96 

50 . 1.06 

001 . 60 

Oil . 65 

01 M . 70 

101 . 80 

201 . 85 

801 . 96 

401 . 1.05 

501 . 1.15 

1000 . 95 

1010 . 1.00 

1020 . 1.15 

1080 . 1.26 

1040 1.40 

1050 . 1.65 

2000 . 1.00 

2010 . 1.10 

2020 . 1.20 

2080 . 1.85 

2040 . 1.45 

2050 . 1.65 

Fireless Cooker Pots 
420 . $ .85 

2221 . 2.75 

BOO _ T .SO 

Oral Sauce Pots. 

2 a« nn 

10 . 20 

600 . 56 

11 . 25 

800 . 65 

402 . T " 65 

S a ok 

12 . .25 

1000 . 70 

408 . 75 

4 . 2 an 

Spittoons. 

2 no $ 86 

Pus Pans. 

1 . $ .60 

62 IK 

404 . 85 

20 . T t 2 2 g 

405 . 90 

406 . 1.00 

80 . 2.50 

40 . 2.75 

800 . 1.10 

Club Spittoons. 

100 . $1.25 

Hotel Spittoons. 

150 . $2.60 

Basting Spoons. 

™ .» - 1 * 

a . .55 

8 . 66 

80 . 75 

Berlin Sauce Pans. 

02 . $ .65 

08 . 65 

Ag 7g 

. Water Pitchers. 

6 . $ 1.00 

10 . 1.15 

20 . 1.26 

0 . 70 

1 . 80 

Straight Sauce Pots. 

014 . $ .60 

016 . .65 

018 . 70 

020 . 85 

029 . 1.00 

05 . 86 

06 .96 

08 . 1.15 

010 .1.85 

ni| 1 eg 

2 .90 

8 .1.05 

4 . 1.20 

6 . 2.00 

Pitchers A Bowls. 
100 .$1.55 

024 . 1.25 

OJS . 1.60 

0*0 . *.*5 

082 . 2.50 

. 20 

Ji . *0 

if .. 

18 . .25 

Steamers. 

7 . 11 IB 

itg 

80 .1.25 

pITj yg 

200 . 1.75 

100 . 1.60 

8 .185 

All 00 

Dinner Plates. 

tO A Ad 

120 . 1.75 

9 .,. i 60 

051 . 1.00 

160 .2.25 

Tea Steepers. 

* .• .50 

8 .55 

061 . 1.15 

081 . 1.40 

20 .80 

21 . 86 

>00 .*.75 

801 1.40 

1001 i 

0101 . 1.65 

nm i ait 

Pie Pistes. 

27 .$ .20 

1201 . 2.00 

Handy Strainers. 
140 .$ .15 

Cbmb. Dbl Sauce 
Pans. 

1 .$1.50 

1601 . 2 60 

28 . 20 

2001 . 2.00 

Gravy Strainers. 

2 $ 85 

29 . 25 

Covered Store Pots. 
706 . $1.26 

AA an 

Jelly Strainers. 

20 . $ .ao 

11 . 1.75 

at ar 

Comb. Triple Sauce 
Pans. 

10 . $2.25 

101 . 2.50 

ftQ OK 

707 . 1.60 

4A an 

620 . 1.15 

708 . 2.00 

Cake Turners. 

18 .$ .15 

14 . .90 

41 .85 

Lebanon Pie Plates. 
47 .$ .25 

820 . 1.40 

1490 . 1.25 

1 AtA i an 

709 . 2.50 

7061 . 1.50 

MAM m «e mm m 

Sauce Pans. 

162 . $ .65 

1820 . . 1 90 

7071 .. 1.75 

7081 2 26 

Female Urinals. 

1 . 22.00 

48 . 25 

450 .. 1 16 

7AOi 2 76 

168 . 60 

{49 . 80 

ABO 1 66 

Soup Stock Pots. 

212 . $4.50 

Male Urinals. 

2 . $1.85 

164 . 70 

» 60 . 80 

860 . 1.85 


(Continued from page 145) 

Toff Temper, 4-6, $8.50 each. Single Bit Handled, Blue Wing, 
8-4, $8.00 each; Bine Wing, 8%-4%, $8.00 each; Blue 
Wing, 4-5, $8.00 each; Dreadnaught, 8-4, $2.75 each; Dread- 
naught, 8%-4%, $2.75 each; Dreadnaught, 4-5, $2.75 each; 
Bluebird, 8-4, $2.75 each; Bluebird, 8%-4%, $2.75 each; 
Bluebird, 4-5, 22.75 each; Pacemaker, 8-4, $2.75 each; Pace¬ 
maker, 8%-4%, $2.75 each; Pacemaker, 4-5, $2.75 each; 
Tuff Temper. 8-4, $2.75 each; Tuff Temper, 8%-4%, $2.75 
each; Tuff Temper, 4-5, $2.75 each; Quaker City, 8-4, $2.75 
each; Quaker City, 8%-4%, $2.75 each; Quaker City, 4-5, 
$2.75 each; Old Forge, 8-4, $2.50 each; Old Forge, 8%-4%, 
$2.50 each; Old Forge, 4-5, $2.50 each; Freighters, 8-F, 
$2.50 each. 

BABBITT—Frictionless, 85c lb.; Magnolia, 45e lb.; Ho. 4, 25c 
lb.; No. 1, 80c lb.; No. A, $1.80 lb.; Challenge, $1.25 lb.; 
Special Motor, $1.10 lb.; Excelsior, 80c lb.; Acme, 65c lb.; 
XXXX Nickeled. $1.40 lb. 

BARS—Crow. Pinch Point No. 10, 16c lb.; Wedge No. 15, 
16c lb.; Lining No. 30, 16c lb.; Digging No. 530, 27c lb.; 
Tamping No. 25, 16c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Goose Neck No. 3657—% x 18, 55c each; Goobo 
Neck No. 3659, % x 24, 85c each; Goose Neck No. 3662, 
% x 24, $1.00 each; Straight Chisel No. 14, % x 15, 65c 
each. 

BATTERIES DRY CELL—Columbia, No. 6, 45c each; No. 6-8. 
45c each; No. 16, $1.40 each. Red Deri! or Red Label, No. 
6-D, 45c each. Hot Shot Multiple, No. 1562,$3.00 each; 
No. 1662, $8.35 each. Ever Ready same price as Columbia. 


BIBBS—Compression— 

Plain 1112—%-inch Rough, $1.00 each; %-inch, $1.25 each; 
%*incn, $1.75 each; 1-inch, $8.65 each. 

112— % -inch Finished, $1.25 each; %-inch, $1.50 each; 
%-inch, $2.25 each; 1-inch, $4.25 each. 

0112—%-inch Nickel-plated, $1.50 each; %-inch, $1.75 
each; %-inch, $2.50 each; 1-inch, $4.50 each. 

Hose 1118—%-inch Rough, $1.10 each; %-inch $1.40 
each; %-inch, $1.90 each; 1-inch, $4.00 each; 1 %-inch 
$7.50 each; 1 %-inch, $10.00 each. 

113— %-inch Finished, $1.50 each; %-inch, $1.85 each; 
%-inch, $2.40 each; 1-inch $4.50 each. 

0113—%-inch Nickel plated, $1.60 each; %-inch, $1.85 
each; %-inch, $2.75 each. 

BIT8—Auger 
Size 16 the. 8 
81—List. 

Dos.... 6.00 
81—8*11. 

Each... .45 

100—List. 

Dos._ 6.00 

100— Sell. 

Each... .45 

101— List. 

Dos. 

101—Sell. 

Each. 


4-8 

9-10 

10-12 

18-14 

14-16 

18 

20 

6.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

5.00 

6.00 

7.00 

8.25 

... 

... 

... 

.40 

.45 

.50 

.75 

... 

c • c 
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HARDWARE WORLD 


RETAIL SELLING PBICBS—Continued 


BITS—Anger—Continued. 


Sise 16ths. 
85—List. 

8 

4-6 

7 

8 

9 

10 

11-12 

18-14 

Dos.... 
85—SelL 

4.50 

4.00 

4.50 

5.00 

6.60 

6.00 

7.00 

8.00 

Each... 

.80 

.25 

.80 

.85 

.40 

.45 

.60 

.60 

Else 16 the. 
85—List. 




15-16 

17-18 

20 

29 

24 


BELLS—2%-inch 

, Nonpareil, 60c 

each; 8-inch, Nonpareil, 70e 

each. 

BEVELS—Sliding 

; T—No. 

18: 6-in., 75c 8-ln.. 

90c; 

10-in., 

$1.00. No. 25 

: 6-in.. 

50c: 8-in.. 55c 

; 10-in., 

, 60c; 

12-in., 

65c; 14-in., 76c. 
BLOCKS—Wood Tackle. 

Com. 

Com. 

Com. 

Pat. 

Pat. 

Pat. 


8ngl. 

.$ .80 

Dbl. 

Triple 

$1.90 

Sngl. 

Bbl. 

Trpl. 

$8.20 

S-inch . 

$1.46 

$1.20 

$2.20 

4-inch . 

. .95 

1.75 

2.86 

1.80 

2.50 

8.60 

5-inch . 

. 1.00 

1.90 

2.60 

1.40 

2.80 

8.86 

6-inch . 

. 1.20 

2.20 

8.20 

1.66 

8.15 

4.85 

7 inch . 

. 1.45 

2.65 

8.85 

1.66 

8.65 

6.60 

8-inch . 

. 1.80 

8.10 

4.65 

2.50 

4.60 

6.60 

10-inch . 

. 8.00 

4.90 

6.85 

8.85 

6.60 

9.66 

12-inch ...... 

. 4.85 

8.26 

11.70 

5.80 

10.00 

14.60 


BLOCKS—Steel Teokle 

Site Single Double 

8 inch .$ .00 $1.50 

4 inch . 1.00 1.85 

5-inch . 1.10 2.00 

5 inch . 1.25 2.25 

8 inch . 1.85 8.25 

10 inch . 8.00 5.00 

BLOCK8—Wood Sneteh. 

6 inch .$8.00 

8-inch . 4.85 

10-inch . 8.85 

12-inch . 7.50 

BLOWER8—No. 400 Ckuunpion, 886.00; No. 40 Lancaster, 
$20 00; Royal. 880.00. 

BOARDS. IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 14, Holdfast, 

$1.50 each; No. 10, Springer, 60x15", no sleeve board. 

$3.10 each; No. 20, Springer, 54x13", no sleeve board, 

$2.85 each; No. 30, Springer, 54x13", no sleeve board. 


$2.85 each; 
$2.40 each; 


No. 40, Springer, 50x12" 


no sleeve board, 
no sleeve board, 


Without Table (Skirt Boards)—4 foot, $1.00 each; 5 foot, 
$1.40 each; 5*4 foot, $1.65 each; 6 foot, $1.85 each. 
BOARDS. STOVE— 

Paper Lined—No. 45—18x18, 85c each; 24x24, $1.00 each; 
26x26, $1.10 each; 28x28, $1.25 each; 80x80, $1.50 each; 
32x32, $1.85 each; 86x36, $2.25 each. No. 125—24x36, 
$1.60 each; 26x30, $1.65 each; 28x84, $1.85 each; 80x86, 
$2.15 each; 32x42, $2.75 each. No. 200—18x18, 90c 
each; 24x24, $1.05 each; 26x26, $1.25 each; 28x28, $1.40 
each: 80x30, $1.60 each; 82x82, $1.90 each; 86x88, 
$2.25 each. 

Wood Lined—No. 80—24x24, $1.75 each; 26x26, $2.10 
each; 28x28, $2.35 each; 30x80, $2.75 each; 83x38, 
each; $8.25 each; 36x36, $3.75 each. No. 90—24x86, 
$2.40 each; 26x82. $2.40 each; 28x84, $2.75 each; 80x38, 
83.25 each; 82x42, $3.75 each. 

BOARDS. WASH—Toy No. 815, 30c each; Single Zinc No. 
820, 55c each; 980, 60 each; 983, 50c each; Double Zinc 
No. 034, 90c each; Brass No. 801, $1.05 each; Bine En* 
name! No. 964, 85c each; Glass No. 968, 80c each. 
BOLTS— 

Carriage— Contractors. Retail, by dos. 

Small .Pins 10% Pins 50% 

Large .Pins 96% Pins 66% 

Machine- 

Small .Pins 10% Pins 60% 

Large .Pins 95% Pins 60% 

9tove Bolts, 80% off List. 

Sind .Pins J0% Pins 60% 


BOLTS— 

Common 


Dos. 9.00 10.60 12.00 18.60 16.00 

85—SelL 

Each.75 .70 .85 .95 1.00 

Sise 16 the. 4-6 7 8 9 10 11 12 18 

47—List. 

Dos- 9.00 10.00 11.25 12.50 18.75 15.00 16.26 17.60 

47—SelL 

Each... .45 .65 .7 i .90 .96 1.00 1.10 1.16 

Sise 16ths. 14 15 16 

47—List. 

Dos.19.00 20.50 22.00 

47—Sell. 

Each . 1.20 1.80 1.40 

Sise 16ths. 6-8 9 10 11 12 18 14 15 

58—List. 

Dos. ...11.25 12.50 18.75 15.60 16.25 17.50 19.00 20.50 
58—8elL 

Bach... 1.85 1.50 1.65 1.80 1.90 1.95 2.85 2.45 

Solid Oenter, in 8ets—111%, $1.05 set; 15, $8.85 set; 26, 

$6.00 set; 85, $8.50 set; 850, $8.50 set. 

Irwin, in Sets—53, $4.50 set; 55, $6.50 set; 550, $6.50 set. 
Russell Jennings, in Sets—4520%, $7.00 set; 4582%, 

4582%C, $10.00 set; 4720%, $7.00. 

BELLS—Kentucky Cow—No. 0, $1.00 each; No. 1, 86c each; 
No. 2, 75c each; No. 8, 55c each; No. 4, 46e each; No. 5, 
85c each; No. 6, 80o each; No. 7, 25o each. 


Carriage—8-16 A % -in. 6-16-in, 
Dos. 100 Dos. 100 

.20 1.00 .25 1.40 

.20 1.10 .25 1.52 

.20 1.20 .80 1.64 

.20 1.80 .80 1.76 

.25 1.40 .80 1.88 

.25 1.50 .80 2.00 

.25 1.60 .85 2.12 

.25 1.70 .85 2.24 

.80 1.80 .40 2.86 

.80 1.90 .40 2.48 

.86 2.16 .45 2.80 

.86 2.40 .45 8.11 

.40 2.75 .50 8.24 

.40 8.05 .60 8.87 

.56 8.51 
.55 8.65 
.60 8.79 
.60 8.92 


%-in. 
Dos. 100 
.80 1.90 
.80 2.06 
.85 2.22 
.85 2.88 
.40 2.54 
.40 2.70 
.45 2.86 
.45 8.02 
.60 8.18 
.50 8.84 
.55 8.72 
.60 4.10 
.65 4.82 
.65 4.54 
.70 4.72 
.76 4.90 
.80 5.08 
.80 6.27 


%-i»- 
Dos. 100 
.55 8.72 
.65 8.72 
.60 8.87 
.60 4.02 
.65 4.85 
.70 4.67 
.75 6.00 
.80 5.80 
.86 5.62 
.85 6.94 
.90 6.26 
.95 6.59 
1.00 6.90 
1.05 7.20 
1.10 7.87 
1.15 7.54 
1.20 8.02 
1.25 8.50 


Machine Square Head and Nut— 




%-in. 

5-16-in. 

%-in. 

7-16-in. 


Dos. 100 

Dos. 100 

Dos. 100 

Dos. 100 

11%. 

. .25 1.78 

.80 2.00 

.85 2.40 

.40 2.66 



%-in. 

%-in. 

%-in. 



.60 8.68 

.80 5.8$ 

1.20 7.85 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

2. 

. .25 1.78 

.80 2.12 

.85 2.56 

.45 8.06 



%-in. 

%-in. 

%-in. 



.65 8.78 

.85 5.69 

1.80 8.42 


%-ln- 

5-16-in. 

%-in. 

7-16-ln. 

2%... 

, .80 1.86 

.85 2.24 

.40 2.72 

.50 8.27 



%-in 

%-in. 

%-ln. 



.70 4.1© 

.90 5.89 

1.40 8.99 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

8 .... 

. .80 1.94 

.85 2.86 

.40 2.88 

.56 8.47 



%-in. 

%-in. 

%-ln. 



.70 4.47 

.95 6.08 

1.45 9.55 


%-in. 

5-16-in. 

%-ln. 

7-16-in. 

8%... 

. .80 2.02 

.40 2.48 

.45 8.04 

.56 8.67 



%-in. 

%-in. 

%-ln. 



.75 4,78 

1.05 6.66 

1.55 10.10 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

4. 

. .80 2.10 

.40 2.60 

.45 8.20 

.60 8.68 



. %-in- 

%-in. 

%-ln. 



.80 5.00 

1.10 7.24 

1.60 10.66 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

4%... 

. .85 2.20 

.45 2.75 

.50 8.40 

.65 4.08 



%-in. 

%-in. 

%-ln. 



.86 5.26 

1.15 7.62 

1.70 11.22 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

6. 

. .85 2.80 

.45 2.90 

.50 8.69 

.70 .428 



%-in. 

%-in. 

%-ln. 



.85 5.58 

1.20 8.01 

1.80 11.78 


%-in. 

5-16-in. 

%-ln. 

7-16-ln. 

5%.. . 

. .40 2.89 

.50 8.02 

.55 8.75 

.70 4.49 



%-in. 

%-ln. 

%-in. 



.90 6.80 

1.25 8.40 

1.90 12.84 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

6. 

, .40 2.47 

.50 8.14 

.60 8.91 

.75 4.70 



%-in. 

%-in. 

%-in. 



.95 6.06 

1.80 8.79 

1.96 12.90 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

6%.... 

... .... 

.66 8.27 

.65 4.07 

.60 4.90 



%-in. 

%-in. 

%-in. 



1.00 6.88 

1.40 9.17 

2.10 18.46 


%-in. 

5-16-in. 

%-in. 

7-16-In. 

7. 

• • • * , , M 

.55 8.89 

.65 4.24 

.85 5.10 



%-in. 

%-in. 

%-ln. 



1.00 6.59 

1.45 9.56 

2.20 14.08 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

8. 


.60 8.68 

.70 4.59 

.90 6.51 



%-in. 

%-in. 

%-in. 



1.10 7.12 

1.60 10.84 

2.85 15.15 


%-in. 

5-16-in. 

%-ln. 

7-16-ln. 

9. 

• • • 9 m • • 


.75 4.90 




'%-ln. 

%-in. 

*%-ln.* '* 



1.16 7.66 

1.75 11.12 

2.60 16.27 


% -in. 

5-16-in. 

%-in. 

7-16-in. 

10. 

• • • • • •• 


.80 5.22 




%-in.' 

%-in. 

“%-ln. 



1.20 8.18 

1.86 11.89 

2.65 17.40 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

11. 

. ... .... 

e • • • • • 

.85 5.55 

• • . • • • 



'%-in. 

%-in. 

%-ln. 



1.80 8.71 

1.96 12.67 

2.80 18.51 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

12 . 


e • • • • • e 

.90 6.87 

• • • a e • • 



%-in. 

%-in. 

%-ln. 



1.40 9.24 

2.05 18.44 

8.00 19.68 

18 .... 


.1.50 9.77 

2.20 14.22 

8.20 20.75 

14 .... 


.1.60 10.80 

2.80 15.00 

8.40 21.88 

15 .... 


.1.70 10.88 

2.40 16.77 

6.60 28.00 

16 .. . 


.1.75 11.86 

8.50 16.54 

8.80 24.18 
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Thtmoi. UiIthmL 
.91.75 51 91.75 

. 8.75 58 8.76 

. 8.00 81 8.00 

. 8.85 88 8.86 

. 8.86 71 8.85 

. 8.60 78 8.50 

. 8.76 01 8.00 

. 8.00 08 4.60 

. 4.50 81 8.86 

. 8.86 88 6.00 

. 6.00 


B0TTLB8—Vacuum. 

10. 

lOq. 

iiv::::;:!;;:::::::;::;:!!!;; 

15q. 

6 ..... • • • • 

«q. 

Filler*—-Thermos sad Univaraai. 

ft Pint.91.86 

1 Plat. 1.60 

1 Quart.8.60 

Lunch Kits— Thermos. Universal. 

801 A 805.98.00 810 98.85 

808 A 806. 8.86 410 8.60 

808 A 807. 8.60 610 9.75 

804 A 806 . 4.85 

BRACKETS—Shelf— 

Japanned— Pair B. P.— Pair 

Bx 4 .9 .80 8x 4 .9 .85 

4x 6 .86 4x 5 .40 

5x 7 .80 5x 7 .60 

6a 8 .46 6a 6.66 

7a 0 .46 7a 0.75 

8zl0 .60 6zl0.80 

10al8.65 10zl9. 1.00 

18al4. 1.00 18al4. 1.85 

16x18.8.86 N.P. A 0.0. same as B.P. 

BRACES— 

P. 8. A W. BRACES—600. 05c eaoh; olO, 91.06 ssoh; 8808, 
81.85 each; 8810, f8.00 each; 8708, |2.40 eaoh; 8710, 

98.50 each; 8718, 9260 each; 4608, 93.00 eaoh: 4610, 

98.25 each; 4612, 98.50 each; 5008, 83.85 each; 5010, 94.10 

each; 5012, 94.25 each; 5014, 94.50 each; 7008. 94.00 each; 

7010, 94.15 each; 7012, 94.85 each; 8208, 96.25 each; 6210, 

95.50 each; 8212, 95.75 each. 

BOXES—MU 


Goodell— 

Each 

285 . 

.... 19.80 

805 . 

_20.00 

806 . 

-22.00 

Langdon— 

72 . 

.... 19.50 

78 . 

-20.50 

74 . 

.... 28.00 

75 . 

-24.00 


Stanley— Bach 

50 ft . 10.50 

246 . 82.00 

858 . 85.00 

460 . 80.00 

Star— 

40 .. 0.75 

41 . 4.25 

Steam's Perfection— 

20 . 8.85 

BRADS—Wire. Balk per lb. ft-lb. pkgs. ft-lb. pkf*. 

A ft inch.9 -80 9 -16 9 .10 

1ft inch.80 .16 .10 

I inch.16 .16 .10 

BRASS—Sheet-—Soft, per lb., 80c; Half Hard, 85c; Sign, 60c; 
Spring, 91.10. 

BREAD AND CAKE MAKERS—Universal—No. 1, 98.75 each; 
No. 4, 98.75 each; No. 8, 94.50 each; No. 44, 98.95 eaoh. 

BRIGHT WIRE GOODS— 

Gate Hooks and Eyee— 

lft 2 2ft 8 8ft 4 6 

40_Dos. .20 .25 .80 .40 .45 .55 .86 

1040_Dos. .85 1.10 1.25 1.65 9.00 9.85 8.50 

BROOMS— Household 


ft A ft 
ft to IV 
lft to 2 


No. or Brand 

0 Toy. 

00 Toy. 

Axtec . 

Cortes. 

Verde . 

Each 

. 1.10 

. 1.15 

No. or Brand 

Pima. 

Navajo . 

Warehouse . 

10 . 

229 . 

230 . 

Each 

_1.50 

_ 1.80 

-1.85 

-1.20 

.65 

.90 

Apache . 

. 1.25 




Push or 

Street 


114 B. 


252 . 

... 1.85 

116 B. 


258 . 

... 1.50 

120. 

. 1.00 

254 . 

... 1.75 

121.. 

.1.15 

256 . 

... .85 

122. 

. 1.85 

258 .. 

... 1.40 

123. 


260 . 

... 1.60 


BRUSHES— 


Caating 

.60 

.60 

.65 

14. 

16 . 


. 1.15 
. 1.80 

5ft . 

7 . 

112 . 

114 . 

116 .... 


. 1.50 
. 1.70 
. 2 00 

10 . 

.80 

.65 

214 ;.... 


. 1.25 


216 . 


. 1.85 

Counter or Dusting 

218 . 


. 2.10 

15 . 

.70 

220 


. 2.40 

17 . 

.90 

224 


8^00 

20 . 

1.00 

812 


. 1.80 

7 . 

1.75 

314 


1*60 

Floor or Garage 


816 . 


! 1.85 

12 ............. .. 

.90 

614. 


. 4.00 


616 . 4.75 Scrub 

618 . 5.50 Alliaator.40 

D .,_ H,nd or N * n 05 Bo»ton :So 

.» c™»ier*:::::::::::: IS 

Horae guck.26 

Collie.85 .20 

Hound...70 Gooae . 86 

Mastiff.65 S ub .. 86 

Pointer.50 Monitor.40 

Spaniel.35 Mouse.20 

St. Bernard.90 Mat .25 

Shoo Ply.45 5<>1 . 25 

Wolf.70 610 .80 

72 .40 612 .25 

78 .55 601 .25 

78 P.50 604 .60 

800 .70 Shoe 

00.80 

2.90 


240 

810 

• 1 
a 
8 

4 

5 

6 


Kalaomine 


5.50 

1.75 


Marking 


.10 

.10 

.10 

.15 

.15 

.15 


14 . 
21 
22 
88 
214 
608 


.40 

.26 

.86 

.85 

.75 

.50 


8ink 

Marie.15 

„ , Owl. 15 

man .. .as SiW.:::::::::: H 

I* ::::::::::: :« 124 Sh,Tln * 

*.ao isi . 


155 8 .40 

8ft .60 

4.80 

4ft .90 

159 2ft .50 

8.60 

3ft .80 

4 . 1.00 

165 3 95 

8ft . 1.85 

4 . 1.60 

4ft . 2.00 

228 8ft . 1.60 

4 . 1.85 

4ft . 2.60 

Roofing 


124 

125 

126 
221 
222 
250 
252 
260 
275 
810 
848 
850 
857 
871 

491 

492 
498 
500 


.85 

.80 

1.95 

.40 

9.75 

2.00 

.25 

.85 

.85 

.35 

.80 

1.00 

.85 

.86 

1.25 

.45 


401 . 1.40 2731 ..85 

404 . 1.65 6870 .75 

Sash Stencil 

20 2 .20 408 4 .25 

4 .20 6 80 

6 .25 8 40 

8.85 10.50 

Window 

00 .75 1619, Squeegee.66 

8 .60 1514, Squeegee.40 

..£5 1516, Squeegee.75 

1510, Squeegee.60 


BUCKETS— 

Common Gahr. 

8 . 

10 . 

12 .. 

14. 

16 .. 

Garbage Galv. 

00 .. 

02.. 

08 .. 


Each Stock— 

.6 .40 14 . 9 90 

. .50 16 1.00 

. .60 18. 1.15 

. .65 80 1.25 

. .75 Well Galr. Each 

Bach 10 Qt. :. 9 .85 

.9160 18 Qt. 1.00 

. 1.85 Wood— Each 

. 9.95 Short ear.9 .85 

Strap ear.80 

OA £?”^? rb * 8 ,*““ 15 »~M.50; lfl » MOO; 18, 94.50; 20, 85.00. 
Oil, Galr., sise 1 Gal., each, 60c; else 9 Gal., 65c; 5 Gal 
with faucet, 91.60; 5 Gal. with spout, $1M. 

OANTHOOK 8 —Maplo Handle Sftadft, each. 98.86. 

CAPS—Roofing. Per lb., 80c. 

CARBORUNDUM—Grain, per lb., bulk, 60e. 

CATCHES— Cupboard 

No. or Brand Bach No. or Brand Each 

024 .9 .15 4112, SR, SHA, KF, B .15 

4002 R> EA, HA.15 8002, EA, SHA, E.85 

4002, SR, SHA, KF, E .15 9400, R, EA.50 

4112, R, EA, H, A... .15 9400, SHA, E.55 

Elbow 

10 .05 15 .80 

12 .10 18 .05 

Forgo 

85 F.06 12 F.90 

11 F. 10 

French Window 

2108 . 10 4109, 8 R» SHA, KF, E .15 

4109, R, EA, HA.15 


Digitized by 


Google 


















































































































































































































































150 


HARDWARE WORLD 

BBT AIL SELLING PBI0E8—Continued. 


CATCHES—Continued. 


Friction Cabinet 


21 


4433, IL EA, KF.80 


4433%, R, EA. 


4442%, R, EA. 
CHAINS—Tire. 
Size 


. .15 01820%, SHA, E... 

Screen 

. .20 R 25 . 

. .25 E 25 . 

. .20 

. .80 

.80 

Show Case 


. .25 

24 . 

. .45 

Transom 


$ .65 

4442%. SH, KF, E... 
4683, REA. 

. .86 

.80 

. .50 

.85 

4633, SHA, KF, E. . . 

. .60 

.SO 

8483, EA.. 

. .75 

.85 

8433, E... .. 

. .80 

.80 

8433%, EA. 

. .75 

.85 

8433% SHA. E..... 

. .80 

.80 

8442% EA. 

. .60 

.35 

8442%. SHA. E.... 

. .65 

.80 

Dual Solid Truck 

Pair 

Size 

Pair 

$5.65 

5 x36 . 

.16.75 


3%x30 6.25 6 x36 17.25 

3%x32 6.90 3%x36 18.50 

4 x34.18.60 

4 x36 19.75 

5 x86 21.00 

.25.00 

.26.00 

.27.00 


4 x31 7.50 

4 x32 7.50 

4 x33 8.20 

4 x34 8.65 6 x36 

4 x36 9.30 6 x40 

4%x33 9.00 6 x42 

4%x34 9.30 

4%x35 10.00 

4Hx86 10.00 * 

6 x85 11.20 

Rid-0-8kid 

3 x30 3.75 

3%x30 4.00 

8%x82 4.15 


Weed Cross Chains 


4% 

5 


.07 

.10 

.11 

.12 

.15 


Track Cross Chains 


4 x31 . 4.45 Single 8% 


4 x32 

4 x88 

4 x34 


4.50 

4.65 

4.80 


.18.50 


8ingle Solid Track 
8%x82 .$9.50 


4 .23.50 

5 .29.50 

6 .33.25 

Dual 

4.37.00 


? JJ“ d W \ Framing-No. 80, %, %-lnch, 85e each; %- 
inch, 90c eneh; %-inch, $1.00 each; %-inoh, $1.05 eaeh; 
1-inch, $1.15 each; 1 %-inch, $1.25 eaeh; 1% inch, $1.8< 
eaeh; 1 %-ineh, $1.50 eaoh; 2-ineh, $1.65 each. 

P. b. and VL, Pocket-No. 91, %, %-inch, 75c each; %-inch, 
80c each; %-ineh, 85c eaeh; %-inch, 90c each; 1-ineh, 95c 
each; 1 %-inch. $1.00 each; 1 %-ineh, $1.95 eaeh; 1 %-inch, 
$1.15 each; 2-mch. $1.25 each. 

P. S. and W., Slicks—No. 175, 2%-inch; $4.00 each; 3- 
inch, $4.75 each; 3%-inch, $5.25 each; 4-inch, $6.25 each. 


CHOPPERS—Meat and Food— 


0. .. . 

.$1.85 

602.. . . , 


1 . .. . 

2. . . . 

.2.75 


Rnsswin 

3. . . . 


OR 


Enterprise 

1R .. 


5. . 

2R 


10. . 


8R .. 



1.25 

1.50 


$2.25 

2.75 

8.25 

4.25 


Wood Floor— 
14-inch ...$ .40 
16-Inch ... .50 


4 x34 .12.50 5 .43.00 

4 x86 . 13.50 6 .46.75 

CHAIN—German Straight Link (coil) — 

6 0, 18c ft.; 5-0, 18c ft.; 4-0, 12c ft.; 8-0, 11c ft.; 2-0, 10c 
ft.; 0, 9c ft.; 1, 8c ft.; 2, 7%c ft. 

Norway Straight Link (coil)—%, 85c lb; %, 85c lb; %, 
80c lb. 

Passing Link (coil)—4-0, 18c ft.; 8-0, 12c ft.; 2-0, 11c ft. 
Proof Straight Link (coil)— 3-16 black, 82c lb.; %, 27c lb.; 
5-16, 24c lb.; %, 22c lb.; 7-16, 20c lb.; %, 18c lb.; %, 
18c lb.; %, 18c lb. 

Proof Twisted Link (coil)— 8*16 black, 38c lb.; %, 28c 
lb.; 5-16, 24c lb.: %, 28o lb.; 7-16, 22c lb. 

B. B. Proof Straight Link (ooil)—5-16, 27e lb.; %, 25c 
lb.; %, 23c lb.; %, 22c lb.; %, 21c lb. 

Twisted Machine Coppered (coil)—4-0, 18c ft.; 3-0, 17c 
ft.; 20, 16c ft.; 0, 15c ft. 

Jack—20 Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c yd.; 12 Iron, 10c yd.; 10 Iron, 12%c 
yd.; 8 Iron, 15c yd.; 6 Iron, 15c yd.; 120 Brass, 10c yd.; 

118 Brass, 15c yd.; 116 Brass, 15e yd.; 114 Brass, 20c 
yd.; 118 Brass, 25c yd.; 112 Brass, 80c yd.; 110 Brass, 
45c yd. 

Safety Brass and Nickel Plated—00 A N00, 20c yd.; 0-N0, 
25c yd.; 1-N1, 30c yd.; 2-N2, 85c yd.; 8, 40c yd. 

Sash—01 Copper Plated, 5c ft. 02 Copper Plated, 4c ft.; 
XXXX Copper Plated, 25c ft.; 02P Steel Plain, 2%c ft.; 
10 Cable* 85c ft.; 56 UniTersal, 7c ft. 

Bash Chain Fasteners—12, Set U„ 15c set; 100, Set OB, 
25c set. x 

CHALK—Carpenters, per piece, t%e. School Crayon, per 
gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15e. Braided 
White, 20-ft. hanks, else 120, each 5c; sise 220, 5c: eise 
820, 5c. 50-ft. bar , siso 150, each 10c; also 250, each 

10c; else 850, each 10c. 

CHECKS—Door—All Makes. Liquid Checks—All, £4.25; 
B-12, $5.50; C-18. $6.80; D-14, $7.85; E-16, $10.50. For 
hold open arm, add 75c each. 

CHI8ELS (CARPENTERS)—P. 8. and W„ Butt, No. 170, St- 
inch. 75c each: 1-inch, 85c each; 1 %-inch, 95c each; 1%- 
Inch, $1.00 each; 1%-Jneh, $1.10 each; 2-inch. $1.25 each. 

P 8. and W.. Corner. No. 165, 3 i inch, $2.75 each; %-inch, 
$3.00 each; 1-inch, $3.25 each; 1'4-inch, $3.50 each. 

P. 8. and W., Firmer, No. 100 Plain, %. %-inch. 60c each; 
%-inch, 65c each: %-inch. 70c each; %-inch, 75c each; 1- 
inch, 80c each; 1 %-inch. 85c each; 1%-Inch, 95c each; 1%- 
inch. $1.05 each; 2-incn, $1.15 each. 

15 Bereled. %, %-inch, 75c each; %-inch, 85c each; %- 
inch, 00c each; % inch. 95c each; 1-inch, $1.00 each; 1%* 
inoh. $1.05 each: 1 % inch, $1.15 each; 1 %-inch. $1.20 each; 
2-inch, $1 35 each 

P. 8. and W.. Firmer (sets)—No. 116. 6. % to 2 Plain, 
$5.50 set: 112, 12. % to 2 Plain, $10.50 set; 106, 6, % 

2 Bevel, $8.60 set; 132, 12. % to 2 Bevel, $18.00 set. 


CHURN8—Barrel, No. 0. $6.U0 each; 1, $7.00 each; 2, $7.75 
each; 3. $8.50 each; 4, #11.00 each: 5. $12.50 each. Dash- 
GlasB, Dazey (Churns), No. 10, $1.75; 20, $2.25; 80, $2.65; 
40, $3.50. Glass, Dazey (Jars), No. 10, 45c; 20, 80c; 80, 
$1.06; 40, $1.30. 

Tin, without Dasher, 1%-gallon, 21.50 eaeh; 2-gallon, $1.55 
each: 8-gallon, $1.60 each; 4-gallon, $1.75 each; 5-gallon, 
$1.90 each. 

Dashers only, No. 40, 20c eaoh. 

OLAMPS—Carriage Makers, No. 12 (plain), 45c each; 18, 50c 
each; 14, 50c each; 15, 75c esch; 16, 95o each; 17, $1.80 
each; 18, $1.55 each; 20, $2.10 eaeh; 22. $2.45 each; 60 
(Adj.), 76c each; 61, $1.00 each; 62, $1.65 each; 68, $2.00 
each; 64, $2.75 each; 65, $8.50 each. 

Quilt Frame, No. 1, 10c each; 8, 16c each; 82, 10c each; 
88, 15c each. 

CLEANER 8—Window— 

Rubber— 

10-inch ...$ .25 16-inch ...$ .40 

12-inch ... .30 18-inch ... .45 

14-inch ... .85 

CLEVISES—Malleable, 15c lb. 

CLIPS—Wire Rope *‘Bulldog* # —8*16 to % inc., each 15c; 
%. 15c; %, 20c; %, 80c; %. 85c; 1-lm, 45c. 

CLIPPERS—Bolt- 

New Easy— 

No. o .$8.50 

No. 1 4.50 

No. 2 . 6.25 

No. 8 8.00 

O. K.— 

10-ineh . 1.50 

14-inch .>.. 1.76 

CLOCKS (ALARM)—Ace, $8.00 esch; America, $1.85; Auto¬ 
matic, $4.25; Bingo, $8.00; Brownie, $8.00; Circle, $2.65; 
Columbia, $3.00; Ideal, $2.65; Indian, $1.40; Iron Clad, 
$2.25; Lookout, $1.75: Prompter, $2.76; Simplex, $4.00; 
Sleepmeter 2. $1.85: Sleepmeter 8, $2.60; Startle, $2.25; 
Tattoo, Jr., $2.50; Tattoo Int., $2.65. 

CLOTH—Emery, Nos. 00 to 2%, l«r straight; No. 8, 15c, 
2 for 25e. Carborundum or Aloxite—Nos. FF-90, 10c 
straight 

CLOTH WIRE—8creen. 12 M, black, 4c sq. ft; 14 M, black, 
4%c sq. ft.; 16 M, black, 5%c sq. ft.: 14 M, bronze, 15c 
sq. ft.; 14 M, galvanized, 5c sq. ft.: 16 M, pul van l zed 5%e 
sq. ft.; 14 M, opal, 5o sq. ft.; 16 M, opal, 6%o sq. ft. 
COAL—Blacksmith— 


Extra Cutters 

No. 0.$2.00 

No. 1.2.25 

No. 2. $.00 

No. 8.8.76 


Catch weight sacks, per 100 

Iba. . 

.$1.85 

Per 125-lb. sack . . 



. 2.25 

COAL CHUTES—Hercules— 



No. 1, 16x18. 

. .$18.00 

No. 5, 20x24. 

$17.60 

No. 2, 18x20. 

.. 15.00 

No. 6, 16x18. 

14.50 

No. Si 20x24. 

.. 20.00 

No. 7, 20x24. 

17.50 

No. 4, 16x18. 

.. 11.00 

No. 8, 18x24. 

28.00 

COLORS—Dry— 

Lb. 

COLORS—In Oil— 


Lamp Black. 

..$ .28 

Black—Eng Coach lb.$ .50 

Ivory Drop Black . 

.. .25 

Ivory Drop, lb. 

. .40 

Prussian Bine .... 

.. .85 

Lamp, lb. 

. .45 

Ultra Blue. 

.. .80 

Blue—Prussian % lb 

. .40 

Umber Raw. 

.. .18 

% lb. 

. .65 


.. .15 

1 lb. 

. 1.25 

Sienna Raw. 

.. .15 

Ultras % lb. 

. .20 

Sienna Burnt .... 

.. .15 

% lb. 

. .85 

Van Dyke . 

.. .18 

r lb. 

. .60 

Chrome Green .... 

. . .25 

Cobalt 1 1b. 

. .80 

Chrome Yellow ... 

.. .25 

Brown—RAB Sienna 1 .40 

Ochre Golden . .. T . 

.. .10 

Umber 1 lb. 

.40 

Ochre Yellow .... 

.. .04 

Van Dyke 1 lb. 

.50 

Venetian . 

.. .04 

Green—Chrome 1 lb. 

.40 

Indian Red. 

. . .15 

Red—Amer Verm, lb 

.60 

Eng. Verm. %-lb.. 

.. 1.40 

Dutch Pink. 

.75 

Eng. Verm. 1-lb... 

.. 2.80 

Carmine . 

1.40 

Tuscan . 

. . .46 

Turkey . 

1.70 

Indian . 

.. .80 

Para . 

1.30 

Venetian . 

.. .26 

Yellow—Chrome 1b. 

.50 

Rose Pink. 

60 

OeArn Golden lb.. 

.65 

Rose Lake . 

. 1.0 r 

Yellow, 1 lb. 

.86 
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HARDWARE WORLD 


BET AIL 8ELLQTG PBI0B8—Continued. 


COPPER—Sheet, 75o lb. 

CORD, 8ASH—Samson Spot (Hanks)—No. 6 8, $2.00 hank; 
7 8, $2.70 hank; 8 8. 8 80. $8.25 hank; 10 8, 10 80, $5.25 
hank; 12 8, 12 80, $7.25 hank; WP 12 80 (coils), $1.80 

Pnoenix (coils only)—6 O, $1.00 lb.; 7 O, $1.00 lb.; 8 0, 
$1.00 lb.; 10 0, $1.00 lb.; 12 0, $1.00 lb.; 14 0, 16 0, 
WP 8 C, $1.00 lb. 

Union (hanks)—6, $1.40 hank; 7, $1.75 hank; 8, $2.40 
hank; 10, $8.50 hank; 12, $4.75 hank. 


OTTERS—Hammer Lock 

or Regular Si 

?ring. 




1-16, 6-64, 

8-32 in. 

% 

in. 

6-82 in. 

Length— 

100 

1000 

100 

1000 

100 

1000 

%-inch... 

... $ .20 

$1.25 

$ .80 

$2.00 

$ .85 

$S»40 

%-inch... 

.25 

1.40 

.8® 

2.00 

.40 

8.00 

1 -inch... 

.26 

1.66 

.35 

2.25 

.45 

8.25 

1 %-inch... 

.25 

1.80 

.40 

2.65 

.50 

8.50 

1 % -inch... 

.80 

2.05 

.46 

2.85 

.60 

4.00 

2 -inch... 

.85 

2.60 

.50 

8.40 

.70 

4.75 


8-16 in. 

% in. 

6-16 in. 

%-inch... 

... $ .50 

$3.75 

.... 


.... 

.... 

1 -inch. .. 

.60 

4.25 

$1.00 

$6.75 

$1.75 $11.00 

1 %-inch... 

.70 

5.00 

1.10 

8.00 

2.00 

14.60 

1 %-inch. .. 

.80 

5.50 

1.25 

9.00 

2.00 

14.50 

1 % -inch... 

.90 

6.00 

1.60 

10.00 

2.25 

16.00 

2 -inch... 

. .. 1.0© 

6.75 

1.75 

11.50 

2.50 

17.50 

2%-inoh... 

. .. 1.10 

7.75 

2.00 

14.00 

8.00 

20.00 


10 . 

11 . 

. 7.00 

U2V 

87 

12 /. 

. 6.50 

97 

18 . 

. 7.50 

118 

555 . 

Yankee 


Millers Falls (Hand) 

1 . 8.25 5 . 8.50 

2 . 4.75 981 6.00 

4 . 1.15 

Millers Falls Drill Points, 1 to 8, set 50c. 

Yankee 

1580 . 4.00 1545 . 8.00 

Yankee Automatic 

41 2.25 44 2.50 

42 . 1.75 50 8.50 

Yankee Chocks and Drill Points 
No. Set. No. Set. 

800 .85 805 50 

801 .85 

Yankee Drill Points 

No. Each. No. Each. 

810 75 820 .10 

Bell Hangers’ or Electricians 

0 114 E, 8 109 B... Open O 114 F (Fish Wire) Open 

Bit Stock 

0 114 . M 890 . 

M 109 . 8 108 . 

Blacksmiths* Round Shank 

0 116 . Open 0 120 . Open 

M 110. Open M 112. Open 

M 418. Open M 412. Open 

8 119 . Open 8 111 . Open 

8qmare Ratchet Shank 

O 111 . Open M 400 . Open 

M 109 E. Open 8 164 A. Open 

Straight Shank 

0 108 . 0 109 . Open 

M 105 . M 106. Open 

M 880 . M 332 . Open 

8 105 . S* 100 . Open 

0 108 A . 0 110 . Open 

M 107 . M 104. Open 

M 840 . M 814. Open 

« 197 . 8 104 B. Open 

Taper Shank 

0 106 . Open M 802 . Open 

M 102. Open 8 104 . Open 


0 114 1, 8 109 A— 
2 . 


Bits, Wood (Bjraense Pattern) 


0 114 A 6 109 A— 


CRAYON—Lumber, 10c; 8oapstone, 5c. 

CUTTERS—Pipe—Barnes. No. 1, $2.95 each; No. 2, $8.90; 
No. 8. $6.50; No. 4, $18.00; No. 5. $19.50; No. 6, $26.00. 
8aundera—No. 1, $2.26; No. 2, $8.25; No. 8, $8.00; No. A 
$12.60. 

DAMPERS—Store Pipe—8, 15c; 4, 20e; 5, 20c; 6, 25e; 7, 
80a; 8, 40c; 9, 50c; 10, 60e. 

DIVIDERS—Wing, No. 86, 6-inch, 35c pair; 8-inch, 36e pair; 
10-inch, 50c pur; 12-inch, 75c pair. 

Wing Extension, No. 9, 6-inch, 90e pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 

DOLLIES—Timber- 

No. 649. 6-inch .$7.50 No. 650, 8-inch_$10.50 

DOORS—Screen. 

Common, %-ineh, 5 6x6-6 .$2.15 

Common, %-inch. $-8x6-8 . 2.85 

Common, 1%‘ineh, 2-6x6-6 . 2.50 

Common, 1 %-inch, 2-8x6-8 . 2.65 

Common, 1%-inch, 2-10x6-10 . 2.85 

Common, 1 %-inch, 3x7 . 8.25 

DOORS—Ash Pit. 12x15 . 8.50 

6x8, each.$1.40 Ash Traps— 

8x10 .1.50 7x9 .55 

10x12 . 1.8n 

DRILLS— Millers Falla (Breast) 

10 .$ 7.26 U2V . 6.25 


0 114, M 109 or M 
890, and 8 108— 

1-16 . 

3-82 . 

% . 

5-32 . 

8-10 . 

7-32 . 

% . 

9-82 . 

5-10 . 

11-32 . 

% . 

13-82 . 

7-10 . 


.85 

12 . 


.26 

18 . 


.25 

14 . 


.25 

15 . 


.80 

10 . 


.80 

17 . 


.85 

18 .. 



19 . 


.46 

20 . 


.60 

24 . 


Bit 

Stock 



0 114. M 109 

or M 


390, and S 108— 

.80 

15-82 . 


.80 

% . 


.25 

17-82 .. 


.80 

9-10 . 


.85 

19-82 ...... 


.35 

% . 


.40 

11-10 ...... 

. 1.40 

.60 

18-1# . 


.60 

34 . 


.00 

% . 


.70 

15-10 . 

. 2.25 

.80 

1 . 

. 2.46 

.75 




0 108, M 105 or M 
380, 8 105— 


Straight Shank Jobbers 
>r M 0 108, M 


108, M 105 or M 
830, 8 105— 


1-82 . 

.15 

7-82 . 

.25 

8-04 . 

.16 

15-04 . 

.25 

1-16 . 

.15 

% . 

.25 

5-04 . 

.15 

9-32 . 

.80 

3-32 . 

.15 

5*10 . 

.85 

7-04 . 

.15 

11-32 . 

.40 

% . 

.15 

% . 

.45 

9-64 . 

.15 

13-82 . 

.60 

5-32 . 

.15 

7-10 . 

.65 

11 04 . 

.20 

15-82 . 

.75 

8 16 . 

.20 

% . 

.86 

8-64 .. 

.20 



Straight Shank, Wire Gauge 


0 108 A M 107 er 


0 108 A, M 107 or 


M 840, S 107— 


M 340, S 107— 


1 to 5. 

.25 

86 to 40. 

.15 

6 to 10. 

.25 

41 to 45. 

.15 

11 to 15. 

.20 

46 to 50. 

.15 

16 to 20. 

.20 

51 to 55. 

.15 

21 to 25. 

.15 

60 to 60. 

.15 

26 to 80. 

.15 

61 to 80. 

.15 

81 to 85. 

.15 



ELBOWS—Conductor— 




PI. Rd. 

8o. 

Oor. Rd. 

Adj. 

2-inch.$ .85 

24 

xl% 1 %-inch... 

.$ .25 

8 inch.50 

8 4x2% 2-inch. 

. .20 

4-inch...... .6© 


3-inch. 

. .25 

Corrugated—Conductor 


Shoes 


2-inch.$ 

.26 

2-ineh. 

.$ .25 

8-inch. 

.80 

8-inch. 

. .80 


4- lnch.45 4-inch.45 

5- inch.;.90 6-Inch.90 

ELBOWS—No. 8 Oorg., 20c each; 4, 25c; 5, 25c: 6, 80c; 7, 

40c. No. 8 Adj. 4 Pc., 25c each; 4, 80c; 5, 80c; 6, 85c. 
8-inch Adj. Galyd., 85c each; 4-inch Galvd., 45c each. Vo. 
3 Corg. Jap., 85e each; 4, Corg. Jap., 45c. 

EMERY—Grain- 


No. 60, per lb.$ .25 Flour Emery- 

No. 70, per 1b.25 Per lb.96 

No. 80, per lb. .26 Stones—(8ee Stones) 

No. 90, per lb.25 Cloth—(Bee Cloth) 

No. 100, per 1b.25 Wheels—(See Wheels) 

Nn 120. per 1b.26 

FASTENERS (BRONZE)—No. 582 EA, 45c each; 8HA, 8HB, 
E, 50c; 815 EA, 85c; SHA, E, 40c; 1831 %, EA, 8HA, 
E, 80c. 

Cast Iron and 8teel—No. 324, 10c each; 324 R EA, 15c; 
E, 15c; 500 R EA, 15c; KF, E. 15c; 542 R EA, 10c; 8R 
SHA, KF, E, 10c; SHB, 10c; 800 R EA, 10c; SHA, KF, 
E, 10c; 1831% F, 50c; 83131, R, EA, 20c; KF, SHA, 
E, 25c. 

FADCETS— Pork Lined— 8-inch each.$ .20 

7 Ineh each . 8 .15 9-inch each. . 25 

FELT—Deadening. Sixe Roll. %-lb., $3.00; 1-lb., $4.00; 1%- 
»h. 8000 Tare#d 250.ft -nil. $1.86 each; 600-ft. roll, 
an 

FIGURES AND T.ETTER8 (STEEL) — 


Figures 

S'et 

K inch.$ .05 

3-16 inch.85 

% inch.1.00 

5-16 inch. 1.75 

% inch.2.50 

14 inch.4.25 

% inch.14.00 

inch.20.00 


Letters 

get 

% inch.$1.90 

8-16 inch.2.00 

% inch.8.25 

5*16 inch.4.90 

% inch.7.00 

% inch.12.75 


FILES—Band Saw, slim, 4 inches long, 20c each; 5, 25c; 
6. 30c; 8, 40c; 30, 50c. Knife, bastard, 3-3%, 35c; 4, 
35c: 5, 40c; 6, 45c; 8, 55c: 3 0, 65c. Regular Taoer, 

3-3%, 15c; 4, 15c; 4%, 15c: 5. 20c; 5%, 20c; 6, 25c; 
8, 35c; 10, 55c. Slim Taper, 3-3 15c; 4, 15c; 4%, 15c; 
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HARDW ARE WORLD 


RETAIL BELLIXO PRICES—Continued. 


FILES—Continued. 

5, 20c; 5 Vz , 20c; 6, 25c; 8, 30c; 10, 40c. Warding, 
bastard, 3 3 25c; 4, 25c; 5, 30c; 6, 35c; 8, 40c. Flat 

Bastard, %, 25c; 5, 25c; 6, 30c; 8, 35c; 10, 45c; 12, 
65c; 14, 85c; 16, $1.15. Half Round Bastard, %, 30c; 
5, 35c; 6, 40c; 8, 45c; 10, 55c; 12, 75c; 14, 95c; 16, $1.30. 
Mill Bastard, 3-4, 20c; 5, 20c; 6, 25c: 8, 30c; 10, 35c; 
12, 45c; 14, 65c; 16, 90c. Round Bastard, 3-4, 20c; 

5, 20c; 6, 25c; 8, 30c; 10, 35c; 12, 45c; 14, 65c; 16. 90c. 
Square Bastard, 3-4, 25c; 5, 30c; 6, 80c; 8, 35c; 10, 45c; 
12, 65c; 14, 85c; 16, $1.20. 

Rasps—Flat Wood, 8 inches long, 60c each; 10, 85c; 
12, 1.10; 14, $1.50; 16, $2.00. Half Round Wood, 8, 
65c; 10, 90c; 12, $1.20; 14, $1.60; 16, $2.15. Half 

Round Cabinet, 8, 80c; 10, $1.10; 12, $1.45; 14, $1.80; 16, 
$2.30. 

FIXTURES—Grindstone—Auto: 01, $1.60; 00, $0.60. Com¬ 
mon: 16, 76c; 17, 85c; 10, $1.00; 01, $1.05. Am. 

Haavy: 17, $1.00. Extra Shaft#, 15-inch, 06#; 17-inch 
85c. Extra Cranks, 86c. 

FLASHLIGHTS—Eveready Dayloe— 

Tubular Nos. ...2602 2604 2612 2616 2619 2627 2628 

Complete, each $1.50 $1.75 $2.10 $2.10 $2.50 $1.35 $1.10 


Case & Bulb, ea. 1.10 


1.35 

1.50 

1.70 

1.90 

.75 

.70 

2631 

2632 

2633 

2634 

2638 

2659 

•2.00 

$2.50 

$3.25 

$2.75 

$3.90 $4.25 

1.60 

1.90 

2.65 

2.35 

3.50 

3.65 

6961 

6962 

6971 

6972 

6991 

6992 

$1.10 

$1.40 $1.10 

$1.40 

$1.40 $1.75 

.70 

.95 

.70 

.95 

1.00 

1.30 



. 705 

706 

790 

791 



.$0.60 

$0.35 $0.40 $0.40 

700 

703 

750 

751 

792 

798 


Battery only, each..$0.40 $0.45 $0.40 $0.45 $0.40 $0.45 
Kwiklite Flashlights— 

Tubular Nos. 5220 5221 5223 5229 5331 6240 6240B 
Complete, each $1.50 $1.75 $2.10 $2.10 $2.50 $1.75 $1.90 

Case A Bulb, ea. 1.10 1.85 1.50 1.70 1.90 1.85 1.40 

Tubular Nos... 6241 6241B6249 6249B 6343 6843B6351 
Complete, each $2.00 $2.15 $2.75 $2.95 $2.50 $2.70 $3.25 

Case A Bulb, ea.1.60 1.75 2.85 2.55 1.90 2.10 2.65 

Pocket Nos_2472 2573 3475 3475B3577 8577B 8579 

Complete, each $1.10 $1.40 $1.40 $1.50 $1.75 $1.90 $2.10 

Case A Bulb, ea. .70 .95 1.00 1.10 1.30 1.45 1.65 

Watch Chain Nos. 6235 6235B Watch Chain Bat’y No.1204 
Complete, each ...$1.25 $1.35 Battery only, each..$0.35 
Case and Bulb, each .95 1.05 

Battery 

Nos.... 1202 1203 1206 1207 1271 1801 1808 1309 
Battery only, 

each ..$0.40 $0.40 $0.40 $0.40 $0.40 $0.60 $0.45 $0.45 

FLATTERS—Blackamith—I-ln^ $1.06; 2%-im, $1.66; 8-im, 
$0.00; 8%-ia., $8.00. 

FORGES—No. 150 Ohieag*. $11.05; Mo. 151 Chicago, $10.76. 

FREEZERS- Arctic 


No. 

1 

2 

8 

4 

6 


Each 
.$ 8.00 
. 8.50 
. 4.00 
. 5.00 
8.25 


12 . 4.60 

18 . 5.85 

14 . 6.05 

16 --..- 8.00 

18 ..10.25 

20 .18.00 


80 (Toy) .2.50 % 


10 


Whit# Mountain 


8.60 


24 .19.60 

26 .25.00 


FROEfl—Special—Each, 18-in., $1.65; 14-ln^ $1.76; 19-lm~ 
$2.00. Common—Each, 10-in., $1.85; 14-in., $1.86; 16-in^ 
$1.50. 

GALVANIZED WARE— 


No. 


Boil#ra, Goff## 


Each 


xa #1 in 500, 5.. 2.25 

OOltt .$1.10 «oo. 6. . . 2 7R 


802 

803 

804 . 

806 . 

808 _ 

810 . 

812 . 


1.25 

. 1.85 

.2.15 

.2.40 

. 2.85 

.3.25 

.8.75 


600, 6. 2.75 

700, 7. 8.25 

800 (80). 7.00 

900 (90). 8.50 

Cana, Gasolin# 

1 P A B. 

110 


Boilers, Wash 

407 A. 8.00 

408 A. 8.25 

409 A. 3.40 


Bowls, Wash 

70.40 

80.50 

Buckets, Fire 

112 . 

114 . 

814 . 

Buckets, Well 

101 .$ 1.00 

121 . . 

141 . 

Cans, Ash 


255 

605 

01 

02 

25 


Cans, Oil 


Cans, Garbage, Smooth or Pails, Chamber 

Corrugated 410. 1.60 

145 (16). 6.75 412 . 1.45 

200, 2. 1.35 518 1.85 

Pails, Stock 520 . 0.10 

12 8... 1.20 522 .. 0.40 

14 S. 1.80 526 . 8.00 

16 S. 1.40 - . 

18 8. 1.60 Tabs, Foot 

20 S. 1.85 50 . 1.05 

p.u..w.t«r J” 


8 

10 

12 

14 

16 

820 


.65 

.75 

.85 

.95 

1.10 

1.10 


58 

64 


0.00 

0.00 


Tubs, Wash 

0 . 1.85 

1 .0.15 

2 ..0.60 

8 . 0.85 

10 . 8.00 

20 . 8.40 

80 . 8.75 

410 S. 8.00 

420 S. 8.40 

480 8. 8.75 


8t#bbins 
-$ -45 % 

. .50 1 

. .60 1 % 

- .66 iff 

. .76 0 


Part. 

$ JO 
1.00 
1.05 
1.40 
1.06 


No. 96.L96 

Mo. 96)6.1.00 

Mo. 90.50 

Mb. 91.90 

Mo. 90.1.60 

Mo. 97.75 

Mo. 99.1.00 


Proved Level— 

1 %. $.10 

0 . 10 

OH.16 

8.16 

8H. JO 


800, 8. 1.60 

400, 4. 2.00 


4.00 

.85 

2.85 

2.35 


.70 

1.05 

2.25 


.40 


105 . 1.85 

206 . 2.10 

Dippers 

t1K 210 . 

1 25 Hods. Coal 

ilo 618. 1.85 

W 617. 1.50 

Kettles, Camp 

, 1 Gallon.60 

1% Gallon.80 

1.85 2 Gallon.95 

8 Gallon. 1.15 

2H .-. 4.75 4 Gallon. 1.25 

8 . 5.50 Palls, Cement 

4 . 7.00 140 .*.65 

6 . 8.50 1140 . 8.50 


Pans, Refrigerator 

1 .. 1.00 

2 . 1.15 

8 1.40 

Pots, Watering; or Sprink¬ 
lers 

514 . 1.86 

616 . 1.50 

GARBAGE CANS—(See Cans) 

GATES—Molasses— 

2 . 

8 . 

4 . 

5 .. 

6 . 

GAUGES—Butt— 

Mo. 96.$1.16 

No. 94. 1.96 

Marking 

Mo. 61.16 

Mo. 64. .96 

Mo. 66.76 

Mo. 77.i.99 

Mo. 71.66 

GLASSES— 

Ground Level— 

1%.$ -60 

2.60 

*H.65 

8.70 

8H.75 

Gauge Glass## 40% off list. 

GLOBES, LANTERN—Cold Blast—No. Gem. 20c each; Pony, 
30c; 2 Plain, 26c; 2 Bullseye, 85c; 9 Ruby, 40c. 

Railroad—No. 89 Clear, 15 each; 89 Green or Red, 80c. 
Tubular—Cadet, 10c each; Fig. Plain, 20c: 8-0 Rnby, 40c; 
4-0 Bullseye, 85c; 6-0 Wlsard, 25c; 6-0, 20# each. 

GLUE- 1 —Dry—AAA, 60# lb.: B. 55c lb.; OX, 45# lb.; D, 
85c lb.; GX, 60c lb.; LXX, 45# lb. 

Liquid 

Imperial— 1 os. % pt. % pi. H Pt. 1 pt. 1 qt. % gaL 

List.Dos. 1.06 1.80 2.80 4.50 7.00 11.25 21.00 

Sug. Ret..Each .10 .20 .26 .40 .65 1.00 1.71 

Le Pages— 1 os. 2 os. % Pt. % pt. % pt. 1 pt. 1 qt. 

List.Dos. 1.60 1.65 1.80 2.80 4.50 7.00 11.25 

Sug. Ret..Each .16 .15 .20 .26 .40 .66 1.00 

GRAPHITE—Flake, per !b., 76#. 

GRINDERS—Carborundum, Mo. 4 92.85 each; B, $8.60; 0, 
95.25; D, $5.75; 1, $8.75; 2, $5.00; 8, $7.00; 4, $9.50: 10, 

$7.25; 12, $11.25; 018, $17.00; 62, $12.50; 68, 814.75. 
GRINDSTONES—Family, No. 020 7-inch, $2.50 each; 8-inch, 
$2.75; 10-inch, $8.25; 12-inclu $8.75. Looae. 16 to 40 lbe., 
$6.00 cwt.; 40 to 200 lbs.. $5.50; over 200, $6.00. Mounted. 
No. 710, 1-inch, $8.50 each; 2, $9.50; 8, $10.00; 04, $10.60; 
05, $9.50; 015, $17.50: 025, $11.50. Fixtures, 15-inch, 
$1.10 eet; 17, $1.40: 19, $1.65. 

HACKSAWS—Hand, Star—Length 8-in., 10c each: 75e dos.; 
9-in., 10c each, 85c dos.; 10-in., 10# each, $1.00 dos.; 
11-in., 16c eaoh; $1.15 dos.; 12-In., 15# each, 21.20 dos. 
Hand, Victor. All regular hand (including rail) blades—8-in., 
lOo each, 86 dos.; 9-In., 10c each, $1.00 dos.; 10-ln„ 10c 
each. $1 15 dos.; 12-in., 15c each; $1.85 dos. 

HAMMERS—Maydole Carpenters* Nsil—No. 1, $1.25 each; 
1%, $1.25; 2, $1.10; 8, $1.05; 11, $1.26; 11%, $1.20; 12. 
$1.10; 12%, $1.05; 18, $1.00; 14, 90o; 200, $1.60; 611%, 
$1.70; 710, $1.50; 711, $1.25; 711%, $1.20; 712. $1.10; 
811%, $1.30. Maydole Chippinr—No. 100. $1.76 each; 101. 
$1.60; 102, $1.40; 108, $1.25. Maydole Machinist Ball 
Pein—No. 875, $1.75 each; 876, $1.65; 877, $1.60; 878, 
$1.50; 879, $1.40; 770, $1.85; 770%, $1.60; 771, $1.35; 
772, $1.25; 773, $1.15; 774, $1.05; 776, 95c; 776, 90c; 
777, 85c; 778, 80c. 

HANDLES—Adse, No. 820, House, 70c each; 821, Ship, 70s 
each. 

Auger—No. 1, 75c eaeh; 2, 76# each; 8, $1.00 each; 4, $8.50 
each; 5, $2.75 each. 

Axe, Broad, No. 815, 70c each. 

Axe, Double Bit, No. 812, 70e eaoh. 

Axe, 8ingle Bit, No. 101. 85e each; 102, 85c each; 109, 75c 
each; 201, 60c each; 802, 70c each; 401, 50e each; 509, 
60c each; 602, 45c each; 505, Freighters, 66c each; 506, 
Boys, 40c each; 507, Boy Scout, 20o each; 00, Hunters, 15e 
each; L Hunters, 20c each. 
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HARDWARE WORLD 

RETAIL SELLING PB10E8—Continued. 


Chisel, No. 23, 10c each; 08, 35« each; 05, 15o each; 608, 
15e each; 616, 15e each; 617, 15o each; 600, lOe omeh; 601, 
lOo each. 

Drawer. No. 0. all finishes, 60e each; OH. 55c each; 7, 
80c each; 11, 05c each; 01000, 05c each; 01007, 80e each; 
01018. 80c each; 0854, 80c each. 

File, No. 40 (Regular), 5c each; 41 (Large), 5c each; 66 
(5), 15c each. 

Adxo Eye No. 11, 35c each; 18, 05c each: 15, 30c each; 10, 
30c each: 111L, 15c each; 115L, 15o oacn; 124.1% 16c each. 
Farriers No. 38, 30o each. 

Machinist No. 35, 14-inch, 20c: 16-inch, 30c; 18-inch, 35c; 
30-inch. 25c. Machinist No. 20, 16-inch, 20c; 18-incn, 25o. 
Machinist No. 88, 18-ineh, 25c. Machinist No. 125, 14-inch. 
15c; 16-inch, 15o; 18-inch, 15e. Riveting No. 21, 12 and 
18 inch, 20c each. 

Hatchet, Box No. 48, 18%-inch, 20e each; Broad No. 80. 
16-inch, 25c each; Broad No. 80, 18-inch, 80c eaeh; Broad 
No. 40, 16-inch. 20c each; Broad No. 40, 18-inch, 25c each; 
Claw No. 87, 14-inch, 30c each; Claw No. 187L, 14-inch, 20e 
each; Derrick No. 47. 18-inch, 25c each; Lath No. 45, 18- 
inch, 20c each; Shingling No. 85, 14-inen, 25e each. 

Hoe, OXR, 4%, 35c each; XR, 4%, 35c each; XRM, 5%, 

55c each; XRM. 6, 75c each; XRMC, 6, 75c each; XG, 

4%, 55c each; XMH, 4%, 60c each; XMH, 5, 65c each; 

XP. 51%, 55c each; XP, 52. 65c each; XP, 52%, 65c 

each, XP, 52%, 75c each; 530, Grub, 70c each. 

Maul, No. 335, 65c each; 336, 65c each. 

Mop, No. 7, 30c each; 30, 50c each. 

Pick, No. 327, Drifting, 80c each; 427, Drifting, 50c each; 
527, Drifting, 55c each; 627, Drifting, 50c each; 325, Sur¬ 
face, 90c each; 425 Surface, 50c each; 525, Surface, 70c 
each; 625 Surface, 50c each. 

Rake, XR, 5%, 50c each; XR, 6, 60c each. 

HATCHETS—Box, No. USD 2, Underhill’s, $2.25 each; 8010, 
Plumb's, $8.00; 3011, Plumb’s, $8.85. 

Broad, No. TB 1, Plumb’s, $2.00 each; TB 2, Plumb’s, 2.10; 
TB 8, Plumb’s, *2.25; TB 4, Plumb’s $2.50; TB 5, 
Plumb’s, $2.75; PTB 1, Philadelphia, $1.75; PTB 2, Phila¬ 
delphia, $1.85; PTB 3, Philadelphia, $2.00; PTB 4, Phila¬ 
delphia, $2.25; PTB 5, Philadelphia, $2.50; 640, Plumb's, 
$1.75; 641, Plumb’s, $2.00; 642 Plumb’s, $2.15; 648, 
Plumb's, $2.85; 644, Plumb’s, $2.75; 2091, Plumb's, $1.85; 
2092, Plumb’s, $2.00; 2993, Plumb’s, $2.25: 2994, Plumb’s, 
$2.50; 2995, Plumb’s, $2.75; 2996, Plumb l B, $8.00. 

Claw, No. TO 1, Plumb’s, $1.75 each; TO 2, Plumb’s, $2.00; 
TO 3, Plumb's, $2.10* PTO 1, Philadelphia, $1.35; PTC 2. 
Philadelphia, $1.50: PTC 8, Philadelphia, $1.65; 98, All Steel 
$1.00; 610, Plumb’s, $1.25; 611, Plumb’B, $1.25; 612, 
Plumb’s, $1.50; 2971, Plumb’s, $1.65; 2972, Plumb’s, $1.75; 
2973. Plumb’s, $1.85. 

Derrick, 582, Plumb's, $2.50 each. 

Flooring, 2985, Plumb's, $2.15 each; 2986, Plumb’s, $2.25; 
2987, Plumb’s, $2.50. 

Half, No. TH 1, Plumb’s, $1.75 each; TH 2, Plumb’s, $2.00; 
TH 3, Plumb’s, $2.00; 600, Plumb’s, $1.50; 601, Plumb’s, 
$1.50; 602, Plumb’B, $1.65; 292, Plumb's, $1.60; 2968, 
Plumb’s, $1.75. 

Lathing, No. TL 1. Plumb’s, $1.75 each; TL 2, Plumb's, 
$1.75; 100, Underhill’s, $2.50; 110 Underhill’s, $2.75; 545, 
Plumb’s, $2.15; 620, Plumb's, $1.50; 621, Plumb’s, $1.50; 
1060 Plumb’s, $2.15; 1961, Plumb's, $2.85; 1962, Plumb’s, 
$2.25; 2980, Plumb’s, $1.40; 2981, Plumb’s, $1.50; 2982, 
Plumb’s, $1.60. 

Shingling. No. PTS 1, Philadelphia, $1.85 each; PTS 2, 
Philadelphia, $1.40: PTS 8, Philadelphia, $1.50: TS 1, 
Plumb’s, $1.75; TS 2, Plumb’s, $1.85; TS 8, Plumb’s, 
$1.85; 90, All Steel, 70c; 565, Plumb’s, $2.40; 591, Plumb’s, 
$1.40; 592, Plumb’s, $1.50; 598, Plumb’s, $1.60; 2951, 
Plumb’s, $1.40; 2952, Plumb’s, $1.50; 2958, Plumb's, $1.65. 
Warehouse, No. 650 W, Plumb's, $2.00 each. 

HEADS (MOP)—Cotton, No. 0, 50c each; 12, 65c; 15, 80c; 
18, 95c. 

Linen, No. 12, 70c each; 015, 85c; 18, $1.00; 020, $1.15. 
HINGES A BUTTS (Screws Included)— 

No. 000 Lt. Strap Hinges. 8-inch ..... .76 8.00 

Pr. Ds/Pr. 10-inch .1.30 13.76 

8-inch ....$ .30 $ 1.76 13-inch .1.75 17.00 


4- isteh.35 3.10 

5- inch.80 3.15 

6- inch.85 3.00 

No. 086 Obr. Strap 



Pr. 

DsTPr. 

1%-inoh .. 

4-lnch 


$ 3.40 

1%-inch .. 

5-inch 


8.76 

1%-inch .. 

6-inch 


4.00 

8-inch .... 

8-inch 


6.60 

2%-inch .. 

10-inch 


0.60 

2 % -inch .. 

12-inch 


18.00 

2%-inch .. 


No. 866 Butts. 

Pr. Da. Pr. 

%-imeh.$ .10 

1-inch.10 

.10 
.10 
.15 


No. 004 Lt. Tec Hinges. 

Pr. Ds. Pr. 

8-Inch .$ .15 $ 1.75 

4-lnch.SO 1.00 

6-Inch.SO 3.10 

6-In eh.35 3.40 

No. 087 Oor. Tec Him 


.15 

.30 

.30 


6 .75 
.85 
.05 
1.05 
1.30 
1.80 
1.45 
1.60 
1.85 


4- lneh .$ .85 

5- inch.40 

6- inch.60 


Pr. Ds.?r. 


6 8.00 
8.40 
6.00 


8-inch . 

. .20 

3.15 

8% inch ... 

. .25 

3.50 

No. 

840. 



Pr. 

Ds. Pr. 

1%-inch ... 

$ .15 

$1.46 

1%-inch ... 

.15 

1.60 

8-inch . 

.15 

1.65 

8%-inch ... 

.20 

1.80 

3%-Inch ... 

.20 

3.00 

2%-inch ... 

.80 

3.10 

8-inch .... 

. .85 

2.20 


No. 761%. 

Oont. Ret. 
3%xl%-l*. ..$ .40 $ .46 

- .40 .46 

.40 .46 

.60 .56 

.76 .66 

.06 1.06 

1.35 1.86 

.60 .70 

.70 .60 

.00 1.00 

165 FADS. 

Oont. Ret. 
.6 .86 $ .40 

. .40 .46 

. .46 .60 

. .55 .66 

. .66 .76 

. .80 .06 

. 1.30 1.66 

No. 165NA8F3. 

. Oont. Ret. 

1%-ia. .6 .40 $ .45 

2- in..46 .50 

8%-in. . .. .50 .55 

8-in. ... ... .60 .70 

8%-in. 70 .80 

4-in..80 .00 

4%-in. .1.20 1.80 

No. 205 FADS. 

Pr. Ds. Pr. 
1%-In.6 .25 $2.00 

3- in..80 3.00 

2%-in.60 8.86 

8-in..40 


8x8-in. . 

5%x5%-in. . 

8%-in. . 

4-in. . 

4%-in. . 

No. 


1%-in. 

S in. .. 
2%-in. 

8-in. .. 
8%-in. 
4-in. .. 
4%-in. 
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5x6-ln. .1.05 1.15 

6%x5%-in. .. 1.85 1.60 

No. 841 HAN. 

2%x3%-in. ..$°.50 6^66 

8x8-in.50 .55 

8%x8%-in. .. .50 .88 

4x4-in..65 .76 

4)4x4%-in. .. .00 1.00 

5x6-in. .1.10 1.80 

5%x6%-tn. .. 1.85 1.50 

6x6-in.1.60 1.76 

1475 FADS .30 3.30 

1475 8F3AN .35 3.80 

1474 FADS, 1% .36 3.40 

No. 160 FADS. 

Oont. Ret. 

3%-in. . $ AO $ .50 

8-in..45 .66 

8%-in..55 .66 

4-in;.70 .80 

4%-in..06 1.06 

No. 160 N. 

Oont. Ret 

in. .$ .46 $ .50 

. —.50 .60 

8%-in..60 .70 

4-in..66 .75 

4%-in. .1.00 1.16 

No. 160 8 PS, 

Oont. Ret. 

2%-in. .$ .45 $ .56 

8-In. . .55 .05 

No. S06 H. 

Pr. Ds. Pr. 
60 $8.85 

8.66 
4.00 
4.66 


2%-I 
8-In. 


No. 

305 8F3. 


2 -in. .... 

.86 


Pr. 

Ds. Pr. 

ni-ia. .. 

.40 

XH-in. .. 

...$ .80 

$8.30 

6 -in. .... 

...• .45 

3-in. 

... .85 

8.70 

No. 280 FADS 

2 %-in. .. 

... .85 

4.00 


Pr. 

8 -in. 

... .40 

4.60 

3x3. 

_6 .80 

No 

306 N. 


2 %x2 ... 

.80 


Pr. 

Ds. Pr. 

SHxlK . 

.85 

1 %-in. .. 

...$ .85 

$8.80 

6 x6. 

• • • • .48 

2 -in. .... 

... .40 

4.30 

No. 

280 8FD. 

2 %-in. .. 

... .45 

4.60 


Pr. 

8 -in. 

... .50 

6.85 

2x3 .... 

....$ .80 


3%xS% 

3x8-in. ... 
8%x8%-in. 
4x4-ln. ... 

5%x5%-in. 
6x6-in. ... 


No. 788. 
in. . .$ .40 
.40 


.40 
.60 
.75 
1.00 
1.S5 
1.40 

No. 341 FAD2. 


9 :S 

.45 

.56 

.85 

1.10 

1.66 

1.60 

$ .45 
.45 
.46 
.66 
.06 
1.30 
1.60 
1.65 


Ret. 

6 .50 
.50 
.55 
.66 
.06 

HINGES—FLOOR— Set 

Bommer, D 15.6 1.50 

R, EA, 815. 1.60 

8HA, E, 265 . 1.75 

Chicago, R, EA KF, 

200 . 8.50 

8HA, E, 200. 4.00 

R, EA, KF, 280. 4.25 

SHA, E, 280. 4.50 

Ctorbin, D, R. EA, 512 

SHA, E, 512. 

Kata, R EA, KF, 2. 

SHA, E, 2. 

R. EA, KF, 8. 

SHA, E, 8. 

HODS—Coal- 


2 %x8 % -in. 
Sxi-in. 

..$ .40 
.. .40 

3%x8%-in. 

.. .40 

4x4-in. 

.. .56 

as.** 

.. .80 
.. 1.00 

5%x5%-in. 

.. 1.80 

6x6-in. .... 

.. 1.50 

No. 341 8F 3. 


Oont. 

2%x3%-in. 

. .6 .45 

8x8-in. 

.. .46 

8%x3%-in. 

.. .60 

4x4-in. 

.. .60 

4%x4%-ln. 

.. .85 


Da. Pr. 
$8.30 
8.85 
8.56 
4.80 


Ds. Pr. 
$8.85 
.85 8.56 

.86 8.65 

.45 4.90 

No. 360 N. 

Pr. Ds. Pr. 

2x3.$ .40 $4.60 

2%x2 .46 4.75 

2%x2%.45 4.90 

6x8 .55 6.00 

No. 380 H. 

Pr. Ds. Pr. 
2x3 .$ .80 $8.85 


SXH?*!::::: 


.40 
.40 
.50 

1480 FADS Hgs .85 


8%xS. 

a"?*::::: 


1480 N 

1481 FADS 
1481 8F2AM 
1478 FADS 
1476 8F3AN 
1480 FADS 
1480 SF3AN 
1474 FADS. 3 
1474 8F3, i% 
1474 8F3. 3 

R, EA, KF, 8% 
SHA, E, 8% .. 
Rixon, 7. 


.40 

.35 

.35 

.35 

.36 

.35 

.35 

.80 

.35 

.85 


1.75 

1.85 

1.35 

1.50 

8.25 

4.00 


4.25 
4.40 
6.60 
4.00 
4.86 
3.50 
3.60 
3.50 

3.60 
2.30 

8.60 
6.80 
3.80 
8.60 

Set 
8.75 
4.00 
10.75 

8. 11.25 

10 . 12.00 

15. 14.50 

20 . 25.00 

25 . 82.00 

30 . 38.00 

40 . 62.00 

Standard, R, EA, 450. . 6.75 

SHA, E, 450. 7.25 

R. EA, 452 . 10.50 

SHA, 452 . 11.00 


Open Japanned— 

16 . 

.$ .50 
• .60 

Open Galvanised 

15 . 

16 . 

.$ .75 
. .96 

17 . 

. .70 

17 . 

. 1.10 

18 . 

. .75 

18 . 

. 1.85 

20 . 

. .00 

20 . 

. 1.50 


HOLLOW WARE. CAST IRON—Dutch Ovens, No. 8 E, $3.75 
each; 9 E, $4.25; 10 E, $4.75; 11 E, $5.75; 10-inch, $2.00; 
11-inch, $2.40; 12-inch, $2.85; 13-inch, $3.25; 14-inch, 
$4.00; 10-inch lidB, $1.00; 11-inch LidB, $1.10; 12-inch 
lids, *1.35; 18-inch ids, $1.60; 14-inch lids, $1.80. 


Digitized by 


Google 








































































































































154 


HARDWARE WORLD 


RETAIL SELLXNO PRI0B8—Continued. 


HOLLOW WARE—Continued 

Gem Pane—No. 1, $1.00 each; 2, $1.00 each; 5, $1.10 each; 
8. $1.10 each; 10, $1.25 each; 11, $1.10 each. 

Griddles—No. 17, $1.00 each; 18, $1.10 each; 10, $1.25 each; 
20, $1.50 each 010, $1.65 each; 012, $1.76 each; 014, $1.00 
each. 

Kettlee, Stove—No. 7, $2.75 each; 8, $8.00 each; 0, $8.50 
each; 07, $2.75 each; 08, $3.00 each; 00, $8.50 each. 

Pota, Stove—No. 17, $8.85 each; 18, $4.00 each; 10, 04.50 
each; 017, $3.85 each; 018, $4.00 each; 010, $4.60 each. 
Skilleta or Spidere—No. 3, 80e each; 4, 00c each; 5, $1.00 
each; 6, $1.10 each; 7, $1.80 each; 8, $1.85 each; 9, $1.50 
each; 10, $1.75 each; 11, $2.25 each; 12, $2.75 each; 7 W, 
$1.40 each; 8 W, $1.50 each; 70, $1.10 each; 80, $1.20 
each; 90, $1.35 each. 

Waffle Irone—No. 7, $2.25 each; 8, $2.50 each; 0, $2.75 
each; 7 D, $2.75 each; 8 D, $8.00 each; 0 D, $8.60 each; 
11, $3.50 each; 12, $5.00 each; 14, $10.00 each. 

HOOKS—Bright. 

No. Dos. No. Dos. 


0 . 

1 . 

.$ .85 

.75 

104 . 

105 . 


2 . 

.65 

106. 

. .25 

8 . 

.65 

107. 

. AO 

4 . 

.45 

108. 

.15 

5 . 

.85 

109. 

.15 

6 . 

.25 

no. 

. is 

7 . 

.20 

Ill. 

.15 

9 . 

.15 

122. 

.10 

10 . 

.15 

118. 

.10 

11 . 

.15 

114. 

.10 

12 . 

.10 



la . 

.10 



14 . 





Grose—60% Discount from List. 
Brass No. 1418- Dos. 

% .$ .80 

% . 20 

%. 2 for 5o.20 

%. 2 for 5e. .25 

1, t for 5c.80 

Brass Cap No. 181— 

Dos. 

.$ .20 

.20 

.20 

. 2 for 5o.20 

, 2 for 5o..25 


x. a ko 

It if 


HOSE COUPLINGS—Com. Bias %, each 20e; %, 20c; %, 20c. 

HOSE (GARDEN)— 

Coupled Fifty Foot Lengths—Aztec, % Inch 24c foot. 
Aztec, % inch 28c; Deluge, % inch 28c, Deluge, % inch, 
27e; Delphos, % inch, 20e; Delphos, % inch 23c; Sierra, 
% inch 22c, Sierra, % inch, 25c; Bimi, % inch 17c, Simi, 
% inch 21c; Solar Cotton, % inch, 20c, Solar Cotton, % 
inch 23c; Summit, % inch 20c; Summit, % inch 28c; Ten 
Cee, % inch 17c. Ten Cee, % inch 21c; Torrent, % inch 
23c, Torrent, % inch 27c; Union Arrow, plain, % inch 18c, 
Union Arrow, plain, % inch 21c, Union Arrow. WW, % 
inch 21c, Union Arrow, % inch 20c; Whirlpool, % inch 
20c. Whirlpool, % inch 23c. 

Reel Not Coupled—Endurah Ribbed. % inch 24c, Endurah 
Ribbed, % inch 28c, Endurah Smooth, % inch 25e, Endurah 
Smooth. % inch 28c; Goodrich Ribbed, % inch 27c, Good¬ 
rich Ribbed, % inch 81c; North Star Ribbed, % inch 28c, 
North Star Ribbed, % inch 27c; Raiah Ribbed, % inch 

22c, Raijah Ribbed, % inch 26c; Raiah Smooth, % inch 

22c, Rajah Smooth, % inch 26c; Utility Ribbed, % inch 

21c, Utility Ribbed % inch 24c, Utility, Smooth % inch 

21c, Utility Smooth, % inch 24c. 

ICE TOOLS— 

No. 815 Plow, 8-in.$40.00 

No. 816 Plow, 10-ln..47.50 

No. 817 Plow, 12-in..64.00 

No. 820 Plow, 8-in. 42.50 

No. 821 Plow, 10-in.. 50.00 

No. 822 Plow. 12-ia. 67.00 

No. 456 Splitting Chisel. 4.76 

No. 495 . 6.86 

No. 520 lee Hooks, 4-ft. 1.85 

4%-ft. 1.40 

5 ft. 1.60 

6-ft. . 

No. 1 lot Tongs V A B. 

No. 2 . 

No. 8 . 

No. 640, 18-ineh . 

14% -inch . 

16%-lnch . 

Pond lee Saws—Tiller Handle. 

4%-foot. 

5-foot . . 

5% foot . 


IRON—Bars Small Lots. 

(Cutting Extra) 

Common Bar .$ .06 lb. 

Angle Iron, %-ineh .10 

Angle Iron, 8-16-inch.08 

Angle Iron, %-lneh and heerier.07% 

Rd.. eq. and sq. twisted— 

%-lneh and smaller . 7.60 


1.66 

1.76 

2.00 

2.26 

2.00 

2.15 

2.25 

6.75 

6.25 
6.75 


6-16-lnch . 7.00 

% to 2%-lneh .6.60 

8-inch and larger .7.60 

Flats, all sises . 6.60 

IRONS—Sad. Common, 15c lb.; Mrs. Potts No. 50, $2.60 set; 

Dover No. 70. $2.75 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.76; 1L, $2.60; 2L, $3.60; 
8L, $6.75. 


Dos. 

1%. 2 for 5e.$ .86 

1% .40 

1% .60 

1%. 2 for 16c.75 

2. 2 for 15e. MB 


NIVE8 A FORKS—Iron Handled. $1.25. 

Butcher— 



No. 

Each 

No. 

626— 5 . 

..$ .65 

1500— 7 

626— 5% . 

.. .75 

1500— 8 

626— 6 . 

.. .85 

1910— 6 

526— 6% . 

.. 1.05 

1910— 7 

626— 8 . 

.. 1.50 

1910— 8 

626— 9 

.. 1.90 

2200— 6 

526—10 . 

.. 2.85 

2200— 7 

526— 7 . 

.. 1.25 

2200— 8 

626—12 . 

.. 8.85 

8047— 6 

526—14 . 

.. 4.00 

8047— 6% 

790— 6 . 

.. 1.00 

8047— 7 

790— 7 . 

.. 1.80 

8047— 8 

790— 8 . 

.. 2.00 

8047—10 

1500— 6 . 

.. 1.00 

8047—12 

Cheese— 

675 . 



Cooks Frenoh— 
267— 6 . 

.. .80 

Draw— 
84— 4 . 


.$126 
. 1.50 
. AO 
. .60 
. .75 

. 1.00 
. 1.85 
. 1.60 
. .60 
. .70 

. AS 
. 1.00 
. 2.00 
. 2.50 

. 1.75 


1.80 

1.50 


100 — 6 
100— 7 
100 — 8 
100— 9 
105— 6 
105— 8 
105— 9 
105—10 
105—12 


Dos. 

1. 2 for 6c.$ .80 

.>0 

.50 

aZ i • for 16c. ■ • •. • .76 

2. i for 15c.85 


267— 8 
267— 9 

267—10 . 1.85 

267—12 . 2.00 

Corn— 

2.75 

8 .40 

5.50 

10.60 

KNIVE8—Hay—Lightninr $1.86; Iwan Sickle, $2.00; Iwaa 
Serrated, $2.00; Heath's Upright, $1.85. ~ 

King, 40c; No. 12 Hooks, 60c. 

KNOBS—Maple, Base, 5c each; 85c dos. 

LACING—Belt— 


.75 

8.75 
4.00 

4.50 
5.00 

1.50 
1.60 
1.65 

1.75 

2.00 


Leather 

Sise %, per ft.$ .08 

Site 5-16 per ft.08 

Size %, per ft.04 

Size %, per ft_$ .06 

Size per ft.06 


Bristol 

111, per inch.$ .01% 

112, per inch.... .02 

118, per inch_$ .02% 

114. per inch.08 




ft. 


No. 1. box 50 ft..88 

No. 2.65 

LADDERS—Extension, No. 1, 35c foot. Step, Climax, 60c 
foot; Special, Crescent, 45c foot; Standard, 85c foot. 
LANTERNS— Boys'— No. 689, 45c each; 1500. Cadet. 25c. 
Dash—No. 321, Prisco, $2.05 each; 831. Prisco, $2.50. 

Cold Blast Tubular—No. 820, Prisco (Little Wizard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Prisco, $1.50. 
Hot Blast Tubular—No. 165, Prisco. $1.00 each; 165R, 
Prisco (Ruby), $1.80; 176, Prisco (Bullseye), $1.60; 217, 
Prisco, $1.00. 

LEAD—White—12%-lb. Keg. $1.86; 26-Ib. Keg. $8.66; 60-Ib. 

Keg. $7.16; 100-lb. Keg, $14.00. 

LIFT8—Sash—Large Bar, $1.25 dos.; Small Bar, $1.10 4aa>; 
Hook, 40c dos. 

LOOKS—Rim—Steel, 75c act; Cist, 60s sot. 

LINES, CLOTHES—-Cotton, Braided—No. 850, 65c each; He. 
450, 40c each. 

Cotton, Twisted—No. 140, 85c each; 160, 40c. 

Wire, Twisted—50 foot, 20 gauge, 85c each; 75 foot, 20 

? auge, 40c: 100 foot, 20 gangs. 50c; 50 foot, 18 gauge, 50c; 

5 foot, 18 gangs, 60c; 100 root, 18 gauge, 70c. 

Wire, Solid—100 foot, 9 gauge, 76c each. 

MATS. DOOR—Cocoa—No. 1, $1.50 each; 2, $1.85; 8, $2.15; 
02. $2.60; 03, $3.25; 04. $4.00; 05. $4.75. 

Steel—No. 20. $1.50 each; No. 40, $2.00 each; $60, $2.85 
each; 80, $4.60 each; 100 rolls, 55c square foot. 
MATTOCK8_ 

Short Cutter, No. 1800 .Each $1.90 

Long Cutter, No. 1790 .Each 1.90 

Pick. No. 1810 .Each 1.90 

Handled, DE8 .Each 1.8$ 

Handled, C E 8%.Each 1.85 

Handled 8Q8% .Each 1.10 

MAULS—Post—No. 110, $1.50 each; 113, $1.75; 116, $2.25; 
118, $2.50; 120, $2.75. 

Ship or Top—No. 1560, 35c lb. 

Wood Choppers’—No. 2130, 35c lb.; 2131, 35c lb. 

MILLS—Older- 

Junior .$25.00 

Medium.20.00 

MOPS— Bleaher 

15 os., each.$ .76 

18 os., each.86 

21 os., each.1.00 

MOP 8TTCK8—No. 
or Janitor's, 65c 


$25.00 

•0.00 

Senior. 

Foret Feed . 

.$40.00 
. 18 AO 

.$ .75 
, . .$6 

Cotton 

15 oi., oath. 

18 oz., each. 

■Mil 

. 1.00 

21 oz.. each. 

.. 1.00 

25e each: 

No. 18, 25« aeaht 

Ho. 70 
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RETAIL BELLING PRICES—Continued. 


MOWERS—Great American—15-in~ $16; 17-in. f $18; 19-in., 

S O; 21-in., $22. Oommom— 12-in., $6; 14-in^ $8.25; 16- 
, $6.60. 

HAILS—Base per Kef, $6.80. 60 to 99 lbs., add 60e per 

100 lba. to Kef prioe. 1 to 60 lb. 


Pino Bine 2*8.$ .08 

~ Bright.08 

on 2*8d. 


_ .08 

Common 4*5d.09 

Common 6*7d.07 

Common 8 to 60d.07 

Oaaing 2*8d.08 

Qasing 4*5d.08 

Onsing 6 to 20d.08 

Pinioning 2*8d.10 

Plniahing 4*54.08 

Finishing 6 to 204.. .88 

Smooth Box 4 to 8d. .88 

Smooth Bex 8 to 204 .88 
Barb Box 4 to 64.. .06 

Barb Bex 6.#8 

Trank— 

Balk, lb.90 

1 lb. Papers, ea.... .96 

ib. .rr.to 

lb.16 


Barb Box 8 to 204.. .08 

Barb Roof % to % .. .10 

Barb Roof 1 to 1 % .. .10 

Plaster Board.10 

0. 0. Box.10 

Out Casing 6*8.08 

Gale. Felt.16 

GaW. Boat.12 

Clout— 

Balk, lb.80 

b lb. Papers, ea... .20 

Cigar Box- 

Balk, lb.80 

1 lb. Papers, ea.... .86 

% lb. ..TT.V.20 

2 lb.16 


A 4 

3 


2 

8% 

$ 

8% 

4 

5 

6 

7 

8 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

08 

.10 

.18 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.05 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

.06 

.11 

.11 

.11 

.18 

.16 

.18 

.22 

.26 

.06 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

.08 

.14 

.14 

.14 

.14 

.18 

.21 

.25 

.62 

.08 

.18 

.18 

.18 

.18 

.15 

.18 

.28 

.85 

.11 

.19 

.19 

.19 

.19 

.84 

M 

.84 

J8 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.17 

.17 

.29 

.29 

.29 

.32 

.88 

.45 

.52 

.18 

.18 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

.21 

.21 

.85 

.85 

.85 

.89 

.46 

.54 

.60 

.18 

.18 

.27 

.27 

.27 

.82 

.88 

.50 

.54 

.27 

.27 

.47 

.47 

.47 

.62 

.61 

.68 

.75 

ched U. 8. 

d. Hexagon, Tapped—Site %, 

70c 


No. Each. 

140 .$ .10 

840 .25 


OIL—Boiled Linseed, $2.50 gal. 

OILERS— 14 B . 

Mowing Machine— 16 . 

No. Each Steel, Railroad— 

8 A .$ .25 10. 

8 B.40 11. 

1100 .20 Zinc, Chaco’s— 

1120.$ .40 00 . 

1140 .80 0 . 

Steel, Spring Bottom— 1. 

12 .... r7..25 2 . 

18 .80 8 . 

13 A.85 4 . 

14 .40 5 . 

14 AA.46 6 


.50 

.55 

1.00 

1.25 

.10 

.15 

.15 

.20 

.25 

.80 

.85 

.45 


OUTFITS—Cobblers—Eclipse, $1.00 each; Family, $1.85; 
Home, No. 1, $2.00; No. 2. $1.50. Lasts and Stands, No. 
15, cast, 90s; No. 16, extra hoary. $1.86; No. 24, malle¬ 
able. $2.25. 


OVENS, PORTABLE—Boss 


No. 


Each No. 


Oapewell, Ib.80 

Northwestern .80 

Union .26 

NETTING, POULTRY—Hexagon, Galvanised After Wearing— 

2 inch, 20-gange—List roll, 12 in., $2.14: 18 in., $8.08; 
80 in., $4.68; 36 in., $5.35; 48 in., $7.18; 60 in., $8.91; 
72 in., $10.69. 

Sell Full Roll—12 in., $2.85; 18 in., $3.40; 24 in., $4.30; 
30 in., $5.15; 36 in., $5.90; 48 in., $7.85; 60 in., $9.80; 
72 in., $11.75. 

8ell Cut (lin ft.)—12 in., 2%e; 18 in., 3%c; 24 in., 

414c; 30 in., 5c; 36 in., 5%c; 48 in., 714c; 60 in., 

914c; 72 in., ll%c. 

1)4-inch, 20-gauge—List Roll—12 in., $3.15; 18 in., $4.58; 
24 in., $5.78; 80 in., $6.90; 36 in., $7.88; 48 in., $10.50; 
60 in., $13.13; 72 in., $15.75. 

Sell Full Roll—12 in., $8.45; 18 in., $5.00; 24 in., 86.40; 
80 in., $7.60; 36 in., $8.70; 48 in., $11.50; 60 in., 

$14.50; 72-in., $17.25. 

Sell Cut (lin. ft.)—12 in., 3%c; 18 in., 4%c; 24 in., 

6%c; 30 in., 7%c; 36 in., 8%c; 48 in., ll%c; 60 in., 

14c; 72 in., 16 %c. 

1-inch, 20-gauge—List Roll—12 in., $4.95; 18 in., $7.12; 
24 in., $9.08; 80 in., $10.83; 36 in., $12.38; 48 in., 

$16.50; 60 in., $20.64; 72 in., $24.75. 

Sell Full Roll—12 in., $5.45; 18 in., $7.80; 24 in., 

$10.00; 30 in., $11.75; 36 in., $13.50 48 in., $18.00; 
60 in., $22.50; 72 in., $27.00. 

Sell Cut (lin. ft)—12 in., 5%c; 18 in., 7He; 24 in., 

9%c; 30 in., ll%c; 36 in., 18c; 48 in., 17%c; 60 in., 

22c; 72 in., 26c. 

%-ineh, 20-gauge—List Roll—12 in., $8.55; 18 in., $12.30; 
24 in., $15.68; 30 in., $18.71; 86 in., $21.38; 48 in., 
$28.50; 60 in., $35.68; 72 in., $42.75. 

Sell Full Roll—12 in., $9.40; 18 in., $13.50; 24 in., 

$17.00; 30 in., $20.50; 36 in., $28.50; 48 in., $31.25; 
60 in., $39.00; 72 in., $46.50. 

Sell Cut (lin ft.)—12 in., 9c; 18 in., 13c; 24 in., 16He; 
80 in., 20c; 36 in., 23c; 48 in., 30He; 60 in., 38c; 
72 in., 45c. 

NIPPERS—Nettloton—8-in., $1.76 earn; 10-in., $2.16; 12-in., 
$2.25: 14-in., $2.75. 

NIPPLES—Right Hand. 

Site - “ 

black 

|: 

Aar- 

1* galr. 
lb, black 
lb, fair, 
lb, black 
1 %. gale. 

2, black 
2. galr. 

NUTS—Cold_ _ _ . 

lb.: 5-16, 65c Ib.; %, 50c lb.; 7-16, 45c lb.; %, 40c lb.; 
9-16, 85c lb.; %, 80o lb.; %, 25c lb.; ft, 25c lb.; 1, 
25c lb. 

Hot Pressed U. 8. S*. 8quare, Tapped—Sixe b. 85c lb.; 
5-16. 30c lb.: %, 27c lb.: 7-16, 25c lb.; H. 21c lb.;%, 19e 
lb.; %, 18c lb.; %, 17c lb.; 1, 17c lb. 

OAKUM—Plumbers, 16c lb.; Nary, 25c lb.; Best Unspun, 

85c lb. 

OAR LOCKS—2-In., per pair 40c; 2%-in., per pair 60c; 

2%-in., per pair, 70c. 

OPENERS (CAN)— 

No. Each. 

4 .$ .10 

16 .10 

100 .25 


012.$5.25 

056 . 5.75 

0200 . 6.26 

450 . 5.60 

Perfection 

121 G . 4.75 

Pinney * Boyle 

13 ..8.00 

17. 3.50 


650 

700 

750 

755 


122 G. 5.75 


Each 
.$5.60 
. 5.50 
. 6.50 
. 6.75 


88 

87 


8.25 

8.75 


if. 

No. 

loos . 

Each 

.50 

noon . 

.65 

0002 N C. 

.60 

21000 . 

.75 

Yale 

228 . 

.65 

225 . 

.80 

458 J . 



17 G .. 8.75 37 G 8.85 

PACKING—Sheet Rubber—Standard, 20c lb.; Rainbow, 90c; 
Italian Hemp, Common, 40c; Square Flax, braided. 50c; 
Piston 8piralBteam, High Pressure, $2.25; Steam or Water, 
Low Pressure. $1.25. 

PADS—Sweat—No. 68 N12. Red Edge, 75c; No. 146 A12, 
Blue and White striped, $1.60. 

PADLOCKS—Corbin 

No. Each 

958 .25 

2802 H .85 

2822 H .80 

2869 . 1.00 

2879 . 1.50 

2880 . 1.75 

2881 . 2.25 

2883 . 8.00 

Miller 

1 . 

016 . 

18 . 

18 B. 

19 . 

21 . 

75 . 

76 . 

78 . 

96 . 

96 C. 

121 . 

5441 . 

Slaymaker 
1902 .. 


458 X.35 


1.50 

.25 

.30 

.85 

.40 

.50 

.50 

.75 

.85 

.50 

.65 

.50 

.85 

.60 


668 

565 

585 

685 


1.25 
1.50 
1.80 

1.26 


645 J.60 


808 

805 


1.40 

1.50 


805% . 1.75 

. 1.50 

. 1.50 

. 1.75 

.2.00 

. 2.50 

.2.75 

.8.00 


813 

815 

828 

888 

848 

858 

8454 


%-gals.%-Gal. 1.60 

Gal. Quarts.Qt. .95 


PAINT SUNDRIES— 

Alcohol (Denatured) Gal. Quarts . 

1-gallon .$1.85 Porch— 

6-gallon . 1.20 Gals. .-•-£•}• 

Barrel .$1.20 %-gals.%GaL 2.25 

Glue Lb. Quarts.Qt. 1.20 

No. 2 Gelatine.65 Oil Gal. 

Chicago White.65 Floor.65 

Lead, Selby White Gloss .. .60 

500 lbs. or more.15% Lard. No. 1.2.50 

100-lb. kegs.16 Lin-O-Oil.90 

50 and 25-lb. kegs.. .16% Linseed, Boiled.2.50 

12 H -lb. kegs.16% Linseed, Raw.2.48 

Paint, Dry Colors Neatsfoot No. 1.2.60 

Burnt Umber.05% Neutral.45 

Chrome Green, Med.. .15 Paraffine.55 

Graphite.06% Tints, Kalsomine Lb. 

Princess Metallic ... .04 Barrels.09 % 

Raw Sienna.07 Kegs, 100 lbs...09% 

Venetian Red.04 1004b. bulk .09% 

Yellow Ochre.08 25 lb. bulk.10 

Paints, Ready Mixed Less 25 lbs.10% 

1st Grade, White— 100 lbs. 5-lb. pkgs... .10% 

Gels. .--Gal. Less 100 lb. 5-lb pkgs. 11 

&'£L*.* • M K.l.omln«, Whit. 

SSSf.::::::::::?!: g**. «<>,£•.°f* 

Ut P Qr«d.' Color. ~ Pt ' ‘ 4 ° 4 ISlb. pk«. talk.. .0914 

1st Grade, Colors^ 25 , b ^ulk.09% 

.li-.oJi 2 25 U,t 25 Ibs . 10 

Chi arts.* Qt 120 100 Iba - 51b - P k *»- 09 * 

pint?*.:::: ::: :k « wo ib.. • • .10 

%-pints.%-Pt. .85 Turpentine Gel. 

2nd Grade White or Colors— 1-gal.1.80 

Gals.Gal. 2.90 5-gal.1.02 

%-gals.%-Gal. 1.60 Wax Lh 

Quarts......Qt. .96 Johnson's ..70 

Inside Floor— Old English.70 

Gals.Gal. 2.90 Bradley's.65 
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BBT AIL SELXJNQ PBIGB8—OontinuM. 


No. 4, ueh.9 .41 

No. 6, Meh.46 

No. 0, ooeh.60 

No. 7, ooeh.00 


PANS—Acme Frying— 

No. 00, ooeh.9 .16 

No. 0, ooeh. .66 

No. 1, ooeh.80 

No. 8, ooeh.86 

No. 8, ooeh......... .86 

PAPKB—Asbestos, else 1*10 end under, 80e lb. eat; over 
1-10, 80e lb. 

Popor Sheathing, Rod or Oroy, 80-lb., 06e roll; 86-lb., 91.16 
roll; 801b.. 91.88 roll 

Torrod Insulating, No. 8, roll 91*60 (eat 6e lb.); 10, roll, 
98 60 (eat 6e lb.) 

PAPER—Building*— 

P A B -* “ 


No. 1—1000. 


Rod Rooin— 


80 lb. 


08.00 

No. 1—500. 

8.90 

No. 1—1000 

8.96 

No. 8—500. 

5.76 

No. 8—1000 

4.00 

No. 8—500. 

7.70 

No. 9—1000 

.01.15 

85 lb. 

, 1.40 

80 1b. 


8.66 

4.06 


PAPER—Roofing, Smooth or Bonded—Ply %, 91.86 lb.; ply 1, 
_ 98.85; ply 8. 88.75: ply 8, 98.85. 

PAPER, SAND AND EMERY-Aztec Bond Popor. In ttiesto— 
No. 00%, 40o qr.; 1, 46e qr.; 1%, 50e qr.; 8, 66e qr.; 8%, 
8, 65e 


00c qr.; 8, 


qr. 


PEA VIES— 

—Socket— 

8% *4 . 

Maple 

..92.50 

Hickory 

08.75 

4% . 

.. 8.75 

8.86 

l£x4tt . 

.. 8.76 

8.86 

6 . 

.. 8.76 

8.0# 

8%x4% . 

.. 9.00 

8.86 

5 . 

.. 8.00 

8.86 

8x6 . 

.. 8.16 

8.60 

PERCOLATORS, COFFE) 

E—Universal— 


—Bo 

Menlo 

98.00 

8.86 

8.00 

8.10 

8.86 

8.86 

8.76 


44 . 

Each 

1804 . 

46 . 


1206 . 

48 . 

.i.00 

1208 . 

52 . 

.4.25 

1210 

54 . 

.4.50 

1804 

56 . 

. 5.00 

1806 

58 . 

. 5.50 

1808 . 

04 . 

.5.00 

1810 . 

06 . 


1404 . 

69 . 

. 6.85 

1406 . 

014 . 

.6.75 

1408 . 

74 . 

. 5.50 

1410 . 

70 . 

. 6.00 

1504 . 

79 . 

.6.75 

1600 . 

714 . 

. 7.2b 

1508 . 

404 . 

.5.50 

1510 . 

466 . 

. 6.00 

1704 

409 . 

.6.75 

1706 

474 . 

.8.00 

1708 . 

470 . 

. 6.50 

1710 . 

479 . 




-Bongo r— 
Maple Bickorj 

*rio 
8.86 
8.81 
8.60 
8.00 
8.86 

Eeeh 
.98.75 
. 4.00 
. 4.86 

. 5.00 
. 4.85 
. 4.50 
. 4.75 
. 5.00 
. 4.75 
. 5.00 
. 5.25 
. 5.50 
. 4.25 
. 4.60 
. 4.75 
. 5.25 
. 4.25 
. 4.50 


6.85 

_ _ ._5 

Percolator Tope, 10c ooeh. 

PICKS—Railroad—No. 1710, 01.50 each; 1711, 01.00; 1712, 
01.75; 1713, 01.85; 1714, 02.00; 1715, 02.25. 

Drifting—No. 1, 01.35 each; 1%, 01.50 each; 2, 01.60 
each; 3, 01.75 each; 4, 01.90 each. 

PINS—Eeeaicheon—Small Iota, 16c os.; lorgo lots, 40% orer 
List. 

PIPE FITTINGS (STOVE)—Capo, No. 0 15. 50c ooeh; 0 10, 
0Oe eaeh. 

Collars, No. 018, 014, 15e; 26, 85%, 80, 10c so.; 87, 16e oo. 
Cylinders, No. 64 (1508), 76o ooeh; 04 (1008), 01.00 ooeh; 
66 (1618). 01.10 ooeh; 75, 01.80 each. 

Dampers, No. 8, 4, 16c each: 6, 6. 20c ooeh; 7. 80c ooeh. 
Elbows, No. 8 Oorg., 20e each; 4 Corg., 25e each; 6 Oorg., 
26e each; 6 Oorg.. 80e each; 7 Oorg., 40o each; 8 Adj. 4 
Pe., 25o ooeh; 4 Adj. 4 Pc- 80e each; 5 Adj. 4 Pc., 80c each; 
6 Adj. 4 Pe, 85e each; 3-inch Adj. Galvd., 85e each; 4-lneh 
Adj Galvd^ 45c ooeh; 8 Oorg. Jop., 85c ooeh; 4 Oorg. Jap., 
46c ooeh. 

Fine Stops, Nos. 1 end 86, 16e ooeh; 8, 15c ooeh; 80, 80e 
tstih; 40, 80e ooeh. 

Roof Plotoo end Saddles, Noe. 15, 16 (8lde), 00c ooeh; 50, 
00 (Ridge), 75c ooeh. 

PIPE FITTINGS—Price, ooeh. 

%. %, %-in. %-ln. %-ln. 1-in. 

Blk. Gat Blk. Gal. Blk. Gol. Blk. 
Bashings.0 .05 0 .10 0 .06 0 .10 £ .10 0 .15 0 .10 


Oops 


.05 


Couplings.10 


Crosses 
Elbows, 00 Dog. 
Elbows, 45 Dog. 
Elbows, Rod.... 
Elbows, Street .. 
Floor Flanges .. 

Lock Nuts. 

Plugs. 

Reducers. 

Return Bonds . 

Toes . 

Unions . 

Waste Nuts ... 


15 

.10 

.10 

.16 

.10 

.80 

.05 

.05 

.10 

.20 

.10 

.80 

.10 


.10 

.10 

.80 

.15 

.10 

.15 

.10 

.40 

.10 

.06 

.15 

.86 

.15 

.85 

.10 


.10 

.10 

.25 

.10 

.10 

.80 

.16 

.80 

.10 

.06 

.16 

.86 

.15 

.80 

.10 


. 12 ) 

.15 

.80 

.15 

.16 

.80 

.20 

.00 

.16 

.06 

.80 

.46 

.80 

.80 

.10 


.16 

.16 

.85 

.15 

.15 

.85 

.20 

.85 

.20 

.05 

.80 

.80 

.15 

.26 

.10 


.15 

.15 

.50 

.15 

.25 

.80 

.85 

.00 

.80 

.10 

.86 

.45 

.80 

.86 

.15 


15 

JO 

.45 

.80 

.85 

.85 

.85 

.40 

.80 

.10 

.85 

.50 

.20 

.80 

.10 



1-in. 

1% 

•in. 

1% 

•in. 

8-i 

in. 


Gol. 

Blk. 

Gol. 

Blk. 

GoL 

Blk. 

Gol. 

Bushings. 

.16 

.10 

.86 

.15 

.80 

.80 

J5 

Cops . 

.80 

.20 

.40 

JS 

.45 

.40 

.65 

Couplings . 

.80 

.80 

.86 

.85 

.80 

.96 

AO 

Crosses . 

.75 

.66 

.9(1 

.00 

1.10 

1.00 

1.76 

Elbows, 45 Dog. 

.80 

.40 

.65 

.45 

.70 

.05 

1.10 

Elbows, 45 Dog. 

.80 

.40 

.66 

.45 

.70 

.05 

1J0 

Elbows, Rod.... 

.86 

.85 

.00 

.40 

.65 

.65 

1.10 

Elbows, Street . 
Floor Flanges .. 

.40 

.80 

.65 

.85 

.00 

.75 

1J6 

.70 

.46 

.80 

.50 

1.10 

.76 

1.60 

Lock Nuts. 

.40 

.85 

.60 

.4® 

.06 

.66 

•85 

Plugs. 

Reducers. 

.10 

.10 

.16 

.16 

.80 

.16 

.25 

.85 

.85 

.46 

.85 

.66 

.60 

JO 

Return Bonds . 

.80 

.66 

1.80 

.85 

1.50 

1.26 

8.40 

Tees . 

.80 

.80 

.50 

.40 

.75 

.70 

1J0 

Unions . 

.46 

.45 

.66 

.60 

.86 

.80 

1.00 

Waste Nuts ... 

.15 

.20 

.80 

.40 

.66 

.60 

.90 



Gol. Blk. 

•In. 

Gol. 

B, k '- 

in. 

Gol. 

BUl 

Close . 

.06 

.05 

.05 

.07% .06 

.07% .10 

Long . 

.05 

.10 

.05 

.10 

.10 

.16 

.10 

4-in. Long. 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

5-in. Long. 

.08 

.10 

.10 

.16 

.10 

.16 

.10 

6-in. Long ..... 

.08 

.10 

.10 

.15 

.10 

.15 

.15 

1-in. 

1% 

-in. 

1% 

-in. 

9-in. 


Gol. 

Blk. 

Gol. 

Blk. 

Got 

Blk. 

Got 

Close . 

.10 

.10 

.15 

.15 

.80 

.16 

.25 

Long . 

.80 

.15 

.86 

.20 

.80 

.85 

.40 

4-In. Long. 

.80 

.15 

.25 

.80 

.80 

.85 

.40 

5-in. Long. 

.80 

.15 

.85 

.80 

.80 

.25 

.40 

6-ln. Long. 

.85 

.80 

.80 

.85 

.85 

.90 

.45 


PIPE, GAS AND WATER—Black, %-inch, 7c foot; %-inch, 
8c; %-inch, 8c; %-inch, 10c; %-inch 12c; 1-inch, 18c; 
1*4 inch, 23c; 1 %-inch, 30c; 2-inch, 40c. 

Galvanized—%-inch, 9c foot; %-inch, 9c; %-inch, 9c; %• 
inch, 12c; %-inch, 15c; 1-inch, 22c; 1 %-inch, 28c; 1%- 
inch, 37c; 2-inch, 50c. 

PIPE, 8TOVE—Nested, full joints—Size, 8-inch, 80c joint; 
4-inch, 30c; 5-inch, 35c; 6-inch, 40c; 7-inch, 45c, 8-inch, 
Japan, 35c; 4-inch, 40c; 5-inch 45c. 3-incn Galvanized, 
40c; 4-inch, 45c; 5-inch 50c; 6-inch, 55c. 

Half Joints—Size, 5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—Size, 6-inch to 5-inch, 40c joint; 7-inch to 
6-inch, 45c joint. For future delivery, prices withdrawn. 
PITCH—Asphaltum—5-lb. con, 85c; 10-lb. can, 70c; 26-Ib. 

can, 01.50; 50-lb. ean, 02.75; % Bbl., 04.60; Bbls., 08.00. 
PLANE8—Wood Smooth. 81.85 each; Wood Jack, 01.60. 
Block-Bailey—No. 9%, 02.00 each; 9%, 08.40; 15, 08.15; 
16, 02.20; 17, 02.40; 18, 02.40; 19, 08.65. 

Block, Stanley—No. 60, 02.52 each; 60%, 08.00; 61, 02.00; 
65, 02.70; 100, 50c; 101, 45c; 102. 80c; 108, 01.00: 110, 
01.00; 120, 01.50; 130, 01.50; 181, 02.85; 208, 01.80; 
220, 01.50. 

Iron, Bailey—No. 2, 2 0, 03.60 each; 8, 8 C, 08.75: 4, 4 C, 
84.15: 4%, 4% C, 04.50; 5, 6 C, 04.50; 5%, 5% 0, 05.60; 
6, 6 0. 05.90; 7. 7 C, 07.00; 8, 8 C, 08.50. 

Iron, Stanley—No. 602, 602 C, 04.00 each; 608, 608 C, 
04.20; 604, 604 O, 04.65: 604%, 604% C, 05.85; 605, 605 
0. 05.35; 605%, 605% 0, 05.80; 606, 606 C, 06.80; 607, 
607 C. 07.65; 608, 608 C,_09.25. 

All Wood—Plain, No. 15W, 01.25: 21W, 08.85; 27W, 
02.50; 029W, 02.65. Razee, No. 17W, 01.50 88W, 02.66; 
29W, 08.00. 

Wood Bottom, Bailey—No. 28, 08.60 each; 28, 02.60; 84, 
02.60; 26, 03.00; 87, 08.85; 28. 03.75; 29, 08.85; 80, 
04.00; 81, 04.15; 82, 04.40; 35, $8.85; 86, $3.65. 

Rabbit—No. 10, $6.00 each; 10%, 05.00; 75, 75c; 00, 
08.60; 92, 03 60; 93, 04.50; 190, 191, 192, 08.85. 


PLIERS—Bernard’s, No. 

\ $1.' 


01.25. 
02.25; 
No. 10( 


100, 4%-inch, 80o each; 5%-Inch, 
81.00; 6%-inch, 01.25. No. 101, 6%-lnch, 01.00; 6%-inch, 
No. 102. 4%-lnch, 01.50; 5%-inch, 01.75; 6%-inch, 
8-inch. 08.15. No. 108, 4%-inch, 75c; 5-inch, 90s. 
104, 4%-lnch. 75c; 5-lnch, 90c. No. 105, 5-lnch, 91.50. 
No. 106, 4%-fncn, 90c: 6-inph. 01.05. No. 108. 6-inch, 
01.16. No. 109, 7-inch, 01.50. No. 111. 5%-inch, 01.40. 
Klein’s, 6-inch, 02.00 each; 7-inch, 02.85; 8-inch, 08.76; 
9-inch, 08.00. 


PLUGS—Spark—91.00 each. 

PLUMB8 AND LEVELS—Wood, Stanley or Disston—No. 00, 

! 1.00 each; 0, 01.15; 2, 91-50; 8, 01.75; 18, 92.10; 85, 
2.85; 80. 92.15; 85, 98J5; 46%, 08.00: 00, 02.75; 98, 
8.76; 95. 05.50; 98, 08.7 f; 101, 08.76; 108, 00c; 104, 75c; 
0018. 08.00; 6018, 02.75; 0024, 08.15; 6581, 08.00; 6619, 
92.60; 6584, 08.00. 

POINTS A CHUCKS— 

For 80 and 81.9 .76 8-lmch.96 

For 85.50 10-iuch . 1.10 

Nos. 11 and 16, 8-in.. .55 No. 75. 9.85 

8-inch.60 No. 00. 1.00 

4-lneh.66 No. 80.95 

5-lnch.75 No. 81. .06 

0-lneh.95 


POLISH (FURNITURE)—Oolol, % pint, 85c each; 1 plat. 
85c; 1 quart, 00c; % gallon, 01.00; 1 gallon, 01.76; 6 

C kUons, 06.75. 

Iquld Veneer, 4 ounce, 85c each; 18 ounce, 60c; 1 quart, 01. 
O-Oedar, 4 ounce, 85c each; 18 ounce, 50c; quart, 01.00; 
% gallon, 01.50; gallon, 08.50. 


Digitized by v^.ooQle 




















































































































HARDWARE WORLD 


RETAIL 8ELUNQ PRICES—Continued. 


Ain— 

4 Quart 
6 Quart. 
8 Quart. 


POLISHES—Continued 

Johnson'a Prepared Wax, 6 ounoe, 85c each; 1 pound, 70c; 
2 pound. $1.40; 6 pound, $8.00. 

Metal—NonOlio, ft pint, 60e each; 1 pint, 75c; 1 quart 

S I.25. 

hoe—Shu white, 15c each; Midnight Oil, 25e; Royal, lie; 
Jet-Oil, 15c; 4 0 8 Shoe Satin, lOe; 0 0 8 Shoe Satin, 15o; 
1 C Satinola, 10c; 2 0 Satinola, 16c 5 P 8 Shoe Satin, 10c; 
10 P 8 Shoe Satin, 15c; 6 P Satinola, 10c; 10 P. 

Satinola. 15c. 

Store—Liquid, No. 0 Black Silk, 20c each; 8, Black Silk, 
25c; 2, Black Eagle, 20c; 10 E, Enameline, 15o. 

Paste, No. 5, Black Silk, 15c each; 10. Black Silk, 20c; 
20, Black Silk, $1.40; 01. Black Eagle, 40c; 05 Blaek 
Eagle, $1.40; 4 E, Enameline, 10c; 6 E, Enameline, 15e; 
75 Black Jack, 15c; 1, Rising Sun, 15e. 

POTS—Fire 

Gasoline, 0. A L. 8 Quart. 1.10 

1 .$10.00 10 Quart. 1.40 

5 . 17.00 12 Quart.1.50 

21 . 14.50 18 ^uart. 1.76 

71 . 10.00 Tin- 

72 . 17.00 4 Quart .$ .65 

221 . 22.50 6 Quart.66 

Watering Galvanised 8 Quart.85 

4 Quart... .$ .85 10 Quart. 1.00 

6 Quart. 1.00 

PULLERS—Nail—Rex. $1.45 each: Ren. Jr., $1.25; Rad 
Devil, $2.00; Morrills, $2.00; Littlo Giant. $1.60. 
PULLETS—Braas Screw, No. 850, ft inch, 10c each; ft, 10c 
each; ft, 10c each; 1. 15c each; IK, 25c each; IK, 40c 
each. No. 870, % inch, 25c each; 1, 40c each. 

Brass aide. No. 1150, ft inch, 20c each; %, 25c each. No. 
1170, ft inch, 25c each; ft, 80c each. 

Braaa Upright. No. 500, 25c each. 

Olothea Line, No. 610, 2 15c each; Oft 20c each; 660, 16c 
each; 670, 15c each; 1610, 2 15c each; 2ft 25c each; 
1660, 20c each; 1670, 20c each; 6850 G, 85c each; 6500, 
55c each. 

Hay Fork, No. 1267, 60 each 602, 60c each; 706, 75c each; 
46, 85c each; 1651, $2.25 each. 

PULLEY8—Frame—No. 4 Ottumwa per dos., 65c; No. 6, 
70c; No 0, 70c; No. 105, 65e; No. 100, 66c. 

PUMPS—P. 8.—1, $8.00; 2, $8.40; 8, $8.85; 4, $4.26. 
PUTTY—Per lb., 10c. 

RAIL (HOUSE i>OOR)— 

Prouty 

No. 5 .Foot, $ .16 

Richards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16,010 .$ .60 

182. 0182 .50 150 10 

RASPS—Flat wood, 8 inches long, 50c each; 10, 76c; 12, 
0Qc; 14, $1.80; 16. $1.75. Half round wood. 10, 75c; 12, 
05c; 14, $1.85: 16, $1.80. Half round cabinet, 8, 76c; 
10. 00c; 12. $1.25; 14, $1.60; 16, $2.00. 

RAZORS (SAFETY)— Ereready 
No. No. 

700, each .$1.00 706 B. Blades, Pkg. ..$ .40 

2, each . 8.00 

Gem 

800, each . 1.00 800 B, Bladea, Pkg... .50 

Enders 

000, each . 1.00 000 B, Blades, Pkg... .26 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg., .60 

Gillette 

00, each .$7.50 480, each ..6.00 

460, each . 6.00 500, oach . 6.00 


00, each .§7.50 

460, each . 6.00 600, oa< 

460 B. each. 6.00 500 B, 

470, each . 5.00 601, ea< 

501 B, each. 6.00 6 X1 

12 X B Blades, Pkg.. 1.00 

Auto Strop 

1, set. 5.00 2541, set 

15, aet. 6.00 600 S 

26. set. 6.60 600ft B 

251, set. 5.00 

REGISTERS— 

Jap 6x8.$1.65 White 

Jap 8x10. 1.66 White 

Jap 10x12.2.40 White 

Jap 10x14. 8.15 White 

Jap 12x14.4.85 White 

REGISTER FACES— 

Jap 6x8.$1.00 White 

Jap 8x10. 1.10 White 

Jap 10x12. 1.70 White 

Jap 10x14.2.20 White 

Jap 12x14.2.80 Whito 

REVOLVERS— 

Colts, Model Each 

Pocket Positive.$15.00 204, 22< 

Police Poaitive. 16.00 204 B. 5 

Police Poaitive Special 17.00 268, 271 

Police Poaitive Target. 18.00 268 B, 1 

Army Special.$18.00 264, 27 

New Service. 20.00 264 B, i 

Single Aetion. 18.00 Iver « 

Harrington A Richardson 800, 801 

208, 228 . 8.00 800 B, 

208 B, 228 B. 8.50 804, 82< 



Each 


Each 

804 B, 824 B. 

. 13.00 

Regulation Police .... 
1908 Hand Ejector... 

21.00 

848, 853 . 

. 18.00 

21.00 

348 B, 858 B. 

. 13.50 

38 S. A W. Perfected. 

20.00 

344, 854 . 

. 18.50 

1908 Military. 

24.50 

844 B, 354 B. 

. 14.00 

1911 Target. 

22.50 

860 B, 865 B. 

. 14.25 

New Departure 82.... 

18.50 

Smith A Weaaon 


New Departure 88.... 

20.00 


1006 Military, Police. 22.00 

RIVETS—Slctted Clinch, Coppered Steel—No. 0, 10c box; 98, 
10c box. 

Tinnera', in Papers—Black: Plus 10% ; tinned, plus 10%. 
Tinnera’, in Kegs—Black, all aisea, 80c lb.; tinned, 8, 85c; 
8ft, 85c; 4, 85c; 6, 85c; 6, 85c; 7, 85c; 8, 85c; 10, 86c. 



RIFLE8—No. and Model 

— 

16 A TD—Standard 

82.76 


Daisy Air 

Each 

Stevens 


1.10 

26. 

$ 4.25 

Little Scout. 

4.00 

1.40 

40. 

4.25 

Orach Shot . 

4.85 

1.50 

8. 

2.65 

Marksman. 

6.50 

1.76 

80. 

$ 2.25 

Favorite. 

7.85 


11. 

1.50 

70 TD—.22. 

11.60 

.$ .65 

12. 

1.85 

Winchester 


. .66 

King Air 


1886 SF—Round Brl.. 

86.00 

. .85 

4 .. 

2.26 

TD—Round Brl.. 

42.00 

. 1.00 

6. 

2.65 

1890 TD—Oct'gn F’cy 

48.50 


21. 

1J6 

TD—Oct'gn Plain 

22.50 

; Red 

22. 

1.50 

1892 SF—Round Brl. 

25.50 


Marlin 

20 TD—Octagon BrL 17.60 
27 TD—Round Brl.. 20.50 
TD—Octagon BrL 28.00 
29 TD—Round Brl.. 15.50 
1807 TD—Round Brl.. 21.50 
TD—Octagon Brl. 28.50 
Remington 

4 TD—Octagon Brl.. 11.00 
6 TD—Round Barrel. 7.60 
8 A TD—Round Brl.. 45.00 
12 TD—Round Barrel. 18.20 
TD—Octagon Brl.. 20.20 
14 A TD—Standard .. 82.86 


SF—Octagon Brl. 27.00 
SF—Carbine ... 24.00 
TD—Octagon Brl. 85.00 

1894 SF—Round Brl. 27.50 
SF—Octagon Brl. 29.50 
SF—Carbine ... 25.50 
TD—Octagon Brl. 85.25 

1805 SF. 88.00 

1805—Gov't Model .. 41.00 

1895 TD . 44.00 

1902 TD—.22. 7.50 

1008 TD—Plain .82.00 

TD—Fancy .... 66.00 

1906 TD .21.00 

1007 TD . 40.00 


500 B, each. 6.00 

601, each . 6.00 

6 X B Blades, Pkg.. .50 


541, set. 5.00 

600 B Blades, Pkg.. 1.00 
600ft B Blades, Pkg.. .60 


White 6x8.$1.86 

White 8x10.2.00 

White 10x12.2.90 

White 10x14. 8.80 

White 12x14.6.26 

White 6x8.$1.80 

White 8x10. 1.46 

White 10x12.2.20 

White 10x14.2.86 

Whito 12x14.$.66 

Each 

204, 224 . 8.50 

204 B. 224 B. 9.00 

268, 278 . 9.00 

268 B, 278 B. 9.50 

264, 274 . 9.50 

264 B, 274 B. 10.00 

Iver Johnson 

800, 808, 828. 12.00 

800 B, 808 B, 828 B. 12.50 
804, 824 . 12.50 


14 A TD—Standard .. 82.86 1906 TD .21.00 

TD—Carbine. 82.76 1007 TD . 40.00 

ROPE—Cotton Thread—S1*e 8*16, 75c lb.; ft to 5-16, 75e; 
% to ft, 75c; % to 1, 80c. 

Manila—Base. 45c lb.. Sisal, Base, 85o lb. 

RULES, BOXWOOD—Lufkin Stanley—No. 171, (86) 85c each; 
RULES, Boxwood—Lufkin Stanley—No. 171, (86) 50c each: 
No. 872 (86ft) 70c; 878 (8) $1.15; 886 (82) 70c; 888 
(82ft) 05c; 465 (69) 20c: 488 (67) 60c; 651(68) 20c; 
702 (18) 40c; 751 (61) ioc; 752 (70) *°c: 762 B (7) 
$1.10; 771 (84) 65c; 780 (62ft) 80c; 781 (62) 80c; 861 
A (58ft) 80c; 871 (52) 75c; 881 (54) 85c; 981 (66ft) 
60c; 8851 Y (66) 60c; 8861 (66ft) 70c; 8881 (66ft) 
$1.40. 

Rules, Steel—B 85. Blacksmiths, $1.00 each; 1085, Black¬ 
smith 75c; 041, Pocket, 20c; 4141, 4641, Zig-Zag. 00c; 
4142, 4642, $1.50; 4148, 4648, $2.25; 4144, 4644, $8.00. 
RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 50c eaoh; 
No. 806 F, 70c; 8518 (08), 40c; 8514 (04) 55c; 

8515 (06), 70c; 8516 (06), 80c; 8518 (08), $105; 
8528 (408 F), 40c; 8624 (404 F), 50c; 8525 (406 F), 65c; 
8526 (406 F). 75c; 8618 (108). 50c; 8615 (105) 76c; 

8616 (106), 90c; 8624 (854 F), 60c; 8626 (856 F), 85c. 
SAWS. DI88TON — 28-in. 

No. 18-In. 20-In. 22-In. 24-in. 26-in. Bln 

7 .$1.90 $2.00 $2.16 $2.26 $2.86 $2.60 

D-8 A 1874 .... 2.86 2.50 2.60 2.70 2.86 8.10 

16 ........... 2.86 2.60 2.60 2.70 2.86 8.10 

12 . 2.70 2.86 8.06 8.25 8.46 8.70 

112 . 2 80 2.96 8.20 8.86 8.60 8.86 

D -91 * as .9.50 S.Oft 9.95 9.05 5.95 9.50 

D-20A 28... 2.86 8.06 8.26 $.60 

D-100 . 2.60 2.66 2.86 8.06 8.26 8.6$ 

190 ........... 8.16 8.26 8.40 8.60 8.76 4.00 

D-115 A 16. 8.80 8.90 4.06 4.20 4.40 4.66 

SAWS—One Man— R>yal 

Blaoada Dlutoa Chinook 0.0. AteookO.O 
(Vi ft. 9.95 *9.60 6 ft. 99.50 6Vt 95.75 

4ft. 6.55 4.00 6 Vi 10.50 6 6.50 

4H ft. 4.50 4.50 7 19.00 6Vi 7.90 

oil. 4.90 5.00 7 Vi 19.95 7 9.15 


22-in. 

24-in. 

26-in. 

Bin 

$2.15 

$2.26 

$2.86 

$2.60 

2.60 

2.70 

2.86 

8.10 

2.60 

2.70 

2.86 

8.10 

8.05 

8.25 

8.46 

8.70 

8.20 

8.85 

8.60 

8.26 

2.86 

8.05 

8.26 

$.60 

2.85 

8.05 

8.26 

$.60 

2.85 

8.05 

8.25 

8.60 

8.40 

8.60 

8.76 

4.00 

4.06 

4.20 

4.40 

4.06 

■oyai 

Ohlnook 0.0. 

Ohlnook 0.0 

6 ft. 

$0.60 

Oft 

$5.75 

6ft 

w.m 

6 

6.60 

7 

12 .00 

6ft 

7.80 

7ft 

18.26 

7 

8.16 



7ft 

9.60 


Slmondi Fellini ami prim aa Royal Chinook 0. O. 

Atkina No. 400 and 401— 

28 in.$6.86 22 In.4.86 

26 In. 6.50 20 in. 

24 In.5.20 18 In. 

Atkins No. 68 and 69— 

28 in.$8.60 22 In. 

26 In. 8.15 20 in . 

24 In.2.90 18 in. 

Atkins No. 58- 61 and 66— 

28 in.$8.80 22 In. 

26 in. 2.90 20 In. 

24 in.2.76 18 in. 

Atkins No. 64— 

28 in.$4.00 22 In . 

26 in. 8.50 20 in . 

24 in.8.80 18 in. 


18 In.4.16 

22 In.2.70 

20 in.2.50 

18 in.2.20 

*22 In.2.60 

20 In... 2.40 

18 in.2.10 

22 In.8.00 

20 in.2.70 

18 in.2.40 


Digitized by L^OOQie 
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HARDWARE WORLD 


SAWS—Continued. Band— 

J* J».•».«<> 

*5 J».».15 

14 In.2.00 

Atkina No. 70— 

*5 !“.*«.#5 

f® }■.*.40 

14 In.1.10 

No. 6 Simonda, No. 11 Diaa 
ton or No. 00 Atkina. 

20-lnch.$1.06 

11-inch.i.oo 

No. 8 Simonda, No. D8 

Diaaton or No. 61 
Atkina. 

11-ineh. 1.75 

14-inch.. 

10-ineh.8.00 

18-inoh.8.60 

80-inch .8.78 

No. DIOO or No. DIO 
Diaaton. 

10-Inch.$1.18 

18-inch .8.60 

Back 11 in.1.16 

Back 14 la.1.60 

Back 18 In.1.76 

Back 10 In.8.00 

Back 11 in.8.15 

Compass No. 1, 10 in. .00 

11 fa.66 

14 in.70 

10 in.76 

No. 10 Simonda or No. 7 

Diaaton. 

10-inch.01.80 

18-inch. 1.80 

Buck— 


BET AIL 8ELLXNO 

No. 00 and 


Atkina 
12 in... 

10 in. 

18 in. 

21 in. 

20 in. 

18 In. 

24-inch ... 
20 -inch ... 
28-inch ... 
80-inch ... 
20 -lnch 
22 -inch 


07— 

2.06 

2.60 

2.20 


.2.10 

. 1.06 

.1.71 

.8.60 

.8.86 

.4.26 

.4.75 

.2.26 

_ 1.50 

24-inch.2.06 

20-lnch.2.76 

28-inch.8.26 

No. 4 Simonda or No. 120 
Diaaton. 

20-inch...04.00 

28-inch.4.25 

No. 112 Diaaton. 

20-lnch.08.26 

28-inch.8.50 

Batcher No. 10, 10 in. 1.26 

18 In. 1.86 

20 In. 1.50 

22 in. 1.05 

Kitchen No. 2, 12 in. .45 

14 in.50 

10 In.66 

Mitre 24 in.8.60 

20 In.8.76 

28 in.4.26 

80 In. 5.00 

Neat Complete !7o. 8. 1.60 


PBIOE8—Oontiniied. 

D Handle, No. 1 A P, 01.00 each; 2. 02.00; 8 , 02.00; 4 , 

t .15; S. *2.25; 6, *2.40; T. *2.*0; L 92.60 : 0, *3.78; W, 
BO; 742, *2.26; 748, *2.40; 744, *4.60; 7^6, *3.00; 74A 
.75; 747, *2.80; 748, *8.00; 7407*8.16; 750, *8.35. 
e laat figure in the number of a a coop snows It# else. 
SCREWS— Iron Bench- 


Corn 8*1 Brace V tooth . 1.00 

Com Phi Brace Tuttle tooth . 1.75 

Com Dbl Brace V tooth . 1 50 

8AW OI.AMP8—8t..rn«, 8. *1 75: 0. *1.00; 105. *2.60; 

2?°> •J&O: Jtl 1 ’ 3- **®®i l’-rf»etton. *1.00; Ho. 10. 
_.*!.*<>: N*». *2.00; Ho. 11 with (uid*. *8.25. 

SAW BBTH— 


201 O. A P.01.00 

Spec. Morrill. 1.10 

105 Morrill.60 

1 Morrill. 1.00 

10 . 1.00 

*7 - ..60 

X Out— 

Morrill No. 2 .01.86 

Baker No. 8 .2.26 

SAW TOOLS— 

Clipper Outfit. 0 .76 

Morin Raker Gauge— 

No. 1 . 1.00 

No. 6 . 1.85 

No. 0 . 1.50 

Atkina Raker 8 wage. .40 

5-M Tooth Gaure.15 

Jolntere Plkea Perf.. .60 
Jointera No. 7 Sterna .65 


Colonial . 1.25 

7 Talntor. 1.10 

28 Triumph. 1.25 

Hammer.85 

Lerer.85 


Morin No. 2.2.26 

Morin No. 2 %.2.76 

Morin No. 8 . 1.00 

Setting Tool Diaaton— 

No. 100.65 

No. 4 Pettier BWVe— 

No. 4 Blocks, Morin. 1.00 
Bwagea No. 0 Disat.. 4.60 
Swage*. Whitings.... 1.00 

Atkina Rex. 1.00 

Atkina Exeelaior.75 


SCALES—Family, No. 11021 , 02.85 each; 1102. 02.50 each; 
Peddlers. No. 101 , $4.00 oach; 108, 04.00 each; 115, 04.00 
each; 485E, $4.00 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 808, 
$5.50 each. 

8CI880R8—Cast, No. 10 . 40c each; 44 . 7 % Inch 40c; 8 ft 
inch 45c; 240, 4 inch 25c; 4ft inch 80c; 225, 4 inch 80c; 

4% inch 80c; 5 inch 85c; 5% inch 40c; 6 inch 45c; 820, 

70c; 350, 65c. 

Wisa, No. 4 B H, $1.25 each; 5 B H, $1.80; 4 R, 01.85; 

54%, 95c; 55, $1.00; 55%, $1.05; 56, $1.10; 56%, 01.16; 

57, $1.20; 154%, $1.10; 155, $1.15; 155%, $1.20; 156, 
$1.25; 156%, $1.85; 157, $1.45; 864, $1.20; 864%, $1.25; 
365 $1.30; 366. $1.45; 463, $1.10; 463%, $1.15; 464, 

$1.20; 573, $1.45; 573%, $1.60; 574%, $1.66; 663, $1.45; 
668 %, $1.60; 664, $1.66; 763, $1.05; 763%, $1.10; 764, 
$1.15; 764%, $1 20; 765, $1.25; 765%, $1.30; 766, $1.35; 
IJ3 0i.lO; 773%, $1.15; 774. $1.20; 814, $1.20; 814%, 
$1.25; 815, $1.30; 815%, $1.85; 816, $l.dtf. 

SCOOPS—Long Handle, No. A 4 L, $2.25 each; A 6 L $2.40; 
744 L, $2.50; 746 L, $2.60. 

STEEL 


% . 

% . 

_$1.00 

.... 1.10 

1% 

1% 

1% 


i 

.... i.ao 


Wood Hand— 

6 Inch. 

....0 .45 

14 

inch. 

8 Inch. 

.66 

16 

Inch. 

10 inch. 

.05 

18 

Inch. 

12 inch. 

.06 

80 

inch. 

Jorgensen— 

No. 0. 

....01.16 

No. 

8. 

No. 1. 

.... 1.85 

No. 

4. 

No. 2. 

.... 1.60 

No. 

5. 


1.40 

1.80 

2.26 


1.10 


l.ao 

1.70 


1.06 

2.00 


FullPkg. 

Pkg. 

6 c Dozen 

to 

01.00 List 

..60% 

60% 

lOe Dosen 

to 

2.00 List 

..60% 

60% 

16c Dozen 

to 

8.00 List 

..60% 

60% 

20c Dozen 

to 

4.00 List 

..60% 

40% 

25e Dozen 

to 

6.00 List 

..40% 

80% 

80e Doson 

to 

6.00 Li 

.. 20 % 

20 % 

85o Dozen 

to 

7.00 List 

..* 0 % 

* 0 % 



Retail 



Oontr* a. b j da 



.list 

.list _, 

.llat Pina lit 

.list Pina 10 % 

20 % to List Pries; 


1 %-ln, 


SCREWS—Wood— 

Oontr. Broken 
FulIPkc 

FH Brt 
FH BL . 

RH BL 
RH Nie. 

FH Gal. 

FH Bra. 

RH Bra. 

Lag .... .. 

Cap V. thread . 

Cap 8 AS . 

Set .. 

Machine Iron 80% off Hat. 

Machine Brass . 

Nuts for Machine Screws*—Iron, 

Brass, 40% to List Price. 

Bench—Iron—1-inch, $1.00; 1%-lnoh, $1.25; 

$1.60; 1 % -inch, $2.25. Wood—2-lnch, $1.26. 

SCREW DRIVERS—Yankee—30, 02.00; 81, 02.76 ; 86 , 
$1.50; 130, $2.25; 181, 02.00. 

SCREW DRIVERS—G. A P.—867—1%. 85c; 8 , 40e; 4, die. 
SCYTHES—Bush— Grass 

No. Each No. Baeh 

400 .$2.40 200 . 2.85 

450 . 2.25 250 . 2.25 

Weed 100 .2.85 

800 . 2.40 150 .. 2.25 

350 . 2.25 

STEEL—Mild— 8 ee Iron. Tool. 20c; Drill. Com., 20c. 

STEEL GOODS—Forks, Alfalfa—Aol84%, $2.00 each; Aol 86 , 
$ 2.00 each. 

Forks, Barley— Bol85, $2.00 each; B0505, $2.75; B 0 I 8 D. 
$ 2 . 00 ; Bo5oD, $2.75. 

Forks, Barn or Ensilage—No. 608, $2.60 each; 510, 02.75. 
Forks, Hay—No. o 8154%B, 01.60 each; o 8155B, 01.65 
each; o 3155%B, $1.75; 0 8164%, $1.80; o 8165, $1.85; 
n 8165%, $2.00. 

“ * .., $2.25 oach: Rol55, 02.25; 

$2.85; Rol64%, $2.40; Rol65. 

Rol 66 , $2.60; 8ol65, 02.26; 


Forks. Header—Ro 154%, 
Rol55%, $2.25; Rol56, 

S 2.50; Rol65%, $2.50; 

0155%. $2.35. 

Forks, Manure—No. o4D, 
$1.76; 06 DX, $1.75: o 6 D, 


$1.60 each; o5DX, $1.60; o 6 D. 
ft. i m , uwy, $2.25; 44Z, $1.00; 44X. $1.25; 
44%X, $1.35; 54%X, $1.50; 64%X, $1.75; o44%XZ, 81.86; 
o44X, $1.40; o44%X, $1.50; o44%, $1.50; o54%X, 01.76; 
o54%, $2.15; o64%X, $2.15; o64%, $2.25. 

Forks, Spading—No. B4D. $1.10 oach; LDX, $1.50; oLDX, 
$1.50; L4X, $1.85; oL4X, $1.50; o5H4, $2.50; Jo4, 02.00; 
JoW, $2.50. 

Hoes, Weeding—No. A, 01.25 each; IP, 50c each; 2P, 60 
8 W, 60c; 4P, $1.00; 4PM. 50c: 6 P, $1.25; 6 PM, 66 e; 
BB 6 , 90c; W7, 01.10; W7%, $1.10; 84W, 75c. 

Hooks, Potato—No. 4BHD, $1.25 each; 4BHFM. 

5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR* 

6 GNR, $1.50. 

Hooks, Manure—No. M40, $1.85 each. 

Rakes, Cast Steel—No. 10, 85c each; 12, 90c; 14, $1.00; 
16. $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakes. Lawn—No. 36LR, $1.15 each; 120R* 65c; 

05c; 2046, $1.15. 

Rakes, Malleable—No. 10BM, 60c each: 10SM, 50c; 

65c; 12 SM, 00 c; 14BM, 60c; 14SM, 65c. 

Rakes, Steel Bow—No. Bll, $1.10 each 8B12, 90c; 
$1.25; 8B14, 90c; B16, $1.85; SB 16. $1.00. 

GOOP 8 — 




85; 


124R, 

12BM. 


Bit, 


Fiah Forks. 

IF .0 .76 

Stone. 

HH4 . 1.66 

99R .2.26 

Warren. 

Hoes. 

W7 . 1.10 

W7% . 1.16 

wa . i.ao 

Hire ted. 

RA.40 

Socket. 

0078 . .05 

G078X. AO 

Beebe. 

BB 6 . .00 

Snathes. 

50 . 1.86 

100 . 1.60 

Smith's Hoes. 

50A . 1.00 

Nursery. 

No. 7 . 1.00 

Mortar. 

9 .01.15 

810. 1.85 

M810. 1.85 

M89. 1.85 

Inrineible. 

1905 .91.10 

Asphalt. 

914.8.50 

Turf. 

Edgar . 01.00 

BB 6 %.05 

Acme. 

I A t T . T . T T J 15 

German. 

GE 8-0 . 00 

Planter's Eye. 

AE 8 .65 

AE5.75 

Ladles'. 

LY5 . 05 

Mattock. 

IDE 8 .75 

Dandelion. 

Spuda.80 

Dock Cutter. . .01.86 


_Potato Forks. 

P064 . 1.70| 

POOD . 1.85 

Slulee Forks. 

*08 . 02.25 

*10 . 8.50 

*12 .8.76 

Coke Forks. 

710.$8.00 

712. 8.25 

714. 8.75 

Sharing* Forks 
806L . . . 8.15 


Floral Sets. 

1 .60 

*.56 

8 PF.1.65 

4P8F.8.50 

Floral Bhorela. 

FSD. 4K> 

Floral Hoes. 

|TY4.55 

Floral Rakes. 

GR 6 .46 

Clam Rakes. 
1180. 8.85 
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HARDWARE WORLD 


RETAIL 8ELLXNQ PRICES—Continued. 


SHEARS—Grass 


1 

26 

8 % 

027 


-$ .45 
. .50 

. .65 

. 1.25 


0267 

460 

sv 


Each 

. .66 

. .60 
. .00 
. 1.50 


SHEARS—Dressmakers', Etc., Wias- 
No. Each No, 

130 $2.60 

186 . 1.25 

136*4. 1.85 

137 1.45 

137*4. 1.50 

137*4 L H. 1.80 

188 . 1.60 

188 L H.2.00 

138*4. 1.65 

189 . 2.00 

147 . 1.45 

147*4. 1.55 

148 . 1.60 

148*4. 1.65 

180 2.45 

182 . 8.00 

184 8.80 

186 4.00 


BHINGLE8—Tin, 5x7, $8.00. 


8MOOTH-ON—75c lb. 


SOLDER— *4.and, 70c lb.; No. 1, 90-100, 65c lb.; Wipinj 


Each 

180 .2.00 

100 L.2.45 

108 . 1.60 

100 . 2.00 

347 1.65 

847*4 . 1.75 

848 1.80 

447 1.80 

447*4 . 1.90 

448 2.05 

1080 2.45 

1086 1.25 

1036*4 . 1.35 

1087 1.45 

1087*4 . 1.55 

1038 1.60 

1038*4 . 1.65 

1080 . 2.00 


No. 

100 G V R. 

100 R. 

Each 

... 8.00 
... 8.75 

No. 

100 R G T D 

101 . 

_4.25 

.... 2 25 

100 R B T D. 

... 4.25 

1016, 1018 . 

.... 8.75 

Try and Mitre 

2 6 . 

... .75 

15 7*4. 

.... 1.15 

2 7*4. 

2 0 . 

... .85 

... 1.00 

20 4*4 . 

20 6 . 

.45 

12 4 . 

... .45 

20 7*4 . 

*65 

12 6 . 

... .50 

20 0 . 

* \ * ] [75 

12 8 . 

... .65 

20 10 . 

.85 

12 10 . 

.. . .85 

20 12 . 

_1.00 


SHEETS—Galvanised, Full Sheets—10 to 16, lf*4o lb.; 18 
to 24, 18c; 26 to 27, 18c; 28, 14c; 80, 15c.. Black 
Sheets—Full Sheets, 12 to 16, 11c lb.; 18 to 28, 12s. 
For cutting shoots, add 10% to aboro. Corrugated—Ptd., 
28 Ga.. $6.75; GalY„ 26 Ga., $10.60; GalT. 28 Ga., $0.60; 
Rook Face Siding, $10.50. 

SHEETS (STEEL)—Black, Soft, 18-20, 22-24, 26, 27, 28, 80 

S ags, 16c cut, 12c full sheet. 

tlvanised Fist, 12-14. 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, 20c cut, 14c full sheet. 

Galvanised, Corrugated, 26-gauge, 6 to 10 feet, open; 26- 
gauge, 12 feet, open; 28-gauge, 6 to 10 feet, open. 

Painted, Corrugated, 28-gauge, 6 to 10 feet, open. 

SHIELDS— 

Diamond—Expansion 

8-16, each.$ .06 

*4, each.08 

5-16, each.07 

%, each.06 

H. each.12 

%, each.16 


%, each.20 

Diamond—Lead 

*4x%. each.$ .04 

8-16x% each.04 

8-16x1 each. ,04 

*4x% sach.06 

*4x1 .06 

5-16x1 oaoh.07 


SHOES—Horse—Light, extra light or snow. All slsss, 10s lb. 
Hula—No. 00 A 0, 12c lb.; 1, 11 *4c; 2 A larger, 11c. 

Oast Sloigh—Flat. Oo lb.; Ooncave or Convex, 10c lb. 

SHOT—Air Rifle. No. 25 (bulk), 20o lb.: No. 128 (1-Ib. bags), 
20c lb.; No. 625 (tubes). 10c pkg. Balls. Nos. 0, 00. 000 
20c lb. Buck. Nos. 1, 2. 8, 20o lb. Drop, Nos. 1, to 12, 20c 
lb.; B, BB, BBB, 20c li. 

SHOVELS—D Handle, Round Point, No. 102, $2.60 oach; 201, 
$2.25; 401, $1.90; 1008, $2.15; 1004, $2.25; 1005, $2.50. 

D Handle. Square Point, No. 104. $2.60 each; 208, $2.25; 
807, $2.75; 408, $1.90; 404 B. $1.90; 1000, $2.50; 1010, 
$2.25; 1111, $2.15: 1112, $2.25. 

Long Handle, Round Point, No. 200, $2.25 eaoh; 800, $2.25; 
400, $1.90; 400 A, $2.25; 700, $2.25; 701, $2.50; r 800, 
$2.50; 801, $2.50; 1000, $2.15; 1001, $2.26; 1002, $2.50. 
Long Handle, Square Point, No. 108, $2.60 each: 231, $2.25; 

804, $2.50; 402, $1.00; 702, $2.50; 1006, $2.16; 1007, 

$2.25; 1008, $2.50. 

A88E8* SKIN—25, 45c; 50c, 65c; 75, 86c; 100, $1.00. 

8LED8—Hand and Coaster. Jr. Racer .dTfi 

Flexible Flyer— Racer . 5.00 

No. 1 $8.00 Tux. Racer 7.60 

No. 2 8.50 “ “ 

No. 8 4.60 

No. 4 . 6.50 

No. 6 . 7.5C 

No. 6 15.00 


STONES, SHARPENING—Aloxite or Carborundum—No. 107, 
$1.50 each; 108, $1.75; 100, $1.25; 110, $1.50; 111, $1.00; 
112, 75c; 115 to 117, $1.50; 118 to 120, $1.25; 121 to 128, 
$1.00; 124 to 126, 80c; 183 to 185, $1.25; 186 to 186, 
75c; 142 to 144, 60c; 145 to 147, 40c. 

Pike’s Oil and Watei^-No. 18, 60c each; 14, 60o; 16, 
lOo; 20, 40c; 22, $1.00; 26, 16c; 87, 25c; 40, 25c; 42, 
85c; 48, 50c; 51, $1.00; 52, $1.25; 58, $1.60; 64, $1.00; 
55, $1.25; 56, $1.50; 50. 15c; 60, $1.75; 62, *2.26; 66, 
$2.76; 68, $8.75; 78, 50c; 80, 60c; 86, 75c; 86, $1.00; 02, 
50c; 94, 60o. 

Pike's Scythe—No. 80, 16c each; 40, 16e; 41, $16o; 42, 60s. 

SPRAT PUMPS—Faultless, Tin, sach, 60s; Barnes Ne. 264, 
$4.50; Barnes No. 276, $7.00. 

STAPLES—Netting, Galv., 15s lb.; Barbed Wire,, Polished, 
7*4 c. 

8TARRETT8' TOOLS—"Shop" or "Retail”— 

Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

Steol Tables, 40% abovo list. 

All other items, 26% above list. 

G. A P. GOODS—Hack Saw Frames— 

69. .$1.75 69B. .$1.60 247..$2.00 6..$ .60 14. .$2.00 

STOCKS A DIBS— 

Green River List plus 26% Common No. 1 pipe. .$7.76 

. Little Okiit List plus 26% No. 2.0.60 

Armstrong No. 1 pipe $6.66 Stoeks Only- 

No. 2.7.66 Common No. 1 Pipe $2.76 

No. 2%.6.60 Gammon No. 2 Pipe 4.75 

No. 8, 1 *4 to 2.18.00 Armstrong No. 2.... 8.60 

No. 8, 1 to 2.16.60 No. 8.6.86 

STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handle or 
No. 20 Lever Handle— 

*4 inch.$1.26 % Inch.2.00 

% inch.1.76 1 inch.8.00 

No. 80 High Grade "Cap" Pattern T or Lever Handle— 
Rough Brass, Iron Pipe Threads 

*4 inch.$1.60 % inch.2.60 

% inch.2.10 1 inch.8.76 

STOVES—Common Air-Tights— 

Ne. 16 Unlined.$2.25 No. 22 Lined.$4.60 

No. 18 Unlined.8.00 No. 24 Lined.6.00 

No. 20 Lined.4.00 No. 26 Lined.6.00 

STRIP—Weather—Rubber, *4-in. 8c per ft; %-ln. 4c ft. 

SUPPORTS—Wagon Tongue— 

No. In. Price No. In. Price 

1 % $1.50 2 % $2.00 


Prlee 

$2.75 


SWEEPERS, CARPET—Bissel'i 


No. in. 

8 *4 

•American Queen (N), $5.50 

^ ‘ “ “ (N), $5.1 


Fire Fly- 

No. 9 $1.75 

No. 10 . 2.25 

No. 11 2.75 

No. 12 . 8.25 


40-60, 60c lb.; Wire, 50-50, 75c lb.; Electrical Wire, 4$-6$* 
66c lb. 

SNIPS, TINNERS—Wise, Regular—No. W 6*4, $4.25 pair; 
W7, $8.75; W8, $8.00; WO, $2.65; W 10, $2.85; Wll, 
$1.85; W12. *1.80. 

Wise, Curved Blade—No. W6*4CB, $6.25 pair; W70B, 
$5.25; W8CB, $4.50; WOCB, $4.00; W10CB, $3.65; WllCB, 
$3.00; W120B, $2.65. 

SQUARES, STEEL— 

No. Each No. 

8 . 2.00 24 

8 B, 8 G.2.60 

10. 1.50 

14 .. 1.75 

14 B, 14 G.2.50 

22. 1.25 


VV V A A-018801 V AUIUIIOSU MUVOtt lit/, ftl.GV 

each; Club (N), 810.00 each; Grand Rapids (N), $5.00 
each: Grand Rapids (J), $4.50 each; Parlor Queen (N), 
$6.00 each; Princess (N), $5.25 each; Superba (N), $7.00 
each; Universal (N), $4.76 each; Universal (J), $4.25 each. 

TACKS—Bill Posters', No. 545 Wire, or 555 Out—8, 85c 
lb.; No. 4, 85c lb.; 6, 85c; 8, 85c; 10, 85c. 

Carpet, No. 484 Cut, or 484 Wire *4 lb. papers—8, 10c 
box: 4, 10c; 6, 10c; 8, 10c; 10, 10c: 12, 10c. 488 Cut, 

or 488 Wire *4 lb. papers—8, 7*ic box; 4, 7*4c: 6, 
7*4c; 8, 7*4e; 10, 7*4c. No. 405 Wire in bulk— 
8, 85c lb.; 4, 85c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 
Gimp—No. 824, 2*4, 15e box; 8, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholsterers'—No. 804 Cut, *4 lb. papers—1*4 15c box; 
2, 15c; 2*4, 15c ; 8, 15c; 4, 10c; 6, 10c 8. 10c: 10, 10c; 
12 to 16, 10c. No. 805, Out, er 855 Wire in bulk—8, 86s 
lb.; 4, 85c; 6, 85c; 8, 85c; 10, 86c; 12, 85c. 

Double Pointed—Blued, *4 lb. papers—0, 5c box; 10, 5c; 
11, 5c; 12, 5e; 14, 5c. Blued in bulk—200, 80c lb.; 210, 
80s; 211, 80c; 212, 80c 


Each 

. 1.85 

27. 1.75 

100. 2.50 

100 A. 8.25 

100 B, 100 G. 8.00 

100 C R. 3.85 


TAPS—Machine Hand— 

1-16 to 15-64.80% 

*4 to 1.80^ 

1 1-16 to 2.20< 

Loft Hnd Dbl list plus 20 1 
Machine Screw— 

1*4 to 12.86% 

14 to 24.86% 

Machine Nut— 

8-16 to 1.80% 


Disc. 

. 20 % 


1 1-16 to 2... 

Stove Bolt— 

8-16 . 

*4 to *4. 

Pipe— 

*4 to 2. 

2*4 to 8.80 

8*4 to 4.20' 


5*5 
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HARDWARE WORLD 

RET ATT* SELLINQ F&TffRfl fifttlttninfl. 


TAPES— 

Starrett Lufkin 

No. 610. 25-ft. 160 $8.85 

No. 510. 60-fl 968 4.85 

No. 610, 75-ft. 165 6.16 

No. 510, 100-ft. 966 7.75 

No. 505, 25-ft. 940 8.95 

655 4.75 

656 6.00 

100 4.00 

108 6.00 

TEES—8toro Pipo—Cylinder— 
Asbestos 8 tail— 

8*4, each.0 .00 

6x6, oooh. 1.96 

6x8, oooh. 1.66 

8x6. oooh. 1.75 

TENTS— 


No. 505, 
No. 506, 
No. 60S, 
Starrett 


Adjustable 6 

4 to 8. 

6 to 19. 

Adjuotoblo 7 
6 to 19. 


Slse 

7x7. 

8-os. 

.$JO 40 

10-os. 
$12 16 

7x9 . 

." 12.86 

14.85 
16.65 

19.55 
96.96 
89.45 
84.6A 

42.55 

47.85 

51.75 

58.75 
71.25 

7.55 

9.55 
11.60 

9x9 . 

.... 14.25 

9%xl2 ;. 

. 16.76 

19x14 . 

. 22.60 

12x18 . 

. 27 76 

14x16 . 

.29.50 

14x20 . 

.86.66 

16x18... 

.40.26 

16x20 . 

.44 86 

16x24 .. 

. 60 60 

16x80 . 

_ T . . 61 10 

A or Wedge— 

5x7../.. 

6.60 

7x7. 

. 8.20 

7x9. 

. 9.60 

Flys—% ©rice of tout. 

Pins, 8e each. 


THIMBLES—Aobootoo—Eoch, 6x4, 90c; 6x6, 
81.65; 8x6, $1.75. AdJ. Stove J*lpe—i to 8, 5< 
75c. 

THIMBLE8—Flue—6-in., 10c; 7 In., lOo. 
THICKNESS GUAGES—40% above list price. 
TIN—Common Roofing—40c per shoot. 
TINWARE— 

Boilers, Ooffoo 

No. Eoch 

Boilers, Coffee 

017 $1.65 

018 . 1.85 

010 .9.00 

027 . 1.90 

028 . 2.10 

020 . 2.40 


351 %. 1.10 


852 

858 

854 

856 

8 

0 


Boilers, Wosh 


1.25 

1.50 
1.80 

2.26 

7.50 

8.00 


028 A. 8.75 

28 A .4.00 

20 A . 4.25 

0128 B.4.00 

128 B . 4.86 

120 B. 4.50 

0228 B. 4.40 

220 B.4.60 

Bowls, Wash 

06% . 

07 


02 -. 

08 . 

... .50 

04 . 

T 80 

12 . 

... 2 76 

14 . 

... 8 25 

500 . 

... 4 00 

602 . 

.. . 4.50 

508 . 


506 . 


510 . 

T . , 7 t 60 

Kettles, Tea 


01%. 

. .. .40 

02 . 

... .45 

027 . 

... .60 

028 . 

... .75 

029 . 

... .90 

047 . 

... 2.00 

048 . 

... 2.50 

049 . 

... 2.75 

067 . 

... 2.00 

068 . 

... 2.60 

069 . 

... 8.25 


Kettles. Lipped Preserving 


08 

6% 

7 

8 

11 
11 % 
12 .. 
18 .. 
14 .. 


Buckets, Covered 


1 

2 

8 

04 

80 

40 

600 

650 

674 

675 


Buckets, Dinner 


Cans, Milk 

1 . 

2 . 

8 . 

4 . 

81 . 


.25 

.80 

.85 

.40 

.46 

.50 

.25 

.80 

.85 

.40 

.46 

.90 

1.05 

1.40 

1.60 

.00 

1.05 

1.85 

2.10 

9.00 

2.90 

. .40 

. .50 

. .65 

. JO 

. .40 


160 .... 


.. .85 

180 .... 


.. .40 

200 .... 


.. .50 

920 .... 


.. .60 

940 .... 


.. .70 

260 .... 


.. .85 

280 .... 


.95 

800 .... 


.. 1.00 

820 .... 


.. 1.25 

Ladles 

010 .... 


.. .25 

012 .... 


;. .80 

11 .... 


.. .80 

29 .... 


.. .25 


Makers, Universal Bread 
and Cake 

1 . 

4 . 

8 . 

44 . 

Moasures 

1 . 

2 . 

80 . 

88 . 

84 . 

85 . 

86 . 

122 . 

12? . 

124 . 

196 . 

126 . 




Moulds. All Kinds 


201 

. 948 

4.00 

1 

Melon. 

. 1.85 

201% 

, 946 

6.96 

2 

Melon. 

. 1.50 

202 

, 246 

6.76 

2 

Pudding. 

. 1.40 

208 

Lufkin 

02 


. 1.05 

204 

560 

8.00 

8 

Melon. 

. 1.65 

206 

558 

8.76 

8 

Pudding. 

. 1.60 

206 

105 

6.26 

08 


. 1.15 

208 

1260 

8.60 

4 

Melon. 

. 1.90 

2100 

1268 

4.50 

08 


. .15 

2120 

1266 

6.75 

10 


. .80 

800 



15 


. .40 

800% 

Inch— 


25 


. .45 

801 


.66 

.76 

inch— 

.86 

Poles A 
Stakes 
Per Set 
$9.8b 
2.86 
9.85 
8.26 

8.90 
5.20 

5.20 

6.20 

6.90 
6.50 
7.80 
8.46 

1.95 
2.25 
2.60 


81.25; 6x8. 
Oe; 6 to 12, 


61 . 

061 . 

•i* 

062 . 

68 . 

068 . 

80 . 

Pails, Dairy 

10 . 

12 . 

14 . 

40 . 

50 . 

60 . 

80 .. 

100 . 

104 . 

105 . 

120 . 

124 . 

125 . 

140 . 

144 . 

145 . 

200 . 

220 . 

240 . 

410 . 

412 . 

414 . 

512 . 

514 . 


Pans, Dish 
8—IX Tin 

10 . 

14 . 

17 . 

21 


10—IXX Tin. 1. 

14 . 1. 

17 . 1. 

21 . 1 . 

17—IXXX Tin. 1. 

21 . 2 . 

80 . 8. 

Pans, Milk 

200 10, Plain.10 

200% 10, Plain.10 


.45 

.45 

.50 

.60 

.55 

.50 

.65 

.60 

.25 

.75 

.85 

.05 

.85 

.85 

.40 

.45 

.50 

.25 

.40 

.55 

.85 

.50 

.65 

.60 

.75 

.45 

.10 

.25 

.85 

.50 

.65 

.15 

.25 

.90 

00 

10 

25 

50 

25 

50 

65 

85 

90 

25 

00 


801% 

802 

808 

804 

806 

806 

808 

8100 

8120 

504 

505 

506 
508 
510 
612 


IC, Plain.15 

10, Plain.15 

la Plain.15 

ia Plain.20 

10 Plain.20 

IC, Plain.25 

IC, Plain.25 

IC, Plain.80 

10, Plain.85 

10, Plain.45 

IC, Ret..15 

IC, Ret.20 

10, Ret.20 

IC, Ret..25 

IC, Ret.80 

10, Ret.85 

IC, Ret..40 

IC, Ret.45 

IC, Ret.50 

10, Ret.56 

IC, Ret.65 

IC, Ret.80 

IX, Ret.45 

IX. Ret..50 

IX, Ret.55 

IX Ret.66 

IX, Ret.70 

IX, Ret.85 


6 

8 

9 

12 


Pans, Muffin 


1 

1% 
2 .. 
8 .. 

4 . 

6 . 


Pots, Coffee 


0 

000 

2 

8 

4 

12 

14 

20 

80 

40 

164 

165 


Sooops 


0 
1 

4 ... 

5 ... 
10 .. . 
50 ... 

Fairy 


Sifters, Flour 


. .80 
. .85 

. .45 

. .60 

.40 

.45 

.50 

.60 

.70 

1.00 

.20 

.80 

.50 

.60 

.70 

.25 

.80 

.75 

.85 

1.05 

2.50 

8.00 

.45 

.45 

.60 

.45 

.80 

.80 

.25 


8.75 

8.75 

4.50 

8.25 


.90 

.80 

.16 

.80 

.40 

.50 

.70 

.15 

.20 

.80 

.40 

.50 


TONGS—Vulcan Chain—81, 88.50; 82, $6.00; 88, $7.00; 
88%. $0.00; 84, $11.00. 

TORCHES—Alcohol, No. 28, $2.00 each. 

Gasoline. No. 14, $4.00 each; 87, $6.75 each; 88. $7.95 each: 
81, $7.75 each; 82, $8.00 each; 48, $9.25 each: 61, $7.26 
oach; 62, 810.50 each: 112, $6.50 each; 114. $6.00 end. 
Kerosene, No. 05, $7.25 each; 06, $8.00 each. 

TRAPS—Fly—Paragon, 85o each; Balloon, 25c; Edgewood 

(1) , $2 00; Edgewood (2), $2.00; Avis (1), $9.10; Avis 

(2) . $2 00; Avis (8), $1.00; Perfect, $1.46. 

Game—0 Newhouse. 40c each; 1 Newhouse, 50c; 1% New* 
house, 70c: 2 Newhouse, 90c: 8 Newhouse, $1.85; 4 New¬ 
house. $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 80c; 
1% Oneida Jump, 40c; 2 Oneida Jump, 55o; 0 victor, 
20c; 1 Victor 25c; 1% Victor, 85c; 2 Victor, 45e; 8 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western, 26c each; NoxalL 25c; Maecabee, 85e; 
Easy Set, 25c; Newhouse. 95c; Ohltfornia Pocket, 25c. 
Mole—Reddleki $1.00 each: Out-O-Sight, $1.96. 

Mouse—8ure Catch, 5 each; Security, 10c; Choker*Wood, 
16c; Cboker-Tim, 15c; Delusion, 26c; Holdem, 60s; 
Cage. 25c. 

Rat—Sure Catch, 10c each; Security, 26c; Holdem, email, 
76c; Holden, large, $1.00. 

TROUGH— 

Eaveo— 6 

4 in.$ .18% 6 

5 In.16 

6 In.18 4 

Mi tree— 6 

4 in.$ .46 6 

5 Inch.60 

6 in.60 4 

Hangers—Wire— 5 

4 inch, per des.$ .80 6 


inch, per dos.85 

Inch, per dos.40 

End Caps— 

In.$ .16 

in.90 

in. M 

End Pc, Comp.— 

in.$ .26 

in.80 

in.86 
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TROWELS (BRICK) —Farmers, No. 556 (Handy), S5e each. 
Standard, No. 55, 8 to 18 (177), $1.00 oaeh. 

Diaston, No. 10, 10)4, $1.65 oaeh; 11, $1.76 oaeh; 11%, 
$1.80 oaeh; 12. $1.00 oaeh; 18, $8.00 oaeh; 14, $8.15 oaeh. 
Marshalltown, No. 10 W, 10%, $1.60 oaeh; 11, $1.60 oaeh; 
11%, $1.50 oaeh; 17 L, 11, $1.75 oaeh; 11%, $1.75 oaeh. 
TURNS—Cupboard—Braaa PUtod—Small, »0o; largo, S5e. 
TWINE—Sacking— % lb. hank, SOe. 

TWINE—Cotton—Wrapping, $1.00 lb.; Bndding, $1.00 lb.; 
Flax—No. 18 B B, 50c lb.; 24 B B, 60c: 18 B 0, 60; 
24 B C, 60c; 86 B O, 60c; 80 Seeking, 56c; 40 Sacking, 
65c; 88 Sacking, 75e; 44 Sacking, 75e. 

Hemp— No. 4% 40e lb.; 6, 40e; 07, 40e; 1018Be, 60c; 
1024 Be, 60c; 1086 Be, 60e. 

UNIVERSAL PLATES—Mild Stool Bara. 

%-inch and tblekor and widor than 6-inch... 8.85 owt. 

VALLEY—Tin—4-in., 6e ft.; 10-In., lOe; 14-in., 14e; SO* 
in., SOo. Tin Valley—Painted 8 aidee—14-In., 16e. 

VALVES— 


Standa r d Globe and 
Anglo Va l roo 

% .$ .75 

% .80 

%.85 

% . 1.10 

% . 1.46 

1 .8.00 

1% .8.75 

1% .8.85 

2 6.76 


Gate ValToi 


i* 


.$1.60 

. 1.60 

. 1.65 

. 1.80 

.2.86 

. 8.10 

.4.00 

.6.50 

.7.75 


VISES—Solid Box- 

86 lb.$18.50 

40 lb.18.15 

46 lb.18.76 

50 lb.14.40 

56 lb.15.00 

60 lb.18.26 

WAGON 8—Exproaa. 


66 lb.17.50 

70 lb.18.76 

76 lb.20.00 

80 lb.81.80 

86 lb.28.16 


80 lb.86.00 

86 lb.86.85 

100 lb.87.50 

185 lb.86.66 

150 lb.48.60 


Steel- 

No. 04 .. 

No. 08 . 

No. 08 . 

No 0 

.$1.50 
. 1.66 
. 1.85 

8 85 

No. 80 . 

No. 40 . 

Wagners— 

No. 18 . 

.... 7.00 
.... 7.50 

.... 6.50 

No. 1 . 

No S 

. 9.76 

9 00 

No. 80 . 

No. 24 . 

.... 7.50 
.... 8.50 

No. 8 . 

. 8.50 

Mars—Welle— 


Coaster—Star. 


No. 10 . 

_6.75 

Ne. 10 . 

.$6.75 

No. 11 . 

.... 6.50 

No. 20 . 

. 6.50 

No. 18 . 

.... 7.00 


Junior . 8.25 

Midget . 8.25 

Radiolite . 2.75 


WASHERS—Oaat Iron—SUo % to %, 12%e lb.; % to 8, 
12%o lb.; Angles, all sizes. 15e lb. 

Malleable—Standard, 18e lb.; Nail Hole, 18o lb.; Anglo, 
80c lb. 

Wrought Stool—Sise 8-16, 80c lb.; %, 85e lb.: 5-16, 25c 
lb.; %. 80c lb.; 7-16, 20e lb.; %, L6e lb.; 8-16, 15o lb.; 
%, 15c 1b.; %. 16e lb.; %, I5e lb.; 1, 15c lb. 

WA8TE—Cotton—No. 8 X White. 80c lb.; 1 White, 88o lb.; 
2 White, 26c lb.; 01 Colored, 24e lb.; 02 Colored, 81o lb.; 
10 Wool, 26e lb. 

WATCHES— 

Yankee .$1.65 

Triumph . 2.00 

Eclipse . 2.50 

WAX—Floor, 80.-., 

WEANERS—Calf-Shows No. 1, SOe; No. 8, 65c. Hoosier 
N 11, 76e; No. 18, 86e. Kan tank—Calf, 40e; Cow, 60s. 

WEDGES—Truekeo-Alkl, lb., 15c: Oregon-Atha, 26o; Cedar* 
Atha. 86c: Oadar-Alki, 15e; Falling, 27e; Saw, 18a. 

WEIGHTS—Sash—8 lbs. and otot, 4e lb. Eroners or Bal- 
aneoo—%, 7e lb. 

WHEELBARROWS — Brick — No. 10 B, $10.75 oaeh; 20, 
$10.75. 

Garden—No. 8 V, $8.50 each; 8 V, $11.85; 81, $6.25. 
Railroad—No. 15, $5.50 each; 17, $6.50; 18, $6.75. 

8teel Tray, Wood Frame—No. 8 A, $12.00 each; 88, $8.50; 
27, $12.50; K 28, $16.50. 


Steel Tray and Frame—No. AX, $11.85 each; 4, $18.00; 5, 
$14.85; 10, $19.50. 

WINDOW GLASS—SB Grade- 
Single Strength— 

1st 3 Brackets.80% 

Balance of Brackets.80% Double Strength.80% 

Extras for putting in glass— 

1st 3 Brackets, light 50c 3d 3 Brackets, light $1.00 
2d 3 Brackets, light 75c 

Larger Lights .75c per hour, per msn 


WIRE—Plain Fence— 


Blaek—Noe. 6 to 16. 6 to S4-lb., lota.$ .08 

Galranised—Noa 6 to 16, 6 to 84-lb., lota.10 

Black, 1 to 5-Ib.$ .10 Galr.. 1 to 5-lb.IS 

Barbed Fence— 

Glidden Ptd, $6.80; Glldden Galr., $7.00; Baker Ptd, $6.55: 
Baker Galr.. $7.25; Waukeganito Gale., $8.00; An. Spel 
Galr., 80 ra spla, ea„ $4.45; Glidden 80 rd apis, §5.90; 
Baling Wire—14 Ga., Full Cbila, $6.66 100 lbs.; 15 Ga.. 

S 5.65; 16 Ga., $6.75. 

roken Coils—1 to 84-lb. add 8c lb.; 25 to 50-lb. add So 
lb.; 50 to 100-lb. add 1 e lb. 

Bale Ties— 9V4 ft.. 15 Ga., per bundle of 260, $8.26 
WIRE, FENCE—Barbed—2-pt. Glidden (galranised), open; 
8-pt. Waukegan (galranised), open; 4-pt. Lyman (gal¬ 
ranised), open: American Special (galranised), open. 
Smooth-Twisted—Two Strand, open. 

WIRE CLOTH—Hardware Galranised—Mesh and Kind, 1-ineh 
mesh, 16c square foot; %-inch mesh, 18c: **i*lnch mesh, 18e; 
2-mesh, 9c; 8-mesh, 9c; 4-mesh, 9c; 6-mean, 10c; 8-mesh, 10c. 
Screen—18 M, Black, 3%c square foot; 16 M, Black, 6e; 
14 M, Bronze, 15c: 14 M, Galranised, 4%e; 10 M, 5e; 14 
M, Opal, 5 c; 16 M, Opal, 6c. 


WOODENWARE— 

Boards, Pastry 

No. Each No. 

16x22 inches.$ .80 15 inehea 

18x24 inches.90 17 inches 

20x27 inches. 1.05 19 inches 


$ .66 

1.75 

8.00 


Bowls, Chopping 

11 inches. 

18 inches. 


Pina, Rolling 

80 (1). 

.80 80 (8). 

.85 10. 


.40 

.45 

.26 


WOOL, STEEL—8-os. Package (all numbers), 15e each; 1-lb. 

package—0, $1.00 each; 1, 75c; 8, 70c; 8, 60c. 

WOOL—Steel—1-lb. rolls—0, 85o; 1. 75c. Wheels—Grinding 
Discount 40%. 

WRINGERS (CLOTHES)—American—No. 10, $4.25 each: 10 
M. $8.85; 100, $5.75: 110. $4.75; 117 E, $6.25; 180 S, 
$6.00; 180, $6.00; 180 E. $6.50: B 180 E, $10.50; 190 E, 
$6.50; 800, $6.00; 801. $6.25; 808, $7.00; 860 K $7.86; 

861 E, $8.00; 870 E, $6.75; 890 E, $6.76; 570 £ $7.50; 

571 E, $8.00; 690 E. $7.50; 591 E, $8.00. 

- * - .10. *a.io . 


Mop — Eag 


each; 14, $8.76; 88, $8.60. 


_ -Cagle, No _ . _ _ . _ 

White, No. 2, $8.85 each; 8, $8.00; 1, $8.50; 0, $4.25; 8, 
Steel, $4.00. 

WROUGHT BRASS BUTTS—Narrow, Middle A Broad Add 
85% to Liat. 

WRENCHES—Agricultural— No. 6, 76c each; 8, 90c; 10, 
$1.05; 12, $1.85; 15, $1.75. 

Alligator—No. 0, 20c each; 1, 25c; 2, 60c; 8, $1.45; 18, 
80c; 18, 60c. 

Bemis h Call—No. 12, $2.50 each; 15, $8.75; 18, $6.75. 
Coes—Key (88), $21.00 each; Key (36), $40.00: Knife (6), 
$1.85; Knife (8), $1.60; Knife (10), $2.00; Knife (18), 

$2.75; Knife (15). $8.50; Knife (18). $4.50; Knife (21), 

$5.50; Steel (4), $1.15; Steel (6), $1.85; Steel (8), $1.60; 
Steel (10), $2.00; Steel (12), *2.75; Steel (15), $8.60; 

Steel (18). $4.50; Steel (21), $5.50. 

Crescent—No. 188 (4). $1.85 each; 188 (6). 95c; 188 (8), 
$1.00; 188 (10). $1.25; 188 (12), $1.50; 188 (15), $1.85; 
68 (8 Dbl. End.), $1.85; 618 (10 Dbl. End.), $2.25. 

Parts add 80%. 

Hawkeys—No. 200, 60c each. ' 

WRENCHES— 

P. S. A W. Stronghold 

Each Each 

25 6 $1.25 25 15 $8.85 

25 8 1.50 25 18 4.85 

25 10 . 1.90 25 21 5.25 

25 18.2.65 

ZINC—Full Sheets. 40e lb.: less than Sheeta, 60c lb. 


Retail Selling Prices are Revised up to Time of Going to Press 
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Mound Tool Co.119 
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Thompson Mfg. Co.42 

Thermoid Rubber Co.101 

Trimont Mfg. Co.133 

Triner Scale Mfg. Co.33 

Tritch Hardware Co.70 

Tungsten Mfg. Company.105 

Turner Brass Works.131 
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Henry Disston & Sons. 24 
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Mfg. Co.. 39 

Ontario Knife Co. 56 


Eclipse Mfg. Co.115 

Elastic Tip Co. 66 


Pacific Pump & 8upply Co. 46 

Pacific Sanitary Mfg. Co.135 


Wagner Mfg. Co. 35 

Weed Chain Tire Grip Co.118 

Joe Welsh . 54 

Wheeling Corrugating Co. 19 

Whitman A Barnes. 29 

Whitaker-Glessner Co. 19 

J. H. Williams Co. 37 

Hamp Williams Hardware Co.... 52 

T. E. Wilson & Company. 67 

Wonder Sales Company.102-103 

Woodard, Clarke A Co.113 

Wrought Washer Mfg. Co.37 
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THE BUFFUM TOOL CO. 


LOUISIANA, MO. 


High Grade Tools for High Grade Workmen” 

“Swastika” Trade Mark Registered U. S. Patent Office 


The Quality of 
Buffnmlools 

Stands out in every line and 
stands out more during 
every month of hard service 

Proper Design 

Good Material Best Finish 

Right Price 

WHAT MORE? 

Every Tool Fully 


Guaranteed 


Appreciated by the workman (or per¬ 
formance—by die man who pays (or the 
length of good service they give —by 
the dealer (or the sure sales opportunity 
they offer. 

No One Ever Gained a Reputation Sel¬ 
ling Poor Tools 



WE CAN’T 


YOU CAN’T 




C. W. GAUSE COMPANY 

WESTERN SALES AGENTS 
Room No. 605 Williams Building 

693 Mission Street - San Francisco, California 
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Corbin Cabinet Lock Company 

THE AMERICAN HARDWARE CORPORATION SUCCESSOR 


New Britain, Conn., U. S. A. 

NEW YORK CHICAGO PHILADELPHIA 


Digitized by CjOOQie 





































GandHEATING 



Stanley No. 241 

The extraordinary excellence of this butt and its great popularity mean large sales and 
handsome profits for you. It should be in every dealer’s stock 


Today Send for Latest Catalog on Stanley Hardware 

THE STANLEY WORKS - - NEW BRITAIN. CONN., U. S. A. 

NEW YORK. 100 LAFAYETTE STREET CHICAGO. 73 EAST LAKE STREET 

K 

Manufacturers of VVroufht Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley Ball Bearing Butts. 

" t Handles. Peerless Storm Sash Hangers and Fasteners; Screen Window and Blind Trimmings; Ts 


Pulls. Brackets. Chest Handles. Peerless Storm Sash Hangers and Fasteners; Screen Window and Blind Trimmings; 

Strapping, and Cold Rolled Strip Steel. Stanley Garage Hardware is adaptable for factory and mill use 
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Qlothier to Houses 

D URING spring, summer, autumn, and winter, houses 
must be fitly clothed to hold off “bodily” ills. That is why 
the trend of building efforts is being directed more and more 
to a thorough knowledge of sheathing papers and the claims 
that are made for them. Of equal importance to the builder 
is economy—an honest relation of price paid to service given. 


BE^MICO the Standard Sheath¬ 
ing Paper, as it has been called 
—lives up to . this standard of 
economy. It is moderately 
priced. Yet, quite unlike inferior 
grades, BEfRMICO consists of 
the purest, toughest, and longest 
of pulp-screened fibres. 

Tour jobber (or Ire) 'bill gladly 


Wherever BE%MICO has been 
chosen to shield a building and 
its inmates from the weather and 
to deaden wall and floor sounds, 
we are confident that BE%MICO 
has been selected on merit alone. 
.As for BEBMICO sales—we 
know why they please our deal¬ 
ers. Do you ? 

send you complete information 


BEOWW COMM !X 


Founded 1852 


NEtr ro%K OFFICE 

fFoolivorth Building 


PORTLAND. MAINE 




CH1CAQ0 OFFICE 
no So. Dearborn St. 


Do you use NIBT^O C KT^A F T wrapping paper ? 
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VICTORIOUS PEACE 

FOLLOWED BY 

A BIG CHRISTMAS BUSINESS 



The war over—everyone happy—general prosperity prevailing. These condi¬ 
tions will produce a heavy demand for Christmas presents of substantial value— 
let trinkets be forgotten. 

Thousands of electric washers will be sold in the next few weeka to gladden 
the hearts of American wives and mothers who have kept the home fires burning. 
You should be prepared to get your share of this desirable business. 

Dexter washers are acknowledged leaders—are attractive in appearance— 
substantial in design—quick and efficient in performance. They are in stock at 
distributing centers in all parts of the country for prompt shipment. 

A card addressed to the home office will secure a catalog and details of an 
attractive agency proposition. Special Christmas display cards, holly tags and 
other seasonable advertising matter are free to Dexter dealers. 

THE DEXTER CO., Fairfield, Ohio 

Warehouses aft Albany, Toledo and Peoria 
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McKinney No. 1920 


His property is safe 


I T is a source of real satisfaction to the farmer as 
he trudgeB wearily homeward at nightfall to 
know that his livestock, crops and farm imple¬ 
ments are adequately protected against thieves and 
prowlers. 

There was a time, and that not so long ago, when 
the average farmer, for want of something better, 
was obliged to rely on his home-made wooden peg 
latch. The first door latch of steel, crude as it was 
marked a step in advance, but still left much to be 
desired. Minor improvements in latch making con¬ 
tinued to appear from time to time, but it was 
not until the introduction of the McKinney Door 


Latch a couple of years ago that the farmer waa 
provided with a sure means of safeguarding his 
outbuildings. 

Hardware dealers and jobbers everywhere were 
quick to recognize the real value of this contribution 
to farm building hardware, with the result that 
today this latch has come to be regarded as the 
leader in its field. 

We have prepared an interesting little folder 
explaining the many features of this strong, fool¬ 
proof latch, which will be sent upon request. Ask 
for folder “L4.” 


McKinney manufacturing company 

PITTSBURGH, PBNNA. 

Far fifty years makers af wrought steel builders' hardware 
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The Quick Way to Sell Razors 


Out of four men buying razors only one on an average steps up to you 
and declares he needs one. 


The majority are caught by the display at your cutlery counter. That’s 
why cutlery counters in hardware stores are located near the door. 


The GENCO Display Cabinet, sent free with your first order, will 
catch the attention of many more men. 


With this handsome, active helper, your salesman needs only to reach 
under its glass top and say, “Let me show you that razor. It’s made in 
America, and it has a blade the maker guarantees . 99 


Bing! Goes the cash register. 

And GENCO Razors make satisfied customers who come back for 
other goods. 

“GENCO Razors must make good or we will . 99 


GENEVA CUTLERY CORPORATION 

157 Gates Avenue, Geneva, New York 


Largest Exclusive Manufac¬ 
turers of High Grade 
Razors in the 
World. 
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Where 

The Hammers 
of Freedom Fashion Ships 




•. 'fie#' /.vi 


There you ’ll find NICHOLSON FILES doing essential 
work. Ponderous machinery works smoothly—it was 
fitted accurately with NICHOLSON FILES. On the 
ship, the small hut unavoidable imperfections of fit 
and finish are rapidly adjusted by 

Nicholson Files 

the file that Cl TS the FASTEST and the smoothest. 
Great ship builders use NICHOLSON FILES because 
their expert machinists demand them. A distinctive 
type for every use. 

NICHOLSON FILE COMPANY ^ Providence, R. I., U. S. A. 
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Atkins for Chn 


V,**YS d 


Conservation can be practised by following the wise pi 
therefore, let your slogan be - 


BUY HIM AN ATKINS SAW FOR CHRISTMAS 

■ — .. E. C. ATKINS & COMPANY, Inc. 


Home Office end Factory INDIANAPOLIS, INDIANA 
Fetter HAMILTON ONTARIO MecMm Ke.fr Fecmry LANCASTFR. N Y 

‘Branches carrying complete stocks in all large distributing centers as follows 

PORTLAND. ORB SEATTLE SYDNEY N. S W 

SAN FRANCISCO VANCOUVER. 8 C PARIS. FRANCE 


MEMPHIS 

MINNEAPOLIS 
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NIGHT 


hi back plate is attacked to the 


is fastened to the d 


cylinder 


ORBIN 


LATCH 


The cylinder is slipped into the 


A hole'is bored in the door 


Can be applied in a few minutes by any man who can bore a hole and drive 
a few screws. Fits doors of any ordinary thickness, right or left hand, 
swinging in or out, and has all the security of the best door locks of any kind. 
Different sizes, finishes and functions to suit all requirements. Sold by 
the best hardware dealers. 

P. & F. Corbin 

The American Hardware Corporation Successor 

NEW BRITAIN, CONNECTICUT 

New York 


Chicago 


Philadelphia 


The Handy Man’s Lock 
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Colt’s 

Firearms 






have been supplied to the 
1848 United States Govern- 1898 

inent for many years. Troops were equipped with Colt made arms 
in the Mexican War, 1848, during the great struggle from 1861 to 
1865, and in the war with Spain, 1898. Through all the years of 
this Company’s existence we have been developing arms which 
have been adopted by the United States Government and which 
have made many thousands of friends for the Colt Company. 

This great experience now seems to have been but preparation to enable us 
to serve the United States Government during the present world war. The Colt 
Company manufactures the Colt, Browning and Vickers Machine Guns in addi¬ 
tion to the Colt Automatic Pistol and Colt Revolver, Caliber .45. To the maxi¬ 
mum extent of our capacity we are making these essentially military weapons 
for the Government, and at their request are daily enlarging our facilities. In 
doing this, which is our duty to the Government, we are each day having to 
disappoint many friends who wish to procure some particular model of Colt 
revolver or automatic pistol for their own use. We are sure, however, that 
all those who have the best interests of the country at heart prefer that at this 
time our whole effort be expended in making our part of the equipment for the 
boys who are going to use it i ‘over there.” 

1861 1918 


Jhs'lfrtl 



Colt’s 

Patent Fire Arms 
Mfg. Co. 

HARTFORD, CONN. 

U. S. A. 
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Help Arm the 
Home Army 


A S GREAT as the need for arms “over there” 
is the need for garden tools at home. What the 
Government is doing for the soldiers you must 
do for the gardeners. Help them to make their 
gardens feed more mouths. You serve your nation, 
vour customers and yourself by selling 


HARDWARE WORLD 


They exactly fit the re¬ 
quirements of the great 
host of inexperienced gar¬ 
deners. They need no other 
tool from planting to har¬ 
vest. They rake, cultivate 
and weed—are adjustable 
to wide and narrow rows 
and will work two rows at 
the same time. Light, 
strong, durable — easy to 
operate. 

While ordering your steel 
goods, include Pull-Easy 
Tools. Order from your 
jobber. 


Adjustable Garden Tools 
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Quality First 



IU|Mtand 

Trademark 


T HE world-wide business and high reputation of the Atlas Tack 
Company is due, first of all, to quality: “The greatest quantity 
of quality at the price.” 

The occasional buyer of a small package of carpet tacks will not 
return them or make a row with the dealer when he finds a large 
percentage of imperfect tacks, slivers and dirt in the package. It is 
not worth his while; but it helps to form his opinion of the dealer’s 
intelligence or honesty, and there may be another store in town 
worth trying for both on more important purchases. 

When upholsterers, trimmers, shoe and other kinds of tacks and 
nails which are in constant use by the purchaser are sold, do not for¬ 
get that it means the saving of time, money and annoyance to him if 
the count, weight and make are all that they should be; and if they 
are not, that he will take the earliest opportunity to buy where he 
can get these qualities when he knows they are obtainable. 

Every product of ours is guaranteed to be of the Highest quality, 
and is subject to return at our expense if otherwise. 

Twenty thousand styles, sizes and finishes at prices comparable 
with those of any manufacturer whose work approaches ours in 
quality. 

Some jobbers may not like to sell ours, for reasons which do not 
benefit the retailer, but they will if you insist. The majority of 
them do. 


Atlas Tack Company 

Fairhaven, Massachusetts 
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Cannon Ball Combination 

( Folding - Sliding ) 

Garaqe Door Sets 

The makers of the best known barn door hangers in America—the Cannon Ball— 
have added to this line a new garage door hanging which is unquestionably the most 
practical set for this purpose yet evolved. 

Briefly the Cannon Ball Combination (Folding-Sliding) Oarage Door Set fits any 
door opening up to 8% ft. and takes care of any thickness of door—makes them abso¬ 
lutely weather tight and secure against sagging. The doors fold inside requiring 
minimum space and are automatically held open by the heavy spring attached to the 
supporting track bracket. It is easy to install—neat in appearance—easy working and 
strong and substantial in use. 

Comes packed in complete sets including Hangers, Track, Hinges, Floor and Ceiling 
Stops, Door Latch, Bolts, Screws, etc. 

And the selling-helps put back of this new Cannon Ball item absolutely insure its 
rapid sale. 

Send for Details of the New Cannon Ball Garage Set 

HUNT, HELM, FERRIS & CO. 

EA Hd!i«riS l Baa^!f. Alban?, n.w YoHi Main Office and Factory, 54 Hunt Street, Harvard, IIL 

Pacific Coast Distributors 

Pacific Hardware & Steel Co., San Francisco, Cal. 8cbwabacher Hardware Co., Seattle, Washington 
Dunham, Carrigan & Hayden Co., San Francisco Morse Hardware Co., Bellingham, Washington 

Honeyman Hardware Co., Portland, Oregon Holley-Mason Hdwe. Co., Spokane, Washington 

Failing-McCalman Co., Portland, Oregon Jensen-King-Byrd Co., Spokane, Washington 

Seattle Hardware Co., Seattle, Washington 
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Builders "'Finishing 

Jwfl\ ; ; ■ 

Hardware 

RUSSELL & ERWIN MFG. COMPANY 

» The American Hardware Corporation Successor 

NEW BRITAIN, CONN. 

NEW YORK SAN FRANCISCO CHICAGO LON»Of4, ENG. 
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Hanover Design. 
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High Speed Hand Drill 

No. 486 

An Absolutely Different Tool 

Aluminum Casing, Ball Bearings 
High Speed (7 to 1), Easily Operated 
Capable of Speedy, Efficient Work 

Good ell - Pratt Company 


Greenfield, Mas*., U. S. A. 
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You Sell Real Home Protection 
with Sargent Cylinder Day 
and Night Latches 

Sargent Cylinder Day and Night Latches for safety, 
security and strength have no equal. They have many 
special features, chief of which is the PUSH-BUTTON 
STOP, found only in Sargent Day and Night Latches. 
They are simple, convenient and safe, and there is no 
possibility of getting out of order by the forcible closing 
of the door. 


OTHER SPECIAL FEATURES 


The Latch Bolt, which is 
made with long projection to 
provide for any shrinkage that 
may occur in the door or door 
frame, thus assuring security 
under all conditions. 

Jimmy Proof: The latch bolt 
is fully protected and when 
the door is closed cannot be 
forced back from the outside. 

Self-Locking: These latches 
are locked automatically by 
the closing of the door and 
cannot then be opened from 
the outside except by the 
proper key. 

Doable Locked: Can be 

locked or deadlocked from the 
inside. 


For All Doors: Suitable for 
either right or left hand doors 
and for doors of all thick¬ 
nesses from % to 2 % inches. 

Three Gold Plated Keys are 
packed with each latch and 
no two latches are furnished 
with the same keys unless spe¬ 
cially made to order. 

Design and Finish: Attract¬ 
ively designed and handsomely 
proportioned, they may be 
obtained in several finishes, 
which are thoroughly durable 
as well as pleasing. 

Sargent Cylinder Day and 
Night Latches are easily ap¬ 
plied and adjusted by follow¬ 
ing the simple directions 
packed in each box. 


SARGENT & COMPANY 

Hardware Manufacturers 

NEW HAVEN CONN. 




STOCK THE 
SARGENT LINE 
OF LATCHES and 
give your custom¬ 
ers complete satis¬ 
faction in safety, 
convenience, dura¬ 
bility and appear¬ 
ance. 


NEW YORK BOSTON CHICAGO 
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CUTLERY 

ikTOOLsj 


FULLY 

GUARANTEED 


- We manu 
and Cutlery for 
are anxious to sell T 
Dealers who believe 
a legitimate prof* 

HANDLE A L/NE THAT SHOWS 

A SATISFACTORY - - 

5IMMPN5 HARDWARE CDMPANY 

ST. LOUIS. U.S.A. 
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Columbian Window Displays Pay 

T HE majority of people have very little interest in rope and 
few know of what it is made, how it is made or what an 
interesting study it is from the raw material to the finished 
product. 

Let us help you create an interest in rope in your town. This 
will lead many of your customers and prospects to remember that 
their rope equipment needs renewing and that your store sells the 
rope they want. 

Write today for Columbian Window Display material, which 
includes hanks of fibre, display cards, combed out samples of 
rope, hangers, booklets, etc., which, when installed with a few 
coils of Columbian Rope in your display window, will easily 
awaken interest in this item. 

Tell your window decorator that we also pay $5.00 for all 
photographs of Columbian Window Displays and furnish booklet 
showing many attractive ways in which material can be used. 

COLUMBIAN ROPE COMPANY 

AUBURN {The Cordage Cits) NEW YORK 

Branches : NEW YORK BOSTON CHICAGO 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. _ 

American Steel & Wire Company 

United States Steel Products Company 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition. 
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LOOKS BETTER 


LASTS LONGER 


SELLS MORE READILY 


A CARD TO US WILL BRING A SAMPLE TO YOU 

We Also Manufacture 
Bronze, Copper, Painted and Galvanized 

AMERICAN WIRE FABRICS CO. 

208 La Salle Street, Chicago, Illinois 


Mt. Wolf, Pennsylvania 


Factories: 
Clinton, Iowa 


Niles, Michigan 


Rfe-os-WTorr* 


Sheet Metals and Sheet Metal Products 

Manufactured by 

Whitaker-Glessner Company 

Wheeling Corrugating Department 

Wheeling, West Va. 


16 Desbrosses Street 
NEW YORK 

1234 Hamilton Street 
FHILDELPHIA 


Branch Offices and Warehouses: 
2547 Athington Street 
CHICAGO 

214-222 West Third Street 
KANSAS CITY 

805 McDonough Street 
RICHMOND, VA. 


Wheeling, W. V. 


Mills and Factories: 

Martins Ferry, Ohio Portsmouth, Ohio 


1006-1010 Spruce Street 
ST. LOUIS 

Main and Boyce Streets 
CHATTANOOGA 


Beech Bottom, W. Va. 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE KEPT IN STOCK 
BT THE FOLLOWING HOUSES 

BAKER, HAMILTON & PACIFIC COMPANY 

San Francisco, California 

WATERHOUSE & LESTER COMPANY 

San Francisco, California 

PEROIVAL IRON COMPANY 
Los Angelos, California 

NORTHWESTERN HARDWARE & STEEL COMPANY 
Portland, Oregon 

J. E. HASELTINE COMPANY 
Portland, Oregon 

WEST COAST WAGON COMPANY 
Tacoma, Washington 

GRAY BROTHERS 

Beattie, Washington 

HOLLEY-MASON HARDWARE COMPANY 

Spokane, Washington 

SCOVEL IRON STORE COMPANY 
Ban Francisco, California 

TAYL0R-8P0TSW00D HARDWARE COMPANY 

San Francisco, California 

SP0T8W00D-HEL7ER COMPANY 
San Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 

Salt Lake City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 
Ogden, Utah 

WATERHOUSE & LESTER COMPANY 

Los Angeles, California 

INLAND IRON COMPANY 
Freano, California 

SCHAW-BATCHER COMPANY 
Sacramento, California 

MANUFACTURED BT 

PHOENIX HORSE SHOE CO. 

Largest Hone Shoe Manufacturers in the World 

ROLLDTO lfTTJdt AXD FACTORIES JOLIET, ILL., POUOHKBEP8IB, NHW YORK 
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Cash registers will help you meet 
the wartime shortage of labor 


National Cash Registers increase 
each clerk’s sales because they 
enable him to wait on customers moie 
quickly. 

They release clerical workers for 
selling because they automatically and 
mechanically record complete details 
of every transaction. 

They enable you to break in new 


clerks quickly because they simplify 
the details of selling. 

They eliminate cashiers and wrap¬ 
pers because the clerks do their own 
wrapping and make their own change. 

They reduce deliveries because cus¬ 
tomers are willing to carry their own 
parcels when they are wrapped and 
handed to them at once. 


A National Cash Register is one of the most 
important of all labor saving devices 


Fill out this coupon and mail it today. 


Department No. 13703 

The National Cash Register Company, 
Dayton, Ohio. 

Name- 

Address_ 


Please give me lull particulars about 
an N. C. R. System for my business. 


Digitized by 


Google 















Please accept our thanks for the business 
given us during 1918. Our best wishes are 
yours for 1919. 

The Baldwin Refrigerator Co. 

Burlington, Vermont 

Stock carried by HEYMAN-WEIL CO., San Francisco, Cal. 
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Let us give these books 
to your customers 



Better Boulder Breaking 


POWDERS 




Any of your customers who have stumps 
or boulders to blast, trees to plant, hard- 
pan to break or land to drain will be glad 
to have some of these five attractive books. 
All were written by experienced men to 
Cover Pacific Coast conditions. They are 
the only books prepared especially to guide 
Western farmers and fruit growers in their 
work. They have covers in natural colors. 
They are the most instructive and valua¬ 
ble books on blasting ever issued. 

If you are now a distributor of 



a supply of these books will be sent to you 
on request, and your name and address 
will be printed on the cover of each book. 

If you are not selling Giant Farm Powders 
we will furnish the books, imprinted, if you 
will arrange to take orders for Giant Pow¬ 
ders and Giant Blasting Supplies. 

In addition we will send you the names of 
farmers in your territory who write to us 
for these books as a result of our large ad¬ 
vertisements in all* of the Pacific Coast 
farm papers. We will help you, too, in 
many other ways. Let us send you our 
books. 


Get a sample set now—mail this coupon 


»■! 


The Giant Powder Co., Con., 227 First National Bank Building, San Francisco | 


□ Send ns one each of your books on Stump Blasting. Boulder Blasting. Tree Planting. Subsoiling and Ditch Blasting. 

□ Send os your book, "Helping the Retailer Sell Giant Farm Powders." which tells in detail how you help the merchant to 

increase his sales of explosives. 

□ Send os prices on Giant Farm Powders. 

j 

Firm Name. 


■ 


i 


Address. 

Buyer’s Name 


i 

■ 
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PRICE is not a determining 
factor unless QUALITY 
is considered 


Quality can be determined 
only by practical use. 

Satisfactory uae over a 
long period of time causes 
an ever increasing demand. 

Continued demand conclu- 
sively demonstrates real 
worth and reliability. 







That is Disston history. 
It’s the reason why the 
great majority of saws in 
use are Disston Saws, and 
this is the highest recom¬ 
mendation obtainable for 
service given. 


EttablUhtl 
1 840 


HENRY DISSTON & SONS, Inc. 

Keyttone Saw, Tool, Steel and File Work* 

PHILADELPHIA, U. S. A 


Shelby Casement Window Hardware 



No. 1 is an Adjuster for right or left hand windows 
opening in or out. It is also furnished with brackets 
to be used where attachment to window casing or trim 
boards is necessary. This Adjuster will hold the win¬ 
dow open, positively locked in any position. Can also 
be used as a friction stay. 

No. 2. This Adjuster is for right or left hand 
windows opening out. It is a very strong and efficient 
adjuster with %-inch wrought steel rod made in 8, 
10, 12 and 15-inch lengths. 

Nos. 3 and 4 are two of our many styles of Case¬ 
ment Window Fasteners. 



THE SHELBY SPRING HINGE CO. 


Pond Hdwt. Specialty Co., Lot Angeles, Oil. 


COAST REPRESENTATIVES: 


Shelby, Ohio 


D. L. Herman, Bea tt ie, With. 
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JStankb Tsois 



To Increase Tour Small VISE 
Business Put in a Line of 

“JERSEY” 

VISES 


They are strong, serviceable 
tools and have long been popular 
with both mechanics and ama¬ 
teurs. The SCREW (body, head 
and collar) is in one piece turned 
from cold rolled steel and has a 
square lathe cut thread. The 
steel Jaws are hardened and all 
Jaws are ground to insure that 
they meet squarely when tight¬ 
ened. Both back and front Jaws 
are filed to fit. Made with either 
Clamp or Swivel Bases, with iron 
or steel Jaws, and in six sizes. 

Displayed on the Stand which ac¬ 
companies each ASSORTMENT, 
they cannot help but attract trade 

Wo have special literature containing complete 
description of all styles. X*et ns send 
yon a supply, also attractive 
display card 

Stanley Rule El Level Co, 

New Britain. Conn. U.S.A. 


ChicacO 

mark 

SPRING HINGES 

Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 



You can safely stake your 
reputation on its quality and 
performance. It swings doors 
faultlessly. Thousands in use. 

Sell a product that brings sat* 
isfaction and nets a good 
profit. Keep well stocked. 


Send for Catalogue 
H-32 


Chicago Spring “But! Company 


CHICAGO 



NBW YORK 
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Keep Your Store Cool 


Just an ordinary electric fan will not ventilate. 
Real ventilation means te replace bad air with 
good. 

Hot, stuffy, stagnant air—air that is full of 
fumes, steam or dust must be removed—and 
often—to keep the efficiency of your clerks up 
to the mark. 


Electric 

Disc 

Fans 


/ 1/ m can be placed in an 

• ~ opening in any wall 

or window. 

They positively make a complete change of air 
every few minutes. 

You get fresh air and continuous circulation. 

Put your problem up to us — we’ll recommend 
the proper equipment—but be sure to write for 
Bulletin 262-37. 


Buffalo Forge Company 

BUFFALO, N. Y. 


American 

Seal 

Cements 


Great Assortment of 

Ears, Knobs and Handles 


ASBESTOS 7USVAOB CEMBHT will withstand 
more heat than iron, bakes as hard as the casting 
itself, and will not crack, shrink, crumble or fall 
out. 


EIiABTXO OIL B007 CEMBVT is a superior arti¬ 
cle in colors for bedding slate and tile roofs and 
repairing leaks in tin, metal, gravel and composi¬ 
tion roofs. Especially adapted for pointing up 
around skylights and fire walls. 

OABBOW CUMXSTT, the peer of all lightweight 
cements, is made up of long asbestos fibre, and 
elastic, adhesive waterproof gums. The ideal 
cement for making an old roof new, using the 
old roof as a foundation. 

T-CO is a waterproofing cement in colors, espe¬ 
cially recommended for use on side walls exposed 
to heavy driving rains, preventing the water 
from permeating these walls. 


Leading Supply Hosts Is Amorim for tbit 
nimtt of Good* Atk for Buspltt, OtUlog and 
Prieto. 

BERGER BROS. CO., Mlsrt 

Office—£29-881 Aitih Street 
Store—£87 Arch Str ee t 
Winnow S r«e tor 7 — • 100 -11* BcoaS St. 
pHXXaADELPHIA 


Manufactured by 

The Wm. Connors Paint Mfg. Co. 

1852 TROY, N. Y. 1911 
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1918 N. R. A. .22 Cal. Indoor Matches 


Practically a Clean Sweep (or Users of 



Semi - Smokeless 

Cartridges 


OivUlaii dub Team Ohampioodiip — Won for 
tho third suecouive year by the Peters Rifle 6 
Revolver Club team, of King's Mills. Ohio: seor£ 
9945 ex 10,000 points. 

Military School Championship — Won by St. 
John’s Military Aeademy, of Delafield, Wiscon¬ 
sin; score 9831 ex 10,000 points. 


High School Championship—Won by Iowa City 
High School (sixth successive year); score 9819 
ex 10,000 points. 

Woman Champion — Mrs. O. L. Garl. of the 
Birmingham. Alabama, team, who scored 199 ex 
200 in the ninth match of the series, and the pos¬ 
sible 200 in the 10th match. 


AND THE HIGHEST INDIVIDUAL SCORE 
2000 Out of a Possible 2000 Points 

By T. K. Lee, of Birmingham, Who Already Held the World’s Record 4599 ex 4600 Points 

Ewy 0m of tlwse victories is m maasweraMa Proof of the Superior Quafity of the Brand 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Brandi: 585-587 Howard Street, San Francisco 
Marshall -Well* Hardware Co., Portland- Spokane, Duluth, Winnipeg • Edmonton 
Hibbard, Spencer, Bartlett A Co., Chicago, Ill. 



They Sell Themselves I 

TJUNDREDS of dealers are enjoying easy sales and 
A-L nice profits handling the COLEMAN line of lamps, lan¬ 
terns and lighting plants. Coleman originated the portable gaso¬ 
line lamp and lantern and has led the way 
in their development ever since. Nation¬ 
wide advertising tells your customers 
about Coleman products. Dealer helps 
and cooperative selling plans bring cus¬ 
tomers to your counter for easy closing. 

f oloman Q uick-Lito 

Lamps and Lanterns sell themselves—the 

match-lighting feature alone makes many sales, but 
its the light they give that has made the Coleman 
Quick-Lite the biggest selling line of lamps and lan¬ 
terns in the world. No torch needed. No waiting, 
no delay—just use a match to light. Absolutely safe. 

Guaranteed Five Years. 

Write Nearest House For Particulars, 

Sold Only Through Dealers, 

THE COLEMAN LAMP CO. 

(Originators of Portable Goso !no Lamps and Lanterns) 

WIcliita St. Paul Toledo Dallas Chicago 
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Gould Noiseless << Hi-Speed M Pump offers you a special 
opportunity as an attention-getting exhibit. It is so 
unique, so simple, so silent, that it is sure to attract great 
attention. You can easily install in your window an out¬ 
fit like that shown opposite. It will make new business. 
This is the first and only noiseless pump for the small 
individual plant—on the farm, in the small-town home, 
hotel, store or shop. The 


runs so smoothly that at a distance of ten feet, only the 
purr of the motor can be heard—a window display will 
prove this. And it has many other distinctive features. It 
runs at a Bpced of 500 r.p.m. and oils itself at each revolu¬ 
tion. It is built in two sizes—3 and 6 gallons per minute. 
The “Hi-Speed” Pump is supplied with 13 different outfits—12 
motor-driven and one gasoline engine-driven. By stocking one 
complete outfit und a set of extra parts you can build any one of 
these 13 outfits. ,_ 

Now is the time to order a “Hi-Speed" Outfit 
Sttio f Y 8t in 7 our com raunity to display n 
Hi-hpeed’’ exhibit in your show window. 

Write for further information and prices today. 


The Goulds Manufacturing Company 

Main Office and Works 
Seneca Falls, New Yoik 

Northwest Agent: D. L. Herman 

214 Maritime Building. Seattle, Wash. 


Samson Spot 
Sash Cord 


Extra quality, guaranteed free from 
all imperfections. Can be distin¬ 
guished at a glance by the Colored 
Spots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades, for all pur¬ 
poses. Carried by all jobbers. 

SASH CORD 

CLOTHES LINES 

SOLID BRAIDED ROPE 

SHADE CORD 
MASONS’ LINES 
CHALK LINES 

Send for catalogue and samples. 

Samson Cordage Works 

BOSTON, MASSACHUSETTS 


* 1 Favorably known 
the world over*' 
now made with 


The Specialty Mfg. Go. 

•t. wul, mn., v. m. a. 


Re-Inforced 

Non-Slipping 

Bottom 


Rigid Light 

Durable 

Many exclusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writo for it 


Bom# of Our Pacific Coast Jobbers 
California Xdw. Oo. Pacific Xdw. * Steel Co. 

Pailing- lfo Caiman Co. Tbs Bohaw-Batoher Co. 
Xoneyman Xdw. Co. Sohwabacher Xdw. Oo. 
Kelley-Maoon Xdw. Co. Seattle Xardware Co. 
Marshall-Wells Xdw. The ThomsonrDiggs 

Co. Co. 

Dunham, Oarrigan ft Xayden Co. 
Hoffman Xdwe Oo. 
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When you find “W ft B” inside a diamond on a drop forged wrench you know it • the 

years of “better than good enough” tool making guarantees the best steel for the pu^se, the hig^st attain, 
meats in manufacture and the severest tests, from raw materials to finished product. Gnp a W ft B wrench 
and you are ready for anything that has to be pulled off or pulled tight. 


^Whitman sBamess? 


Established 64 Tears 

Factories, Akron, O.; Chicago, Ill.; St. Catharines, Ont. Oeneral Offices, Akron, O. Hew York Offices and Store, 64 Beade St. 


YOU ABE BIGHT IN 
RECOMMENDING 

“WORLD’S BEST" 

IN NAME AND FACT 



World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 

EXCLUSIVE FEATURES 

Frame is best grade malleable iron. 

Wheel underneath track prevents derailment. 
Wide bearing of the wheel distributes weight 
and makes it the Easiest Running Sanger on the 
market. 

Packed one pair in box complete with bolts; 
one-half dozen pairs in a case. 

Track has Slidable Bracket, which has made 
the World’s Best Hangers so popular with the 
building trade. 

If your Jobber can’t supply you we will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO. U. 8. A. 

C. N. A F. W. JONA8, Rialto Bldg., San Frandeco, Cal., 
and Equitable 8avinga Bank Bldg., Lot Angeles, 
Western Representatives. 



Display the Auto-Wheel 
Coaster and the Auto-Wheel 
Convertible Roadster and pet 
your share of the holiday trade. 

Every youngster wants an 
Auto-Wheel and in our adver¬ 
tising we have told them to 
look for the Auto-Wheel dealer. 

If you are not an Auto-Wheel Dealer, we urge 
you to write today for catalog and full details 
regarding Auto-Wheel products. Prompt action is 
necessary if you are to reap the full benefits or 
our national advertising campaign. 

Buffalo Sled Company 

Dept. A, North Tons wanda, N. Y. 

Factories: North Tonuwanda, N. Y., 
and Preston, Ont., Canada. 

New York Office: 108 Chambers St. 

San Francisco Office, 979 Monadnock Bldg. 

Seattle Office, 214 Maritime Bldg. 
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This sign wall operate in any 
window or on anv counter 

4 / 

equipped with electric current. 
All that is required is one 40- 
candle-power lamp. Heat turns 
the shade just fast enough to 
cause the bright colors to catch 
the eye of every passer-by. 

Simonds 
Hand Saws 

offer many unique advertising 
ideas to dealers. This is one of 
the most interesting. One of the 
above sent free to any Simonds 
Saw dealer, on request. 

T 


Simonds Mfg. Co. 

“The Saw Makers” 

Fitchburg, Mass. Portland, Ore. 
Chicago, 111. San Francisco, Cal. 

New Orleans, La. Seattle, Wash. 
Memphis, Tenn. New York, N. Y. 


CHAMPION 


BLOWERS 
FORGES DRILLS 


Ns. 406 Forgo 


CKJkMPION TOOLS 


Built for Borneo 


(ferried in Stook bj oil 
Loading Jobber 


Write for 366-Pago Cata¬ 
logue 


THE 

CHAMPION 
BLOWER AND 
FORGE CO. 


U. 8. A. 


No. 203 Drill 
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In the Center of the Fire 

which recently destroyed several buildings in 
the business district of Milford, Ill., this two- 
story hardware store and its contents were 
saved by 

RICHARDS - WILCOX 
Fire Doors and Fire Shutters 

R-W Fire Door Hardware and Fire Doors are 
inspected, approved and labeled under direc¬ 
tion of the National Board of Fire Under¬ 
writers. Whatever your requirements, we 
can furnish proper equipment. 

The R-W line includes single and double 
sliding doors, vertical and horizontal sliding 
doors, and single and double swinging doors. 

Write for our Fire Door Hardware Cat¬ 
alog or tell us your requirements and we 
m will quote on necessary equipment 


Aurora. Illinois . USA. 

RtchordsViUcax ConodiAn Co.LtdXorwlon.Ont 
~A Siangcr- for- ony rfoor •* Hd»m‘ 



THE JAMES SWAN COMPANY 

SEYMOUB CONNECTICUT 


Bits 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Of floe: 100 Lafayette Street 

WE WERE AWARDED THE MBPAIi OP HOKOB OK MECHANICS’ TOOLS AT THB PANAMA. 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 
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BncrHfflSiSi 

C®"WT/ 

A. C BDLOnOM. Prat 


BRIER HILL STEEL CO. 


OF CALIFORNIA 


BnerHfflStea 

C«Wf 

J. S. BISHOP. hc> 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 


Mills •! 
YOVIgStOWn 
Ohio 


WRITE FOR PRICES 

WE WILL DO THE REST 


imii 

ii muss 
Ohio 


BRANCH OFFICES 
1213 I>. 0. Smith Bldg., Seattle, Wash. 


403 Bailway Exchange Bldg., Portland Oregon 
1446 Malvern Ave., Los Angeles, Cal. 


3 5 9-365 MONADNOCK BUILDING* SAN FRANCISCO 



The “PONY” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 


Are yon handling the 

10-in. andl4-in.0.K. Gutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 
Address 


Omer Oox, 
Underwood Bldg., 
San Francisco, OaL 

Sands A Oox, 

Ban Fernando Bldg., 
Los Angelas, OaL 


Jonas A Oox, 
Newhouse Bldg., 
Belt Lake Olty, Utah 

Turnbull A Cox 
Mint Block 
Denver, Colorado. 



Stximple A Oox, 

Ik 0. Smith Bldg., B sa tt lo, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

• ACKLAITD B T B BBT . BVHBBTT, MASS. 


IT’S GUABAHTEBD 
SOLD BT JOBBERS BTBRTWBBBB 

F. H. SMITH MFG. CO. 

CHICAGO, U. 8. A. 
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The New “Liberty” 

Postal Scale 

A TRINER, OF COURSE 


The chart indi- 
cator shows in- 
— m£r\ r Btantly the 
amount r e quired 

town postage—at 
the new 3c per 
IMY X * ounce rate — as 

jd E &fk ^ well as the cor- 

I rect local postage. 

I worry and inac- 

r/ / * / ! a\ ' ing the new rates, 

1 f W<^Jr p a y 8 for itself 

I ^ j J ! ^ by elimlna ting 

■cl • v M a ,7 ovcr postage.” 

This new scale 

K ity t w o pounds. 
Finished in gold bronze or oxidized copper. 

Order this TRINER scale now. It's a quick seller, 

with a good profit. 

TRINER SCALE & MFG. CO. 

Wert Twenty-First Street CHICAGO, ILLINOIS 

W. P. HORN A CO. 

Pacific Coast Representatives 
Rialto Building, San Francisco, Oal. 

Los Angelas, Cal. Portland, Ore. 


HELP GET MORE WOOL 

Don’t let any sheep owners in your locality shear with hand blades. 

Stewart 

Shearing Machine 

increase the clip 15%, save time and labor and don’t cut the sheep. 

The additional wool obtained will more than pay for a 
Stewart Machine the first season and the wool is badly needed. 

There are hand operated and power operated Shearing 
machines for flocks of all sizes from six sheep (or goats) up. 

Sheep owners are ordering machines for Spring shearing now. 

DEALERS —Write at once for our Catalog No. 66. 

Chicago Flexible Shaft Company 

5604 Twelfth Street, Chicago 


BRIDGEPORT HDW. MFG. GORP., Bridgeport, Conn. 


Ho. 200—7U Tool Handle. List $15.00 Dozen 


"Little Wonder” Poll abed and Tempered Blades 


1In. 
2 In. 
8 In. 


No. 42 
Assortment 


G. W. GAUSE GO. 
Western Salee Agents 
San Francisco, Gal. 


J. G. McOARTY 
Eastern Sales Agents 
New York City/*. Y, 
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Clover Leaf Manila 

Rope 

Nothing Better 

A 


Trmd* Mmrk 

PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 



GARDEN HOSE 


THE 

BRANDS 

OP 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 


WRITE FOR CATALOGUE AND PRICES 

Goodyear Rubber Company 

R. H. PRASE, Proat. J. A. SHEPPARD, YiM-Pra*. H. R. PEASE, JR., Tnu. a P. RUNYON, Sm?. 
699 IttarfOB Stra* Noa « 1 , 63, 66, 97 Fourth St ft Mm St 

SAN FRANCISCO, GAL. PORTLAND, OUOON 

GOODS SOLD TO THE TRADE ONLY 



INSIST 

UPON 


BRANDS 
AND YOU 
GET 


BEST 
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WagneK Door Hdnqers and Tracks 


PITTSBURGH PERFECT 

WIRE NAILS 

ALL KINDS 

BARBED WIRE 
BALING WIRE and TIES 


AT RIGHT PRICES TO YOU 


Carload Shipments from Pittsburgh Mills to All Points on the 
Pacific Coast 


manufactured by 

PITTSBURGH STEEL CO. 

359-363 Monadnock Building, SAN FRANCISCO 


A. C. RULOFSON CO. 

SALES MANAGERS 

BRANCH OFFICES: 1213 L. C. Smith Bldg., Seattle, Wash 
403 Railway Exchange Bldg., Portland, Oregon. 

1446 Malvern Ave., Los Angeles, Cal. 


AN 

UNEQUALED 

ASSORTMENT 

FOR 

HARDWARE 

STOCK 


ALLENGE” a “RIVAL” and a “BANNER” 

AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

TAPES, BOXWOOD and SPRING JOINT RULES 

PERFORMANCE^. w°e ,| l „ THE /UFXIN ffl/LE Qp. 


UFK/H 


SAGINAW. MICHIGAN 
106 Lafayitt* St., N. Y. 
Send for Catalogue 


Stocked by Your Jobber 


S Quality hangers and tracks designed to overcome all the troubles and 

draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade. Write for catalog showing entire line. 

Complete stock carried at Tigard , Oregon , Branch WAGNER MFG. 00 


Roller Bearinge 
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YANKEE’ 

QUICK RETURN 


With spring in the handle to 
drive bit back quickly. 

Holds it extended for ^ 
overhead work. 


No. 130 —For all general work. 
Very popular. 

No. 131— Heavy pattern, for general house 
carpentry and heavy screw driving. 
Becoming very popular. 

No. 135 —Small size, for smaller screws, electrical 
work, and wherever a large number of small screws are 
frequently driven. Tour Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia, Pa. 



1CADK BY 


SIIPFMflB Scree. Door Check 

The only Cheek that has tho jack-knife lever which 
allows the door to open clear np against the wall with 
ont strain on the Cheek. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the beet Cheek for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the addrces or your nearest jobber who 
handles our Cheek. 


SUPERIOR SPRING HINGE COMPANY, 186 West Lake Street, Chicago 



hslK^ a 


Revolving Bolt aad Screw Cases 

Dealers in Hardware, Ante Supplies, sts^ find that 
timo and spas# are saved by using the Bevelving Omm 
for keeping looee Bolts, Strews end Auto Assssseriea 
Everything ic kept right at the clerks’ fingers’ sad. 
Catalog sent on application. All jobbers bandle these 
eases. 

America Belt & Scot Cast Co., Dayton, o. 
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The Reputation of Williams' 
“AGRIPPA” Tool Holders 
Is Thoroughly Established 

They are specified by many of the leading shops 
in the metal-working industries as well as by the 
Government for use here and over there. 

They embody the improvements suggested by 
the use of earlier models and are a particularly 
attractive line to the dealer because of the strong 
consumer demand. 

Booklet with your imprint 
it desired 

J. H. WILLIAMS & CO. 

“The Drop-Forging People ” 

60 Richards Street Brooklyn, New York 

60 South Clinton Street - Chicago, Illinois 


V COLOMBIAN V 
Vises and Anvils 




MALLEABLE IRON 
Series 600 



There Is a Difference in Washers 


ft 



Just aa In any other commodity. Our Washers 
are made of the Best Material and with the 
utmost care. That's why the largest users of 
Washers prefer those of our make. 

We also make 

MeleaMe Washers wd Cast Irw Washers 
Wraaght aad Steel Plata Washers 

of all descriptions. Round and Square, Plain or 
Galvanised. 

Swea te d Rivet Ben Felon Plates 

PNM UNI rM€MQ wmim 


Wrought Washer Mffg. Co. 

MllwankM f Wte. 

Coast Representatives, 

BUOHIOW ft XBBYOV, Xne. 

■an Praaoisoo, OaL; Los Angeles, OaL: Portland, 


ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES I 

have the weight 
supporting 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une- 
qual wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Has Release aad Holdback Feature®, Ball 
Bearing aad Alignment I>evloe 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by Inserting a 

■ wire nail (when the door is open) Into a 

■ hole provided in the side plates. The 

■ spring - ac- 

tlon can be 
restored by 

■ withdrawing 

the 

S OMMER BROTHERS. Mi. Brooklyn. N. Y. 
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STIMPSON-RIVETS 

a2S> IRON mSFcs ^ Rusal , ,n??2s\ BRASSES 


. ..^^^'cOPPElk 


'ALUMIK 


hx-.i 


Regular ^SX COPPERV ^ALUMINUM "R“- 

ritwiuw < ^V N EYELETS, HOOKS,GROMMETS,WASHERS V€*/ Q>mb 

OIZEB ''<r* / and SHEET METAL SPECIALTIES ^ UKD * H 

70 FRANKUN AVENUE Wfe MakeScrew HeaoNaasAidRivetsF oREvERYPy^usE. BROOKLYN* NEW-YORK 


Special 

Order 


Sold by All 


Buy a 


Leading Jobbing and Supply Housos SAMSON or ROWELL 


Railway Car Mover 


And Nave a 


LITTLE switch enoine 

6. D. ROWELL sTsbiC RwMoa, Wbcw** YOUR OWN 

Mayra* Conner, 60S Mission 8t, Sin PrincUco, Psdflo Goad Roproseatatlvo PRICK KACH V $8.00 


TRUX 


2 AND 4 WHEELED 

/ / “BUILT 

/ T ° 

n OUTLAST” 


Concrete Mixers 
Wheelbarrows 
Wood, Steel and 
Cast Iron Wheels 
Hoists 


Let I s Quote You 


raw SATBV, CO MW. 
1VOUOI * KBBTOW 

Pacific Ooaat Agents 
Ban Francisco, Lon Angeles 


338-348 Brannan St., Near Second 
8AN rRANOISOO, OAL. 


ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 
extra long handle —10 
Inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made It 
extra strong and flexible 
—will outlast any now 
on the market. 

Our 6 cent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting tne 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We’ll 
gladly quote prices and 
terms. 
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S urprising how 

demand has con- 
— centrated on better 
grade mowers. 

Because so many 
householders have 
learned to cut their 
own grass this season. 




Quality 

Lawn Mowers 


This tradt-mark will 
ba found on the fol¬ 
lowing: 

"Pennsylvania” 
"Pennsylvania Jr.” 
"Pennsylvania Golf” 
‘ 'Pennsylvania Putt¬ 
ing Orsons Mower’' 

• 'Oontinsntil” 

"Great American 
B. B.” 

**Shsek Absorber” 
"Quaker City” 

"Bed Olond B. B.” 
"Orchid B. B.” 

*'Daisy” 

"Now Balmont” 

"Bsllsma” 

"Panama” 

"Dslta B. B.” 
•Blsctra” 
"Pennsylvania 
Pony’* 

"Pennsylvania 

Horse” 

' 'Pennsylvania Grand 
Horse” 

"Pennsylvania Trio 
Horse*'—86-inch 


have dem¬ 
onstrated 
that quality 
tools are 
the most 
economi¬ 
cal. 

The prom¬ 
ise for next 
season is 
still a heav¬ 
ier demand 


DELTA 


Is the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 


STEEL" 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 


DELTA 

Thin trato mark iaf«naidi tho 
Internet* of thousands of fllo 
uttn everywhere. Always look 

for It. 


PENNSYiyS|^^P^RW[)RK5 

JomtfBRAUN & Sons 

’OUNOIO * - —* PHILADELPHIA 


DELTA FILE WORKS 

PHILADELPHIA, PA. 
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PREPARE! 

GET MORE BUSINESS—STOCK 


BABY 


” HAMMERLESS 
REVOLVERS 


F UI.T.V 

GUARANTEED 


Trade Mark Reg. U. S. Pat. Off. 

Fits snugly in the vest pocket. Can be instantly aimed and fired by an apparently instinctive movement. 
Specification: 6 shot, .22 cal. Rim Fire — All Interchangeable Parts — 

Positive Fire—Has New Unbreakable One-Piece Main and Trigger Spring 
—Made in Nickel or Blued, Rubber or Pearl Stocks—Weight, 6 Ounces. 

Also Manufacturer of the ‘*HEXALL 1 * A , v . ,, 

Ratchet and Socket Wrenchee Atk Yoar Jobber or Write 

MCDONALD A LXNFORTH, Pacific Coast Representatives, 739 Call Building, San Francisco, California. 

R. F. SEDGLEY, Mfr., 2311-13 North 16th Street, Philadelphia, Pa. 


A Real Necessity 


Thousands of men 
are shaving with 
safety razors today 
who never thought of 
doing so before the 
war. 

These men all 
realize the difficulty 
of sharpening their 
own razor blades. 
They are all possible 
customers for the 
store where there is a 

Hatfield 

Grinding 

Machine 


Get after this business. A Hatfield in your store 
or window will surely get attention and bring the 
men in with their dull blades to be sharpened. It is 
a real neceasity. 

The Hatfield doesn't limit your sharpening business 
to the safety razor blades alone; it sharpens knives, 
scissors and other cutlery. 

Made in types to handle from one to 24 blades at 
a time. Sold on time payment plan to responsible 
dealers, or cash. Write for details. 

HYFIELD MFG. COMPANY 

21 Welker Street, New"York City 



Precision Key Machine 


o-=c Anyone can cut a perfect 

Ml duplicate of any Yale 
type key in less than 
one minute. Maehine is 
automatic. No experi- 
j yAj ence o* skill necessary. 

Write for descriptive 
booklet today. 

PRECISION MACHINE A TOOL CO., 226 Fourth Street, Allentown, Pa. 


ALLEGRETTI RAZOR STROPS 

made from carefully se¬ 
lected leather and treated 
by a secret process will re¬ 
tain indefinitely the soft, , 
but effective qualities 
which have established an 
enviable reputation for 
Quality and Durability. 

THE ALLEGRETTI MFG. 

COMPANY, practical rasor 
strop-men, employ only the 
most experienced men, and 
use the very best of mate¬ 
rials; as it is their aim to 
give the customer the best 
strop possible. 

With Our Motto, *‘Nothing 
Less Than Perfection,'* we 
call attention to 
No. 200 — Genuine Swaty 
Combination strop of se¬ 
lected leathers in brown 
and black, self honing, 
fashioned handles, square 
nickel swivel, an elegant 
strop for private use. 

Size 2 “4 x 24 in. 

No. 250 — Combination 
strop of Royal Seal 
leather, brown with 
black select horsehide, 
self honing, round nick¬ 
el swivel. 2^4x24 in. 

All our Leather and Web 
strops are weather and 
climate proof. Every strop 
stamped "ALLEGRETTI” 
guaranteed as to Quality. 

No. 202 — Combination 
strop of yellow and 
black horsehide, of ex¬ 
tra fine onality, baa 
square cut handles, and 
oval black swivel. Sise, 

3% x 24 in. 

Bvery strop stamped. 

Let us send you our Catalog. DON’T WAIT 
Western Reps., 

GRIFFITH SALES CO., 461 Market St., San Francisco. 

ALLEGRETTI MFG. GO., Geneva, N. Y. 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Lea t he r , Cloth and Metal. Punch 
Tubes. Punches and Dies. All kinds 
and Bisea made to order. Write jobber. 
Booklets free. Established 1858. 

^ 40 Lincoln Street 

BOSTON MASS. 


Digitized by 


Google 












42 


HA.R D WAR,E\ WORLD 



BARKER exmnSON holTS 

“Can't Turn in the Hole 99 

II we can prove that statement, you 're inter¬ 
ested, aren't youP 

Well, just write that you're interested, and we 
will prove it — to your satisfaction. 

PARKER SUPPLY COMPANY 

Mnnfacturtn */ Parker PrtdacU 

7*4 BAST 135th STRBBT NBW YORK 


SNAPS 

FOR THE HARDWARE MAN 

PKOM THB BIST LINB MANUFACTURED 



NO. SO SW1VBL SNAPS 
la All Regular Sisea from | te 1) laahet 



TROJAN OPBN BYB SNAP 
Nee. 520 Bit, S21 Chala. S22 Trace 

SaUky All J.Her, 


COVERT MFG. CO. 

TROY, N. Y. 


SELL AMERICAN 


Self-Oiling Grinders 

Anyone with tools to sharpen recognizes the 
superior features of American Grinders. 

Their Prestige, Easy Sale and Generous Profit 
make them the line for yon to carry. 



MADE IN 12 SIZES 
Large stocks carried 
in each size—immedi¬ 
ate deliv- 


eries. 


Sold by 
all leading 
jobbers. 


American Grinder Mfg. Co. 

MILWAUKEE, WI& 


Jobbers: Western Distributors 


Dunham, Carrigan A 
Hayden Oo. 

Baker, Hamilton St Pacific 
Co. 

Thomson-Dirgs Oo. 
Ducommon Hardware Oo. 
Harper St Reynolds Oo. 
Honey man Hardware Oo. 
Whiton Hardware Co. 

A. M. Holter Hardware Oo. 
George A. Lowe Co. 

Butler St Brittain. 

Chanslor St Lyon Co. 


George Tritch Hdwa Oo. 

Krakauer, Zork St Moye's 
Sues., Inc. 

Momsen-Dunnegan-Byan 

Z. a M. I., Salt Laka, 
Utah. 

Western Metal St Supply 
Oo., San Diego. 

Auto Hardware A Equip¬ 
ment Co., San Diego. 

Northwest Auto Supply 
Oo. Billings. 


SELL 100% SERVICE TOOLS 

The Inferior tool “sticks" the Cus¬ 
tomer, prevents his coming back-— 
not the dealer. The powerful 

SAMSON PUNCH 

like Liberty Bonds, is a good in¬ 
vestment any way yon take it. 
The Samson creates satisfaction 
and confidence toward the 
dealer, because it delivers the 
highest punch servioe. 

For punching any sheet metal, 
leather, paper, fabrics, riving 
the widest range of uses in the 

S eateet variety of trades, the 
maon assures unqualified sat¬ 
isfaction. It punches an aocur- 
ate, dean, burr-free hole with 
. . . . , A ' minimum effort. The same tool 

head takes seven interchangeable site dice—from 1/10* 
t? K diameters. Niekel plated. Simple in construc¬ 
tion. Made to last. 

EPfUMCE COtPOEATlOfL 3S1 Sag it, Bssaldp, M. Y. 
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'Highest Award (Medal of 
Honor) for FILM and 
RASPS, Panama-Paolfie 
International Exposition, 
San FrancTiseo.' r 



No. 100 Display Box 

Point 1/32, 2/32, 3/32, 4/32, 5/32. 

These Nail Sets are made in One Piece. 
Owing to the square head design, they will 
not roll. Cup pointed, individually tempered. 
For sale by all leading jobbers. 
VAUGHAN A BU8HNELL MFG. OO. 
Makers of Fine Tools. 

2114 Carroll Are. Chicago, HI. 


* * Surface Floor Spring Hinges^ 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET. MADE OF WROUGHT METAL: NO 
MORTISING REQUIRED. SAVES TIME AND 
MONEY—COST NO MORE. Write for catalog and 
prices. 

LAWSON MFG. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois 
New York Office, 86 Walker Street 



X N 


GILSON GARDEN TOOLS ^ 

GILSON WEEDER— LIBERTY CULTIVATOR 

The Gilson Line offers a profit-making opportunity ^| Vw 
to the dealer and jobber who appreciate modern /y X y \ 

K. [ft r, garden tools of unquestioned quality—tools that // / ft \ 

\\ have made rood —including Hand and Wheel Culti- /{ A? 

II vators, Weeders, Lawn Edge Trimmers, Dandelion / _ \Y / T 

I Diggers, etc. 





Write for Samples and Booklet. 

J. E. GILSON CO., Port Washington, Wisconsin 

JOHN KEGDEY, THOS. M. GARDINER, 

Western Representative, Oregon and Washington 

Lankershlm, Cal. Representative. P. O. 

Box 299, Ban Francisco. 
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GARDENS — GARDENS — GARDENS 


Never—were there so many people engaged In 

Gardening. j 

Increased production, is our Country's cry. 
‘NORCROSS’’ GARDEN CULTIVATOR-HOES 
AND WEEDERS are playing an important part 
in this Nation-wide movement. They are favorite 
tools; but—the demand almost exceeds the pos¬ 
sible supply. 

DEALERS: Don’t delay your orders. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divi- 


Remember the name 


’•NORCROSS." 


C. S. NORCROSS & SONS 

Maaufactarars BUSMNBU. ILL. U. t. A. 



“Forstner” Brace and Machine Bits 


For Fine Carpenter, Cabinet and Pattern Work 


Specially Adapted for Hardwood Working 

^The Forstner Labor Saving Auger Bit, 

other is by its Circular 

Kim its consequently 

^ will bore any arc of a circle and can be 

guided in any direction regardless of grain 
or knots, leaving a true polished surface. 
It Is preferable and more expeditious than chisel, gouge, scroll-saw, or lathe tool combined, for core¬ 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, etc. 

Manufactured by THE PROGRESSIVE MFG. CO., Dept. “A,” Torrington, Conn. 

Bnqulre of Tour Hardware Jobbers, or Writ# Us Direct. Supplied in Sets Write for Catalogue 


Here’s the Sprinkler that’s I O. LINDEMANN & CO. 


in Big Demand 




35 and 37 Wooster St, New Yeik Establish*! 1863 



THOMPSON'S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thrn leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

ThempsoR Manufacturing Company 

East Eighth and Santa Fe Avaunt 
LOS ANGELES 



Mwfadm ci JAPANNED. BRASS sad 
TINNED WIRE 

Bird Cages and Cage Sundries 


A. L. Congtr Co., 731 Msrkot Stxeot. 8aa Franoiaoo, Cat 
BaprtMntatlvo for California 
T. D. Mclean, L. 0. Smith Building, fUattla, Waah. 
Bsprosantatlvs for Washington. Oragoa, Idaho, 
Utah, Montana and Brlttah Colombia. 
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44 Oh,That Reminds Mel" 

Not only is Hardware Shelving for the storage of mer¬ 
chandise, bnt its one big function is to draw and at¬ 
tract trade—to remind those who enter the store of 
things they need or should have. 

Shelving with display simplifies hardware selling. It 
makes shopping easy for your customer*, showing them 
at a glance the very articles they have in mind, saving 
your clerk's time and their own in making quick se¬ 
lections. 

“DULUTH” SECTIONAL HARDWARE SHELVING 
is more than ordinary shelving, it is a saleaforee in 
itself that cannot be ignored by the wide-awake mer¬ 
chant of today—and it isn't as costly as you may 
think. 

Ask for our complete catalog No. IOC, that explains 
the Duluth Systems of Hardware Displays. 

DULUTH SNOW CASE COMPANY - thristh, MtaiL, U. S. A. 


That's the experience of one man who strops his 
blades with the 

R otastrop 

SHARPENS SAFETY RAZOR BLADES 


It's a daisy little machine, backed by national adver- 
tiaini, with big profits for established hardware 
dealers. Write (or introductory offer. 

THE BURKE MEG. CO. = Dept D, Dayton, 0 


UNIQUE EASY TO SELL PROFITABLE 


The New PERFECTION Patented 

Curtain and Shade Fixture 


A new idea, and one that fills a long- 
felt necessity. Neat, compact, conven¬ 
ient. Can be put up by anyone with a 
screw - driver, and can be used sepa¬ 
rately or in combination for shade and 
curtain. 


Is deservedly popular because there 
is nothing better on the market; hence 
has a ready sale and a quick turn-over. 


Made in old brass, oxidized copper, 
hand-buffed nickel, plain nickel rolling 
barrel finish, or can be made in special 
finishes. 


THE BEATON & CADWELL MFG. CO. 


New York Office and Store 
234 Water Street 


NEW BRITAIN, 
CONN. 




Write right now for prices and 
dealers’proposition. It will pay yon. 


I 
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“TRY US FIRST” 

It will pay you to make inquiry of 
us before purchasing elsewhere. 


BUILDERS HARDWARE 

SHELF HARDWARE 

HOUSEHOLD GOODS 

TOOLS 

MACHINERY 

ETC. 


H. ROTH & SONS 

942-944-946 MISSION STREET 
SAN FRANCISCO, CAL. 



Hercules Cold Solder 

Guaranteed to mend Holes, Cracks or Leaks in 
any kind of Metals, Aluminum, Granite Ware, 
Tin, Galvanized Ware, Brass, Iron, Lead, Gas, 
Steam and Water Pipes. Will make pipe joints 
tight and stop le^ks and cracks in Cylinders, 
Gas Tanks and Automobile Badiators. 

It is a necessity that you should supply. 

Order a carton from your jobber. If he cannot 
supply you, write, giving his name. 

FREIDEN MFG. CO. 

FACTORY, BAN DIEGO, CALIFORNIA 



deaden. 


WATER SYSTEMS 

J FULLER 

JOHNSON 

ENGINES 

WINDMILLS 

AND 

HOOSIER 

PUMPS 

PACIFIC PUMP a SUPPLY GO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 


The 

Schaw-Batcher Co. 


SACRAMENTO, CAL 


WHOLESALE 

HARDWARE 

Pipe ad Fittings Sargent A Co. 
Canton Steel Beiders' Hardware 
AaradUa MMandMtatag 
Sporting Seeds Sapples 
Macksnitli Sapples 
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MANGRUM & OTTER, Inc 





Andirons No. 2108 


827-831 Mission Street 
San Francisco 


HEADQUARTERS FOR 

Andirons Firesets 
Screens 
Basket Grates 

FIREPLACE ACCESSORIES OF ALL KINDS 



Fireset No. 847 


" 







White Mountain Refrigerators 

“The Chest With the ChiU in It” 



The name “WHITE MOUNTAIN’* for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared nei ther E f- 
fort, Labor, nor Money to make the “ WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 
catalogues and booklets. P 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 





York City Boston, 


BBAJTCX OFFXOBBl— 
Atlanta. On. DaUu, Tanas 
Malbounia, Australia 


Ban Franoisoo, OaL Donvscv 1 
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Holiday Suggestions 

For a Complete Line See Our General Catalog No. 60 


Table Cutlery in Great 
Variety 

Catalog Pages 1542 to 
1548 


We Are Distributing Agents for 

COMMUNITY SILVER WARE 

Catalog Pages 1549 to 1562 


Genco Safege Razors 

The Safege answers a demand for a per¬ 
fect safety razor. It embraces every 
quality of the standard concaved razor, 
is sanitary, easy to use and can be honed 
and stropped as quickly and conveniently 
as an old-fashioned razor. No new blades 
are necessary and with proper care it will 
last a lifetime. Hand forged blade, pat- 
tented guard, made of selected spring 
tempered Allo-Silver steel and will not 
rust. Handle of white celluloid. Each 
razor in leatheroid case with two snap 
fasteners. 


Regular and Safety Razors, Strops, Shaving Brushes, etc. Catalog pages 1500 to 1520. 


Dunham, Carrigan & Hayden Co. 

San Francisco, California, U. S. A. 
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BUSINESS CAUTION 

should prompt Hardware merchants to order at 
frequent intervals and in quantities suited to 
immediate needs. 

Patronize your local jobber, thereby increas¬ 
ing your net earnings by having a better assort¬ 
ment on less invested capital and less expense, 
such as taxes, insurance and interest. 

Our facilities for service are unsurpassed. 


THE SALT LAKE HARDWARE CO. 

Salt Lake City, Utah—Pocatello, Idaho 



BAST TO OBT BID OF THB 
POCKET OOPHEB WITH THE 

O.K. GOPHER TRAP 

SURE TO CATCH AND SURE TO 
HOLD 

Manufactured by 

The Abingdon Trap Co. 

Ablngton, Illinois, U. 8. A. 

FOB SALE BT LEADING JOB- 
BEBS THROUGHOUT THE WEST 

THE TRAP THAT TAKES THE GO OUT OF GOPHER 
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TOOLS % 

P*xt° j 

Stanley J ^ I 

Lufkin m 

Klein Sj| 

Marshalltown 1 I j 
Maydole " J 

Disston 
Yankee 
Walden 

Gathered to Give Service to Retail Dealers 

Strevell - Paterson Hardware Co. 

SALT LAKE CUY f UTAH 

Wholesale only. 


Ni 


EW HAVE 

JUNIOR 


With Radium Dial and Hands 

The Popular One-day Intermittent 
Alarm Clock 

The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only ZM 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20 - sec¬ 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip.” 

MORGAN* ALLEN CO. 

150 Post Street 
San Francisco, California 



Honayman Hardware Company 

NINTH AND HOYT STREETS 
FOURTH AND ALDER STREETS 


Heating Stoves 
Gas Ranges Steel Ranges 
Perfection Oil Heaters 
Basket Grates 
Andirons Spark Guards 
Boys Wagons 
Sporting Goods 
Guns and Ammunition 
Fishing Tackle 


A. M. HOLTER 

Hardware Company 

Helena, Montana 

Established 1867 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


Automobile Accessories 
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The Ontario Knife Company, Franklinville, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not oar catalog and prices, you should write for them at once 



BUTCHE R 

mwwiNO 

BUCKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


K I T CHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles, 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 


THERE ARE MANY REASONS 

hr the Carthri aid hnwH firaii off far Trade 

m W1 MSW WWW WISE wVViSI wl WFEM w m wBwBWS 


If yoa are aaa af 


If yoa are Mt aaa 
ae waat the appar* 
taatty af shewiag 
yoa why it aS he 

to vaar hit aref t fta 


The Brew ef Mr md fpw Bifa Hit ter Cert —mi 

BVBRYTHINO IN HARDWARB, IRON, PIPB AND HOUSE* 

HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL 
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By Using 

Milbradt Rolling Step Lad¬ 
ders you can utilize space, 
that may now be vacant, 
to good advantage and 
greatly improve your fa¬ 
cilities for handling stock. 
You also save the wear 
and tear on fixtures and 
goods, as well as help the 
appearance of your store. 
The manufacture of Roll¬ 
ing Step Ladders is our 
special business. We make 
them in many styles, suit¬ 
able for all kinds of stores and shelf ar¬ 
rangement. 

Fully illustrated catalog will be 
sent on request. 


MILBRADT MANUFACTURING COMPANY 

2410-12 North Tenth Street, St. Louis. 



Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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YOUR CUSTOMERS WANT THE BOOMER 

IF YOU ONLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every nee. Is the strongest and most durable Gannon Store made. Oonstrusted as that a 
sheet iron drum may be attached, ana thus increase the heating capacity. 

Made in i<t si nos, 1 2 2 4 5 6 

Diameter of KrePota 18%" Id" 18" 20" 22" 24%" . 

Weight*, 182 240 S00 MS 526 575 

OUR LOW PRICES WILL SURPRISE YOU—Writ* for than. 

THE HESS - SNYOER CO„ Manufacturers - - MASSILLON, OHIO 

Trade mark "Boomer*' Registered—Ho. 68228 



2 brooms i . m 

Supply your customers with m m 

u k:.k ^ w 


Supply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 

Lee Broom A Duster Company, Lincoln, Neb. 
(Nearly 50 years making better brooms) 


GENUINE 

HUNTER’S SIFTER 

The Standard for a 
Quarter-Century 


Sectional View Order from your jobber. 

Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible Made in One 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Easy to remove all parts for cleans¬ 
ing. 

THE FRED J. MEYERS MFC. CO 
Bender Street Hamilton, Ohio 



Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25 '- 0 " distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has hut three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 




AUTOMATIC LAWN SPRINKLER 00. 

209 Scott Bldg., Balt Lake City, Utah 
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“Enterprise” Meat au.l 
Food Chopper. 

No. 5, Family Size, $3.00 



T IIE difference between 14 ENTERPRISE 1 ’ 
Meat-and-Food Choppers and other choppers 
can be expressed in a general way by the 
one word, “Quality.” 

But your customers want the sales-making de¬ 
tails and your ability to furnish them is as mucli 
a part of your stock-in-trade as the goods on 
your shelves. 

“ENTERPRISE” 

Meat and Food Choppers 


have cutting parts made of finely tempered steel—not 
cast-iron grinders. 

The principle of “ENTERPRISE” Meat-and-Food 
Choppers—a four-bladed steel knife revolving against 
a perforated steel cutting plate—enables meat and food 
to be cut exactly at a pair of shears clip. 

Most important of all, perhaps, is the perfect finish¬ 
ing and machine work. Every part is bored, ground, 
turned or reamed to the exact fit necessary in a perfect 
machine. Hence the perfect chopping of the 
“ENTERPRISE” as compared with unsatisfactory 
grinding and crushing done by other machines. 



THE 

ENTERPRISE 

MFG. CO. 

OF PA. 

Philadelphia 

U. S. A. 


These are the facts that 
make your sales. 

“ENTERPRISE” Lard 
Press and Sausage 
Stuffer. 

Quickly saves its cost by 
saving lard. 4-qt. size, 
Japanned, $11.00. 6-qt. 

size $12.50. 

"ENTERPRISE" liUretnn 

furnishtd any dm Ur 

on rofuttt 



We Want Every 
Progressive Hard¬ 
ware Dealer to 
Have His Copy of 
Our Catalogue 

You should have it because 
it covers a complete line of 
high-grade, accurate and de¬ 
pendable scales — the kind 
that build renewal business. 

Grocers’ Scales, Candy 
Store Scales, Physicians’ 
Scales, Household Scales. A 
scale for every need. 

Foster Bros. Cutlery, which 
us a part of the complete 
Chatillon line, offers a rare 
opportunity to dealers inter¬ 
ested in Butchers’ Tools and 
Household Cutlery. 


ARE YOU A CHATILLON 
DEALER? 


Send today for catalogues 
prices and liberal trade 
discounts 


JOHN CHATILLON 6 SONS 


Established 1835 

85 Cliff Stteet New York City 
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Faultless Paster fiompany 

Evansville Indiana 

Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


“Move the FAULTLESS Way” 
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Stop! Look! Think! 


OF THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 

u Elastic” Chair Tips 


consisting of the moot salable and profitable sises, 

vis: 

8 Grom Rubber Hoad Nalls. 

4 100/144 Gross Bumpers. 

17 Dos. Sotted Screw Tips. 

4 Dos. Wood Peg Tips. 

3 Dos. Patent Rocking Chair Tips. 

4 Dos. Stetson's Combination Cushion 

Chair Tips. 


“Elastic” Chair Tips 


Prevent injury to floor and carpet, sto, the noise 
nuisance in the hoc e, the schoolroom, the restaurant, 
the public hall—wherever wooden chairs are moved 
about on wooden floors, concrete or tiling. / 


Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 


4 4 Elastic' * Chair Tips. 

Order the “Elastic" Assort¬ 
ment now—display it—then 
watch the "Elastic" sell! 

ELASTIC TIP CO. 

370 Atlantic Ave.. Boston. Mass. / 
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Monarch Refrigerators 

Have an established reputation. Positive Dry Air Circulation. Patented re¬ 
movable or cleansable air flues and other hygienic features. 



Monarch Refrigerators 

Are perfectly insulated, ensuring ice economy. The cabinet work of brown ash or oak 
is attractive in design and hardware is handsome. Storage chambers lined with gal¬ 
vanized steel, white enamel, or seamless porcelain and fitted with bright tinned wire 
shelves, removable waste pipe and inside trap. Prices moderate. 

Dealers 

are advised to place opening orders early and ensure prompt shipment from the large 

stock carried by 


Union Hardware St Metal Co. 

Los Angeles 

Monarch Refrigerator Works 


Butler St Brittain, 
San Francisco 

Burlington, Vermont 
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Genuine “Emcany” 

OR 

Unpolished Acme 

Fry Pans and Spiders 

Cost no more than imi- 
tation or inferior articles 


But they Build Up Your 
Trade and Satisfy Your 


Customers 


The “EMCANY” is exactly the same 
as the well known “Acme” except that due 
to the shortage of labor during these war 
times it is not polished. But when used 
once it cannot be told from the Acme. 



Examine 
Samples of 
This Ware 
and prove it 
for yourselves 


* : !j W f if 

I: ¥ f/ir 


Sold by all 
First-Class Jobbers 
throughout the West 

ORDER THROUGH THEM 


WM. P. HORN CO., PACIFIC COAST REPRESENTATIVES 


LOS ANGBLBS 


RIALTO BLDG.. SAN FRANCISCO, CAL. 


PORTLAND 


New York Stamping Company 

BROOKLYN, NEW YORK 
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Baker, Hamilton & Pacific 

Company 

San Francisco, California 
JOBBERS 

Farming Implements and Vehicles 

Creamery and Dairy Supplies 

Automobile Accessories 

Sporting Goods and Cutlery 

Iron, Steel, Brass and Copper 

Household Goods 

Paints, Oils and Brushes 

Corbin Builders’ Hardware 

Mechanics’ and Ship Tools 

Heavy and Light Hardware 

Electrical Supplies and Devices 

Bicycles and Bicycle Sundries 

Deep-Well Pumps, Spray Pumps 
and Water Systems 


r 


HOUSE OF SERVICE 
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MADE IN OHIO, U. 8. A. 

ALUMINUM 

“Real Solid” 




Tho "llAL 90UD” LIKE hmo been for St 
jolts, tho Strong, well known, dependable 
Aluminum lino of Kitchen Utensils. 

Our Policy is and ban boon to give tho doalor 
goods of suoh quality that assures him not 
only his TROF1T, but tho housewife's contin¬ 
ued patronage, wo have now added 

A New Une off 

“REAL SOLID WARE” 

Thin la a Hoary Drawn lino STAMPED from 
hoary tempered Sheets, which is far superior, 
in duub|t ways, especially in Rigidness and 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be Impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, whioh may accumulate while 
on dealers* Shelves. 

We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
1918 Catalog Just off the Press. 

The Bucksw JUuminun Gospany 




f rsr 
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WOOSTER, OHIO 


® 'aplastic 
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sable About 
the Greenhouse 

T HE greenhouse owner ranks Noahs 
Pitch next in importance to glass. 
He uses it for glazing, for setting 
sills to prevent decay, for repairing 
cracked and broken glass. He uses it 
to stop leaks in foundations, tanks, 
pipes and chimneys. 


A Plastic 
Fibrous Cement 


Noahs Pitch is of just as much impor¬ 
tance to the average man as to the 
greenhouse owner. No man ever owned 
a roof without having a leak in it at 
one time or another. Noahs Pitch stops 
every leak quickly and permanently. 
Every hardware dealer should sell 
Noahs Pitch. There is a steady demand 
for it the year round. A trial sells it 
so thoroughly the purchaser always 
keeps a can on hand. 

Try it yourself. Let us send 
you a generous sample 

THE PHILIP CARY CO. 

232 Wayne Ave., Lockland, Cincinnati 
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FRANK A. B4RE 
Presidcr ( 



O. E. BARE 
Vice President 


Hardware Merchants 


and 


Hardware Clerks 

We Invite You to See Our Exhibit 

At the 

Mountain States Hardware and 
Implement Association 
Convention 

Brown Palace Hotel, Denver Col. 

January 21, 22, 23,1919 

MAKE OUR OFFICES YOUR HEADQUARTERS 
AVAIL YOURSELVES OF THE SERVICES OF OUR OFFICE FORCE 

We ask you to invite your friends who may be attending the Western 
Stock Show Association Convention to visit our Exhibit with you 

The Tritch Hardware Company 

Jobbers 

DENVER COLORADO 
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There Will Be Big Money in Refrigerators 

in 1919 

You owe it to your own best interests to look into our 1919 proposition to 
dealers. It is one of the most attractive we have ever offered. Our line is boiled 
right down to the styles and sizes that have proven big takers. 

We have also developed al large number of live-wire sales-helps for our 
dealers—consisting of pamphlets, booklets, ads, window trim, sales-letters to your 
prospects—and so on. Never have we been so fully prepared to give our dealers 
tip-top sales-teamwork—and thus help them to build up the biggest and most de¬ 
sirable refrigerator business in their history. 



The quality is backed by 42 years of specialization. Built on absolutely sci¬ 
entific lines—insuring food preservation and ice economy in the highest degree. 

The finish on every Alaska refrigerator is like a piece of fine furniture. 

Send for our 1919 catalogue. There is an interesting message in it for you. 
And will tell you, at the same time, about our peppery, meaty sales-helps—which 
are the most handsome and persuasive that we have ever offered to help our cus¬ 
tomers. 

The Alaska Refrigerator Company 

Muskegon, Michigan 

MANGRUM & OTTER, Inc. HOFFMAN HARDWARE CO. 

San Francisco, Cal. Los Angeles, Cal. 
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NEW PATTERN 

With the dignity and beauty characteristic of 1847 Rogers Bros. 
Silverware, and with a freshness in design and outline that 
sets it apart from all other patterns in silver plate. 

Seventy years successful experience has entered into its making, 

'Ttatpoon* *600 a dtntn Sold by leading dealert 

Other puces u\ proportion SendJor t'alaloy 0^90 

INTERNATIONAL SILVER COMPANY, MERIDEN CONN. 


i847 ROGERS BROS 
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This Mirro Double Boiler 


Has Seven Distinctive Features 


What a wonderful start a piece or two of Mirro 
Aluminum makes toward a kitchen that most 
truly reflects good housekeeping! 

And what better time than now, when each 
piece particularly reflects the spirit of good 
cheer and sensible giving. 

Users delight in such advantages as are 
found in this Mirro Double Boiler: (1) The hol¬ 
low steel handles do not become unduly heated. 

(2) Handles come together so that complete 
utensil can be lifted with one hand, ft (3) The 
rivetless, no-burn, ebonized knob is an exclusive 
Mirro feature. 


(4) Tightly rolled beads prevent lodgment 
of grease and dirt. (5) Rounded edges insure 
easy and thorough cleaning. (6) Famous 
Mirro finish. 

The same cover fits both upper and lower ves¬ 
sels. Illustration shows plain round style. Also 
made in the famous Colonial design, exclusively 
Mirro. 

ft (7) All this quality, convenience and beauty 
are assured by the Mirro trade-mark which ap¬ 
pears on the bottom of every Mirro utensil 
— a safe guide for the buyer and a sales aid for 
the dealer. 


Aluminum Goods Manufacturing Company, Manitowoc Wis., U. S. A, 

Makers of Everything in Aluminum 

Dealers: Jf you are not already handling this popular line, 
write today for dealer catalog and interesting sales plan 


<01 IR RO 


ALUMINUM 

Reflects 

Good Housekeeping 
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risxmasVJi: 


Economy and utility are the keynotes of 
Christmas buying this year and the success of 
your holiday business depends upon how nearly 
your merchandise meets these requirements. 

The thinking people of America who choose 
wisely and buy well are reading and heeding 
UNIVERSAL National Christmas advertising 
which features the most practical and appro¬ 
priate items in the line of Bread Makers, Food 
Choppers, Coffee Percolators, Vacuum Acces¬ 
sories, Electric Home Needs, etc. 

This advertising is helping in the promotion 
of serviceable giving and is sending customers 
to your store. Get your stock ready, your dis¬ 
plays made and prepare for a season of business 
in the lines that sell well, stay sold and return 
you a profitable profit 

LANDERS, FRARY & CLARK. 

New Britain, Conn. 



TOIVBBSAI. 
Vacuum Lunch 
Box 





UNIVERSAL 
Bread Maker 


UNIVERSAL 
Coffee Percolator 


UNIVERSAL 
Pood Chopper 
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only can and 
pail your 
trade knows 
by name and 
reputation 

Witt’s Can and Pail, 
through long years 
of advertising, have 
become the standard 
of the country. 


3 sizes PaU 

Every customer who comes into your 
store knows that Witt’s outlasts two 
ordinary cans — knows that the 
Yellow Label means satisfaction 
guaranteed. 

THE WITT CORNICE CO. 

Cincinnati, Ohio 


WITTS 


CAN and 

PAIL 


For Sale on Pacific Coast by 

Baker, Hamilton & Pacific Co....San Francisco 

Dohrmann Commercial Co.San Francisco 

Dunham, Carrigan & Hayden Co. . San Francisco 

Heyman*Weil Co.San Francisco 

Holbrook, Merrill 6c Stetson, Inc..San Francisco 

Mangrum & Otter, Inc.San Francisco 

Sneller Bros. & Co.San Francisco 



SALES 

HELPS 

To every dealer 
selling Witt’s Can 
and Pail we will 
furnish free elec¬ 
trotypes for news¬ 
paper advertising, 
envelop stuffers, 
window and count¬ 
er display cards, 
street car cards. 
Many dealers find 
that these helps in¬ 
crease their busi¬ 
ness. 




4 sizes Can 


Y. M. C. A. 
Adopts WILSON’S 
A5 Football and 
J4 Basketball 
as “Official” 



A5 Wilson Official J4 Wilson Official 

Intercollegiate Football. Intercollegiate 

Basket Ball 


T HESE two Wilson official balls 
have created a real sensation in 
the sporting goods industry. In 
the two seasons that they have been on 
the market, they have been adopted as 
official by scores of the foremost col¬ 
leges, clubs, teams and other organi¬ 
zations in the country. 

Now—as the crowning endorsement—comes 
this official adoption by the Y. M. C. A., one 
of the largest purchasers of sporting goods 
in the world today. In the last three months 
the Y. M. C. A. has purchased 24,000 A5 
Footballs alone. The U. S. Marine Corps 
have adopted the A5 Football as official for 
the 1918 season. 

If you want to cover the basket ball and 
football business in your territory, stock the 
Wilson J4 Official Intercollegiate Basket Ball 
and A5 Official Intercollegiate Football. 

Send today for our Big Fall and Winter 
Catalog and Trade Price List 

^ /a n 


ThosE.Wilson&Co. 


—\y w 

General Offices and Main Plant, 
701-703 North Sangamon Street, Chicago. 

Eastern Headquarters 
25 West 45th Street, New York. 
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Established 1834. 


Still Going 1918. 


Keep the Home Fires Burning 
Save and Assure the Victory 


Your 

“Model” Roasters 

Your 

‘Model” Fruit Kettles 


Your 

“Sterling” Enameled Wares 

Your 

“Puritan” Tin Wares 


Are All High Grade and Still Serviceable 


When our Boys are supplied with Steel and Coal and Gasoline and 
our Workers are home from the Trenches, it will be easier to fill your 
wants. 

Meanwhile We Can and Do Ship 
Many Goods 

While Uncle Sam commandeers our Men and Material and keeps tab on 
our Catalogue, let us be Patient, as well as Patriotic. 

Yours for a Loval Service 


Represented in the State of 
California by 

BARRETT * ROSS 

91 New Montgomery St., 
San Francisco, Cal. 



Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 

FRED A. USE 

16‘JO Thirteenth Ave., 
Seattle, Wash. 


Trade Mark 

Represented in the State of Texas by 

C. V. MILLARD 

San Antonio, Texas. 


THE CENTRAL STAMPING COMPANY 

NEW YORK, N. Y. 
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Weigh carefully these five points— 
stronger than ever for 1919 

One live dealer only in each locality can obtain this profit-making 
proposition. 

Our idea is to work with our dealers every minute— never stop in our 
efforts to bring more trade. 

The plans for this Spring are bigger, more far-reaching than ever. 

They’ll bring new business, bigger business to every Kyanize agent. 



The business building line of varnishes and enamels—the line that 
is backed by original and effective selling plans for exclusive agents. 
Only one Kyanize Agent to a locality. 


LIVE DEALERS 


Write today for particulars on your proposition. If there is now 
no Kyanize dealer in your town, write for our plan—it will double your 
business. 



oston 


ish 


A beautiful 
book 
that will 
increate 


This 

Smiling 

Kyanize 

Painter 

Brings You 

Business 


ar 


Campon 


your 

profits 


Everett Station, Boston, Mass., U. S. A. 


San Francisco Warehouse and Office 
269 Eighth Street 


Chicago Warehouse and Office : 
519 West Twelfth Street 
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AMERICAN SSE GRINDERS 


For Rapid, Accurate, Satisfactory 
Work, the 

American line of High 
Duty Grinders 

Have no Equal 

Oil-tight gear case, with contin¬ 
uous bath in oil for working parts. 

Malleable Iron Clamp — Semi- 
Automatic attachments for sharp¬ 
ening Chisels, Adzes, Drills, etc. 

New Principle Twist Drill Grinding Attachment with graduated adjustment for ra¬ 
dius and clearance, also micrometer feed regulator. 

These superior, exclusive features make American Grinders easy 
to sell. They stay sold and make other sales. Made in 12 different 
sizes. Good profit for the dealer. 

IMMEDIATE DELIVERIES 

Ask your Jobber or write to us direct 
Attractive proposition to dealers 

AMERICAN GRINDER MFG. CO. 

MILWAUKEE, WISCONSIN 

WESTERN DISTRIBUTERS 

Jobbcn « 

Z. C. M. I., Salt Lake, Utah. 

Western Metal h Supply Co., 8an Diego. 

Auto Hardware A Equipment Co.. San Diego. 
Northwest Auto Supply Co., Billings. 

B. K. Sweeney Electrical Co., Denver. 

C. W. Marwedel, San Francisco. 

Marshall-Newell Supply Co., San Francisco. 

Motor Accessories • Tires Co., Pueblo. 

Lathan Auto 8upply Co., San Francisco. 
Weinstock-Nichols Co., San Francisco. 

Motor Supply Co., Phoenix. 

Arizona Hdwe. A Supply Co. Phoenix. 

Motor Mercantile Co., Salt Lake City. 

Foster Auto Supply Co., Denver. 

_ 


Dunham, Carrigan h Hayden Co. 
Baker, Hamilton A Pacific Co. 
Thomson-Diggs Co. 

Ducommon Hardware Co. 

Harper A Reynolds Co. 

Honeyman Hardware Co. 

Whiton Hardware Co. 

A. M. Hotter Hardware Co. 

George A. Lowe Co. 

Butler A Brittain. 

Chanslor k Lyon Co. 

George Tritch Hardware Co. 
Krakauer. Zork k Moye’s Sues., Inc. 
Momsen-Dunnegan-Ryan Co. 
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You Make a Steady Customer 
When You Sell Starrett Tools 


because these tools stay sold. The only “come back” is 
the come back for more of these dependable measuring 
instruments, which satisfy the most discriminating me¬ 
chanics. 

Sell the “Starretts” and watch your tool business grow 
steadily. Our Catalogue No. 21BF shows the many styles 
and sizes. Write for a copy. 

THE L. S. STARRETT COMPANY 

The World’s Greatest Toolmakers 
Manufacturers of Hack Saws UnexceUed 

ATHOL, MASS. 

42-875 
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Long Tire Life Now Essential 



Itliller 


it. GEARED-TO-TME ROAD X 
^ UNIFORM jPa 


MILEAGE 




A 


Tires 


What Miller Offers 
Merchant and Public 


Write at once for the Miller Agency Plan 
while the chance is open. And think over, too* 
the possibilities in Miller Accessories and 
Repair materials as a side line now that the 
public knows tire conservation is essential. 


The Miller Rubber Co. 

Dept. A-82, Akron, Ohio 


“Miller Quality Standards 
Mean Positive Economy 99 




To you hardware dealers puzzled as to the 
immediate future by peace conditions the 
Miller Agency Plan comes forward with a pro¬ 
posal to establish you as the exclusive Miller 
agent within your territory where such terri¬ 
tory is open. Think that over — an exclusive 
agency for a thoroughly advertised tire, the 
qualities of which have the strongest appeal. 


Miller Uniform Tires represent absolutely 
the value of the money invested in them by 
the motorist. Their long uniform mileage is a 
positive factor in making for tire economy—a 
quality invaluable now, when from every tire 
must be exacted the longest possible service. 
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CHRISTMAS CHEER AND A HAPPY NEW 
YEAR. 

Were it possible for those who prepare this 
magazine to look into the faces of all our loyal 
and splendid Hardware World family, and we 
could take your hands and say to you earnestly, 
"'A merry Christmas, a happy and joyous 
Christmas, and a prosperous and contented 
New Year,” we would not mean it a bit more 
than we do when we speak to you through this 
printed page. 

We are fully conscious and deeply grateful 
for the friendship and the bonds of helpfulness 
which have gathered us together into one great 
group, ready to give and to gain the finest 
kind of help and strength. It is this bond of 
unity of great business groups which has made 
possible the upholding of the Government in 
such a marvelous manner during the times of 
crises through which we have passed and are 
passing. It is this loyalty and unity which has 
astonished the whole world and in a large 
measure a trade publication is a “tie which 
binds,” because it informs and inspires. 

If we have been permitted to be of practical 
helpfulness in the times which are past, it is 
because we have honestly tried to be of broad 
and genuine service, and also because we have 
had such a responsive and alert audience with 
which to work. 

And so we say, “A Merry Christmas, 
Friends!" No matter what has come or gone 
during the last twelve months, let us remember 
thankfully at this season, that nineteen hun¬ 
dred and nineteen years ago the first Service 
Flag since the dawn of time was unfurled over 
Bethlehem of Judea, calling men to the broth¬ 
erhood of noble and unselfish service and to 
finer, purer living. Without the Christmases 
which are past and the ideals for which they 
stand, we would not have a land of peace and 
plenty today. We would not have fought side 
by side with the world's best for freedom and 
right. 

Ah, we have reason to be happy this Christ- 
mastide, and may the joy and the cheer and 
the splendid hope of it all, come into your lives 
and abide there anew, as the old year draws to 
its close and a new one dawns! 

May the New Year be one of increasing 
opportunity. May it be marked by unwonted 
prosperity. May the opportunities of the 
months to come be greater than ever before for 
each and every one of you, and may you grow 
continually richer in a bounding vitality, in 
mental astuteness, in contentment and happi¬ 
ness and material prosperity. 

Yes, yes, we mean it—a Merry Christmas 
and a Happy and Prosperous New Year! 


A business succeeds only as it serves. 


BRAIN YS. BRAWN 

So long as time lasts there will be two 
classes of men. One class will be of brain and 
the other will be of brawn. The time to deter¬ 
mine to which class one will belong, naturally 
comes early in life, although a change from a 
condition where brawn is superior to one of 
brains is possible after maturity has been 
reached. 

It is not unnatural that a majority of men 
prefer developing their muscles to developing 
their brains. They can see the muscles, and 
their brains can be seen only by others. 

Dr. Frank Crane has preached some mighty 
fine business sermons. Summing up in one of 
these sermons, Dr. Crane said: 

“From your chin down you are worth about 
a dollar and a half a day. 

“From the chin up you are worth—any¬ 
thing. There's no limit. 

“Without your headpiece you are just an 
animal, and about as valuable as a horse— 
maybe. 

“You have a mistaken idea. You think you 
are paid for your work. You are not. You are 
paid for what you think while you work. It’s 
the kind of brain that directs your hands that 
gives you your rating. And what causes you 
the most concern—the contents of your skull 
or the mass below the collar bone? 

“You exercise your body, keep your arms 
strong and your legs limber and your waist line 
supple, but do you regularly exercise your 
cerebrum ? 

“Are your thoughts flabby, uncontrolled, 
wayward and useless, though you are expert in 
tennis or golf? 

“Is your thinker as keen, alert, disciplined, 
accurate and dependable as are your hands? 

“Where do you get your pleasures? From 
the chin down? Is it all dancing for your feet 
and meat for your belly and clothes for your 
back? And is all your fun in the cellar? Don't 
you ever have any fun in the attic ? 

“What interests you most—books or beer? 

“What pains you most—a stomach ache or 
a lie? 

“How are you pulled? To what part of 
you is the cabletow fastened—to your loins or 
to your forehead? 

“Suppose it were possible to live after the 
head had been severed from the body. Which 
part would you rather be—the head part or the 
meat part? 

“What are you, anyhow—an animal, pes¬ 
tered with a mind, or a soul, prisoned in a body? 

4 4 Do you know that the gist of culture con¬ 
sists in transferring one's habitual amusements 
from below to above the nose? 


Business is like a wheelbarrow—it stands 
still unless someone pushes it. 
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Why Retailers Object to Trade Acceptances 

(By A. R. Wells) 


D URING the last two years the trade ac¬ 
ceptance has been kept before the atten¬ 
tion of retailers almost continuously in 
practically every line of business. It has been 
discussed at almost every meeting or conven¬ 
tion attended by retailers. It has been advo¬ 
cated in the sales literature of jobbers and man¬ 
ufacturers, and the banks have also assisted in 
this publicity. 

After all the efforts that have been made to 
bring the acceptance method of financing into 
more general use, the question still is asked, 
“Why does the retailer object to the trade ac¬ 
ceptance ?” for it must be assumed that he 
does object to it, otherwise he would use it. 

First of all, the trade acceptance has not 
been advertised to the retailer in the proper 
manner. In too many instances it has been 
shown how the manufacturer and the banker 
would benefit, and not enough was said con¬ 
cerning the benefits the retailer might expect 
to derive from the use of acceptances. Nat¬ 
urally, when it appeared that the banker and 
the manufacturer were so anxious to receive 
trade acceptances from the retailer, the retailer 
in turn began to analyze his position in the 
transaction. He probably decided that the 
banker and manufacturer were the ones to 
receive the benefit, and so he continued to do 
business on the open account basis. 

Alter the mistakes that have been made, it 
is now very doubtful whether the bankers and 
manufacturers will be able to bring the trade 
acceptance into general use among retail busi¬ 
ness men. The chances are that they will not 
accept such an instrument unless the war situ¬ 
ation becomes more acute and it is practically 
thrust upon them by conditions, or by Gov¬ 
ernment intervention of some sort. 

The retailer has not been required to sign 
acceptances in the past and he doesn’t see any 
reason why the same people, with whom he has 
always dealt, and who know that he is honest 
and will pay all his obligations, should have 
any more written assurance of that fact than 
they have found necessary in the past. 

This one objection to which the retailer 
clings is in itself a difficult thing to overcome, 
for he has become entrenched behind the habit 
of buying on open account, so that he cannot 
see why he should change unless there is a de¬ 
cided advantage in his favor by so doing. It 
is human nature, even the nature of the most 
respectable and honest business men, to evade, 
if possible, the chance of “sewing themselves 
up” any tighter than is absolutely necessary. A 
man is convinced of his own honesty and de¬ 
termination to pay his obligations, and he 


believes that should be enough for anyone. 

It is true, however, that much of the oppo¬ 
sition voiced by retailers has been due to the 
bad advertising of the trade acceptance. This 
advertising has been directed by bankers and 
manufacturers who were so busy thinking of 
how they would be benefited by the acceptance 
that they had no time at all to thing about how 
it appeared to the retailer. They expected the 
retailer to accept it because it would be good for 
the banker and manufacturer, and the result 
has been just what always happens when any¬ 
one fails to get the point of view of the one 
he wants to sell to. 

The retailer will use the acceptance in his 
business when it is properly presented to him; 
when he knows that he can buy more advhn- 
tageously if he uses it, and when he knows that 
its general use will result in lower prices for 
the goods he purchased because it will to a 
certain extent eliminate credit losses, a part of 
which he is helping to pay under the open ac¬ 
count system of financing. 

The retailer considers his own interests first. 
Let him know that he will be benefited. Show 
the direct benefits he will receive, and then 
show him how he will benefit indirectly, which 
is perhaps more important. Translate it in 
terms of net profit that he cannot help but un¬ 
derstand, for the only way to sell the idea to 
him is to appeal to his personal interest. 


READ, AND THINK AS YOU READ 

It is the duty of every business man to be 
well informed upon current day topics. 

Often headlines in daily papers are mislead¬ 
ing. Read carefullj r , and think as you read. 

Politicians seeking to perpetuate themselves 
into office know that the American people have 
short memories, but it is your duty to keep in¬ 
formed. 

Outside of the daily papers there are any 
number of magazines published which will give 
both sides of important questions. 

Every business man exerts an influence in 
his community in forming public opinion, if he 
doesn’t, he should. 

He should keep as well informed upon 
topics of the day as his time will permit. He 
should not simply read one side of a question, 
but should get the other man’s view point, as 
well. 

Read your own party paper, to be sure, but 
read the other also. Outside of the pleasure 
you will get in discussing topics of the day, you 
can make yourself a power for good in your 
community by having a real understanding of 
present-day events. 
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Linking Up Oil Stoves and Bath Fixtures 


T he ever-convenient coal oil heater is com¬ 
ing into its own at last, and the demand 
for them, particularly in the East, is greater 
than the supply. Their use, particularly in the 
Southwest, where the winters are mild, should 
be energetically pushed. The fact that they 
are so readily transported from one room to 
another is a great point in their favor, but 
though they are welcome in bedroom, living 
room and dining room, they reach their highest 
point of efficacy in the bathroom, and the mer¬ 
chant who calls attention in a striking manner 
to their usefulness here, will be sure to greatly 
increase his sales. 

Austin & Shrader Bros., Litchfield, HI., who 
are ever alert with timely displays, recently 
took space in the local papers, adorning same 
with a cut of one of their oil stoves. Their ad 
read: 


ENJOY A WARM, COZY BATHROOM 
While you're under the shower or in the tub 
our OIL HEATER takes the chill ont of the bath¬ 
room* Shave and dress in cheerful comfort. 

Heats any room quickly. Small and light, can 
be carried about easily. Inexpensive; one gallon 
of oil furnishes enough extra heat for several days. 

Step in' today and let us show it to you. 

$5.65 $6.70 $8.50 

AUSTIN & SHRADER BROTHERS 
Our Goods Are New, but Our Friends Are Old 
Low Prices and Fair Treatment Make Them So 


The firm knew full well the value of the sim¬ 
ulation of life, so they borrowed from a local 
clothing firm a wax model of a young man, at¬ 
tired in a bathrobe, with Turkish towel and 
bar of soap in his hands. The window was 
fitted up as a modern bathroom with tiled floor, 
tiled wall paper and porcelain tub with shower 
attachment. Close by it was an oil stove, and 
the young man was just on the point of stepping 
into the tub. A large card in one corner sug¬ 
gested : 

BATHE IN COMFORT DESPITE THE OUTSIDE 
TEMPERATURE 

One of our Oil Stove* will quickly warm up the 
chUlv bathroom and make bathing, shaving and 
dressing a pleasure instead of an operation to be 
endured. 


It is well to appeal especially to the mothers, 
who are the principal purchasing agents of 
household supplies, and in no better way can 
this be done than in featuring comforts for the 
baby—the real monarch of the household. 

This was the thought of Graham & Collins, 
San Antonio, Texas, who showed the practical 
value of the oil stove in connection writh baby’s 
bath. The window was fitted up as a bathroom 
in porcelain, with Sanitns walls and a large 


pink and white, bath rug on the floor. The ob¬ 
ject of supreme importance, however, was the 
oil stove in one corner. This was enameled 
white, making it in perfect keeping with the 
other outfittings. Seated in the tub was the 
life-size cut-out of a smiling youngster (a wax 
figure would have been better, as more closely 
simulating life). An artistically lettered sign 
read: 

JUST THE THING FOR A CHILLY MORNING 
Athlete® and robust folk may scorn the warmth, 
but baby must be protected; and invalids shun the 
cold. 

A COAL OIL HEATER 

keeps the room at just the right temperature and 
makes the daily bath a delight. 


A big hardware firm in Savannah, Ga., was 
another concern that had a display that made 
instant appeal to all interested in the care of 
children. It represented a section of nursery, 
floored with a rug of cheerful red. The back¬ 
ground was of buff hung with ropes of ever¬ 
green and studded with clusters of red berries— 
evidently in anticipation of the holidays. At one 
side was a lighted coal oil stove, which threw 
out a cheerful glow—the radiance engendering 
a feeling of warmth even to those outside the 
window. Before the stove was seated a young 
mother—a wax model borrowed from a local 
dry goods store, and attired in a morning dress 
of blue, with long white apron. Standing close 
to the heater—his hands outstretched to its 
genial warmth—was the nude figure of a 
chubby youngster of two or three—as though he 
he had just stepped from his bath. The tub itself 
was shown on a large bath mat at one side, and 
over it were hung soap rack, bath towel and 
wash cloth; while near it was a large floor 
lamp, with wide-spreading shade of rose col¬ 
ored silk and bulb of red. This lamp was 
lighted at night, giving a rosy glow to the 
entire window—thus making it stand out strik¬ 
ingly from the white and yellow lighted stores 
on either side of it. Down in front was a big 
card: 


Nothing Is So Precious as the Health of the Baby. 

Keep the room warm with one of our COAL OIL 
HKATER8. It will prove a warm friend to baby 
and mother. 


Another very profitable class to reach is 
the business man. Probably few of them have 
thought of heating their offices with oil stoves, 
but they are a very handy thing to have around 
during thasc chilly spring and fall mornings, 
when the conserving janitor or landlord fails 
to turn on the furnace heat. Their convenience 
was effectively brought to the notice of the 
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office man recently by a couple of parallel win¬ 
dows arranged by a New Orleans appliance 
dealer. The display was in two sections, each 
showing a section of a business office—and in¬ 
cidentally featuring many little office fixtures 
kept for sale by the hardware merchant. In 
one, huddled up at her desk, trying to operate 
her typewriter, was a girl in jacket and furs, 
with a rug wrapped about her knees. The sec¬ 
ond window showed a girl busily clicking the 
keys, unencumbered by wraps and wearing one 
of the sheer, lingerie blouses affected by women. 
A bright and burnished little oil stove told the 
difference in the atmosphere of the rooms. A 
card swung from the ceiling advised: 

8PECIAL SALE OF OIL STOVES 
Heat where you want it—when you want it—as 
much as you want of it. Removes worry, dirt and 
ashes. 


Their pertinent little ads in the newspapers 
also brought them many customers, as they 
went straight to the point. In clear, black 
type, with ample white space surrounding 
them, they caught the eye of everyone who 
picked up the paper : 

WAS IT CHILLY IN YOUR BEDROOM THIS 
MORNING f 

Of course it was—you could hardly dress. Don’t 
do it again—you’ll catch cold. Order one of our 
OIL HEATERS, light it, and in a few minutes the 
room is warm and you can dress in comfort. 

DON’T SIT AND SHIVER IN A COLD ROOM 

Have you ordered an oil heater for your room? 
If not, DO IT TODAY. Be warm and cozy these 
chilly evenings. 


THE AMERICAN'S CREED 

(By William Tyler Page) 

I Believe in the United States of America, as a 
Government of the people, by the people, 
for the people; 

Whose just powers are derived from the consent 
of the governed; 

A democracy in a republic—a sovereign nation 
of many sovereign states—a perfect 
imion, one and inseparable; 

Established upon those principles of freedom, 
equality, justice and humanity, for which 
American patriots sacrificed their lives 
and fortunes; 

I, therefore, believe it my duty to my country 
to love it, to support its constitution, to 
obey its laws, to respect its flag and to 
defend it against all enemies. 


Never bear more than one kind of trouble 
at a time. Some people bear three: all they 
have had, all they have now, and all they hope 
to have. Remember that the octogenerian said: 
‘‘I have lived a good many years, and have had 
a lot of trouble, most of which never hap¬ 
pened.” 


YOU GENERALLY GET WHAT YOU 
DESERVE 

Most things that seem tough are mostly 
bluff. The same is true of men. Yes, and of 
nations. 

One thing to remember is this: There is 
always a way through, under, over, or around 
any obstacle in your path, provided your path 
is leading you to a place where you can give 
greater service. 

The man who wants to be useful, and who 
is persistent and persuasive and courageous, 
will find the money, the friends and the in¬ 
fluence he needs coming to him, just as steel 
filings are attracted to a magnet. 

Germany, with all her ability and effi¬ 
ciency, failed to break through to Paris be¬ 
cause her desire was not a desire to serve the 
wtorld. Her own selfishness stopped her. It 
was this selfishness of Germany that sent the 
Allies against her. It is the unselfishness of the 
Allies, it is their desire to serve humanity that 
wins. 

So, if your desire is to be useful to your 
fellows, nothing can stop you—except your¬ 
self. 

Men get what they deserve and in just the 
measure of that desire. Have great desires to 
serve and the rest will follow. 


BUT AND IF 

There are some men who often say 
They hope to make their mark some day, 
But 

Luck is against them, don't you know; 
However, they will get there, though, 

If 

Things break their way a little bit, 

And mostly that's an end to it. 


WE ARE WAITING FOR YOURS! 

You have a dollar, 

I have a dollar; 

We swap. 

Now you have my dollar 
And I have yours, 

We are no better off. 

You have an idea, 

I have a idea, 

We swap. 

Now you have two ideas 

And I have two ideas. 

Make the Hardware World a real idea-ex- 
change. 

Whenever you get a good idea, just send it 
along to us and we'll pass it on to the thousands 
of readers of this publication. Thus, we better 
business all along the line. 
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Keep the Home Fires Burning 

Suggestions for Christmas Trade. 

(By John Dillon) 


A ND keep the hardware stocks moving. 
Christmas is nearing, and since the 
“Shop and Ship” time is past, buying 
Christmas presents for the home ones will be 
in order until Christmas Eve. While our SHOP 
EARLY SLOGAN is becoming more popular 
each year, gifts will be bought up until the 
eleventh hour. That’s simply human nature, 
and you can’t run away from it, or evade it. 
Those at home must be remembered now. 
Your store is the typical Christmas shop— 
the store of the Christmas spirit. Your adver¬ 
tisements literally beam with Christmas joys— 
your windows are Santa Claus’ workshop—each 
salesman is old Santa personified. Your win¬ 
dows now bristle with Christmas—they are 
trimmed with thoughtful gifts. 

Let us suggest a fireplace scene with Santa 
ladened down with his pack, filling the stock¬ 
ings. Or he is just in the act of leaving and the 
children just “peeped” in and got a glimpse of 
him. It may be a snow scene, showing skates 
and sleds — or outdoor sports. Such trims al¬ 
ways pay, and pay well. If you prefer to trim 
with the goods only, then use fewer goods and 
do not “stuff” your windows. Window 
“stuffing” is easier than window trimming, 
and the latter pays best. 

Stores used to pull out old stocks and 
“left-overs” from last Christmas. This is done 
by some merchants today, but not like yester¬ 
days. But buying Christmas presents will be 
different this year. 

Gifts will be bought to put to use more than 
ever before, and there’s no reason why the 
hardware stores shouldn’t go after their share 
of the Christmas trade, and get it. 

Useful presents are patriotic and right in 
style this year, and your store has, or should 
have, a pleasing array of useful things for the 
entire family. The days of “Oh, just give 
something, it doesn’t make much difference 
what,” are gone forever and it’s to every mer¬ 
chant’s interest that they are not returned. 

To the customer that can afford it, and 
usually buys the best, sell him the cream of 
your stock, the very best. To such customers, 
trade up, not down—do it every time. It is 
easier to sell the cheaper goods, but the real 
salesman sells the better ones. 

Bell More of Better Quality 
See that your store sells more of the better 
quality this year—give better values—and get 
better prices. Lest you forget, that should be 
the thought of the future, at all seasons. It will 
mean more satisfied customers and better re¬ 
sults all ’round. Try it; it is good business 
sense. 


Since the time of putting out last season’s 
“left-overs” at Yule-tide and selling “just 
something to give” is gone, it is now up to 
the salesman to sell something to put into use. 
The customer is now within your store. What 
will you sell him? The store has been thor¬ 
oughly advertised, the prices exploited, the 
goods displayed—the ad man and the window 
trimmer have done their part in familiarizing 
the public with the merits of the goods and 
lubricating the selling machinery—it’s now up 
to the salesman “to put it over,” to make good 
as a salesman. 

He is going to know, or find out quickly, 
just what “John, Mary, mother, sister, uncle, 
aunt,” should have for a present—he’s got 
every thought on tongue’s end, and he will 
sell for the entire relationship. Watch and see 
if he doesn’t. Remember there will be no cam¬ 
ouflage, no side-stepping—the customer is going 
to get what he wants, what he asks for. Sub¬ 
stituting must be done with diplomacy. Some 
stores advertise “we never substitute,” but as 
a rule they are stronger on substituting than 
their competitors, and it costs them patrons. 

If the customer does not know what he 
wants, and many customers do not know, they 
are open for conviction and throw themselves 
upon the mercy of the salesman. The salesman 
who has such a customer to deal with should 
be most careful to please, for when once 
“tricked” the store has lost a customer. 

Notice that some customers are not open for 
suggestions or advice. If you advance along 
this line it is repulsive. It’s the customer 
that does not know what he wants that is open 
for suggestions and advice. If your customer 
is hard to please, it’s time for you to bend 
every effort and extend surplus courtesies to 
make your sale. But, by all means, do not 
sell something you feel sure your customer will 
not be satisfied with after due reflection, for it 
means a dissatisfied, and possibly a lost, cus¬ 
tomer. 

Always remember that you can never go 
too far on courtesy. It costs little and its re¬ 
turns are many. You “buttoned-up” fellows 
unbutton and inject a little more sunshine into 
your efforts and see how it pays. I have in 
mind a salesman whom I have known for many 
years. He is always the same kind, smiling, 
obliging chap. He is always busy when fellow 
salesmen were not, always in demand. Cus¬ 
tomers stand and wait for this fellow to wait 
upon them. He gets a salary commensurate 
with what he does. Does it pay! It certainly 
does. He is a Santa Claus every day of the 
year. 
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Getting Ready for the After-Holiday Lull 


B USINESS shows a marked tendency to 
slow up for a week or two after the Christ¬ 
mas season. Two weeks is half a month, 
or one-twenty-fourth of a whole year—much 
too long a time to let the finances sag. Then, 
too, if special plans are not put into operation 
to start business along and to give it a desirable 
impetus, the dull period may extend from a 
month to six weeks, thus giving the firm more 
of a handicap than there is any need for. 

To begin with, it is not to be expected that 
business will furnish its own acceleration at 
this time. The man behind the gun must fur¬ 
nish the push and initiative and the brain power 
to project energy into business at this time. To 
wait until the dull season comes and then to 
begin to plan for it, is to make a serious mis¬ 
take. Time is lost and that means failure to 
take advantage of real opportunity. 

Even during the busy holiday season, time 
should be taken to think out just what is best 
to do in order to keep business going at a brisk 
pace. To know what you are going to do is to 
save mistakes and unnecessary sacrifice in han¬ 
dling the Christmas trade. 

Facts As They Are 

During ordinary times, Christmas sales 
prove more or less of a drain upon the purse of 
the buying public. Gift making has come to 
call for the giving of presents which represent 
real value. In earlier years, a Christmas card 
or a small remembrance which represented very 
little outlay, were all that were considered nec¬ 
essary, but as time went by, people continued 
to give more and more expensive articles. No 
one wished to be outdone or to be embarrassed 
by receiving a present of less value than the 
one sent. And so what was started as a mere 
expression of good will, grew into an oppressive 
tax. 

Why Trade Should Be Good After the Holidays 

Even before the war, the S. P. U. G. society 
had arisen, which being interpreted means, 
4 4 The Society for the Prevention of Useless 
Giving.’* With the coming of wartime condi¬ 
tions and the Government ruling that useful 
articles preferably shall be offered for sale, no 
extra help employed, and no extra hours added 
to the usual working days, the situation has 
changed somewhat. Then, too, the withdrawal 
of such large numbers of people from our civil 
life has done away in large measure, with the 
gift making to them, for each foreign soldier 
could receive but one package and that of lim¬ 
ited size. 

All this means that conditions will be dif¬ 
ferent this year after the holidays are over than 
they have been in years past. People will not 
he financially depleted to the same extent. The 


campaigns in behalf of thrift and conservation 
have tended to check the thoughtless spending 
of money and people will be much more inclined 
to buy with prudence and forethought than ever 
before. 

Prom patriotic motives, many will refrain 
from much gift making, with the result that 
special offerings of real value, directly after the 
holiday season, will find large numbers of 
people prepared to purchase those things which 
recommend themselves as worth while for per¬ 
sonal possession—articles of wearing apparel, 
furniture, personal accessories of all kinds, 
household supplies and fittings, and many will 
even be prepared to consider with favor, larger 
propositions which have to do with remodeling 
or putting in special equipment which calls for 
a considerable outlay of money. 

There is a psychological fact involved here 
which should not be lost sight of. It is that 
any person who has saved money by refraining 
from making various lesser purchases, is always 
in the mood to spend the aggregate sum in some 
worthy way if such a proposition is brought up 
to him at this time. The average individual is 
thrifty and likes to feel that through waiting, 
he or she has been enabled to gain special values 
and mid-season discounts. 

It is true, too, that it is often advisable to 
take a smaller profit and keep business going 
briskly during the time when a lull might be 
expected, than to carry the goods over another 
season and so lose the use of the money invested 
in them. Smaller profits and quick turnovers 
is one of the secrets of successful business. 

Definite Suggestions 

It is impossible to know just what stock will 
be left over a week or ten days before Christ¬ 
mas, but general selling plans may be arranged, 
and a special sale prepared. This special sale 
may be general and announced through the 
newspapers with a percentage reduction on all 
general hardware lines carried in stock, or if 
this is not advisable, a percentage reduction 
may be given on a selected class of hardware 
items of different kinds. 

If such a general sale is not wise with broad 
offerings to the public, then a selected mailing 
list may be made out and attractive sales sheets 
with illustrated offerings sent to these names. 
The very fact that such special values are only 
offered to comparatively few has a selling 
power of its own. The customer who gets a 
letter stating that he is one of a hundred only 
to whom these attractive hardware or house 
furnishing values are announced, will be 
pleased and will be assured that he is having 
something in the nature of an almost exclusive 
opportunity. 
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It may be that there will be stock enough on 
hand for such a sale. It may be that belated 
purchases of Christmas goods for stock will 
arrive. It is possible that by knowing you are 
going to have special after-the-holiday sales 
that you can keep a weather eye to windward 
and purchase some fine stock very reasonable 
which somebody else wishes to get rid of to 
save carrying the goods over. 

Anyway, be prepared with some new tools, 
apparatus or staples to brighten up the old 
stock, to make the window attractive, and to 
make advertising leaders of. 

Just to put out the same articles which the 
Christmas shoppers have already seen several 
times, is not enough. Have some new goods and 
be able to give an honest reason for offering 
them at a reduced price now. People are prone 
to inquire as to the reasons for reductions and 
to criticise the quality closely for fear some¬ 
thing is being offered of inferior grade. 

Many a retail merchant has enjoyed a much 
larger business during the weeks after the holi¬ 
day season than during those preceding it ? even 
while his neighbor in the same line stagnated 
during that period. The difference is simply 
that one has got ready for bigger hardware 
business and has bidden it come to him, and the 
other has done nothing except to take the sag¬ 
ging business as a natural consequence of the 
season of the year. 

There is a variety of reasons for offering 
such values—to clear out for spring stock; to 
get ready for inventory taking ; to turn stock on 
hand into immediate cash; to give special values 
to customers; to keep the store force busy; to 
get ahead of rising costs, etc., etc. After-the- 
holiday window displays should be especially 
attractive and should be closely linked Up with 
live, interesting newspaper publicity. 

Do not forget that this year will find people 
with more money in their pockets to spend than 
in previous years, and a very large percentage 
of the buying public will be interested in one or 
more practical articles if their attention is 
called to what is available at attractive prices, 
directly following the Christmas holidays. 


“TOSSING A COIN” 

Two business men did disagree 
About a deal one day. 

“Let's toss a coin,” said A to B, 
“And settle it that way.” 

But B refused. He wouldn't toss; 

He firmly set his jaw. 

Since neither man would come across 
They had to go to law. 

Expenses pile up thick and fast 
When men in lawsuits join. 

The jury settled things at last 
By tossing up a coin. 


SUGGESTIONS FOB CHRISTMAS 
ADVERTISING 

Seen in the Window of a Retail Hardware Store 

Come in and look us over 

Have many things to see 

Right here in Douglas’ little Hardware Branch 

Indeed it helps you some, 

So do not roam from home, 

To spoil your time in going by this Ranch. 
Most willing are we here, 

And not so very dear, 

So call on us before you miss your chance. 

REEG, THE RHYMER. 


Santa Claus, Santa Claus 
Will be here soon 
With present for lassie and lad 
We hope you'll not pass 
This Hardware Store by 

When your feeling so happy and glad. 

REEG, THE RHYMER. 


We all have heard of Beautiful Snow, 

That Whittier wrote about, you know. 
And all that he said of course must be so. 
But city snow melts to beautiful slush, 
That feels to your feet like Indian mush 
And the streets with the people in a rush, 
Makes poet snow hot air and gush. 

OUR SHOVELS SHOVEL EITHER 

REEG, THE RHYMER. 


Christmas Gifts—or Yulotida Rhymes for the Trade. 

Soon you will know, 

All friends high and low, 

Naturally this time of the year. 

This will prove to you all— 

What I say must be so, 

And makes this true statement quite clear; 
Come one and come all— 

Let'8 have just one call— 

An excellent list you will see; 

Unless you do this it’s no use at all 
Selecting your presents from me. 


Christmas comes but once each year 
With Christmas joys and Christmas cheer, 
We hope that those good people near 
Will buy some Christmas gifts from here. 


“WHO'S BEEN MOVING?” 

A merchant of Oskosh, Kansas, furnished 
business cards to the draymen there on condi¬ 
tion that they telephone him the name and ad¬ 
dress of each new family they moved. It's a 
mighty good way for the merchant to learn who 
is going to occupy the formerly vacant houses 
of his town. A prompt personal follow-up is 
sure to result in the sale of some of the special¬ 
ties needed to equip the home or make it spic- 
and-span. 
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MORE ABOUT WHEN THE BUYER OF 
GOODS GETS TITLE 

(Copyright, by Elton J. Buckley) 

With the possible exception of the law of 
insurance, no subject on which I have written 
articles in this series seems to arouse more inter¬ 
est than that phase of the law of sales which 
concerns the moment when title to goods sold 
passes to the buyer. On this, as I have 
explained, depends many things, particularly 
whose loss it is when goods are lost or damaged 
by a railroad company, or when goods are 
destroyed by fire, and so on. 

I have the following letter from a New 
York reader apropos of a recent article on this 
subject— 

I have been reading with considerable interest your 
article in the July 18 th issue regarding K. G., of 
Dayton, Ohio. 

Some years ago I had occasion to institute replevin 
proceedings on a shipment made to a customer in De¬ 
troit who had disposed of his business a day or two 
after shipment of the order. At that time I appeared 
in the court in Detroit, and while the court held that 
title to the goods passed to the purchaser as soon as 
delivery was made to the transportation company, they 
held that the man had made fraudulent representation 
when purchasing and we were able to secure the goods. 

In another instance we made shipment to a concern 
in the West on terms of sight draft with bill of lading 
attached. The goods were shipped to our order in his 
town; he failed in the meantime, and we had no trouble 
whatever in securing the shipment, inasmuch as the 
courts held that title did not pass to the purchaser 
until he had paid the draft. 

The remarks in your article clearly state “ Under 
the law, title to those goods passes to the buyer at the 
instant the seller delivers them to the railroad.” 

This is hardly in line with the court ruling on the 
second case above mentioned, namely, that in shipments 
of material under terms or sight draft with bill of 
lading attached that the goods are shipped to the order 
of the shipper in the town in which the purchaser is 
located, and that title to the goods remains with the 
shipper at all times until the purchaser has paid the 
draft and secured the bill of lading, properly indorsed 
to his order. 

If such is the case, I cannot see why the shipper 
is not responsible for the safe delivery of the shipment 
to the purchaser, and that any damages incurred 
through transportation should be taken up by him. 
and the burden of securing redress from the railroad 
fall upon him, inasmuch as the railroad is clearly acting 
as his agent and not the agent of the purchaser. 

Your article does not mention anything regarding 
this condition, but at your convenience I should be 
very glad to know a little more about it. 

There is nothing inconsistent between these 
cases, and my statement of the law. As I 
explained in an article written some weeks ago, 
there is one exception to the rule that when 
goods are sold f. o. b. the shipper’s station, title 
to them passes to the buyer when the seller 
delivers to the railroad company for ship¬ 
ment. That exception is where the buyer has 
induced the seller to sell him by false represen¬ 
tation. In such cases title still passes to the 
buyer upon delivery to the railroad, but subject 
to the seller’8 right to cancel the sale and take 
the goods back as soon as he discovers the 
fraud. This is because of the fundamental rule 
of law, ‘ 1 Fraud vitiates all contracts.” 


In a recent case a New York jobber sold a 
bill of goods to a Scranton, Pa., retailer upon 
the strength of a financial statement furnished 
by the latter. The statement was false and 
shortly afterwards, before the bill was paid, the 
buyer failed. The seller went to Scranton, told 
the sheriff, who had charge of the bankrupt 
buyer’s goods, that because of the fraud he 
elected to cancel the contract and take the goods 
back. This he did, and later the court upheld 
him in doing it. 

But if the buyer has meanwhile sold the 
goods to a bona fide buyer, the seller loses his 
chance to take them back. I should also say, 
too, that the mere insolvency of the buyer, even 
if the seller didn’t know it when he sold, will 
not empower him to take the goods back, unless 
there was misrepresentation somewhere. If the 
goods are enroute when he discovers the buy¬ 
er’s insolvency, he can take them back under 
his right of stoppage in transit, but not after 
they have been delivered. 

As for the second case mentioned by the 
correspondent, that is also in accord with the 
general statement of the law that when goods 
are sold f. o. b. the seller’s station, and shipped, 
addressed to the buyer, title passes to the buyer 
when the seller delivers to the railroad. The 
correspondent mentions a familiar transaction, 
when a shipper, in order to protect himself 
against loss, does not deliver goods to the rail¬ 
road for shipment addressed to his buyer, but 
delivers to the railroad addressed to himself at 
the buyer’s town. Of course, in such a case 
delivery to the railroad is not delivery to the 
buyer, because the goods are not consigned to 
the buyer at all, but to the seller. And there 
is still another reason why title doesn’t pass to 
the buyer then, viz.: the parties have agreed 
that it shouldn’t pass, but should only pass when 
the buyer paid the sight draft. In these cases 
the goods are the seller’s up to the very minute 
the buyer pays the draft, and the seller must 
take all the risks of shipment. It is the seller’s 
loss if anything happens to them up to that 
time. 


AMERICAN GRINDER MFG. CO. INCREASE 
FACILITIES 

The American Grinder Mfg. Company, in 
order to take care of its constantly increasing 
business and at the same time take care of the 
Government requirements on American grind¬ 
ers. have equipped another plant, two floors, 
60 by 150 feet each, where they are employing 
an additional 125 men. The policy of the com¬ 
pany is to work with the Government, giving 
the Government requirements preference. 

The acquisition of this new factory gives 
them enough additional manufacturing capac¬ 
ity to insure prompt deliveries, not only on 
Government business, but also on business from 
their regular customers. 
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A Message to Garcia 

(Copyrighted) 

(By Elbert Hubbard, 

reprinted by permission of the Boyerofters) 


I N all this Cuban business there is one man 
stands out on the horizon of my memory like 
Mars at perihelion. When war broke out 
between Spain and the United States, it was 
very necessary to communicate quickly with 
the leader of the Insurgents. 

Garcia was somewhere in the mountain 
fastenesses of Cuba—no one knew where. No 
mail or telegraph message could reach him. The 
President must secure his cooperation, and 
quickly. 

What to do! 

Someone said to the President, “ There is 
a fellow by the name of Rowan will find Garcia 
for you if anybody can.” 

Rowan was sent for and given a letter to 
be delivered to Garcia. How the ‘‘fellow by 
the name of Rowan 1 ’ took the letter, sealed it 
up in an oilskin pouch, strapped it over his 
heart, in four days landed by night off the 
coast of Cuba from an open boat, disappeared 
into the jungle, and in three weeks came out 
on the other side of the island, having traversed 
a hostile country on foot, and delivered his 
letter to Garcia—are things I have no special 
desire now to tell in detail. The point that I 
wish to make is this: McKinley gave Rowan 
a letter to be delivered to Garcia; Rowan took 
the letter and did not ask, “Where is he at?’’ 

By the Eternal! there is a man whose form 
should be cast in deathless bronze and the 
statute placed in every college of the land. 

It is not book-learning young men need, nor 
instruction about this and that, but a stiffening 
of the vertebrae which will cause them to be 
loyal to a trust, to act promptly, concentrate 
their energies; do the thing—“Carry a mes¬ 
sage to Garcia.” 

General Garcia is dead now, but there are 
other Garcias. No man who has endeavored to 
carry out an enterprise where many hands were 
needed, but has been well-nigh appalled at 
times by the imbecility of the average man— 
the inability or unwillingness to concentrate on 
a thing and do it. Slipshod assistance, foolish 
inattention, dowdy indifference and half¬ 
hearted work seem the rule. 

You, reader, put this matter to a test: You 
are sitting now in your office—six clerks are 
within call. Summon any one and make this 
request: 

“Please look in the encyclopedia and make 
a brief memorandum for me concerning the life 
of Correggio.” 

Will the clerk quietly say, “Yes, sir,” and 
go do the task? 

On your life he will not. He will look at 
you out of a fishy eye and ask one or more of 
the following questions: 


Who was he? 

Which encyclopedia ? 

Where is the encyclopedia? 

Was I hired for that? 

Don’t you mean Bismarck? 

What’s the matter with Charlie doing it? 

Is he dead ? 

Is there any hurry? 

Shan’t I bring you the book and let you look 
it up yourself? 

What do you want to! know for? 

And I will lay you ten to one that after you 
have answered the questions, and explained 
how to find the information, and why you want 
it, the clerk will go off and get one of the other 
clerks to help him try to find Garcia—and then 
come back and tell you there is no such man. 
Of course I may lose my bet, but according to 
the law; of average I will not. Now, if you are 
wise, you will not bother to explain to your 
“assistant” that Correggio is indexed under the 
Cs,not in the Ks,but you will smile very sweetly 
and say, “Never mind,” and go look it up your¬ 
self. And this incapacity for independent ac¬ 
tion, this moral stupidity, this infirmity of the 
will, this unwillingness to cheerfully catch hold 
and lift—these are the things that put pure 
Socialism so far into the future. If men will 
not act for themselves, what will they do when 
the benefit of their effort is for all? 

A first mate with knotted club seems nec¬ 
essary; ancl the dread of getting “the bounce” 
Saturday night holds many a worker to his 
place. Advertise for a stenographer, and nine 
out of ten who apply can neither spell nor punc¬ 
tuate—and do not think it necessary to. 

Can such a one write a letter to Garcia ? 

“You see that bookkeeper,” said the fore¬ 
man to me in a large factory. 

“Yes; what about him?” 

“Well, he’s a fine accountant, but if I’d 
send him uptown on an errand, he might ac¬ 
complish the errand all right, and on the other 
hand, might stop at four saloons on the way. 
and when he got to Main street would forget 
what he had been sent for.” 

Can such a man be entrusted to carry a 
message to Garcia? 

We have recently been hearing much maud¬ 
lin sympathy expressed for the “down-trodden 
denizens of the sweat-shop” and the “homeless 
wanderer searching for honest employment,” 
and with it all often go many hard words for 
the men in power. 

Nothing is said about the employer who 
grows old before his time in a vain attempt to 
get frowsy ne’er-do-wells to do intelligent 
work; and his long, patient striving after 
“help” that does nothing but loaf when his 
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back is turned. In every store and factory 
there is a constant weeding-out process going 
on. The employer is constantly sending away 
“help” that have shown their incapacity to 
further the interests of the business, and others 
are being taken on. No matter how good times 
are, this sorting continues; only, if times are 
hard and work is scarce, the sorting is done 
finer—but out and forever out the incompetent 
and unworthy go. It is the survival of the 
fittest. Self-interest prompts every employer 
to keep the best—those who can carry a mes¬ 
sage to Garcia. 

I know one man of really brilliant parts who 
has not the ability to manage a business of his 
own, and yet is absolutely worthless to anyone 
else, because he carries with him constantly the 
insane suspicion that his employer is oppressing, 
or intending to oppress, him. He can not give 
orders, and he will not receive them. Should 
a message be given him to take to Garcia, his 
answer would probably be: “Take it yourself!” 

Tonight this man walks the streets looking 
for work, the wind whistling through his 
threadbare coat. No one who knows him dare 
employ him, for he is a regular firebrand of 
discontent. He is impervious to reason, and 
the only thing that can impress him is the toe 
of a thick-soled Number Nine boot. 

Of course I know that one so morally de¬ 
formed is no less to be pitied than a physical 
cripple; but in our pitying let us drop a tear, 
too, for the men who are striving to carry on 
a great enterprise, whose working hours are 
not limited by the whistle, and whose hair is 
fast turning white through the struggle to hold 
in line dowdy indifference, slipshod imbecility, 
and the heartless ingratitude which, but for 
their enterprise, would be both hungry and 
homeless. 

Have I put the matter too strongly? Pos¬ 
sibly I have; but when all the world has gone 
a-slumming I wish to speak a word of sympathy 
for the man who succeeds—the man who against 
great odds, has directed the efforts of others, 
and having succeeded, finds there ’s nothing in 
it; nothing but bare board and clothes. I have 
carried a dinner-pail and worked for day’s 
wages, and I have also been an employer of 
labor, and I know there is something to be said 
on both sides. There is no excellence, per se, 
in poverty; rags are no recommendation; and 
all employers are not rapacious and high¬ 
handed, any more than all poor men are vir¬ 
tuous. 

My heart goes out to the man who does his 
work when the “boss” is away, as well as when 
he is at home. And the man who, when given 
a letter for Garcia, quietly takes the missive, 
without asking any idiotic questions, and with 
no lurking intention of chucking it into the 
nearest sewer, or of doing aught else but deliver 
it, never gets “laid off,” nor has to go on a 


strike for higher wages. Civilization is one 
long anxious search for just such individuals. 
Anything such a man asks shall be granted. He 
is wanted in every city, town and village—in 
every office, shop, store and factory. The world 
cries out for such; he is needed and needed 
badly—the man who can “Carry a Message to 
Garcia.” 


HOW TO GET A MESSAGE TO GARCIA IN BOOK¬ 
LET FORM 

Send us 15c for a single copy of this neat little 
booklet (prepaid)—or if you are an employer, ask us 
to quote you a special price on these booklets in 
thousand quantities, printed in two colors, with your 
card or compliments, or your advertisement printed on 
the front or back cover. 


BE PLEASANT 

Most of the joy of life is in the contact with 
pleasing personalities. 

A grouch is worse than a rainy day in De¬ 
cember. 

All of which brings us to the man on the 
job, who is trying to get ahead. 

There isn’t a business anywhere, worth 
working for, that won’t pay a premium for a 
smiling face and a governable temper. 

Business today is totally a matter of co¬ 
operation. 

There isn’t room for the sour individual 
who can’t work unless he has a private cave, 
cut off from human contact. 

This type is passing out—with the horse and 
buggy, the Saturday night bath and the farm¬ 
hand breakfast. 

Just doing our little job well, isn’t enough. 

We must do it cheerfully and with a smile. 

If we don’t we will interfere with others, 
make it harder for them to do their work, all of 
which is unprofitable. 

The reason for this is clear: 

All of us have worked over and under men 
and women with dispositions that pricked us 
like thorns. When they passed our way the 
sun went under a cloud. Our production 
dropped. If they were subordinates, we fired 
these misfits at the first opportunity; if we 
were the subordinates, we quit at the first 
chance to get another job of equal pay. 

J. H. Foster, president of the Hydraulic 
Pressed Steel Company, doing a businesss of 
thirty millions a year, says he has found that 
when a man stops smiling his production falls. 
The rule is so invariable, he states, that he has 
installed a system whereby these cases are in¬ 
vestigated and a remedy sought. 

But the point we want to make here is that 
the man on the job can progress faster with a 
smile than without one; in other words, that 
it pays to be pleasant, courteous and agreeable. 


A man is worth what his ideas are worth. 
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WHAT ABOUT THE RETAIL MERCHANT 
WHO HAS NO SHIPYARD OR MUNITION 
FACTORY AT HIS BACK DOOR? 

Harry H. Woodward, of the Riverside Hard¬ 
ware Co., of Riverside, Calif., is a man of ideas. 
He has the bee of creative business and enter¬ 
prise well developed and he doesn't keep it 
stored away. 

He is sending the Hardware World a sug¬ 
gestion which merchants in other sections can 
use, where he says they are not blessed with 
having a shipyard or munition factory at their 
back door, it is necessary to get the house 
owner and head of the home to loosen up a 
little, especially when it comes to the purchase 
of necessary articles. 

There has been an over-zealous application, 
he thinks, by the buying public of the restric¬ 
tions on the sale of hardware, so here is an 
item which recently appeared in a local paper. 

Little Enterprises 

Ring the curtain on that fellow who is hol¬ 
lering about not being able to get the goods to 
sell. He is paving the way to soak you a high 
price. 

The merchant has the goods to sell and 
Uncle Sam wants him to sell them. All he asks 
is that you tell him what you are going to do 
with them and if it is for work the Government 
deems non-essential he will tell you so. 

Uncle Sam wants him to sell you fuel-saving 
devices, food-saving devices, money-saving and 
anything else needed to keep up your home and 
house, or your chicken house, your corral, your 
barn, your hog pen or any other part of your 
ranch that is necessary to the maintenance of 
your food producing organization. 

Your own conscience will tell you whether 
you are entiled to buy or not. 

Buy What You Need and Waste Nothing; 
that's what Uncle Sam wants you to do. He 
knows it would be the greatest calamity ever if 
the American people let their homes deteriorate 
and go to ruin for the lack of a few needed re¬ 
pairs here, and a coat of paint there. 

“Keep the Home fires burning"— and also 
keep the home up in shape, for some day your 
boy will come back, and he will be better 
pleased if he finds the home in at least as good 
a condition as when he left it. 

It is good to use no matter where you are 
located. It is especially good for the retail 
merchants in inland towns and cities where, as 
he says, there are no munition factory or ship¬ 
yards. 

He believes in passing such ideas along for 
the benefit of Hardware World readers. 

Now, will you reciprocate? What is yours? 
If you have an idea and will give other mer¬ 
chants the benefit of it. they will in turn give 
you the benefit of theirs. Make the Hardware 
World pages a means of reciprocity. We will 
he irlnd to devote the space for that purpose. 


NEED NOT BE SURPRISED OF ADVANCED 
PRICES ON WIRE PRODUCTS 
Editor Hardware World: 

There recently has been enacted a local 
ordinance against fortune tellers, soothsayers, 
palmists, astrologists, etc. 

It would certainly take one engaged in 
either of the above professions, to predict the 
future of the steel business due to the termina¬ 
tion of the war, and as I am not engaged in 
either one of these pursuits, I deem it inexpedi¬ 
ent for me to indulge in prophecies. 

Judge Gary, president of the United States 
Steel Corporation, Charles Schwab and other 
very prominent gentlemen at the head of vast 
steel interests, in public statements say "they 
do not anticipate any startling changes. What¬ 
ever changes may take place will be gradual 
and not at all disturbing. 

It is said there is great scarcity of steel for 
producing wire products; that manufacturers 
are not satisfied with the present Government 
established price of wire pails, viz: $3.50 East 
Pittsburg, and claim that wire nail orders are 
unattractive. 

As soon as the Government permits manu¬ 
facturers to accept nail wire orders freely, there 
will be an avalanche of orders from all over the 
country to replenish stocks and these orders 
will be accompanied with frantic appeals for 
immediate shipment. 

Taking the above two conditions together, 
it would not be at all surprising if manufactur¬ 
ers advanced the prices on wire products. 

Notwithstanding all this, who can say what 
a day will bring forth? 

Longfellow said: "Go forth to meet the 
shadowy future without fear, and with a manly 
heart." 

Yours very truly, 

A. C. RULOFSOX. 


B. AUSTIN COATES PNEUMONIA VICTIM 

B. Austin Coates, associated with his father, George 
H. Coates, in the Coates Clipper Manufacturing Co., of 
which he was assistant treasurer, one of the best known 
young business men of Worcester, Mass., died at his 
home recently of pneumonia after a brief illness. 

He was born in Worcester, 41 years ago. His wife 
is the daughter of 8. Hamilton Coe, and he leaves a 
son, B. Austin, Jr., and a daughter, Helen K. 

Mr. Coates was educated in the public schools aud 
graduated from Worcester High School in 1896 and 
from Worcester Polytechnic Institute in 1900. He im¬ 
mediately entered business with his father. 

He took an active part in fraternal and social mat¬ 
ters and was one of the best known Masons in this 
section. 

CAMOUFLAGE ON THE FARM 
The honest farmer’s apple crop 
Has been dispatched to town. 

The barrels look this way on top 
OOOOOOOOO 
And this is lower down: 

OO000000000 
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YOU WILL LIKE THIS MAN—A. J. TODD, 
OP SYDNEY 

If you ever have the opportunity of meeting 
Mr. A. J. Todd, of Tasmania, and we might 
well say all over Australia, you will agree with 
us we are sure—you will like him. 

There are some people to whom you are in¬ 
stinctively drawn; they have a personality you 
may not be able to explain, but it doesn’t need 
explanation. 

This was Mr. Todd’s first visit to America, 
although he has been representing a number of 
American manufacturers for years 

He operates a hardware and electrical estab¬ 
lishment in Tasmania, but is so fortunately sit¬ 
uated, his business is so well organized, and he 
has such good associates it seems to run without 
a great deal of personal attention. 

So Mr. Todd travels throughout the length 
and breadth of Australia and probably enjoys 
as large, if not larger, acquaintance than any 
other Australian business man. 

He is the representative of the Berger-Carter 
Co., manufacturers of canning machinery and 
equipment, and his visit had primarily to do 
with American canning methods. 

Mr. Todd is an out and out Australian and 
you can’t blame him for being proud of it. Not 
in an ostentatious way—far from it—for any 
Australian who would not be proud of the way 
his country has responded to help make the 
world a clean and safe place to live in, would 
not be worthy of the name. He is a fine type 
of business man, whom it does one good to 
know. He confesses to a great admiration for 
America, American people and manufacturers. 
He owns we have some good traits, just as we 
know we have bad ones. 

While there are many good representatives 
in Australia, and equally many regular readers 
of the Hardware World, any American manu¬ 
facturer who might be seeking such representa¬ 


tion would not go amiss if Mr. Todd could be 
induced to take on their line, provided he had 
the time. We will be glad to supply his address 
to anyone interested. 

He left a host of friends and well wishers in 
America and the Hardware World is glad of 
the opportunity of introducing Mr. Todd to our 
readers who may also wish to get acquainted 
with him by correspondence. 


HEARD AT SALESMAN’S MEETING 

‘ 4 Edmonds, I wish you’d tell us how you hap¬ 
pened to get the-Co.’s business. 

“Just what do you mean?” 1 

“Well, how did you break in? How did you 
happen to get the first order? What was your 
line of talk? This is one of the most desirable 
accounts in the country, and I wish you’d tell 
the boys just how you landed it.” 

“Why, I called on the buyer—introduced 
myself in the regular way—started to pass him 
a line of talk as to who we are—what we are 
and how we do it. Thought I was getting some 
where, when suddenly he came back at me with 
“Your line may be all that you claim, young 
man, but we’re not interested. We don’t carry 
a class of goods such as you offer—we couldn’t 
sell them—customers don’t want them. Very 
sorry, but there’s nothing stirring!” 

4 ‘ I tried to crowd him, but soon found out he 
wasn’t the kind to be pressed. So I picked up 
my ‘Kelly’ and started down to the next floor— 
to give his department the ‘once over.’ 

“The minute I walked through, I got a 
hunch; rushed back to Mr. Buyer—asked him 
to come and look at something very interest¬ 
ing and important. 

“I showed him a bunch of old stuff right 
in his own department that wasn’t in keeping 
with anything else in the store—merchandise 
the store couldn’t sell—that would never pay 
a profit or repeat—and said, ‘Why, don’t you 
give us this space—put in our line? You can 
turn it over quickly, and you’ll sell $5,000 
worth of it before you know it.’ 

“He hesitated a minute, turned to me and 
said, ‘I think you’re right. There’s something 
in what you say. We’ll try it.’ 

“The first season they sold many times the 
$5,000 worth. Only last week he gave me 
the biggest order that has ever been placed 
by any buyer for our line.” 

Read it again. Do you get the originality 
of attention—the art of suggestion idea? It’s 
real salesmanship. 


The teacher asked for oral sentences which 
would indicate the words, “Income Tax.” One 
boy treated it thusly: “My dog’s name is 
Tacks, and when I open the door and whistle, 
in comes Tacks.” 
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Making Your Inventory Count 

Reasons for Using Care at This Time. 


A GOOD many business men look upon the 
annual inventory as something in the 
nature of a necessary event. They ap¬ 
proach the ordeal with dread and sigh with re¬ 
lief when it is over. 

Doubtless these same individuals in their 
callow youth looked upon a picnic as & -very 
different matter, or the annual Christmas tree, 
or Fourth of July! It’s all a case of one’s 
mental attitude. We can make a bugbear of 
most anything if we try, or by approaching it 
in the right spirit, can make it a profitable and 
enjoyable occasion. 

Inventory is really nothing to be dreaded. 
On the other hand, there’s a good deal about 
it to anticipate. Previous to inventory it is 
customary for most retail merchants to move as 
much stock as possible by means of special 
sales or leader values which tend to promote 
business. This is quite as it should be, for in¬ 
ventory is commonly taken directly after the 
Christmas season, and furnishes definite infor¬ 
mation for the spring buying, corporation re¬ 
ports and income tax reports, all of which are 
very important. The more of the goods which 
can be turned over at this time, the better. 
They will not have to be inventoried, and it 
releases the money for reinvestment. 

Inventorying stock on hand should be done 
with sufficient care to make it worth while 
when it is finished. The man who estimates 
or guesses at this, that or the other, is quite as 
likely to fool himself as anybody else. Super¬ 
ficial inventories are almost useless, for work 
of that nature does not reveal the exact amount 
of stock on hand, bring to light goods which 
have been forgotten or overlooked, or give an 
opportunity to clean out the corners and as¬ 
semble broken lines in order to dispose of them 
later. The more thoroughly the work is done, 
the more profitable it will be. 

To make inventory count, it should be done 
as quickly as is practicable and consistent with 
painstaking effort. In some stores it is con¬ 
sidered desirable to offer special pay to the 
entire store force to work extra hours during 
inventory, after the regular business of the day 
is done. Other merchants give the choice of 
extra pay for this work, or double the time off 
if it has been used by the store, this time to be 
arranged at the mutual convenience of the em¬ 
ployer and the employe. 

This year inventory presents some peculiar 
features. Values are much less stable than for¬ 
merly, and price lists must be continually con¬ 
sulted so as to take into consideration present 
actual values. Naturally inventory is always 
reckoned on the cost price, or what it would 


be necessary to pay to replace the article in 
the market at the moment. It is almost in¬ 
evitable that a certain percentage of the stock 
should have depreciated somewhat in vfclue. It 
may be shop-worn or somewhat out of date or 
favor. An account of all such stock should be 
kept and reasonable depreciation figured off. 

The income tax reports brought many a man 
fact to face with the fact that he had never fig¬ 
ured his fixtures right. For insurance purposes 
they should always be listed separately in a 
book at full value, and the insurance taken 
out on the full value basis, so that in case of 
loss, money may be available with which to re¬ 
place them. 

Inventorying fixtures is a different matter. 
As soon as they are installed, they are second¬ 
hand and should not be reckoned in at more 
than what they would bring were they sold. 
A definite rate of percentage should be figured 
off each year until the end of ten, twelve or 
fifteen years, when they will disappear entirely. 

In fact, some business men maintain a sink¬ 
ing fund, and put into this every year the 
amount they reckon off as depreciation. When 
a hundred per cent has been figured, there is 
a wherewith for new and modern fixtures. This 
sum, together with what the old fixtures will 
actually bring, will usually put in something 
more desirable. Find out just what allowance 
the Government permits as depreciation, so that 
the inventory will contain figures as a basis 
for the income tax reckoning. 

In figuring business expenses a legitimate 
item of cost is all allowances for claims of dis¬ 
satisfaction, adjustments and bad debts. The 
costs involved have all had to be met out of 
the profits and consequently reduce the profits 
accordingly. 

Book Accounts 

It is well to divide book accounts at this 
time into three classes—first, those which are 
perfectly good; second, those which are doubt¬ 
ful or concerning which there is a question; 
third, those which are probably hopeless. 

The third class should be given into the 
hands of some one person either connected with 
the firm or a collection agency outside of it. 
and special arrangements made to encourage 
collection. It is surprising sometimes what can 
actually be done by going right after such col¬ 
lections in a manner which means business. 
Everyone must be dealt with according to cir¬ 
cumstances. 

The second class of accounts are best han¬ 
dled by the firm and usually a series of follow¬ 
up letters or personal calls will bring the money 
on part of them and eventually on most of 
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them. Doubtful accounts should not be inven¬ 
toried at full value. Usually fifty or sixty per 
cent of their face value is a reasonable amount 
to allow. 

The hopeless ones should be charged off 
altogether to loss, and everything taken in on 
them later credited to profit or let go through 
the regular system. 

A true accounting is impossible unless in¬ 
terest on the money invested is charged up as 
a business expense. Overhead should be very 
carefully estimated in relation to aggregate 
sales, not costs. Salary lists, carrying costs and 
all petty expenses should be reckoned by them¬ 
selves for comparative purposes. 

The entire inventory facts should not be 
left in a chaotic condition, but figured out and 
crystalized and put down in orderly shape, so 
as to be instantly available for reference. 

Inventory Should Cause a Clean-Up 

If we stop here, we shall lose a large part 
of the value of the work done, for it is the 
follow-up action which really counts in the con¬ 
structive work of the months to come. The 
after-inventory sales are even more important 
than the pre-inventory ones. Broken lines may 
be disposed of and special values offered wher¬ 
ever it is desirable to do so. 

It is well here sometimes to ask one’s self 
the question, “Can I not move a lot of these 
goods now, by making attractive prices when 
people will be influenced to buy because the 
cold weather season is really at its height?” 
Then, too, in wartimes we cannot tell just what 
influence peace negotiations may have upon the 
market, and it is well to hew as closely to the 
line as possible. 

Inventory figures should reveal many il¬ 
luminating facts. If the overhead expense is 
too large, go to work and cut it down. If this 
cannot be done, then the volume of business 
must be increased by legitimate means. If a 
fairly good business is being done and the 
profits are cut down too much by doubtful and 
bad bills, then the credit department needs 
strengthening. If the figures show that the 
stock is only turned over once or twice a year, 
then it is evident that the stock is too heavy, 
or the business promotion means employed are 
mighty weak. If the amount of business being 
done is not increasing healthily, year by year, 
then the advertising appropriation and its use 
should be scrutinized. Business methods within 
the store should be examined to discover 
whether or not trade is being prejudiced and 
driven away by indifferent, careless or ignorant 
help. If the indebtedness of the business is 
increasing and its assets are at a standstill, 
there must be a reason, and to continue in that 
way points failure. 

The inventory should reveal the exact con¬ 
dition of every department of the business, 


and any part which is not prospering or shows 
indications of sickness, should have prompt, ex¬ 
pert treatment. To allow conditions to con¬ 
tinue which can be remedied, is mighty poor 
business judgment, especially when a greater 
degree of prosperity would make better service 
possible and add to the prestige of the concern 
with which you are connected. 


RECONSTRUCTION OF BELGIUM 

“Comptoir National’' Pour la Reprise do L'Activite 
Economlque m Belgium 

The “Comptoir National” was organized under the 
commercial type of a cooperative corporation on June 
14th, 1918, with the cooperation of the Belgian gov¬ 
ernment. 

It has for object to help the reconstruction and re¬ 
constitution of Belgian industries and Belgian trade. 

Its initial capital, limited to 1000 frs. per stock¬ 
holder, amounts so far to 519,200 francs, and is con¬ 
tributed by Belgian manufacturers and merchants, liv¬ 
ing iust now outside of invaded Belgium. 

As soon as the invaded territory is free again, all 
Belgian manufacturers and merchants will also be ad¬ 
mitted to join the “Comptoir National” on same terms. 

The “Comptoir National” will work under the con¬ 
trol of the Belgian government and with its financial 
help. 

The state also helps the “Comptoir National” by 
putting its purchasing plan before the interallied com¬ 
missions, in order to obtain for Belgium her share of 
the raw material coming under the control of said 
commissions. 

The * 1 Comptoir National * ’ will purchase, either for 
the state’s account, or for the account of those manu¬ 
facturers and merchants who will have obtained the 
financial cooperation of the state for the payment of 
their purchases. 

The Comptoir will purchase for account of individ¬ 
uals who do not require the financial cooperation of 
the sate. 

The board of directors and the board of auditors 
are composed of men belonging to all classes of the 
commercial, industrial, shipping and financial world. 
In view of the company’s object, they have given their 
services without remuneration. 

The income of the “Comptoir National” will con¬ 
sist of a commission sufficient to cover its general ex¬ 
penses and insure an interest of 5 per cent on the 
capital paid in. Profits over this will be distributed 
among the buyers, in proportion to the amount of 
their purchases. 

The head office of the company is located in Paris, 
15 Rue Louis le Grand. There are also branch offices 
in London, 110 Cannon street, and in The Hague, 173 
Bezuidenhout. 

The material ordered or purchased from now on, is 
to be delivered as soon as possible after peace. 

If circumstances will so allow, it is even possible 
that material may be purchased and stored from 
now on. 

While everything is organized and carried out under 
the form of a commercial company, the “Comptoir 
National” has in mind the broad interest of Belgians 
and hopes that all will keep this point in view when 
presenting their propositions to the corporation. 

It is well understood that the placing of all final 
orders and the actual deliveries of merchandise, for 
the “Comptoir National,” are subordinate, under the 
present circumstances to the authorization of the Bel¬ 
gian government, and, if necessary, to the consent of 
allied commissions. 

Catalogues and price-lists in triplicate are invited 
and should be sent to the head office of the “Comp¬ 
toir National,” 15 Rue Louis le Grand, Paris. 
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PBOTECTION AGAINST FALSE PBE- 
TENSES DONE IN THE NAME OF 
BUSINESS 

(Copyright by Elton J. Buckley) 

I am getting a considerable number of in¬ 
quiries from merchants and manufacturers who 
are being made victims of unscrupulous com¬ 
petition, and want to know what they can do 
about it. They all seem to feel that they ought 
to have some special law forbidding the par¬ 
ticular kind of fraud they suffer from. An in¬ 
stance is the following letter: 

Omaha paint dealers are complaining of dishonest 
contracting painters who take jobs for which certain 
grades and brands are specified and who then use in¬ 
ferior substitutes. The inferior material soon demon¬ 
strates its worthlessness and the owner of the prop¬ 
erty, thinking that the specified brands were used, 
makes complaint to the manufacturer. 

There is no law in Nebraska—so they say—which 
would make conviction possible. Do you know of any 
law now in force, anywhere, which these paint men 
could have introduced! 

The Omaha trade will mightily appreciate your 
suggestions. 

I also have other inquiries involving pre¬ 
cisely the same questions, as follows: 

One from a ready-made clothing dealer who 
asks what he can do to stop a local competitor 
from advertising part cotton cloth as all wool. 

One from a grocer who wants relief from a 
chain store competitor who advertises for 21 
cents a coffee represented to be “ regular 35- 
cent coffee.” 

One from a fur dealer, who says a competi¬ 
tor, by inventing a series of meaningless names 
for furs, is deceiving the public as to values. 

I have replied to these, telling practically 
the same to all, viz: That no special law, for¬ 
bidding fraud in the sale of paint, or clothing, 
or coffee, or fur, is needed to stop these fraudu¬ 
lent schemes. All of them, and an innumerable 
number of others, are phases of the crime of 
obtaining money under false pretenses, and can 
be punished as such. 

Perhaps I need not say that there is also 
a civil remedy against them. The victim of 
the paint fraud, for instance, could sue the 
fraudulent painter for the difference in value 
between what the painter was to furnish and 
what he did furnish. The inquiry, however, is 
to what criminal remedy there is and I shall 
confine my answer to that. 

I believe I am warranted in saying that 
every state in the Union has a general law mak¬ 
ing false pretense a misdemeanor. Under this 
law all such frauds as those under discussion 
can be punished. The offense, in all these stat¬ 
utes, is almost always described about like this: 

Knowingly or designedly by false pretense obtaining 
from any person money or goods with intent to cheat 
or defraud any person by the same. 

These false pretense statutes are an out¬ 
growth of the common law, for it was also a 
criminal offense to obtain money from anybody 


by false pretenses under the common law, which 
means the unwritten law of immemorial cus¬ 
tom. Under them a man may be arrested and 
sent to jail if he contracts to supply a certain 
grade of paint and furnishes an inferior grade; 
a grocer can be arrested and imprisoned or fined 
if he sells as “a regular 35-cent coffee” a coffee 
which is no more than a regular 21-cent coffee, 
and so on. 

The following, for example, are typical false 
pretenses which have been punished under these 
general false pretense laws: 

Falsely marking casks as to quality or quan¬ 
tity (Iowa). 

Obtaining advances of money on misrepre¬ 
sentation of ownership of property (North 
Carolina). 

Obtaining credit under false pretenses 
(many states). 

Obtaining materials to be used in one build¬ 
ing and then using them in another, with intent 
to defraud (Missouri). 

Obtaining money by check, knowing that 
the check won’t be paid (Illinois). 

Obtaining money by false pay rolls (Ohio). 

Obtaining money by any representation that 
the buyer was to get greater value than he sub¬ 
sequently got (Massachusetts). 

And there are many more, the gist of all of 
them being the same, viz.: Getting money or 
some other advantage by a misrepresentation 
which is to the victim’s disadvantage. Here is 
a simple guide by which you can test any act 
as to whether it is a criminal false pretense: 

1. The statement or representation must 
be actually false and must be made by the man 
you are seeking to charge with it, or somebody 
acting with or for him. 

2. He must have known of its falsity. 

3. The person defrauded must have relied 
upon it. 

4. The author of the false pretense must 
have intended to defraud through it. 

5. It must have been successful. 

Just apply this to the paint fraud and see 
how completely it fits the whole five points. 
No doubt at all that the thing is a false pre¬ 
tense and the authors of it can be arrested. 

In addition to the general false pretense law, 
many states have additional laws covering spe¬ 
cial frauds, such as, for instance, obtaining cred¬ 
it under false pretenses. But even though they 
only have the general false pretense law they 
are not helpless. 


NATIONAL HABDWABE CONVENTION 

The annual conventions of the National 
Hardware Association and the American Hard¬ 
ware Manufacturers’ Association, which was 
postponed by the health authorities of New 
Jersey, will be held at Atlantic City, N. J., 
December 11, 12 and 13. 
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NOT MADE IX GERMANY 

(By Le Boy Huron Kelsey) 

The blatant claim is often made, with brazen 
arrogance, 

That German wisdom and research have made 
the world advance; 

But when we start to itemize the things of 
greatest worth, 

That benefit and comfort bring to people of 
the earth, 

We do not find them emanating from, Teutonic 
brains, 

Although they quickly utilize whate’er another 
gains. 

The telegraph, the telephone, the engine run by 
steam; 

Acetylene and kerosene, electric lights that 
gleam; 

The ocean cable and the wireless, and the pho¬ 
nograph ; 

The motion picture, and in fact the common 
photograph— 

All these would still be hidden from the races 
of mankind, 

If their disclosure had depended on the German 
mind. 

The telescope, the microscope, the antiseptic 
gauze; 

The anaesthetic for relief of pain from any 
cause; 

The principle of vaccination to prevent disease; 

The decimal and metric system, which we use 
with ease— 

All these were given to the world by nations 
now at war 

Against Teutonic doctrines, which we heartily 
abhor. 

Our aniline for dyeing and our rubber vul¬ 
canized ; 

Our automobiles and pianos, both so highly 
prized; 

Electric cars and air brakes and the soft pneu¬ 
matic tire; 

The plate glass in our windows and our fences 
of barbed wire; 

All these were ne’er discovered in the land of 
braggard Hun; 

Although they try to fool us as to what they’ve 
really done. 

Machines for reaping harvest and machines 
for threshing grain; 

The cotton gin, the submarine, the bird-like 
aeroplane; 

Machines for sewing clothing and machines to 
count our cash, 

Machines to write our letters, all so neatly in 
a flash— 

These also might have never come to bless the 
human race, 

If other folks had waited for the Huns to set 
the pace. 

E’en implements of warfare are not bora of 
Prussian hands. 


But they employ inventions that have come 
from other lands; 

Percussion caps, torpedoes, smokeless powder, 
dynamite, 

And nitroglycerin or shrapnel, all so deadly in 
a fight; 

The rifle or revolver, or the quick breech-load¬ 
ing gun, 

While widely used, were none of them invented 
by a Hun. 

The Germans are mechanics and are skillful in 
that line; 

They copy someone else’s work, and often do 
it fine — 

But when it comes to doing things that never 
had been done, 

They simply are not in it and no laurels have 
they won; 

They talk of German “kultur” and they boast 
and strut about, 

But yet their big achievements are their pret¬ 
zels, beer and kraut. 


WHY ARE YOU WAITING? 

(By Samuel Ellsworth Kiser) 

You have somewhere in the back of your 
head the idea that some day you are going 
to do something that will make your friends 
regard you with envy and admiration. 

In your imagination you can hear them sav¬ 
ing they never supposed you had it in you. 

Your breast often swells with pride as you 
think of yourseif honored and applauded after 
you have done the great thing. 

You feel sure that you will be able to arise 
to the occasion when it presents itself. 

But you are waiting. 

You may realize that occasions seldom pre¬ 
sent themselves. 

Perhaps it has occurred to you that the man 
who arises to an occasion must go out and 
find it. 

Still you are waiting. Tomorrow, next week, 
or next year you intend to seek your occasion. 

Why Are You Waiting.? 

Last year you were waiting for this year; 
last week you were waiting for this week: yes¬ 
terday you were waiting for today. 

Time’s up. Cease waiting. The great thing 
will never be accomplished if you keep putting 
it off. 

Shape your actions to the present. Do the 
great thing now—at least make a beginning. 

Every day that you put it off is a day less of 
satisfaction, and success, and honor f)r you. 

Don’t wait! 


TYPICAL OF THOUSANDS 

In enclosing my check for three years * subscrip¬ 
tion, I want to tell you that I like the Hardware 
World very much and wouldn’t consider being 
without it at any price. 

HENRY OSTLIND. 
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Adventure of Sherlock Holmes in Hardware 

(By Morris Whiton, Whiton Hardware Oo, Seattle) 


W ERE “Sinbad the Sailor** or some other 
‘‘Ancient Mariner** to return to earth 
or rather the sea, he would find himself 
surrounded by strange objects and familiar 
names. 

The “fo-castle** is now the “crew*s quar¬ 
ters,** a “cavil** is now a “cleat** and “lar¬ 
board** has been changed to “port**; but “for- 
*ard and aft,** the “handspike,” “marlinspike” 
and “serving mallet** remain unaltered, along 
with dozens of other items familiar by name 
at least to Paul Jones and Captain Kidd. 

They might, however, wonder if a steel boat 
would really float, and have misgivings at the 
lack of sails and rigging. 

The sea changes its language slowly, gives 
up the old names grudgingly and resents at¬ 
tempts of manufacturers to change or alter the 
old familiar names. A hardware catalogue may 
describe a certain type of vise as “swivel 
vise**; however, to the old-timer, it is a “scroll 
vise.’* All this is true to a greater extent in 
Europe than in the good old U. S. A. 

When the first boats were contracted for 
the Pacific Coast by Swedish and British inter¬ 
ests, the lists of engineroom equipment were 
rich in the language of the salty, briny deep. 

The writer thought he knew the tool and 
equipment game; at least, he thought he could 
get by in it. However, when I struck one of 
these lists, I realized it was necessary to “reg¬ 
ister,** as the movie men say, some heavy 
thoughts. 

Our firm determined to figure the thing 
complete. Some items were a complete mys¬ 
tery, others required an inventive gift, and 
some were merely a misprint; as for instance, a 
“sealing hammer** turned out to be a “scaling 
hammer.** No one told me this—I am happy 
to say I guessed it. Fifty years ago, some one 
made an error. They changed the “c” to an 
“e” and the thing became historic—no one 
dared alter it. 

To specify sledge hammer by giving weight 
is a cut and dried proposition, but to classify 
it as a “quarter hammer** or “flogging sledge** 
puts a little pep in the list and gives it a 
maritime flavor. 

A chain block is a simple matter, but a 
“worm chain fall** requires a little thought to 
be recognized as a duplex block. The man who 
wrote that first list was an expert at camou¬ 
flage. 

After cross - examining everyone that I 
knew who had ever smelled “bilge water’* and 
conferred with some of our local mechanics, 
and consulting a dozen musty books at the 
library, I took a shot at it—and we landed the 
order. 


Fully a third of the stuff was special—at 
least special to our firm. Many items were made 
to order, and on a few items we just took a 
chance. I held my breath when the lot was 
delivered, but there was no excitement. The 
goods stuck; in fact, they more than stuck— 
they drew repeat orders. 

From the first, we were able to improve 
our service and goods—the customers didn’t 
holler. But we saw a chance to give something 
better for the price—to put a pipe handle in an 
iron sledge a little more securely, to get a nifty 
little bulge on a lead hammer and to furnish a 
huskier flue cleaner. This was good sport and 
kept us in the lead. 

Speaking of the improvements, our “beam 
clamp” wasn *t invented; it just grew. The first 
one was made of paper, to fit a paper beam; 
the next one of tin; and then a real forged 
steel one. That first one was a little crude, so 
we lengthened the next one’s tail, widened its 
jaw, and made a real one out of it. 

Our engineroom equipment business has 
grown from a pup into a Great Dane, and is 
still adding weight in a healthy manner. We 
have furnished 163 vessels with outfits and have 
contracts for many more. The game is getting 
a little harder. The factories are, as has been 
suspected, quite busy in not getting off their 
shipments in a very snappy manner. As for 
special stuff, we take off our hat when we try 
and get someone to make it. Two years ago 
the other fellow took off his. 

One item running about a dozen pieces to 
a set is now being made in a lot of one thou¬ 
sand pieces. The Whiton Hardware Co. has 
kept a tidy sum of money in Seattle by develop¬ 
ing the local source of supply. 

After a few months of catching shipments 
hot off box cars and waiting for the metal to 
get cold in a blacksmith shop, we decided to 
create a working balance. This took some nerve 
and quite a little money. We bought equipment 
for ten ships without an order. 

When this stuff rolled in, we had to create 
a department to handle it. So our ship room 
or engineroom equipment display room was 
established with a man in charge. He was given 
the right of way to commandeer any incoming 
goods for his department. And many items 
now very difficult to obtain and almost at a 
premium are now stored in this room in large 
quantities. 

This working balance or capital, as we 
call it, has been a lifesaver on many occasions 
and enabled 11 s to fill orders so that when the 
new ship steamed away for “over there” we 
had done our bit—our best—and had delivered 
100% of an order.—Pacific Shipping. 
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THE BEST BUSINESS BOOSTEB 

Somebody asked Curtis M. Johnson, a suc¬ 
cessful merchant of Rush City, Minnesota, 
“What is the thing that you do in your store 
that produces you the greatest amount of 
business?” 

Mr. Johnson replied: “The thing that I do 
in my store that produces the greatest amount 
of business for me is my personal touch with 
the customer. I sit behind my desk some days 
and a man comes in and wants to buy a ten- 
cent dishpan. I go out and sell him the dish- 
pan myself and wrap it for him. I go back 
into the office with the idea that I have done 
the one thing in my community that can't be 
expressed between the mail order pages of any 
catalog. I encouraged in some way through 
my personality the idea of getting that fellow 
to come back to my desk and let me know that 
he bought the ten-cent dishpan from me. I try 
to encourage my clerks to get this personal 
touch in the community that the fellow showed 
me when he got the ten-cent dishpan. 

“I want my store to be a one-man store so 
far as coupling up the personal touch is con¬ 
cerned. No man is interested in another man 
unless they have things in common. 


COMPARES WAR FINANCES 

Wealth and loans of warring countries at war 
are given. 

Six billion dollars seems, offhand, an enor¬ 
mous sum for the United States to raise in one 
Liberty loan, but a comparison of the financial 
status of the various belligerents, which has 
been compiled by the First National bank, 
Cleveland, sheds light. The comparison of 
resources of the warring nations follows: 


Country National Wealth Population 

United States.$250,000,000,000 104,000,000 

Great Britain . 90,000,000,000 47,000,000 

Prance . 65,000,000,000, 40,000,000 

Germany . 85,000,000,000 68,000,000 

Annual War Cost 

Wealth Income Annual Per 
Per Per Per Cent of 

Country Capita Capita Capita Income 

United States.$2404 $385 $103.80 27% 

Great Britain. 1915 255 279.60 110% 

Prance . 1625 187 180.00 96% 

Germany . 1215 162 144.20 89% 

A summary of internal war loans is: 

Amount Amount 

Country of Loans Per Capita 

United States .$10,220,990,560 $ 9/.3 

•Great Britain. 13,483,399,000 397.1 

•France . 6,808,300,000 171.9 

Germany . 20,814,000,000 306.6 


•Exclusive of advances made by this country in 
excess of $6,500,000,000. 

The ration of United States Liberty loan sub¬ 
scribers to population has been: 


First Liberty Loan.1 to 23.3 

Second Liberty Loan. 1 to 10.9 

Third Liberty Loan. 1 to 6.2 


MAKE GOOD CITIZENS WHILE YOU SELL 
GOODS 

The foreign-bom buy reading matter and 
the foreign-born are lonesome, and one touch 
of nature makes the whole world kin, and also 
is likely to sell the goods. If you don't care for 
the foreign-bora, yet you may care for their 
money-orders, and you may care for the for¬ 
eigners, too, when you know them better. Try 
this: 

Tell the woman who speaks little English 
that you want to show her something interest¬ 
ing. You can tell her that much with your 
eyes and hands and smile. 

Show the woman who speaks little English 
some pictures, and if the catalogue from which 
you are selling has some pictures in beautiful 
colors, show her those. Color and music and 
form speak to everybody, everywhere and in 
every tongue. 

With hands and eyes and smile interest her 
so greatly in the pictures of her own country 
as well as ours, that she will want to read the 
text. 

With hands and eyes and smile, make her 
understand that the text is there to be read— 
for a song; the song of the English language. 

If she would like to speak better English 
within a very short time, tell her you will, 
yourself, take her to a night school where she 
can learn; if you are a good salesman you'll be 
able to make your book or magazine or cata¬ 
logue her first English primer. 

If you are a good salesman you won't look 
critically about the homes of these foreign-bora 
women. You have your work and they have 
theirs: Hers is likely to be a good deal harder 
than yours. Don't knock even in your mind. 
Knocking never sold anything—but the other 
fellow’s goods. 

If you are a good salesman you'll know at 
a glance whether it will serve you best to 
speak of books or babies; if babies, there are 
likely to be plenty about. Talk of them, by 
hands and smile and eyes. 

Don't gush over the foreign-born woman. 
She has her reserve and her dignity to look 
after, even if she doesn't speak the language. 
Be kind and be interested and alert. You'll 
sell your goods. 

The above suggestions are likely to serve 
you, but that isn't the only reason why they 
are made. They are made because America 
needs the help and good feeling and humanity 
of every one of her prospective citizens, and 
just now the man or woman who helps secure 
these things for our country, helps to win the 
war and a prosperous future “over here” for 
the men who just now are “over there.” 

The foreigner needs us; we need him, you 
need us both, if you are trying to sell some¬ 
thing. You help us and we'll help you. 
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THE GOLD STAB 

(From the St. Louis Globe-Democrat. Copyright by 
Edgar A. Guest. 

The star upon their service flag has changed to 
gleaming gold; 

It speaks no more of hope and life, as once it 
did of old. 

But splendidly it glistens now for every eye to 
see 

And softly whispers: “Here lived one who died 
for liberty. ,, 

“Here,once,he walked and played and layghed, 
here oft his smile was known; 

Within these walls today are kept the toys he 
used to own. 

Now I am he who marched away and I am he 
who fell; 

Of service once I spoke, but now of sacrifice I 
tell. 

“No richer home in all this land is there than 
this I grace, 

For here was cradled manhood fine; within this 
humble place 

A soldier for the truth was born, and here be¬ 
side the door, 

A mother sits and grieves for him who shall re¬ 
turn no more. 


“Salute me, stranger, as you pass! I mark a 
soldier who 

Gave up the joys of living to dare and die for 
you! 

This is the home that once he knew who fought 
for you and fell; 

This is a shrine of sacrifice where faith and 
courage dwell.” 

IIER PRAYER 

Dear God, I pray not for myself 
I pray for him, my absent son. 

Do what Thou wilt to me, O Lord. 

And I shall say: “Thy will be done.” 

But smooth the way of life for him; 

Give health and strength and honor, too. 
I would not have one single hair 
Of his head harmed, if I but knew. 

A little child I kept him. Lord; 

Watched over him by night and day; 

And now the task is yours, dear Lord, 

Now that my son is far away. 

And if, in vast creation’s plan. 

Atonement one of us must make. 

Give me the task vicarious 
And let me suffer for his sake. 

—MOTHER. 


STAR HEEL PLATES 

There are no Heel Plates as good as the Star Heel Plates. Supply the 
INCREASING DEMAND FOR HEEL PLATES WITH STAR—The Pioneer of All Brands 


STAR HEEL PLATES 

Sell and Sell and Sell 
Because 

They Are the Best 



STAR HEEL PLATES 

Are Made in Six Sizes 
Nos. 0 to 6 
Order Today Sure 


COBBLER OUTFITS and LASTS and STANDS 


We Mike 


Different 

Kinds 



We want some of the job¬ 
bers who have not han¬ 
dled our well-known line 
to get in touch with us 
immediately with request 
to send catalog No. 15 and 
price list, showing the best 
and most complete line of 
heel plates, cobbler outfits 
and lasts and stands man¬ 
ufactured. 


*1 We Hake 

I 30 

■ Different 

I Kinds 

I Empire 
fdjmgfc Guaranteed 


Star Heel Plate Co. ( u k^. < ? cs ) 357-391 Wilson Ave., Newark, N. J. 

Pacific Coast Representatives —I. J. Wirtner, W. F. Building. Room 605. 2 d and Mission Streets. Snn 
Kranoiscn, Oil., and Utah and Idaho —E. C. Coffin & Co., 503 Dooly Building, Salt Lake City, Utah. 
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vVitK Rpyal on the program 


—you’ll approve the performance 

Judge Royal Cotton Waste by the work it does to the handful, by the 
labor it saves to the bale, by the cost it lops off to the year. 

What other wiping waste is so soft, so absorbent, so genuinely clean? 

What other waste is so neatly baled with clean, light burlap and new 
steel bands? 

What other waste is guaranteed for uniform quality, 6 per cent “tare” 
(wrappings) and even weight? 

Standardized—that’s all! 


Six White Grades: Baron, Count, Czar, Duke, Earl, Emperor 
Six Colored Grades: King, Marquis, Mikado, Prince, Rajah, Sultan. 

Look in the book, “Producing the Fittest in Waste”— 
yours for a letterhead demand. 

Get the Royal Sampling Catalogue—or samples of Royal 
Wool Waste—from your jobber or us. 

Don’t overlook the effective Royal campaign in the big 
magazines. 




ROYAL MANUFACTURING O? 


General Sales Offices and Plant 
RAHWAY, N. J. 

Look for the Brand on Each Steel Band 


New York Office—2 Rector Street 
Chicago Office—Peoples Gas Bldg. 
Pittsburgh Office—Oliver Bldg. 

St. Louis Office—Pontiac Bldg. 

Boston Office—Rice Bldg. 

San Francisco Office—Wells Fargo Bldg. 
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NEW PRESIDENT BOSTON WOVEN HOSE 
AND RUBBER CO. 

At the annual meeting of the Boston Woven 
Hose & Rubber Company, held at the executive 
offices at Cambridge, Mass., on Monday, Octo¬ 
ber 7th, Mr. George E. Hall, formerly vice- 
president and general manager of the company, 
was unanimously elected president and gen¬ 
eral manager, succeeding Mr. Henry B. 
Sprague, treasurer, who served as president 
during a portion of the year, pending the an¬ 
nual election. Mr. Sprague continues as treas¬ 
urer and assumes the additional duties of vice- 
president. 

Mr. Hall has been associated with the Bos¬ 
ton Woven Hose & Rubber Company for eleven 
years, taking charge as general manager in 
July, 1907, at which time the company's annual 
volume of business averaged only about 
$2,000,000 and its plant at East Cambridge, 
Mass., comprised only three comparatively 
small buildings. 

The fiscal year just completed on Septem¬ 
ber 1st has been the largest in the company's 
history—the sales totaling well over $10,000,000 
—and the plant, now entirely composed of mod¬ 
ern reinforced concrete buildings, includes a 
total of more than 20 acres of floor space, being 
recognized as one of the largest and best 
equipped, if not indeed the very largest plant 
in the world devoted exclusively to the manu¬ 
facture of mechanical rubber goods. 

Mr. Hall’s election to the presidency comes 
as a fitting tribute to the irrepressible energy 
and enthusiasm with which he has led his or¬ 
ganization in the upbuilding of a business 
which may easily rank as one of New England's 
leading industries. 


GERMAN HONOR IN BUSINESS 

Definite proof of the fact that German 
ideals of business are far from being honest or 
fair or commendable is given in the report of 
the National Credit Men’s Association on the 
conduct of the fire insurance companies fol¬ 
lowing the great fire in San Francisco, which 
destroyed property carrying the immense sum 
of $225,000,000 of insurance. 

Among the companies involved were twen¬ 
ty-one English and thirteen German agencies. 
Insurance companies are allowed a two per 
cent discount for prompt payment. All the 
companies that paid their losses in full, asking 
only the customary two per cent discount, are 
given the highest rating and commendation in 
the credit men’s report. 

Of the British agencies that carried insur¬ 
ance in the city, fourteen are named in this 
roll of honor; two of them did not even ask 
the usual discount. Of the remaining compan¬ 
ies, five paid up to the limit of their resources, 
and only three came in for criticism by the 
credit men. In no case was settlement made 
for less than fifty per cent of the policy. 

Of the thirteen German companies doing 
business in the city, only two appear upon the 
roll of honor. Three of the largest and wealth¬ 
iest absolutely repudiated their obligations and 
did not pay a cent. The remaining eight paid 
only what they were forced to. 

The report is an illuminating comment, says 
The Popular Magazine editorially, upon the 
national characteristics of the two peoples. And 
inasmuch as it was issued in 1907—a long time 
before the war—its findings can in no way be 
charged to prejudice. The Englishman as a 
rule carries over into his business the sports¬ 
manlike principles for which he is so justly 
famed in the world of games. German business 
firms, like German diplomats, show a tendency 
to regard a contract—when it becomes un¬ 
profitable to themselves—as a scrap of paper. 

And the German, no less than the English¬ 
man, carries over into his business his concep¬ 
tions of honesty and honor. The trail of im¬ 
moral Prussianism is easily traced by the slime 
it leases across the whole industrial, commer¬ 
cial, financial, social and ethical life of the Ger¬ 
man people. 

That trail must end with the people it has 
defiled. It must end now and give the world 
a chance to purge itself and to become once 
more decent and wholesome. 


Moving water only is pure. The Well that is 
not fed by springs is a breeding place for 
disease. To be something, move, act, do some¬ 
thing. Oblivion with her smother-blanket waits 
for the man who has nothing to say and says 
it faultlessly. 
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Century- Plainfield 


TIRES 

Highest quality 
rubber plus highest 
quality fabric in 
good hands pro¬ 
duce tires of merit. 

Century-Plainfield 

Tires 

Are merit tires because 
everything good is built 
into them by honest hands 
for an honest purpose. 


Century-Plainfield 

6,000 zJWiles 



Extra Size—Hand Made 


Good treatment to users by the factory is yet thrown in 

Be a Century-Plainfield User 
Be a Century-Plainfield Dealer 

Some Good Territory Open Write for Dealers’ Proposition 

TERRITORIAL DISTRIBUTORS 
BAKER, HAMILTON St PACIFIC 00. J. B. WOOD TIRE 00. 

BAN FRANCISCO 927 80. HILL ST., LOS AN0BLB8 

R. M WADE St CO. 

PORTLAND AND SPOKANE 


CITY SBBVXOB 8T0BB 

HOELLE-RUBBER SALES CO 

Brandi and Warehouse 

430 Golden Gate Avenue 

SAN FRANCISCO 


'PLAINFIELD jRtCGOL 

**A subsidiary of the Rubber Insulated Metals Corporation, 
exclusive manufacturers of the RTMCO Rubber products by the 
BLOHEMO process.** FACTORIES, PLAINFIELD, tt. J. 
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THE SILENT SALESMAN 

(By John Dillon, Advertising Manager Pasadena 
Hardware Co.) 

In fifteen years experience as an advertis¬ 
ing man, I have encountered some of the most 
peculiar arguments against advertising, and 
strange to say, most of them are laughable, 
many ridiculous, others sincere but without 
foundation. When a man says that advertis¬ 
ing does not pay, that he never derived any 
benefits from an advertisement, that it is money 
thrown away—I usually find the man a fail¬ 
ure as a business man, prejudiced for a reason 
unknown to himself, or anybody else, pro¬ 
foundly ignorant, or lastly he has enough of 
this world’s goods that he doesn’t need any 
more. 

This thing about advertising don’t pay, or 
spending too much money advertising, reminds 
me of the story of the little Georgia darkey. 
Sad to say, the little chap had ‘‘gone West.” 
His passing caused much talk among the colored 
folks. The cause was unknown to them — all 
but one, and he knew, at least he said he knew. 
“Why,” said he, “the po chile died frum eatin’ 
too much watah-million.” Another looked his 
doubts and grunted scornfully, “Huh, dar 
ain’t no sich thing as too much watah million.” 
“Wei. den,” remarked the first, “dar wasn’t 
enuff boy.” 

There simply isn’t enough man. You must 
remember that there are more business men 
advertising than there are that are not. There 
are more failures among those that don’t adver¬ 
tise than those that do. Just remember that 
over one billion dollars were expended for 
advertising last year. Strange, isn’t it, if adver¬ 
tising does not pay—that there are so many 
fools? 

Clean Business Must Be Back of Advertising 

To make advertising pay, to make it suc¬ 
cessful, you must back it with a clean busi¬ 
ness, with the goods the people want, and you 
must have confidence in what you are doing. 
You know, if you think you are sick or going 
to be taken sick—sick you will be, that’s all 
there is to it. A strong, healthy business does 
not thrive on thoughts of “the ship going upon 
the rocks.” 

Successful advertising has a succesful adver¬ 
tising man at the helm—one that knows his 
business, and THE business. The advertising 
man must be in the business organization, not 
outside of it. lie must know at all times what 
is going on. There must be pulling and push¬ 
ing together—and if there is one in the organ¬ 
ization that does not work in harmony, have 
him step aside, the quicker the better. 

Much advertising is spoiled and its effective¬ 
ness is lost because there is too much emphasis 
on what the advertiser thinks of his product. 

• •ute phrases, pet hobbies, trade slogans and 


the like—when you want an advertisement that 
tells the customer’s side of the question. 

A customer is interested in what service he 
is going to get out of what he buys—not how 
honest or how old the firm is. There must be 
bullets, powder and smoke in your advertising 
—but see that it is not ALL smoke. And beware 
of the camouflage. 

If your arguments are human, and they 
ought to be—it is easy to attract the human 
mind. Appeal to the reason, to the sense, to 
intuition, to the imagination, to the emotions. 
All advertising that gets results has been 
defined as human appeal advertising. The ad 
which lacks human interest is minus the induce¬ 
ment to buy. 

Results Develop Quicker if You Suggest 

Appeal to the emotion and imagination by 
putting life into plain, dry facts. Do not get 
too dramatic—there is clearness of language 
in simplicity. Do not get the idea that adver¬ 
tising is simply the preparation of the copy. 
Some do. It takes an understanding of the 
business, conditions of the market, the stock, 
and the desires of the trade. 

Do not get the habit of advertising things 
that the people do not want—nor do they need. 
You start a feeling of lack of confidence by 
this. 

Use cuts in your advertising—they help to 
give a vivid stimulus to the imagination—and 
remember you are appealing to the imagination 
to get action. People see pictures before they 
do words—and read them quicker. They grasp 
the picture language at once. If merchants 
would spend some of the advertising appropri¬ 
ation on cuts they would find it a paying invest¬ 
ment. Illustrations are educational and they 
help one to see and come to a conclusion more 
easily. That is why national advertisers spend 
so much money on art work—and you can name 
many of them that use but few words in their 
space. 

There are so mauy “don’ts” about advertis¬ 
ing that an advertising man is skeptical about 
using them—so the best thing to do is to “do” 
everything according to judgment. Just a word 
about originality. It is fine to have original 
ideas—but there is such a thing as being too 
original, so much so that one can’t be followed. 
Grasp your ideas wherever you can get them— 
if they are good ones. Just remember that 
practically everything we have and do has been 
copied in whole, or in part, from somewhere 
People with ideas, added to them and mad** 
them bigger and better. 

Even Mark Twain got beyond the point of 
being purely original. Mark went back so far 
into ancient history that most of us couldn't 
follow him—but nevertheless you’ll find Greek 
mythology in his writings—and very plainly in 
his “Frog Story.” 


Digitized by 


Google 



HARDWARE WORLD 


f 


So- 


.HUDSON / 
A SUPERS 


THE CHOICE OF 51 LEADING ENGINEERS 

When you recommend Thermoid Brake Lining to your 
customers your recommendation is backed by the en¬ 
dorsement of 51 of the leading automobile engineers 
of the country. They have selected Thermoid for their 
cars only after the most exacting tests. 
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Where Thermoid is used 

Notice the varied types of cars in which Thermoid is used. High 
priced heavy cars where service—not cost—is the prime con¬ 
sideration. Lower priced popular cars whose makers are willing 
to pay a little extra for brake lining that gives the maximum 
safety. It is also used on the leading axles. The engineers 
designing these axles are particularly well qualified to weigh 
the merits of brake lining. 


Why Thermoid was selected 

There are three reasons why 
Thermoid has been selected by 
this critical body of competent 
judges. 

1—Over 40% more material and 
60% more labor are used in 
Thermoid than in any woven 
brake lining. This gives longer 
wear. 


2— Thermoid Brake 
Lining is Grapnalized, 
an exclusive process 
which resists moisture, 
oil and gasoline. 

3— T h e r m o i d is hy¬ 
draulic compressed. It 
wears down slowly and 
can be used until it is 
cardboard thin. 

T h e rm o i d is recom¬ 
mended by these engi¬ 
neers for use on new 
cars, because it gives 


Thermoid Brake Inspection 
Chart 


dependable service and helps to 
build good will for their prod¬ 
ucts. It should be recommended 
by you for relining iobs, because 
it will help to build good will 
for you. Write today for infor¬ 
mation. 

Every foot of Thermoid is pro¬ 
tected by our guarantee. Ther• 
mold will make good— 
1 I’Wction or WE WILL. 


At speed of A car 
should 

_ stop in 

10 miles per hr. 9.3 ft. 
15 " " " 20.8" 

TO .37 " 

25 " ” ” 58 " 

.83.3 - 

35 .104 " 

40.148 ” 

Will your car do thia ? ' 



/ 


Factory and Main Offica: 
Trenton, N. J. 

Factory Branches 

New York Chicago San Frendico 
Detroit Lob Angelas 
Philadelphia Pittsburgh Boston 
London Paris Turin 

C fnsilisn Distributors 
The 

Canadian Fairbanks-Moru 
Company. Limited 
Montreal 

Branches in ail principal 
Canadian cities 
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Mahan of **Thermoid Crolide Compound Casings** and **Thermoid Hardy Universal Joints** 
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For your own good sake, do not let loose and 
pick up everything in sight. Do not rush out 
and copy everything you see. One little idea 
from this source—and the workings of your 
own fertile brain will make a hit. You do not 
have to adopt other's ideas for success—but 
there may be an incentive to you to do some¬ 
thing greater. 

First, last, and all the time, in your adver¬ 
tising—PRODUCE RESULTS. 


H.J. THOMAS SEVERS CONNECTION WITH 
GEORGE TRITCH HARDWARE CO. 

The Rocky Mountain News, of Denver, recently pub¬ 
lished an item with reference to Mr. H. J. Thomas 
having severed his connection with the George Tritch 
Hardware Co., Denver, with which institution he has 
been connected thirty-five years—in fact his only 
* * job.’’ 

Mr. Thomas started with the company as an office 
boy, and at the time of the closing of his interests, was 
secretary and treasurer of the company. 

He had the reputation of being a splendid credit 
man and financier, and has served the Wholesale and 
Retail Credit Men’s Association as president. 

He had a wide acquaintance with the trade and, 
having been so actively connected for such a long time, 
felt he was entitled to a good vacation. 

He has not yet decided in what line he will be 
active, but will probably spend the coming winter in 
California. 


“STOCK LIST” OP EMPLOYES IN PRANCE 

With characteristic thoughtfulness, the Union Hard¬ 
ware k Metal Co. conceived the idea of publishing a 
booklet of fifty or more pages of what they term a 
“8tock List.” 

This consists entirely of greetings and best wishes, 
encouragement, enthusiasm for the True Temper Lib¬ 
erty Boys, their former employes, who are now serving 
their country in France or various army encampments. 

R. E. Pearson, one of the resourceful traveling 
salesmen, conceived the idea of putting these letters 
in booklet form in a similar manner as they use in 
their monthly stock list. 

Every employe wrote a letter of greeting and en¬ 
couragement to the boys. This is a novel idea, and, 
needless to say, appreciated by their former employes 
who are now doing their part in serving their country. 


The Priest River Hardware Co., Priest River, Idaho, 
was recently burglarized of a quantity of firearms, 
ammunition and cutlery. 

J. K. MacPherson, Manhattan Beach, Cal., is devot¬ 
ing his entire time now to his hardware business. He 
was formerly connected with the Standard Oil Co. 

The McLin Hardware Co., Astoria, Oregon, are han¬ 
dling a line of auto accessories in addition to their 
hardware line and report a very satisfactory season’s 
trade. 


Ness k Wagner have taken over the hardware and 
furniture business of J* 9. Werlich k Son, formerly of 
CleElum, Wash., but have established themselves at 
Wapato/ Wash. They are planning to add to their 
stock. 


J F McRae, formerly manager of the Cash Hard¬ 
ware Co., Walla Walla, Washington, recently disposed 
of his business to the Whitehouse-Drumheller Co., this 
city, and is taking the training for Y. M. C. A. service 
in France. 



PASSING OF H. F. BLANCHARD, SALES 

MANAGER THERMOID RUBBER CO. 

It is with sincere regret that we learn of 
the death of H. F. Blanchard, sales manager of 
the Thermoid Rubber Co., which occurred re¬ 
cently. 

He was taken with influenza and pneumonia 
developed very soon thereafter. He passed 
away after a few days illness. 

A sad feature in connection with Mr. 
Blanchard's passing was that Mrs. Blanchard 
was also a victim of the same disease, passing 
away two or three days later. 

In an article recently published with ref¬ 
erence to Mr. Blanchard we told the story of his 
success and how he had won his promotion upon 
his merits. 

He was a young man of splendid business 
ability and attainment, whole-souled, making 
friends wherever he went. 

He had an experience he was able to turn to 
good account, as general sales and advertising 
manager of the Thermoid Rubber Co. He was 
actuated by the same ideals and principles that 
is characteristic of this well-known institution. 


AS A MAN THINKETH 

The thinker may be radical, progressive, 
conservative—that does not so much matter. 
There is always hope for a man who thinks, 
for he will develop a philosophy of life which 
will set up standards. He is hospitable to 
truth; he recognizes his place in the world; he 
knows that nothing is fortuitous; he respects 
and observes the law, as he sees it; he changes 
because he sees all else change. The speed of 
his adaptation conforms to the needs of his life 
and his problems, but he changes because he 
recognizes the necessity for keeping in touch 
with life as it really is. 
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Endorsed and sold by the 
following Jobbers 

Amarillo, Texas. .Amarillo Hardware Co. Minne apolis, M ln n . M arshall Oil Company 

Austin. Texas....W. H. Richardson & Co. Natehes, Mias... .Geisenburger & Freialer 
Binghamton, N.Y.C. L. & C. B. Heath New York 0ity...3iasback Hardware Co. 

Boetoiit .8. Eugene Proctor Co. Portland, Ore.R. M. Wade & Co. 

Boston, .Butts & Ordway Co. Phoenix, Aria-Arizona Hardware & Sup- 

Buffalo, N. Y....James G. Barclay ply Co. 

Calgary Alberta.Motor Car Supply Co. Rochester, N. Y. .Rochester Auto Supply Co. 

Balias, ’Texas_Southwest Tire Co. San Antonio, Tex.Woodward Carriage Co. 

David City, Neb. .Kopac Brothers San Francisco^ CaLBaker Hamilton Pacific Co. 

Denver, Colorado.Poster Auto Supply Co. Sacramento, Cal. .James S. Bemick Co. 

Edmonton, AIVtaMotor Car Supply Co. Seattle, Wash-Seattle Hardware Co. 

Evansville, Ind.. .Boetticher & Kellogg Sherman, Texas.. .Roberts, Sanford & Taylor 

Elmira, N. Y.Turner Electric Company Spokane, Wash. ..R. M. Wade & Co. 

El Paso, Texas.. .Borderland Auto Supply Co. Stockton, Cal.James S. Remick Co. 

Fargo N. Dak.. .Marshall Oil Company Syracuse, N. Y...Burhans & Black 

Port Wayne, Ind.Lomont & Co. Thomasville, Ga. .Cooper Auto Supply Co. 

Port Worth, Tex. .Texas Auto Supply Co. Toledo, Ohio.Peter, Sattler & Co. 

Gainesville, Ga.. .Pruitt-Barrett Hdw. Co. Toronto, Ont.A. R. Williams Mach. Co. 

Jacksonville, Pla.Consolidated Co. Utica, N. Y .Horrocks, Ibbotson & Co. 

Jackson, Miss _T.McClelland Hardware Co. Vancouver, B. C..Wood, Vallance & Leggat 

Los An g eles, Cal..Harper & Reynolds Waco, Texas.McLendon Hardware Co. 

Idncoln, Neb.Marshall Oil Company Washington, D. C. Addison Smith Co. 

City, Mo..Marshall Oil Company Vicksburg, Miss. .O’Neill & McNamara Hard- 

Marshalltown, la. Marshall Oil Company ware Co. 

Memphis, Tenn.. .Ozborn Auto Supply Co. Winnipeg, Man.. .Great West Saddlery Co. 

TUNGSTEN MFG. CO., Marshalltown, Iowa 
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Nimble Stocks—the Protit Makers 

Relationship of Turn - over to Lower Selling Costs and Creator Profits, or More Evidence 

That the Agile Dime Beats the Sluggish Dollar. 


S UCCESSFUL merchants realize that the 
surest way to get substantial net profits is 
to develop a rapid turn-over. Annual net 
profits do not depend so much on the margins 
taken on the goods at any one time, as on the 
number of times that the profit is made during 
the year. 

The rapidity of turn-over largely accounts 
for the varying costs of doing business in dif¬ 
ferent kinds of stores. 

A retail grocer has about the lowest cost of 
doing business, because he has the most rapid 
turn-over; the retail jeweler has about the high¬ 
est cost of doing business because his rate of 
turn-over is so slow. The store with a high cost 
of doing business has to take out a wide margin 
not only to cover the high operating cost, but 
also to yield a sufficient profit on capital in spite 
of a slow turn-over. 

So much for the relation of turn-overs to 
the business of a store as a whole. The thing 
that is not generally realized is that the rate of 
turn-over on individaul articles affects the costs 
of selling these articles and the profits made 
thereon. 

We speak of the cost of doing business of 
a store as, say, 20 per cent on the sales. There 
seems to be a common impression that this 20 
per cent applies to the individual articles sold 
in a store; whereas, as a matter of fact, it is 
really only the average cost of doing business 
for the many different articles handled. 

Not realizing that this 20 per cent average 
for doing business applies to the business as a 
whole, and that the cost of doing business 
varies for different articles, merchants com¬ 
monly figure that articles sold on gross mar¬ 
gins less than 20 per cent are sold at a loss; 
and that articles sold at wide margins, larger 
than the 20 per cent, are sold at a profit. The 
narrow margin goods are often looked on as 
necessary evils. It is commonly thought that 
profits made on wide margin goods made up 
for the losses on narrow margin goods. 
Remember This 

When the true relation of turn-over to costs 
and profits is understood, it is often found that 
goods sold at very wide margins, or big profits, 
may actually be sold at a loss; and goods sold 
at narrow margins, less than the cost of doing 
business for the store as a whole, may be good 
profit-makers. 

TIow does the rate of turn-over on individ¬ 
ual article affect the cost of selling these dif¬ 
ferent articles? The answer to this question 
lies in the fact that some items of selling ex¬ 
pense depend primarily on the stock of an ar¬ 


ticle usually carried; whereas, other items of 
selling expense depend principally upon the 
volume of sales of the individual articles. Such 
items as rent, light, heat, depreciation, and in¬ 
terest on capital, depend primarily on the 
amount of stock carried at any one time. Sales¬ 
men ’s salaries, service expense, and losses from 
bad debts, depend primarily upon the volume 
of sales. 

Selling Expenses Are Commonly Figured on Sales 

Items of expense, which depend primarily on 
stock carried, are largely affected by the rate 
of turn-over. Items of expense, which depend 
primarily on volume of sales, are affected very 
little by rate of turn-over. 

To illustrate this principle, suppose a mer¬ 
chant carries $100 worth each of two articles, 
but the sales on the one are $400 (with four 
turn-overs), and the sales on the other are only 
$100 (or one turn-over). Suppose that each of 
these articles takes up the same amount of 
space in the store, and that the rent charged to 
each is $5.00 a year. But when reckoned on 
sales, $5.00 is 5 per cent of the sales on the 
second article; whereas, it is only 1 % per cent 
of the sales on the article turned four times. 
In other words, when figured as a percentage 
of sales, the rental cost on the article with four- 
stock turns is only one-fourth of the rental cost 
of the article with one stock turn. 

The cost of selling individual articles does 
not depend entirely on the rate of turn-over; it 
depends largely on the amount of salesman’s 
time involved in making sales; or in some cases, 
upon the quality of salesmanship required to 
make sales. 

It does not require as much time to sell tires 
as it does to sell automobiles. It does not re¬ 
quire such an expensive type of sales person 
probably to sell accessories as it does to sell 
automobiles. If a salesman sold nothing but 
tires or accessories, his salary might amount to 
only 3 or 4 per cent of his sales. If a' salesman 
spent all his time in selling a high priced auto¬ 
mobile, his salary might amount to 8 or 10 per 
cent of his sales. 

In other words, the costs of selling individ¬ 
ual articles vary, and this variation is due, 
first, to rapidity of turn-over and, second, to 
amount and quality of salesmanship necessary 
to make sales. With this truth established, it 
must be evident to the reader that an article 
may carry a gross margin smaller than the cost 
of doing business for the store as a whole and 
yet yield a net profit ; and that an article may 
be priced very high with a margin in excess 
of the cost of doing business, and yet yield no 
profit at all. 


Digitized by v^.ooQle 





Hand 

Made 


Give the store that sells them an 
enviable reputation for good 
goods—they build business on ALL 
your good lines. And you enjoy 
all the business that Star Tires 
create in your locality. 

It is wise conservation to use 
—and sell—a tire that gives unus¬ 
ually long service and mileage. 
Near you is a distributor with a 
stock—let us send you his name. 

Distributors at all large points 
west of the Mississippi. 

Hand Made by t 

The Star Rubber Company 

1068 Crozier Street, Akron, Ohio 


STAR TIRE DISTRIBUTORS 

MINNEAPOLIS PUEBLO, COLO. 

Minneapolis Iron Store Co. Holmes Hardware Co. 

OMAHA SAN FRANCISCO 

Lee-Coit-Andreesen Hdw. Co. Waterhouse & Lester Co. 

KANSAS CITY, MO. LOS ANGELES 

Fowler-MartinTlre& Repr.Co. Waterhouse & Lester Co. 

JOPLIN, MO. OAKLAND 

Star Tire Service Co. Waterhouse & Lester Co. 

ENID, OKLA. SEATTLE, WASH. 

Enid Rubber Co. Whlton Hatdware Co. 

ABILENE, TEXAS 
J. M. Radford Co. 


Buy War Savings Stamps and Liberty Loan Bonds 
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A Natural Question 

The question naturally arises as to how a 
merchant is to determine whether he is making 
a profit or a loss on an individual article. Un¬ 
fortunately, it is impossible to determine this 
exactly because there are so many expenses 
that it is impossible to assign to individual ar¬ 
ticles with any degree of accuracy. How much 
rent are you going to charge to a line of ac¬ 
cessories, say, occupying a certain number of 
feet of space on a shelf in the front of a store 
as compared with a barrel of oil, which is kept 
in the back of the store? Determination of 
selling costs of individual articles involves just 
such allocation of expense. 

When a business is large enough, an ap¬ 
proach can be made to determining individual 
selling costs by departmentizing the business, 
and figuring selling costs for the different de¬ 
partments. Even this often involves many vio¬ 
lent and arbitrary assumptions, but it is done 
successfully by department stores, mail order 
houses, and to a certain extent by wholesale 
dealers. Such departmentization of selling ex¬ 
penses, however, does not completely solve the 
problem, because selling costs of individual 
articles vary within a single department. 

It might be possible to determine the amount 
of salesman’s salary applicable to each article 
by making stop-watch studies of salesman’s ef¬ 
forts, but this would be a difficult and compli¬ 
cated process, and it is doubtful if the results 
would be of great value. 

Lessons to be drawn from this discussion 
are: First, that dealers often make a mistake 
by figuring they are selling small margin arti¬ 
cles at a loss; and, second, that it is often a 
waste of time and money to encourage salesmen 
to push long-margin goods rather than to let 
them get a rapid turn-over on fast moving 
goods. Competition among merchants auto¬ 
matically works out the margins that individual 
goods can stand. 

By applying the principles enumerated 
above, a merchant can at least estimate as to 
the selling cost on individual articles, and by 
bending his efforts to increase the rapidity of 
turn-over, and by reaching a happy adjustment 
in the use of the salesman’s time in the selling 
of different classes of goods, he will get satis¬ 
factory results. 

It also follows from this discussion, that all 
attempt to equalize margins on different goods 
are unscientific, and do not result in a proper 
adjustment of margins to selling costs. 

One must also beware of profit and margin 
tables that have been issued during recent 
years, and which are supposed to tell you what 
margin to allow when your cost of doing busi¬ 
ness is a certain percentage of sales. These 
tables do not take into account that selling costs 
vary for different individual articles, espe¬ 
cially is this so today. 


TEACH “IMPORTANCE OF PROPER CARE 
OF CARS” 

Every month added to the life of an auto¬ 
mobile means dollars and cents to the owner in 
these days when every car owner realizes that 
when his present car is gone, he may not be 
able to get another. With the scarcity in new 
cars, used cars have gone way up in price and 
car owners are holcling on for a still better 
price. Hence, every month that the old car 
holds out adds dollars to its value. 

The most vulnerable parts in a car are the 
gears and bearings. They receive the hardest 
usage and are frequently the most neglected. 
But it is not necessary for the car owner to 
be a mechanic to keep his bearings in order. 
If he knows how to keep them lubricated, he 
knows all that is necessary. He can take his 
car to the garage occasionally for a more thor¬ 
ough inspection. 

Almost any motor mechanic will advise the 
use of flake graphite lubricants for gears and 
bearings especially suited to the various parts. 
Only select flake graphite, obtained from the 
company’s own mines, is used. Perfect lubri¬ 
cation is assured by the use of these lubricants, 
because of the permanent, heat-resisting and 
absolutely frictionless nature of the graphite. 


THAT AUTO 

He owned a handsome touring car, 

To ride in it was heaven; 

He ran across a piece of glass, 

BiU—$14.97. 

lie took his friends out for a ride, 

’Twas good to be alive; 

The carburetor sprang a leak, 

Bill—$40.65. 

He started on a little tour, 

The finest sort of fun; 

He stopped too quick and stripped his gears, 
Bill—$90.61. 

He took his wife down town to shop— 

To save carfare was great— 

He jammed into a hitching post, 

Bill—$278. 

He cranked the car one early morn. 

He ne’er had felt so fine; 

The handle hit him in the teeth, 

Bill—$329. 

He spent all of the coin he had, 

And then in anguish cried: 

“I’ll put a mortgage on the house, 

And take just one more ride.’’ 


The Biggs-Knrtz Hardware Co. have succeeded the 
Ro 89 Hardware & Supply Co., Grand Junction, Colorado. 
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1 Plumbers’ Safety Cha 


^Largest Chain Manufacturers in the WorldVI 
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The Complete Chain Line 

Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc 

BRIDGEPORT, CONN., U. S. A 

Chicago Office: 

529 West 12th Street 

DOMINION CHAIN CO., Ltd 


San Francisco Office: 
714 St. Clair Building 

Falls, Ont. 


Boston Office: 

107 Massachusetts Ave, 


In Canada 
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WHY? 

O, why should the business of winter be dull? 

There's a question for dealers and jobbers to 
mull. 

Through the hot months of summer the orders 
come fine, 

But when it gets cooler they hit the decline. 

O, why should the business of winter be punk ? 

There’8 a reason, of course, but it’s mostly all 
bunk. 

If the folks would get busy in store and garage 

The reason would fade like the merest mirage. 

O, why should the business of winter be dead 1 

When it should be alive and quite healthy in¬ 
stead ? 

Does the motorist quit when the weather gets 
cool 

And go back to the horse or recalcitrant mule? 
mule? 

0, why should the business of winter run down ? 

With the roads getting better in country and 
town. 

With a million more motorists now than there 
were, 

With the needs of repairs that are bound to 
occur. 

0, why should the business of winter be bad ? 

And why should the jobber and dealer be sad ? 

Well, it's largely because they expect it to be, 

And it meets expectations right down to a T. 

0, why should the business of winter be slow? 

Well, to tell the truth, I'll be damned if I 
know. 

But I'll give you my word, if we all boost to¬ 
gether, 

Good business will not hang on season, nor 
weather. 


F. P. Goldsby & Co. have engaged in business at 
Clayton, Kansas. 


R. W. Christie, Muskegon, Michigan, is planning to 
add to his stock of household specialties. 


The Alleman Hardware Co.. Mitchellville, Iowa, 
have purchased the W. W. Wheeler Hardware stock. 


Wilcy-Beck Co., Springfield, Iowa, have purchased 
the auto accessory and household stock of J. N. Worrall. 


The William R. Gemmill Hardware Co., Pennville, 
Indiana, are planning to add to their stock of sport- 
ing goods. 


Hackley k Miller have taken over the stock of 
hardware, auto accessories and house furnishings of 
T. C. Lecper, Brighton, Colorado. 


Coffman k Dunne are successors to the Frank Price 
Mercantile Co., Mount Pleasant, Iowa, and are adding 
to their line of auto accessories and sporting goods. 


PASSING OP C. A. KNAPP 

The trade will be sorry to learn of the death 
of Charles A. Knapp, president of the Knapp 
& Spencer Co., Sioux City, Iowa, and former 
president of the National Hardware Association. 

His death occurred at his home in Sioux 
City, Iowa, November 1st. Mr. Knapp was a 
native of Wisconsin, and engaged in the retail 
hardware business at Norwood, Iowa, many 
years ago. 

Prom that beginning the business grew and 
developed into one of the best-known hard¬ 
ware houses west of the Mississippi River, the 
Knapp-Spencer Co. 

Mr. Knapp was a man of high ideals and 
principles, and had served his city and com¬ 
munity well, being identified with every move¬ 
ment that made for the betterment of the com¬ 
munity and the welfare of society generally. 

He is survived by a widow and two children, 
a sister and brother. He has left an influence 
that will not soon be forgotten. 


4 ‘THE HUMAN AUTOMOBILE” 

“All rules of success overlook the most 
essential element — Getting started, therefore 
use a self-starter on your human automobile. 

“Use the brakes of patience and Self-Con¬ 
trol. 

“Put large quantities of Hope in the grease 
cups. 

“Use the perseverance brand of gasoline as 
motive power instead of hot air. 

“Have the timer properly set—Early 

“Have the carburetor properly adjusted 
admitting a mixture of equal parts of earnest¬ 
ness and will power. 

“Use the primer of enthusiasm. 

“Best results can be had by using the four 
cylinders of knowledge: 

“The knowledge of self. 

“The knowledge of company. 

“The knowledge of your goods. 

“The knowledge of men. 

“Advance the sparker of ambition for more 
speed. 

“Open wide the throttle of faith in your¬ 
self, your company and your calling—to secure 
more power. 

“Polish with powder of Courtesy. 

“Use stick-to-it tires on non-discouragement 
rims. 

“Use the Golden Rule steering wheel. 

“Put on Search lights of character. 

“With the foregoing equipment the humau 
automobile will take every hill of disappoint¬ 
ment and discouragement on high gear. 


The Glasgow Hardware Co. have engaged in busi¬ 
ness at Baxter Springs, Kansas, and wUl carry full 
lines of hardware, house furnishing and automobile se- 
cossories. 


Digitized by ^.ooQle 



SPECIALTIES 

supply th# trussing links to good garage service: 

You may have a businessified garage—it may be spick and 
span inside and outside, BUT—do not overlook the smaller 
details, because often they are the missing units for the com¬ 
pletion of efficient and satisfactory service. And so it is 
with ROMORT SPECIALTIES, comprised of several styles of 
automatic air valves, engine cleaners, tire tester attach¬ 
ments, etc. 

ROMORT Air Valves stop the waste of free air. When 
valve is pressed on tire, the air is* released at once. 

Style A—list price, $3.00. Style B—list price, $1.00 
For removing dirt and grease, ROMORT Engin e Cleaners 
have no equal. 

ROMORT Tire Tester Attachment holds your gauge to our 

air valve. 

ROMORT Engine Cleaner.$3.50 

Tire Tester Attachment. 1.50 


Manufacturers 

BOMORT MPG. OO., 

Oakfi.M, Wit. 


Sales Dept. 

the ZINKE 00., 

1323 S. Michigan Ave., Chicago, 111. 


ALL JOBBERS CARRY 
THEM 




PT2S 
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“OIL RUINS TIRES” 

Motorists realize what a great menace oil 
is to inner tubeB and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR-FREE 
FROM OIL 

Five different sizes of com¬ 
pressor, 125 different com¬ 
binations of outfits. In 
stock at most jobbers. 
Price is right. A result of 
25 years’ experience in 
compressor manufacturing. 


Curtis Pneu. Mchy. Co. 

1512 Kienlen Av. ( St. Lonls 
530-L Hudson Term., N. T. 
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EFFECT OF CLOTHES ON MAN 

War is no dress parade, yet Qeneral 
Pershing wants army uniforms cut with more 
style, writes Leigh Mitchell Hodges in the Du¬ 
pont’s Magazine. 

Not for the effect on the foe of a well-tai¬ 
lored force charging in defense of freedom, but 
for the mental rebound on the wearer of gar¬ 
ments that fit, look and feel as if made outside 
a foundry! 

Pershing knows a little more dash-and-go in 
the khaki will add to the pep, pride and per¬ 
sonal assurance of the man inside. And these 
are the making of morale, which mothers vic¬ 
tory. 

Clothes don’t make the man any more than 
a frame makes a picture, or paint a home. But 
unframed pictures are little favored and frowsy 
homes don’t react profitably on folks who live 
in or near them. 

There is such a thing as dothes-power; 
hence trim appearance is an essential part of 
every recipe for self-respect. 

Once in a thousand times Nature evolves an 
individual who is not visibly affected by his 
outer drapery, but the average 999 respond to 
suitable wearing apparel like a wilting plant to 
water. 

“Drowsiness shall clothe a man with rags,” 
saith the Book. By the same sign rags oft 
clothe one with drowsiness. Fit attire breeds 
enthusiasm and energy. 

The mental effect of clothes must be large, 
else captains of armies and industries wouldn’t 
lay stress on their own raiment and that of the 
regiments under them. 

It is large—so large that ambition and abil¬ 
ity nearly always take advantage of it. And 
since the human eye has no X-ray power, what 
a man wears must serve as a basis for the initial 
estimate of his personal worth on part of others. 

A clean collar has proved a talisman for 
many a job hunter. Many a man is discharged 
by his own disarray. Napoleon punished tar¬ 
nished buttons more promptly than misdeeds. 

For carelessness in so easily regulated a 
matter as clothes spells lack of care in things 
that count for more. The same is true of per¬ 
sonal surroundings in general. 

Those who live mcssily are apt to make 
messes of what they attempt. “ Order is heav¬ 
en’s first law,” and earth experience has 
taught millions that disorder is disastrous to 
health, efficiency and happiness. 

So when nations seek to plant or defend 
ideals, they make order the soul of their mili¬ 
tary effort and demand that their fighters shall 
be neat and natty. 

If this be vital to sueeess at arms, how 
much more so to success in peace lines, where 
skill and character are the only available big 
guns and a man’s “flag” is his personal appear- 
anee! 


WHAT IS GRAPHITE t 

The other day we were asked this question, 
and believing that readers of this publication 
would be interested in the answer, we are 
repeating it in detail. 

Graphite is one of the three forms in which 
carbon exists, the three forms being as follows: 

First—Substances represented in a general 
way by coke, lampblack, charcoal, carbon from 
gas retorts and substances of this type, none 
of which has the specific gravity above 2.15. 
They have no unctions qualities and all are 
amorphous; that is, have no crystaline struc¬ 
ture. 

Second—The second form is technically 
called graphite (or graphitic carbon). It is 
also commercially known as plumbago or black- 
lead and is that form having a specific gravity 
of approximately 2.25. Its peculiar and dis¬ 
tinguishing characteristics is that of unctious- 
ness; that is, its extreme smoothness and soft¬ 
ness to the touch. This substance is also pecul¬ 
iar in that it exists in both the crystaline and 
amorphous conditions. The material is either 
natural or artificial, the artificial form always 
being amorphous. There is some question as 
to whether the so-called amorphous forms of 
natural graphite are really such or whether they 
have been changed from an earlier crystalline 
form, but they are practically amorphous for 
the reason that under any milling operation or 
pressure they invaribly break down to a very 
fine condition, having no appearance of crystal¬ 
lization graphite, on rubbing, produces a high 
polish, black or dark gray color. 

Third—The third form is the diamond, a 
transparent crystal of very great hardness, 
having a specific gravity of about 3.45. It is 
as different in its physical properties from 
graphite as two substances can possible be. 

All forms of carbon are practically insolu- 
able in all chemicals, but are consumed in the 
presence of oxygen at high temperatures. 


The Elmer Helme Co., 245 and 247 East 
Fourth Street, Long Beach, Cal., have pur¬ 
chased the Fourth Street Garage, Machinery, 
Tires and Accessories. They will be glad to 
receive the price lists and discounts from manu¬ 
facturers and dealers in their line of goods. 


Miner & Curtis have purchased the hardware stock 
of O. C. Miner, of Greene, Iowa. 


The Van Hook Hardware Co. are succeeded by Bolla, 
Van Hook & Son, Cythiana, Kentucky. 


W. T. Hines & Son have sold their hardware busi¬ 
ness at Easton, Kansas, to W. M. Feburly. 


D. W. Carlson has purchased the hardware and 
implement stock of W. H. Phinney, Olivet, Kansas. 


Moreau, Aldrich & Co., are the successors to the 
business of C. L. Aldrich, Augusta, Michigan. They 
handle full linos of hardware and auto accessories. 
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ROSE TIRE PUMPS 


Wxtra-heavy spe¬ 
cial hose. 5-ply. 
9-16 in. outside. 
8-16 in. inside. 
Every hose tested 
before attached to 
the pump. 


Patented t a 1 tk, 
permitting the air 
to pass to the bar¬ 
rel of the pump 
without forcing 
the cupped leath¬ 
er from the walls 
of the cylinder. 


universally acknowledged as quality tire pumps. 
OVER 

1 , 000,000 

Rose Tire Pumps in Use 
and Over 

1,000,000 satisfied users. Quality material and extra 
care in manufacture is the reason. 

EVERY ROSE PUMP 

is tested three times before leaving the factory to de¬ 
tect any imperfection. 

LAST, BUT NOT LEAST, 

Every Rose Pump is guaranteed to give satisfaction and 
will be replaced by the manufacturer if it fails to do so. 



Special h e a v v 
steel barrel pol¬ 
ished inside. 13 
gauge seamless. 
1 % in. and 1 % 
in. inside mens 
urement. 


Dept C 


J. H. HANEY 

Hastings, Nebraska 



Special connec¬ 
tion turned from 
solid stock. 


Manufacturer of Rose Pumps, Rose Grease Guns, Fan 
Belts, Clutch Leathers. 


Lane's “Unique” Ratchet Wrench Sets 

The Original Wrench of This Type 



No experiment—No imitation. 

No stamped parts—No castings. 
All parts machine-made from high- 
grade steel and case-hardened. 

Tha Ford Sol Contain*: 

1 handle 7 In. in length. 

1 Screw-driver bite. 

1 Extension bar 7 in. in length. 

Six socket* to fit all nut* and boll head* en Ford oar, 
including the cylinder head. 


Standard Sol 


Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted. 

Standard Sat Contain* 

1 Handle 7 in. in length. 

8 Screw-driver bite. 

7 Sockets to fit semi-finished hexagon ante as follows: 
U. 8. Standard Nuta from H to tt in. 

A. L. A. M. Standard from 5-16 in. to 11-18 la. 

Cap screw head* from 5-16 to % in. 


M r!lZt WILL B. LANE 

180 NORTH DEARBORN STREET 


CHICAGO, U. 8. A. 
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MAKING EXCLUSIVE CONTRACTS FOR 
THE SALE OF GOODS 

(Copyright by Elton J. Buckley) 

Here is an interesting communication re¬ 
garding the legality of limited sales contracts: 

I beg to hand you inclosed herewith all papers rela¬ 
tive to an order for-, the exclusive sale of which 

I accepted for my city and placed an order for the 
same through a Dallas (Texas) jobber, who also has 
the exclusive sale of this article for the state of 
Texas. At least when 1 placed the order with the 
factory salesman, who was in company with a sales¬ 
man for the jobber, I was told by the factory sales¬ 
man that the jobber had the exclusive account for 
Texas. 

Attached to the inclosed papers is a letter from 
the jobber, which, in a way, declines to acknowledge 
the exclusive sale contract. They are honorable job¬ 
bers; I have had quite a lot of dealings with them and 
know they are very conscientious. 

Now, the question that is interesting me is, can I 
legally make a contract that will absolutely protect me 
in the sale of a line of goods like this oner If I go 
ahead and faithfully comply with mv agreement to the 
letter, can I collect damages from the concern making 
the contract with me when other merchants are allowed 
to get the goods either direct or through jobbers? 

I base my conclusion that such contracts are legal 
on the fact that I am at the present time, and have 
been for many years, handling the exclusive selling 
for three lines of goods in my store, and al- 
several attempts have been made by both job¬ 
bers and retailers here to bring prosecutions against 
the concerns with whom I have contracted for these 
exclusive sale lines, nothing has ever been done by 
legal proceedings that has interfered with me in the 
handling of these goods. 

Quite a little while ago I handed to the manager of 
one of our local jobbing concerns an article that ap¬ 
peared in one of our trade journals of a sister state 
showing a Supreme Court decision that where a jobber 
had refused to sell to a merchant other than the one 
with <whom he has placed his line in an exclusive way, 
and the case was decided in favor of the defendant, 
the court saying that any firm or corporation owning 
goods or other things of value, had a perfect right to 
sell the same to any one to whom they pleased, or they 
could refuse to sell to any one if they wished to do so. 

When the jobber refused to regard the exclusive 
sale order, I wrote him protesting, and have a reply 
stating “we would carry out the arrangement with you 
to the letter, except for the fact that we cannot legally 
enter into an exclusive sale contract under our state 
laws . 99 S. V. G. 

The question is: Can a manufacturer or job¬ 
ber legally make a contract giving a buyer the 
exclusive right to sell his product in a given 
territory t 

The answer is: He can, if the article in¬ 
volved is in regular commerce, not monopolized 
by anybody. He can do it with coffee, or tea, 
or muslin, or sewing machines, or a brand of 
elothing or an automobile. He can do it any¬ 
where in the United States, including Texas, 
though the law* of that state on the subject is 
somewhat mixed. 

The only state in the Union, so far as I know, 
which has a statute forbidding exclusive sales 
contracts is Texas, but the courts don't all seem 
to follow it. In one case involving the sale of 
a brand of beer, a Texas court held an exclusive 
contract void under the aet which declared that 
‘“any agreement or understanding to refuse to 


buy from or sell to any other person any article 
of merchandise, produce or commodity, is a 
conspiracy in restraint of trade.” 

But in, another case in Texas, also involving 
the sale of a brand of beer, another court held 
that it was not illegal under the very same act. 

No other state has such an act, so far as I 
have seen, and the general law on the subject 
is accurately expressed by the following deci¬ 
sion in an automobile case, which holds, inci¬ 
dentally, that such contracts aren't even against 
the law of Texas: 

The Cole Motor Car Co., an Indiana corporation, en¬ 
tered into a contract in Indiana with a citizen of Texas 
for distribution of its car in certain designated coun¬ 
ties in Texas. The contract provided for invoicing to 
the distributor at prices fixed in advance by the com¬ 
pany, and a commission to be paid to the distributor on 
each car sold. The contract also contained a clause to 
the effect that the distributor should have the “ex¬ 
clusive right to sell Cole motor cars ’ 9 in the territory 
named. In a suit against the distributor for a balance 
due on cars delivered to him, a defense was set up that 
territorial restriction in the contract rendered it void 
as violative of the Texas anti-trust law. It held that 
the transaction constituted a consignment, involved in¬ 
terstate commerce and must be determined by the anti¬ 
trust laws of the United States rather than the anti¬ 
trust laws of Texas. The conclusion is reached that 
neither of these laws is violated. The agreement did 
not restrict trade. There are a multitude of other 
companies from whom purchasers can readily obtain 
motor cars, varying in little, if anything, from the 
perfectibility of the car made by the plaintiff company. 
It is common knowledge that most, if not all, of such 
motor companies avail themselves of similar arrange 
nients. 

It is clear, then, that A, a manufacturer in 
New York state, and B, a dealer in Pennsyl¬ 
vania, can enter into a legal contract by which 
B is to have the exclusive right to sell A’s 
product in B's territory. There is not the slight¬ 
est doubt about the perfect legality of such an 
agreement, provided no monopoly is involved. 
Monopoly doesn't mean a monopoly of a brand 
—every owner of a brand has that—it means 
monopoly of the entire supply of a commodity. 
There would be a monopoly if a manufacturer 
making and controlling 90 per cent of all auto¬ 
mobiles made in this country should make ex¬ 
clusive sales contracts. 

The Cole motor case was decided under the 
Clayton Anti-trust Act, the latest national law 
against restraint of trade. The Clayton Aci 
provides that it shall be unlawful to sell on 
condition that the buyer shall not sell com¬ 
petitive goods, “where the effect may be t«* 
substantially lessen competition or tend to cre¬ 
ate a monopoly in any line of commerce.” But 
in another section the Clayton Act protected 
exclusive sales contracts which did not restrain 
trade by saying, “Nothing herein contained 
shall prevent persons engaged in selling goods, 
wares or merchandise in commerce from select 
ing their own customers in bona fide transac¬ 
tions not in restraint of trade.” 

So much for exclusive sales contracts made 
between parties in different states and thus 
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The New eVEREADy Military Daylos 

It is safe to predict an enormous demand for this new number, particularly among men in the service 
and their friends and relatives, to say nothing of the demand that will come from civilians in every walk 
of life who are bound to recognise in the military Daylo a light of the broadest possible utility for use 
Indoors and out 
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ATTENTION—MR. JOBBER 

WE SELL TO JOBBERS EXCLUSIVELY 


PROTEX LINE PROTECTS YOU ALWAYS 


The completeness of the Protex Products have been n > n ■ —1 — , 

adopted by America’s wholesale hardware jobbers as , „ ,,,, i7 J 

the biggest profit builder ever produced in motor J v 

history. % i i tJu 


OIL AND n SEAS TlSUN 


Manufacturers of the famous Protex Automobile 
Bumpers which fit 95% of cars now on the market. 

Other Protex Products 


Tire Removers 
Tire Gauges 
Tire Holders 
Tire Extinguishers 
Oil and Grease Guns 
Triple Socket Wrenches 


Connecting Rod Wrenches 
Double End Spark Plug 
Wrenches 

Piston Ring Compressors 
Breather and Oil Fillers 
Tire Pumps 


Combination Wrenches 

Send for Our Catalog THE LIFE SAVING LINE 

Protex Manufacturing Co. 

13-15-17 N. Jefferson Street - Chicago, Illinois 
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muler Federal law. As to the status where the 
parties making such contracts are in the same 
state, I believe it is equally clear that A and B 
could make a legal contract if they were in the 
same state, though as I have said, the law in 
Texas is not uniform. There are many cases 
which say so, and practically none that say the 
contrary, unless there is some evidence of an 
intent to build up a monopoly, not of the brand 
as I have said, but of the general supply of 
something. 

In other words, a man has a complete monop¬ 
oly of “Silver” corn, or “Nobby” clothes, or 
the “Ford” automobile. He can sell whom he 
likes and as many or as few as he likes. No¬ 
body can question his right to do so, where the 
only trade he restrains is the trade in his own 
brand. 


TIRE RE-TREADING MACHINE IN 
DEMAND 

The Romort Mfg. Co., Oakfield, Wisconsin, 
are manufacturers of what is known as the 
Ewald Tire Re-Treading Machine for garages, 
vulcanizing and tire repair shops, and the au¬ 
tomobile world generally. 

Everyone knows there are thousands of 
tires that are thrown away or discarded be¬ 
cause of tire abuse, neglect and the failure to 
have tires repaired. 

So long as tires were plentiful and the 
public had plenty of money to buy them, the 
average user was little interested in tire con¬ 
servation, but with the shortage of tires, the 
increasing price, such outfits are becoming more 
and more in demand. 

A number of tire men who have installed 
these repair outfits state that one day's work 
with them will more than cover the cost of 
the outfit. 

These are useful not only for tires, but in 
enabling farmers to repair their harness, ma¬ 
chinists and manufacturers in taking care of 
their belts. 

The price of the outfit is only $1500 and 
the Romort Mfg. Co. will be glad to give full 
information to any of our readers upon request. 


Tin* Stewart Hardware Co.. Holla. Kaunas, have 
disposed of their business to the Western Lumber & 
Hardware Co. 

Mark A. Norris & Co. have purchased the stock 
*0 Si»ott & Linn at Do Witt. Michigan. 

The Morton Hardware Co. recently purchased the 
stork of Morton &. Cavanagh, Marion. Michigan. 


The writer believes that the Hardware World 
is one of the best publications in the hardware line, 
and wants you to know he enjoys every copy that is 
issued. 

HARDWARE MEROHANTS’ SYNDICATE. 

W. H. Warner, Manager. 


AFTER THIRTY-TWO YEARS WELL- 
KNOWN CHAIN COMPANY ANNOUNCES 
CHANGE OF NAME 

In order to have its name more descriptive of the 
product manufactured, the Cleveland Galvanizing 
Works Co., general offices and works, Cleveland, Ohio, 
has changed its name to THE CHAIN PRODUCTS CO. 

The company was founded in 1886 by H. H. Hodell, 
of Cleveland. 

Weldless wire chain of the well-known Hodell, Bull¬ 
dog and Samson pattern form a large part of its out¬ 
put. These are not only sold in bulk, but in all fin¬ 
ished forms, such as halter chains, tie-outs, cow ties, 
dog leads, etc., etc. 

They are operating in all parts of the world, having 
representatives in practically every important center. 

The company has grown to one of the most impor¬ 
tant factors in the chain industries. 

Mr. F. G. Hodell is president; H. H. Hodell, vice- 
president, and Mr. W. F. Schneider, secretary. 


COMING CONVENTIONS 

Mountain States Hardware & Implement Associa¬ 
tion Convention—Denver, Colo., January 21, 22, 23, 
1919. 

Indiana Retail Hardware Association Convention 
and Exhibition—Indianapolis, January 28, 29, 30, 31, 
1919. M. L. Corey, secretary, Argos. 

Missouri Retail Hardware Association Convention 
and Exhibition—St. Joseph, February 4, 5, 6, 1919. 
F. X. Becherer, secretary, 5136 North Broadway, St. 
Louis. 

Wisconsin Retail Hardware Association Conven¬ 
tion and Exhibition—Milwaukee, February 5, 6, 7,1919. 
P. J. Jacobs, secretary, Stevens Point. 

Iowa Retail Hardware Association Convention 
and Exhibition—The Coliseum, Des Moines, February 
11, 12, 13, 14, 1919. A. R. Sale, secretary. Mason City. 

Pennsylvania and Atlantic Seaboard Hardware As¬ 
sociation Convention and Exhibition—Pittsburgh, Feb¬ 
ruary 11, 12, 13 and 14, 1919. Sharon E. Jones, secre¬ 
tary, Fulton Bldg., Pittsburg, Pa., after September 1. 

Michigan Retail Hardware Association Convention 
and Exhibition—Kalamazoo, February 11, 12, 13, 14, 
1919. Arthur J. Scott, secretary, Marine City. J. 
Charles Ross, manager of exhibits, Kalamazoo. 

North Dakota Retail Hardware Association Con¬ 
vention—February 12,13,14,1919. Place to be decided 
on later. C. H. Barnes, secretary, Grand Forks. 

Illinois Retail Hardware Association Convention— 
Chicago, February 17, 18, 19, 20, 1919. Headquarters, 
Hotel Sherman. Leon D. Nish, secretary, Elgin. 

Minnesota Retail Hardware Association Conven¬ 
tion—St. Paul Auditorium, St. Paul, February 18, 19, 
20, 21, 1919. H. O. Roberts, secretary, 1032 Metropoli¬ 
tan Life Building, Minneapolis. 

Ohio Hardware Association Convention and Ex¬ 
hibition—Columbus, February 18, 19, 20, 21, 1919. 
.lames B. Carson, secretary. Dayton. 

Nebraska Retail Hardware Association Conven¬ 
tion—Omaha, February 3, 4, 5, 6, 1919. Nathan Rob¬ 
erts. secretary, Lincoln. 

Secretary Lucas, of the Pacific Northwest Hard¬ 
ware & Implement Association, advises us that the date 
for the 14th annual convention at Spokane will be 
January 15th, 16th and 17th. 

Mountain States Hardware and Implement Aseo 
ciation Convention and Exhibition — Brown Palace 
Hotel, Denver, Colo., January 21, 22, 23, 1919. W. W. 
McAllister, secretary, Boulder, Colo. 

Oklahoma Hardware and Implement Association 
Convention, Oklahoma City, December 10, 11, 12, 191 A 
\V. B. Porch, secretary, 204 Indiana Building, Oklahoma 
Pity. 
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‘‘Most Ford owners 
will renew the trans¬ 
mission linings them¬ 
selves. This package 
is just what they 
need.” 


Not a Sale 

Now and Then 


but a regular profitable turnover and an ever- 
increasing clientele of highly satisfied cus¬ 
tomers when vou handle the 


SmSST-BROWN Speedometer 


This line of highest quality, sturdiest built, 
longest service speedometers embraces a model 
for automobiles, motor trucks, motorcycles and 
special models for Ford cars. 

It is a line for which there is a steady de¬ 
mand, because the reputation of Corbin- 
Brown Speedometers is one built on thor¬ 
oughness of construction, simplicity of de¬ 
sign, mechanical trustworthiness and abso¬ 
lutely faultless mileage and speed recording 
under the severest driving conditions. An 
unerring gauge of fuel consumption, tire 
service, vehicle performance. 

An added feature, one of big, quick sales pos¬ 
sibilities, is the Maximum Speed Hand. This 
exclusive device registers the highest speed 
attained on individual trips. It holds this 
registration until it is tripped back to zero, 
an operation which is instantaneous. Thus, 
while traveling rapidly, the operator can keep 
his eyes on the road ahead and avoid the 
danger of having to frequently read the 
speedometer. 

Catalog now ready. Send for it . Write alto 
for our dealer terms 

CORBIN SCREW CORPORATION 

American Hardware Corporation . SacccMor 

NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 


Universal 

Trade Mark Reftittcred U. S. Pet. Off. 

Transmission Lining 

—the live dealer’s best bet. 

Not alone because it gives longer serv¬ 
ice than any other cotton lining. 

Not alone because it is absolutely chat¬ 
terless. 

Not alone because it is compactly woven 
like S-M-C then treated with a per¬ 
fected compound which makes it slip- 
proof, water-proof and oil-proof, 

But also because our 
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AS TO TALKING ABOUT FORMER 
EMPLOYES 

(Copyright by Elton J. Buckley) 

I read your article recently on hiring and discharg¬ 
ing help, and decided I would ask you for advice on 
a question. I employed a salesman up to last August 
on city trade. Our salesmen do some collecting and 
several times I detected this man failing to turn in 
money collected. I never believed he was dishonest, 
but more shiftless than dishonest, though as he con¬ 
tinued to hold it out after 1 had repeatedly told him 
about it, 1 decided that he might be crooked and let 
him go. When he left he owed this house about $85, 
which he has been paying off in small installments 
since. Most of it is now paid off. 

Last month he applied to a competitor of mine for 
a job. This firm knew he had been employed by us 
and one of the partners called me on the phone and 

asked me for my experience with Mr. -. I 

told him frankly the facts, that he was a fair sales¬ 
man, but that when he was with us he had held out 
on collections repeatedly. Accordingly, he did not get 
the job with this competitor. He then, went to two 
other competitors and applied for positions, and as 
soon as they learend that he had worked for us. they 
got in touch with me and I told them the self-same 
story. I said that we had no objection to him if he 
would turn in the money he collected. Neither of these 
concerns employed him, because they did not like that 
recommendation. I have now received a letter from 
a lawyer telling that suit was about to be begun against 
this house, on behalf of this young man, saying that 
we had slandered him and prevented him from getting 
a position and making his living. We told nothing 
but the truth. The lawyer wants to know if we wifi 
settle out of court. Naturally we don’t want any liti¬ 
gation, but are not conscious of any wrong. Would 
appreciate your advice. 

R. N. Y. & BRO. 

The answer to all such questions as this de¬ 
pends on three factors: 

1. Was what was said about the employe 
Irue? 

2. Was it said maliciously with intent to 
injure him? 

3. Was the information given in response 
to a request, or volunteered? 

It is the well-settled law that where an em¬ 
ploye leaves a place with a bad record, and his 
former employer is asked for a recommenda¬ 
tion by somebody to whom the employe has ap¬ 
plied for a job, the former employer can tell 
the truth, even though the truth reflects upon 
the ex-employe, and prevents him from getting 
the job. The former employer can do that as 
many times as he is asked and even if he keeps 
his ex-employe out of job after job, no liability 
rests upon him. 

This being true, it follows that in my judg¬ 
ment, the Dayton, Ohio, correspondent is not 
liable, always provided that the facts are as 
he states them, and that, in giving the infor¬ 
mation which kept his former salesman out of 
these jobs, he went no further than a simple 
statement of the facts. 

There was a case in which a railroad com¬ 
pany prevented a man from getting a job by 
telling another railroad company that he was 
a labor agitator and connected with a labor 


union. Suit for damages was brought by the 
employe, but the court said that as there was 
no malice there was no liability. 

If information derogatory to a salesman is 
given maliciously, it may render the former 
employer liable, even though the information 
is true. Here are two illustrations, one of a 
statement which would not make an employer 
liable, and the other of a statement which would 
make him liable. I use in both the facts cited 
in the above letter: 

A Statement Which Would Not Make the Employer 
Liable 

Yos, be worked for us about five years. City sales¬ 
man. He was a fair salesman. We let him go last 
August. Why? Well, lie didn’t always turn over 
money he collected. More than once? Yes, several 
times. Yes, he always paid it back when we caught 
him—the last bill he collected and didn’t turn over 
isn’t quite paid for yet—he’s paying it off in install¬ 
ments. 

A Statement Based on the Same Facts That Would 
Make the Employer Liable 

Yes, I know him—I wish I didn’t. Sure, he worked 
for us up to last August. We fired him for stealing. 
Has he come to you for a job? Don’t take him—you 
don’t want to touch him with a ten-foot pole! He col¬ 
lects money and don’t turn it in. Oh, time and time 
again! He’ll do the same with you. AU we caught 
him in he paid back, that is, all but the last; that isn’t 
all paid back yet. I don’t know how much more he 
got. He couldn’t work for us again for nothing. Oh, 
he wasn’t such a bad salesman, if he’d only keep 
straight. I don’t know whether he blew it in gam¬ 
bling or whether he spent it on women—got a nice 
little wife, too. 

It needs no demonstration from me to show 
that the obvious intent of the first statement is 
to supply, in order to be helpful, and upon re¬ 
quest, information about a former employe 
which will be useful to the inquirer; while the 
obvious intent of the second statement is to 
keep the salesman from getting a job. There 
is malice in the second, but none in the first. 
Malice in such a case is the exhibition of a 
“direct purpose to injure the person who is 
damaged, or to benefit the interferer at the 
expense of the damaged person, without just, 
i. e., lawful cause or excuse.’’ 

It is never safe to volunteer information 
about a former employe, for it always looks 
like malice. I mean as in a case which trans¬ 
pired recently. A bookkeeper had suddenly left 
his employer, against the latter’s wish. A few 
years before, the bookkeeper had been ad¬ 
dicted to drink and had gotten drunk on one 
occasion and taken some of his employer's 
money, which he raised on a forged check. He 
was deeply ashamed and repentant after he 
got over it and paid the money back. It was 
completely forgiven and became a closed in¬ 
cident. 

When he left to take another position the 
former employer got very wrothy and called 
the new employer up with the statement: “I 
thought you’d like to know what kind of a man 
Sam Carter is.” Then he told him about the 
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Service _ I ^ 0T0 ^ Mer cantile Company 


that is what the user re¬ 
quires of an ignition 
battery — not only long 
service bat the right 
kind of service. High 
amperage is an important 
item of service — so is 
rapid recuperation after 
use and very slow de¬ 
terioration when idle. 

THAT IS WHAT YOU 
GET FROM THE 

Red Seal 
Dry Battery 

“THE GUARANTEE PROTECTS YOU" 
AGAINST YOUR NOT GETTING SERVICE 

Ask Your Dealer 

Htahattai Electrical Supply Co., Inc. 

New York Chicago St. Louis 

17 Park Place 114 S. Wells St. 1106 Pine St. 

604 Mission St. San Francisco 
Factories: Jersey City, N. J.; Ravenna, Ohio; 
St. Louis, Mo. 



AUTOMOTIVE PARTS 
EQUIPMENT 
AND SUPPLIES 


Distributors for 


Federal Tires, Cord and 
Fabrle 

Motnl and Oyldene Oils, 
Oeareae and Onpeae 
Fafnlr Bearings 
Motile Blowout Sleeves 
Zenith Carburetors 
Stanley Self-oiling Springs 
Columbia Storage Batteries 
Kay Bee Spotlltes 
Edison Maada Lamps 
4 'Dxi-Knre-Betredsr*' Vul- 
eaalser 


Pyramid Generator and 
Motor Brushes 
Alumlnite Solder 
Raybestos. Non-bum and 
Thermoid Brake linings 
44 Genemotor'* Ford Start¬ 
ing and lighting System 
Morellte and Duplex Lenses 
Lenox Hack Saw Blades 
44 Bie-Nle” Winter Fluid 
Weed Chains 

Auto Top and Upholstery 
Materials 


And a Complete line of Mechanics* Tools and Garage 
Equipment 

M otor Mer cantile C ompany 

115-117 South West Temple Street, Balt Lake City 



Paile I I SELL 100% SERVICE TOOLS 

A it nidi I _^ Tli* fnfflHnr tool th« ena- 


Will build up 
^ your trade and in¬ 
crease your profits. They 
nre very durable, because 
they are made in one piece 
under tremendous hydraul¬ 
ic pressure. They have a 
hard glasslike mahogany 
surface, which can be 
washed easily and kept 
sanitary. They do not 
rust, swell, warp, leak, or 
dent out of shape. 

“Fibrotta” Fire Pails, 
Spittoons, Waste Baskets, 
etc., possess the same 
characteristics as “Fi¬ 
brotta” Pails. Write for 
“Fibrotta” Catalog. 

HtMIT * MYtS, Cwltr Nrtqurttn, 40 LMMfd St. Mw Y«rt City 


Tho inferior tool 1 'sticks” the eus- 
tome r, prevents his coming back — 
not the dealer. The powerful 

f SAMSON PUNCH 

IRT like Liberty Bonds, is a good in- 

I A-**-,-A vestment any way you take it. 

M k The Samson creates satisfaction 

I \ and confidence toward the 

M1 dealer, because it delivers the 

/1 >b\ highest punch service. 

aj \\ For punching any sheet metal, 

ml \ leather, paper, fabrics, giving 

M Write for \\ the widest range of uses In the 
# Proposition \\ & 

m Prices, Etc. V i*faction. It punches an aocur- 
m w ate, clean, burr-free hole with 

* minimum effort. The same tool 
head takes seven interchangeable aise diea—from 1/16" 
to diameters. Niekel plated. Simple in oonatruo- 
tion. Made to last. 

MACHINE APPLIANCE CORPORATION, 351 lay St. Brasldyn, N. Y. 


MOUND w dUlM P TOOLS 

FOR THE AUTOMOBILE 


STANDARD FOR 20 YEARS 


Bearing Scrapers 
Carbon Scrapers 
Chisel Sets 

Send tor Catalog 


Pry Bars 

Cotter Pin Extractors 
Mound Tool Rolls 
Offset Screw Drivers 


Pacific Coast Representative 
er. 693 Mission Street, San 1 


t_ ^— Mayrant Conner, 693 Mission onset, ow xnaeuw, v«. 

THE MOUND TOOL GO., Dept D, 7th and Hickory Sts., St Louis, Mo., U. S. A 


San Francisco, OiL 
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forgery incident and the bookkeeper was 
promptly fired from his new job. He at once 
began suit for malicious defamation of char¬ 
acter and while at this writing the case is not 
decided, I have no doubt he will get substantial 
damages. Malice was very clearly shown by 
the way the former employer went about what 
he did. 


SPECIAL GRAPHITE PREVENTS CHAFING 
OF INNER TUBES 

With the gradually decreasing supply of 
crude rubber being imported by the rubber 
manufacturers and the consequent shortage of 
tires, it is becoming more and more every man’s 
interest to conserve what he has on hand. Tire 
manufacturers make numerous valuable sugges¬ 
tions for ways of saving tires. Perhaps one 
of the most useful of these is the advice to 
sprinkle powdered soapstone, mica or graphite 
in the tire shoe to prevent chafing of the inner 
tube. 

The Joseph Dixon Crucible Company puts 
up a special grade of motor graphite for this 
purpose and recommends it above mica or soap¬ 
stone. Half the trouble with inner tubes comes 
from chafing against the casing. The effect of 
the graphite is to “lubricate” the inner surface 
of the casing, without caking. The graphite is 
perfectly smooth, allowing the inner tube to 
move freely over the shoe. The graphite is also 
heat resisting, and the longer and harder it is 
rubbed, the smoother it becomes. Motor Gra¬ 
phite dusted into the tire will add months to 
the life of the tire. 


NO MORE DANGER FROM CRANKING 
The Bear Mfg. Co., Rock Island, Illinois, 
are offering $1000 reward for the crank that 
will turn around backwards through pre-igni¬ 
tion or backfire with a Sandobo Ball Bearing 
Crank Release properly attached and in good 
working order. In fact, the crank can be 
turned forward only. It is impossible to turn 
the crank backward. This makes it absolutely 
safe when backfiring. 

This makes this crank release not an acces¬ 
sory, but an absolute necessity for every Ford 
car, avoiding the danger of broken arms or 
broken bones. This has been one of the draw¬ 
backs of the Ford car. 

The Bear Mfg. Co., Rock Island, Illinois, 
will be glad to give full information to any of 
our readers upon request. 


The Moore Hardware Co., has purchased the stoek 
of Tulli8 & Moore at Arcanum, Ohio. 

The C. C. Clark Hardware Co. has recently opened 
for business at Boynton, Oklahoma. 

J. A. and 0. W. Fairchild have engaged in business 
at Towanda, Kansas, under the name of Fairchild Bros. 
Hardware Co. 


PEP WITH PURPOSE BRINGS SUCCESS 

Pep without purpose is piffle. But, purpose 
without pep is worse than piffle. It is constant 
disappointment. It is tantalizing. 

It is like being broke and hungry. You have 
the desire for food but lack the means of get¬ 
ting it. 

You look over the wall to Easy Street. You 
desire to scale that wall. You try, but if your 
pep is lacking you fail. It takes pep to per¬ 
severe, pep to succeed, pep to accomplish your 
purpose. Pep is power. 

Therefore get pep. Pursue it early. Go 
after it late. Camp on its trail. It must be 
pursued, but can be caught. Hunt it in the 
early morning hours with exercise and bath¬ 
ing. At meal-time let your guides be modera¬ 
tion and mastication. Eat wisely. 

In your working hours take with you smiles 
and cheerfulness. Stand erect, head up, chin 
in. Keep your head cool and your feet warm. 

Let your evening guides be relaxation and 
recreation. You have worked, you should also 
play. Forget not that in work and play alike, 
pep is more often found out of doors. 

Last, but important, seek pep in sleep. Re¬ 
tire early. Use few covers. Sleep cool and 
sleep just enough. Don’t sleep too little. Don’t 
sleep too much. With these guides, my friend, 
seek pep. The race is pleasant and the prize 
worth while. ’Tis pep that makes the world go 
round. Get pep! 


DEATH OF M. L. COREY 
The trade will learn with sincere regret of the 
passing of M. L. Corey, for many years secre¬ 
tary of the National Retail Hardware Associa¬ 
tion and of the Indiana Hardware Association. 

We had received no details of Mr. Corey’s 
death at the time of going to press. Ilis interest 
in association w^ork never flagged, even when 
others were discouraged. 

Ilis sincerity of purpose and zeal were never 
called in question, and the growth of Associa¬ 
tion work during the early years was due to his 
untiring efforts. 

The sympathy of everyone who knew him 
will he extended to the bereaved family. 


A Big Seller to Fishermen 

Every fishermen bu trouble 
with beck-lssh snarls. 

Gen Reel Winders 

absolutely prevent them. 
Attached permanently to reel, 
it throws right and left and 
gives kite-wind on reel. Die- 
play this on your counters, 
it sells easily at $1.60. 

One customer says: 4 'Simply 
fine, only price is too low.'* 4 
Write for discounts. 

GEM REEL WINDER CO. 
4G2,133 S«co«l St,MRva*M 
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AUTOMOBILE 

ACCESSORIES 


If you handle Auto Accesso¬ 
ries, Motorcycle and Bicycle 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. You should have our 
catalog as a reference. Write 
for it. It will mean big busi¬ 
ness to you. Cfur motto—“If 
it’s kin to an auto it's related 


MOTOR CAR SUPPLY CO. 

1451-53-55 Michigan Ave., 
Chicago 



QrTliy Gases expelled to the rear through pat* 
wr ► I K ¥ ented Hared opening, prevents all 

B ™ ■ Am! back pressure. Lever has seven 

aiit AIIT adjustments which make easy in* 

CUI*UU I stallation. Spring is away from the 

M\ body of Cut-Out, does 

not absorb heat, has a 
m simple ten* 

s i o n ad- 

% w cHhb %nd eMy 

C d ’ : action, no 

m ‘ £ ^ - - •. -train on 

^ ex ‘ 
haust 

Ends ac- 

Sises — 1eurately 
to 8X” machined .for pipe sise. 

Price $4 to $6 and fitted with set icnv 

which insures a perma- 
Dealers Write or Wire^^ nently rigid installation. 
N. A PETKY COMPANY, Me. - 190C Race Street PUMsfcMa 
Distributors: Oray-Heath Co., Chicago. Ill.; Norman 
Cowan Co., San Franciseo, Oal. 


Hartford 

Rubber 

Works 

Company 



1790 Broadway 
New York 


—service 
reliability 
and 

insurance 




WE MANUFACTURE AND CAN MAKE PROMPT SHIPMENT OF 

FOLDING CAMP FURNITURE 

Cots, Chairs, Stools 

Also a Complete Line of 

*”* M Canvas Goods, Tents, Covers 

No. 3 — _ //L Pau’lns, Lessings, etc. ) 


No. 3 

Peerless Cot 


THREAD MOPS ON THE HANDLE and 
MOP HEADS WITHOUT HANDLES , 


WE SOLICIT INQUIRIES j 

TUCKER DUCK & RUBBER CO., Inc., Fort Smith, Ark., U. S. A. 

MANUFACTURERS . 

McDonald a LINrORTH, 739 Call Building San Francisco, Cal., Pacific Coast Representatives I 
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WINDOW DISPLAY SELLS A LOT OP 
ROOFING 

Roy N. Martindale, of the Andrews Hard¬ 
ware Co., Van Nuys, Cal., tells us that as a re¬ 
sult of* his sales window display featuring 
Pioneer Roofing, not only did thq window at¬ 
tract much attention, but it helped them sell 
a lot of roofing, in fact cleaned them out of 
their entire stock. 

Mr. Martindale acted upon a suggestion in 
a recent issue of the Hardware World, putting 
in a sales window on roofing, and with this re- 

sAt. 

The average retail merchant doesn’t realize 
the advertising value of window displays. 

The great advantage of a sales window is 
that it is not only one of the chief forms of 
advertising a retail merchant can use, but it 
serves to make quick sales. 

Men as well as women are influenced by 
what they see displayed. A display of roofing 
at this time of the year is a reminder to the 
householder of work that needs to be done, 
either a new roof or repair work. 

The experience of Mr. Martindale will be 
the experience of ninety-nine merchants out of 
a hundred, who will give any attention to the 
display of roofing, for it will not only make 
sales, but it will, in many instances, ‘'clean them 
out of their entire stock.” 


SANDPAPER VS. VELVET 

You tell me that there are many unpleasant 
things troubling you in the place in which you 
work. If you can answer without betraying 
a secret, would you mind telling me if you 
ever knew of velvet being used successfully as 
a substiute for sandpaper! The unpleasant, 
the hard, the trying, the temper-testing things 
are the sandpapery aids that smooth you off, 
that train you, that fit you to shoulder bigger 
responsibilities and to resist more trying 
troubles later on. So be very thankful for the 
sandpaper. 


W. J. Corbett, a prominent Arizona hardware dealer, 
who has been engaged in ousiness at Tucson for many 
years, being a pioneer resident, passed away at his 
home recently. 

He is well known throughout Arizona and enjoyed 
a wide acquaintance. 


I think every hardware man in the whole country, 
from one end to the other, should be a subscriber to 
the Hardware World, as it will prove most bene¬ 
ficial in every respect to every retail merchant, as 
well as his salesmen, and we recommend it in the 
very highest terms 

It might interest you to know this is one of the 
largest concerns in the State of Arizona, carrying 
a $45,000 stock of hardware, implements, gas en¬ 
gines and are enioying a fine business. 

With best wishes for your continued success, 

E. G. CARUTHERS COMMERCIAL CO. 


of our WINDOW CON¬ 
TEST will be announced 
next month 12 ‘i? 

Letters received from many contestants indicate 
a great impetus in business resulting 
from these attractive 

Pioneer Roofing 

Window Displays 

Those who participated not only enjoyed an 
increase of business, but a chance at 
winning one of the prizes 

PIONEER PAPER COMPANY 

Manufacturers of Pioneer Roofing and Building Felts 
247*251 South Los Angeles Street - LOS ANGELES, CALIFORNIA 
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WISE SAYINGS OF MRS. SOLOMON, JR. 

My daughter when thou goest in to take the 
mail, and thou shalt say to a man, “Hast thou 
any lettersand she shall say unto thee, “Nay, 
I have none,” let not thy heart be filled with 
joy. Oh, My Daughter, for lo, in the fulness 
of time shall he come to thee. 

And he shall say unto thee, “Wilt thou take 
but a few short letters V 9 Yea, verily, at five 
of the clock will he come, and thou shalt write 
them. 

Thou shalt hide thy wrath within thee and 
write them. For such, My Daughter, is the 
way of man; ever has been and ever will be. 
World without end. Selah. 

My Daughter I charge thee, when thou hast 
First Sheets to write, thou shalt write them 
neatly. Think not, Oh, My Daughter, that 
thy troubles are over; that thou shalt find 
peace. 

For Lo, after thou has written them, then 
and only then shall they change them. And 
they shall come back to thee and great shall 
be the daubs theron. And thou shalt rewrite 
them. Yea unto the seventh time shalt thou 
write them and there shall be no rest. 

And if, perchance, thou shalt say to him, 
“Why dost thou not make sure of thy figures 
before thou bringest them to be typed V 9 he 
shall look at thee in pity. And he shall say 
unto thee, “Lo, thou art a Woman. The mean¬ 
ing of efficiency is hidden from thee, and of 
system thou knowest nothing .’ 9 

And thou shall sit abashed in the presence 
of knowledge. For great is Reason and mighty 
is Common Sense, but greater than either is 
efficiency. Selah. 

WHO CAN TELL? 

I wish to know how to solder aluminum. 
There is quite a demand for repairing same and 
I find the ordinary acid and solder will not do 
it. If anyone can tell me, please do so. 

J. .T. DUNBAR. 

The Stanton Hardware Co., Stanton, Nebraska, are 
planning to add materially to their stock. 


gES TYCOS 
2 , HYGROMETERS 

11,* FOR HUMIDITY TESTS 
iTOi) AND FORTELUNG 
FROSTS 

Self-Registering Maximum and 
Minimum Thermometers. A / \ 

cheap, dependable method of 
checking the temperature of ,■ * 
hot-houses, root cellars, dry /■ 
kilns and homes. Ranges from / 1 

40 deg. below zero to 120 deg. H 
above and zero to 240 deg. 
above. In black, Japanned or 
copper finish. ! |fi 



Chicks often die because of a 
lack of moisture in the incu¬ 
bator. Tycos Thermometers 
and Hygrometers save chick- 


WHATEVER YOUR HEAT PROBLEM, CONSULT 

WOODARD, CLARKE & CO. 

PORTLAND, OREGON 


PAINTS ♦ STAI 


The oomplate, compact, distinctive line in handy 
household cans—full-slse, full-measure. UTAZli 


household cans—full-slse, full-measure. BRYAEbS 
15 OBBTS—no larger aisea. Big Value for uaar; 
Big Profit for Toa. A popular sellar with Hard¬ 
ware trade. Assortments oontain all It eolors; 
Display matter included. 

Dealer's Assortment (30 Dos.).$39.00 

Jobber's Assortment (12 Dos.). 15.60 

Open Stock, all colors, per gross. 15.60 

1% Freight allowance, F\ O. B. N. Y., 1% Cash. 
Write for Color Card , Circular and Booklet 

MaMXir/c&LmrMm.OaL 

169-173 Second Are., BBOOKX.YB—VBW YOBX 

Townley Metal St Hdwe. Co., Kanaaa City, Mo. 
Pacific Wooden Ware St Paper Co., Oakland. Cal 



R. N. NASON & CO. 

San Francisco, U. S. A 

makers 

Paints, Colors, Varnishes, Lubricating 
Oils and Greases 

JOBBERS 

Brashes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 
WRI T E FOR LITERATURE, CATALOGUES AND PRICES 


"Our Standard" 


A Perfect Paint for Outside 
Painting. In different shades. 
Most Lasting. 
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Keeping Paint and Varnish Before the Public 


M ANY dealers to whom paint is only one 
department of a big business are apt to 
push the paint stock out of sight when 
the winter months approach. 

The result of this policy is, that painting is 
allowed to drop out of the customer’s mind, 
and when the dealer starts his next paint cam¬ 
paign he has to start all over again, says A. P. 
O. D. 

No matter how many other lines a mer¬ 
chant handles, he should endeavor to make 
paint, in one form or another, an all-the-year- 
round line. 

The great difficulty is that most merchants 
do not fully realize the possibilities of the win¬ 
ter indoor months. Throughout the rest of 
the year, from March to October, they can 
count on something doing, but when November 
comes the slogan is: “Push that stuff out of 
sight and make room for something we can 
sell.” 

That may be right to some extent, so far 
as some exterior paint is concerned; but aren’t 
there other things in the paint department that 
will bridge the winter gap? 

Of course there are. A host of wide-awake 
dealers have been proving that fact for years 
past. The introduction of a great many excel¬ 
lent specialties has widened the scope of the 
paint department and brought to the surface 
a host of new possibilities. 

“I keep sales going in my paint department 
from January 1 to January 1,” a hardware 
dealer told me. “I keep the department prom¬ 
inent the year ’round, and put in a paint dis¬ 
play at least every month. And I talk paint 
right along, and my salesmen are told to talk 
paint. We’re working for paint sales every 
business day of the year.” 

With this dealer, the season for outdoor 
paint ends the latter part of October. Imme¬ 
diately the interior goods are brought to the 
front/ “Paint up your home for holiday visi¬ 
tors,” is one of the slogans used at this season. 
Circular letters sent out in November urge 
home decoration or re-decoration before Christ¬ 
mas. Customers are urged to have the work 
done early, before the rush of the last two 
weeks immediately preceding Christmas. 

Simultaneously, demonstrations are held; 
not a single demonstration, but a series. Indeed, 
the first demonstration of interior stuff is 
usually given in this merchant’s advertising 
booth at the fall fair in early October. That 
reaches the country people, as well as the town 
prospects. 

After the Holidays 

Immediately after Christmas, the advertis¬ 
ing campaign takes a new tack. A circular is 
^ent out to the women of the district, giving 


suggestions along the line of interior decora¬ 
tion. The necessity is urged for a handsome 
appearing home in the winter months when 
social activities are most pronounced. Floor 
stains and finishes, wall paints, furniture pol¬ 
ishes, radiator paints, and similar lines are 
quoted. 

Another winter circular tackles the problem 
from the viewpoint of the small householder. 
“Turn your long winter evenings into money,” 
is the advice the dealer gives. “You can add 
hundreds of dollars to the value of your house 
by decorating it, and you can do the work this 
winter, yourself, in your spare time.” This 
is a line of argument that appeals to certain 
classes very strongly, and that helps to swell 
the winter’s business in this dealer’s paint de¬ 
partment. 

This winter campaign merges naturally into * 
the commencement of the spring drive, when 
outdoor paints once more come to the fore. 

The demonstration is a big factor in boost¬ 
ing this class of business. A demonstrator in 
the window will attract a lot of attention. If 
you are putting on a demonstration, it will 
often pay to send out nicely printed invitations 
to selected customers. In my own experience I 
find women particularly are interested in this 
form of advertising. 

One dealer got good results by telephoning 
individual prospects who could be reached in 
this way. Of course, tact must be used in this 
connection. 

Then, again, in the winter months quite a 
bit of trade can be done with the farming com¬ 
munity. The average farmer has more spare 
time then than at any other season of the year. 
Why not persuade him to paint his farm ma¬ 
chinery. There is lots of room for business in 
this direction, for, as a rule, expensive machin¬ 
ery on the farms is allowed to depreciate rap¬ 
idly through neglect. 

A Way to Get Trade 

One dealer uses the rural telephone to talk 
up implement paint with farmer customers. 
He knows most of his clientele personally, and 
can consequently approach them t^e more 
easily. There are lots of good arguments to 
use. “If you were to have a sale, your imple¬ 
ments would sell better. And if you’re to go 
on using them, both metal and woodwork will 
last the longer for paint insurance. 

Some paint dealers have done well through 
canvassing business of this sort among farmers, 
but in a great many communities the opportun¬ 
ity is still waiting. 

These are just a few of the lines on which 
the dealer can work in his efforts to stir up 
winter trade and to make paint an all-the-year- 
round line. lie must not expect every prospect 
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Do You Know Any Paint as Good? 


556 CALP KOO O. W. 

FORMULA 
100% Pure 
Outside White Bate 
PIGMENT 

CtlPaOu Pure White Lead . 66 3/8% 

Oal-Pa Co Pure Zinc Oxide . 88 1/8% 


LIQUID 100 % 

Cal-Pa Co Pure Linseed Oil.90% 

Gal*Pa-Go Pure Turpentine Dryer. 10% 


KELLY, THORSEN ft CO. 
Portland 


100 % 

IOBIKR8 

STAYNER ft DALY 
Salt Lake City 


FIVE FIRST AWARDS 
P. P. I. E., 1915 

SECURE EXCLUSIVE 
AGENCY NOW 

Everything reliable in Paint and Varnish 

California Paint Company 

Manufacturer! tinea 1865 

Oakland, California, U. S. A. 

HAMMOND LUMBER CO. 
Los Angeles 


to respond. He must not be disappointed if 
the gross amount of sales is small compared 
with, say, the spring paint campaign. But the 
sales he does make are sales that will not be 
made if he treats the paint department as a 
negligible factor in the winter months, and 
pushes his paint stock out of sight of the public 
and out of the customer’s mind., 

Of Great Value 

The indirect value of featuring the paint 
department every month of the year is obvious. 
Pushing specialties in winter provides a link 
between fall and spring campaigns. You go on 
circularizing your prospects just the same; with 
the result that when it comes time for you to 
once more urge exterior painting, the prospect 
regards you, not as a new acquaintance or as 
a stranger, but as an old friend. The winter 
sales you make help you to the bigger sales 
you want to make when the big drive comes. 

Plan your get ready for the indoor months 
advertising and selling campaigns right now— 
then work the campaign to the limit. The re¬ 
sults will prove the wisdom of pushing paint 
and varnish the year ’round. 


Your 

Customers 

will be glad to know about 
how they can get better 
lubrication at no increased 
cost. Tell them about 

DIXON’S 

Ticonderoga 

FLAKE GRAPHITE 

and how it protects cylinder walls from 
wear by covering them with a smooth, 
durable veneer of graphite that prevents 
metal-to-metal contact 

Write for Booklet No, 230-C telling 
more about thie lubricant 


MXOtfS 

licondera^a 

flakF 

GRAPHITE 


To fail to profit by the experience of others 
is to prove our own mental density. 

The Imperial Valley Hardware Co. is adding an 
annex to its building at Calipatria, Cal., in order to 
give it facilities for carrying an increased stock. 


Made in JERSEY CITY, N. J., by the 

Joseph Dixon Crucible Company 

Established 1827 



"The Heater Thtt Delivers the Hest." 


A PERFECTION IN SCIENTIFIC GAS HEATING 

THE GLEEWOOD FLOOR FURNACE 

Health—Comfort—Convenience—Economy 

These points win instant favor and continued popu¬ 
larity. 

Stock this new, valuable line. 

Cash in on its large profits. 

Write us for special dealer’s propositions. 

FOSS & JONES, 28 East Union St., Pasadena, Cal. 
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New Goods and Specialties 


SAND’S PLUMBS AND LEVELS 

Attention is directed to the announcement of Sands' 
Plumbs and Levels, which are carried in stock by lead* 
ing jobbers. 

Sand's Plumbs and Levels possess points of merit 
which makes them splendid sellers and they appeal to 
mechanics and carpenters as one of the best levels 
made. 

The spirit glasses used have a slight crown, a quick¬ 
acting bubble and are very accurate. They are set in 
such a manner as to give the least amount of trouble 
and the greatest saving in time. 

J. Sand & Sons have been engaged in manufacturing 
levels for twenty-five years and make a general line. 
They make them also in aluminum as well as in wood, 
plain and brass bound. Either they or their jobbing 
connections will be glad to give full information to 
nny of our readers upon request. 



This Attractive Display Back Will Make Sales 


This company is also bringing out a line of black 
walnut levels which is intended to meet the demand 
for a type of level which will stand hard service and 
yield accurate results. These levels will plumb with 
any end up or level with either edge up. They are 
excellent for every-day service of the hardest kind. 

The complete list of levels manufactured by this 
company includes one for every purpose and they are 
all backed by the experience or a firm which was 
established in 1895. Pull information concerning any 
of the wood or aluminum levels for either carpenters 
or masons may be obtained by addressing this firm. 


ATTRACTIVE HANGERS 

The Goulds Mfg. Co. has issued an attractive hanger 
featuring their Hi-Sneed line of pumps, which they 
are mailing out to all their agents, and they will be 
glad to send a copy to any of our readers who haven't 
received one. 

This is attractively gotten up, printed in four colors, 
the pumping outfit being shown in actual size, 40 
inches long. 

They desire that any merchant, whether an agent 
of theirs or not, who has not received a copy, should 
write for a copy, which they will send upon request. 


The McMahan Hardware k Implement Co., Hamil¬ 
ton, Illinois, is a new enterprise. 


NEW MAP OP THE NATION-WIDE 
REMINGTON UMC ORGANIZATION 

Something new in maps which will be examined 
with lively interest by sporting goods men throughout 
the United States is the feature of a recent Remington 
UMC advertisement in the leading national weekly 
papers and in the trade press. Briefly, a map of the 
United States showing the number of Remington UMC 
dealers in every state and territory and the District of 
Columbia, altogether a total of 81,308. 

Texas heads the list with 7905 dealers, and the next 
eleven are as follows: Georgia, 4038; Pennsylvania, 
3582; North Carolina, 3382; Kentucky, 3369; Virginia, 
3327; New York, 3311; Louisiana, 3283; Mississippi, 
3244; Alabama, 2915; Tennessee, 2897. Little Rhode 
Island has 93, the District of Columbia has 36, and 
up in Alaska there are 148. 

Another feature of the nation-wide Remington UMC 
organization which is dwelt upon is the practical serv¬ 
ice to dealers rendered by the large number of repre¬ 
sentatives of the company, whose names are given. 
While it may not have occurred to the sporting goods 
dealer who has many times benefited from it, the fact 
is revealed that every Remington UMC representative 
has been trained at the factory. This means that aside 
from being a salesman with a thorough selling knowl¬ 
edge of the large line of arms and ammunition manu¬ 
factured by his concern, and in addition to being an 
experienced sportsman and expert marskman, he has 
a practical gunsmith's knowledge of the firearms he 
sells. 

The dealer’s ability to handle gun repairs and 
adjustments quickly owes much to this fact, and that 
the Remington UMC man is on the job. And this at¬ 
tractive advertisement, bringing this information to the 
attention of the shooters the country over, will also 
remind many a sporting goods merchant and clerk of 
the convenience and value to him of this Remington 
UMC direct service. 

This advertisement is, of course, but an expression 
to the shooting public and the sporting goods trade of 
the Remington UMC policy to serve the owner of a 
Remington in Skagway, Alaska, for example, or Pensa 
cola, Florida, as efficiently and completely as the 
owner of a Remington who may live literally next, 
door to one of the five great Remington UMC factories. 
A policy which, by the way, in large measure accounts 
for there being 81,308 Remington UMC dealers on the 
map. 


UNIVERSAL DEALER’S SALES HELPS 

Landers, Frary k Clark, New Britain, Conn., have 
issued a booklet showing their line of Dealer's Sales 
Helps, which comprises window displays, show cards, 
booklets, newspaper advertising, lantern slides, display 
stands and cabinets, in fact every possible means of 
helping the dealer increase his sales on the Universal 
Products. 

No manufacturer will go to preater expense or more 
trouble to cooperate with their representatives than 
Landers, Frary k Clark. 

Their Sales Helps are gotten up in an attractive 
manner, many of the cut-outs and display cards being 
printed in colors, and made in a way that is sure to 
please the eye and attract customers. 

They will be glad to send booklets illustrating and 
describing the various aids which they offer, and to 
give full information to any of our readers upon re 
quest. 
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‘‘THE RIGHT ANGLE” 

Is the title of a very interesting publication which 
the Whitman & Barnes* Mfg. Co., Akron, Ohio, are is¬ 
suing for distribution among their employes and sales 
force. 

In a recent issue) they announced their pension sys¬ 
tem for employes, by which any male employe who 
shall have reached the age of 70 years, and any female 
employe who may have reached the age of 65 years, 
having been continuously with the company for 15 
years prior, will be able to retire from service on a 
pension. 

Other employes who have reached the age of 65 
years and been with the company 20 years (women 
five years younger), are entitled to a pension as well as 
male employes of 60 and female employes of 55 who 
have been with the company 25 years, or any employe 
who shall have been in the company's service for 
thirty years or more may be retired from active service 
and granted a pension. 

This is an interesting publication for their employes 
and one that will undoubtedly do much to create a 
better feeling of one big family of workers. 

Whitman & Barnes are keeping pace with the trend 
of the times, making their entire force feel that they 
are working unitedly with one general and definite 
object in view. 


NEW OHLEN PUBLICATIONS 

Following the recent installation of new machinery 
and equipment in its wood and metal baLd saw depart¬ 
ments the Ohlen Company has just received from the 
printer advance copies of a new catalog devoted exclu¬ 
sively to these lines; it is entitled “Ohlen Band Saws 
for Wood and Metal," and will be sent to the trade 
upon request. It is a very handsome book, printed on 
good paper with cover in colors, profusely illustrated 
and contains valuable information to all band saw 
users. The Ohlen Company has also ready for immed¬ 
iate distribution a forty-four page booklet, generously 
illustrated, with colored cover, entitled “Saw Effici¬ 
ency." This publication deals with the Ohlen general 
line and devotes several pages to the purchase, use and 
care of saws of all types. 



ADJUSTABLE 
HALF SURFACE 
DOOR HINGE 

The Shelby Spring 
Hinge Co., Shelby. 
Ohio, are placing on 
the market an Ad¬ 
justable Half Surface 
Door Hinge, which is 
highly recommended 
for lavatory work. 

It is made from 
wrought steel, bronze 
or brass metal, fin¬ 
ished to match build¬ 
ers' hardware trim. 

The tension of the 
closing power of the 
spring easily ad¬ 
justed. 

Prices quoted upon 
request. 


Fishermen will hail with de¬ 
light the new device that will stop 
back-lash troubles. The Gem Reel 
Winder is a little attachment that 
goes onto the rod. The reel is 
put onto the attachment, then as 
the line is wound up, the arm 
(shown in the illustration) throws 
from left to right, guiding the line 
so as to produce a kite wind. Thus 
when the line is played out in 
casting, the back-wind of the reel 
will not and cannot snarl the line. 

Many expert fishermen use 
this winder. Testimonials which 
they have given us show that it really does prevent 
those terrible back lash snarls that are so trying to 
the fisherman's temper. The Gem Winder will fit all 
reels except the large drum salt water reels. 

It sells for $1.50 (as one fisherman put it, “really 
too low a price"), and is being introduced to the 
hardware and sporting goods made by Gem Reel 
Winder Company, 133 Second Street, Milwaukee, Wis¬ 
consin. 


EXCELLENT CUTLERY CATALOG 

The Valley Forge Cutlery Co., Newark, N. J., have 
issued their new catalog, which, as a pocket-knife cata¬ 
log, they believe stands by itself. 

They have endeavored to make it a reference book 
and an aid to the buyer of pocket-knives, as no other 
book of its kind heretofore published. 

Some of the features of this catalog are classifying 
the knives in regard to styles, blading, covers, etc., 
making it easy for cutlery experts as well as laymen to 
grasp the technicalities and details of the pocket-knife 
businoss. They want to make their catalog serve as 
an assistant buyer. 

Under present war conditions restricting manufac¬ 
ture for mercantile purposes, they have reduced their 
line to the basis of 85 patterns, from which they have 
evolved 250 numbers. These 250 numbers are printed 
separately in the front of their catalog as a stock list. 

The illustrations show the actual sizes of their 
knives. It also shows some of the surgical knives they 
are making for the Government. 

They will be glad to send a copy of this catalog to 
any of our readers upon request. 



Perry Marker is a new merchant at Manning, North 
Dakota, who will handle hardware, auto accessories and 
implements. 


The Norton Hardware Co., established in 1864, at 
Lansing, Michigan, are adding to their stock of hard¬ 
ware and household furnishings. 


The Brunson & Mosby Hardware Co., Bonner 
Springs, Kansas, have sold their stock to the Bonner 
Springs Lumber & Hardware Co. 


Levandoski & Varty have bought the stock of 
hardware, implement, houscfurnishings and auto ac¬ 
cessories of James Pelton, Rhodes, Michigan. 


Alace D. Adams has purchased the hardware busi¬ 
ness of A. J. Edmonds, Lathrop, Missouri, and he 
handles full lines of hardware, implements and ac¬ 
cessories. 


Price Bros., Bear Creek, Missouri, have purchased 
the stock of A. Rickman & Son. 

The Breslau Cash Hardware Co., Breslau, Nebraska, 
are planning to add to their stock of hardware and 
implements and report a good outlook. 


A. E. & A. G. Preston, of Muscotah, Kansas, have 
moved to a new location, which will give them facili 
ties for carrying an increased stock of hardware, im¬ 
plements, house furnishings and automobile accessories. 
They are handling a complete line. 
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UNIQUE DISPLAY SILVERWAKE 

One of the most attractive and unique methods 
of packing and displaying silverware has made its 
appearance recently in the form of the new Nine Piece 
Holiday Set of Community Plate—each piece packed 
in a beautiful Grey Velvet Gift Box, without additional 
cost. 

This latest Community creation, the new Grey 
Velvet Gift Box, serves a double purpose—it affords 
the dealer a beautiful counter and window display of 
silverware—and at the same time provides the pur¬ 
chaser with an unusually attractive and harmonious 
setting for the gift. 

This new and distinctively original method of 
packing and displaying Community Plate offers tre¬ 
mendous selling possibilities to every retailer. In the 
window or in the show case, together with the attrac¬ 
tive placard furnished free, these pieces make an 
especially effective selling display. Each piece in the 
Holiday Set makes a beautiful, practical and inex¬ 
pensive gift, for every occasion. Prices to the con¬ 
sumer range from $1.00 to $6.50, and each piece will 
appeal to the good taste of housewives who desire 
perfect dining room appointments. 

The new Nine Piece Holiday Set, furnished com¬ 
plete in carton, consists of: 


Cold Meat Fork 
Berry 8poon 
Gravy Ladle 
Six Salad Forks 
Cream Ladle 


Butter Knife 
Pickle Fork 
Sugar Spoon 
Butter Knife and 
Sugar 8poon 


Sets may be had in any of the five Community 
patterns—Adam, Patrician, Sheraton, Georgian and 
Louis XVI. 

Full information regarding this new Nine Piece 
Holiday Set may be obtained from the Oneida Com¬ 
munity, Ltd., Oneida. N. Y. 


Edward G. Polk, Cook, Nebraska, is the successor 
to Polk Bros. 


A. R. Thomas has purchased the stock of Thomas 
& Sunday, Bushnell, Nebraska. 


C. L. Harvery has purchased the stock of Calvin 
A. Gordon at Gordon, Nebraska. 


Graham McCulloch has engaged in the hardware 
business at Jessie, North Dakota. 


T. W. Leverett has disposed of his hardware stock 
to Harris & Bentley, of Denton, Texas. 


Harris & Bentley have purchased the hardware 
stock of T. W. Leavett, at Denton, Texas. 


S. R. Casper has disposed of his business to the 
Stewart Hardware Co., St. Joseph, Missouri. 


The Stewart Hardware Co. has purchased the busi¬ 
ness of 8. R. Casper Co., St. Joseph, Missouri. 


Arthur Shoemaker has purchased the hardware busi¬ 
ness of W. E. Ton ken, Hermosa,, South Dakota. 


H. B. Dudley is erecting a new building to be oc¬ 
cupied by his hardware store at De Witt, Arkansas. 


Arthur Shoemaker has purchased the hardware 
business of W. E. Tonken, of Hermosa, South Dakota. 


Hackley & Miller have taken over the hardware 
and auto accessory stock of T. C. Leeper, Brighton, 
Colorado. 


Ryniker Winter Hardware Co., Billings, Montana, 
aro planning to add to their stock and report a good 
season’s trade. 


The William R. Gemmill Hardware Co., Pennville, 
Indiana, are planning to add materially to their stock 
this coming season. 


The Stanton Hardware Co. has purchased the stock 
of G. H. Glaser & Son, Stanton, Nebraska, and plan 
to add materially to the stock. 


Mr. Marriott is now the sole owner of the Mar¬ 
riott Griffin Hardware Co.. Geary, Oklahoma, but 
the firm name will remain the same. 


A. E. & A. G. Preston have moved to a new loca¬ 
tion at Muscotah, Kansas, which will give them fa¬ 
cilities for carrying an increased stock. 


The Rynikcr-Winter Hardware Co., Billings, Mon¬ 
tana, was recently damaged by fire, but they are 
planning to add materially to their stock. 


H. W. Buckle has succeeded J. B. Hagaman at North 
Branch, Mich. 


Myers & Reidel Co., Sebewaing, Mich., is a new 
enterprise. 


F. D. Griggs is successor to Smith & Braid, at 
Collins, Mo. 


W. G. Walker has purchased the stock of A. Walker 
& Son, Centertown. Missouri. 


W. T. Richards has purchased the interest of Eli S. 
Lewis in the Lewis-Walker Co., at Glendale, Ky.. and 
the firm will hereafter be known as the Walker-Rich- 
ar«ls Co. 


G. M. Smith & Co., who recently purchased the 
stock of the Hershey Hardware Co., Hershey, Ne¬ 
braska, are planning to add to their stock. 


The Marriott Griffin Hardware Co. has purchased 
the interest of Mr. Marriott at Geary, Oklahoma, al¬ 
though the firm name will remain unchanged. 


H. B. Dudley, a hardware and sporting goods dealer, 
who also handles hardware, is preparing to add a 
line of furniture to his stock at De Witt, Arkansas. 


C. F. Windenwerder has purchased the stock and 
good will of the Kennewick Hardware Co. from I. N. 
Mueller at Kennewick, Washington. Mr. Winken- 
werder has been acting as manager for Mr. Mueller for 
some time. 
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Business Opportunities 


Established Broker, calling on hardware jobbers and 
large retailers of Pacific Coast, would like additional 
lines. Best of references. 

Address “A. B.,” care Hardware World. 


PLXJMBEBS WANTED 

First class men, $8.00 for eight hours. Steady em¬ 
ployment. Ideal climate. No labor troubles. Must 
affiliate with the unions. 

Address A. M. Goddard, Tacoma, Wash. 


POSITION WANTED 

By an experienced hardware man, who can fill a 
place full. Have had nine years’ experience. Married 
and can furnish best of references. Address “P. A. 
care Hardware World. 


FOR SALE 

Clean Hardware stock. Doing fine business. 
Splendid town and fruit country. San Joaquin Valley. 
Invoice about $22,000. For particulars address 
“W. C.,” care Hardware World. 


FOR SALE 

Share in excellent hardware and implement business, 
in best section of Colorado’s irrigated district, with a 
good partner. 

Share will invoice about $10,000.00. Good reason 
for selling. Must sell by January 15th or no sale. 

Address * 1 Colorado, ’' care Hardware World. 


AN A1 OPPORTUNITY. 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
8toek will invoiee about $8000. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
billing. Will bear fullest investigation. Address 
H. Mitchell k Son, Colusa, California. 


FOR SALE 

Owing to the continued ill health of the owner, 
will sell a well established hardware business, located 
in a thriving little city, in one of the richest Lima 
Bean and Lemon districts of Southern California. Will 
give a discount from cost for cash. If wanting a hard¬ 
ware business ready to step into, at a moment’s notice, 
address “Franc,” care Hardware World, 


SHOP FOREMAN WANTED 

For plumbing, tinning and gasoline engine shop. 
Must be able to take complete charge. Only thor¬ 
oughly reliable and competent men need apply. State 
experience, age, married or single, habits, references 
and salary received in last position. Enclose photo 
if convenient. Ten Dollars ($10.00) reward will be 
paid to anyone putting us in touch with the right man. 
Address the Eymann Hardware Co., Parlier, Calif. 


FOR SALE 

National Cash Register, No. 452, 6 clerk keys, lc 
to $99.99, used two years. McCaskey Credit System, 
420 accounts, 2 banks with Cashier Window. Used 
three years (3). Warren Hardware Shelving. Good 
arrangement for any hardware store, 56 feet long. 
Used five years. Large Fireproof Safe. Inside meas¬ 
urement, 15 inches deep, 27 inches wide, 39 inches high. 
One new No. 216 Globe Base Burner. 

All of the above are in first class condition. 

J. C. HOLCH HARDWARE CO., Gilman, Ill. 


WANTED 

Second-hand 30*inch Tinner’s Forming Bolls. Ad¬ 
dress H. Arons, 2602 Elm Street, Dallas, Texas. 

WANTED 

To hear from owner of pood Hardware Store for 
sale. State cash price, description^ 

D. F. Bush, Minneapolis. 


FOR SALE 

All or part of an established hardware business, lo¬ 
cated in best town in Southwest Texas. Best reasons 
for selling. Long lease on building. 

Address “ C. H. S., ’ * c/o Hardware World. 


We can sell your business, farm or property, no 
matter where located. 

Capital procured for meritorious enterprises. 

HERBERT, Webster Bldg., Chicago, Ill. 


Successful hardware business for sale, located in 
a city of 75,000, in California, established for 11 years, 
exceptionally good lease, splendid location, good busi¬ 
ness, splendid prospects. Have made a success, but 
have other interests requiring attention. Present stock 
$8000.00. 

Address E. Jarvis, 2311 Telegraph Ave.. Berkeley. 
California. _ 

FOR SALE 

A stock of general hardware and implements in 
a small town in Southern Idaho, stock will invoiee 
about $10,000. The real estate will amount to about 
$3,000.00. The business from February 1st to Octo¬ 
ber 1st of this year was $30,000. 

Address “Idaho,” care Hardware World. 

BUTBB SALES MAKAQEB WANTED 

We have a splendid opening for an experienced 
hardware buyer and sales manager, to conduct a retail 
store in one of the largest and most progressive 
cities of the Pacific Northwest. 

We believe this is an unusual proposition for a 
high grade man of experience and ability. We believe 
he would take more interest in the business bv having 
a small investment in it, although this is not absolutely 
essential. 

We want a man of the highest grade, A-l moral 
character, good personality and address, and must 
know the business. For such a man there is a splendid 
opening. 

Address Retail Manager, care Hardware World. 


POSITION WANTED 

Young man, married, with family, wishes position 
with either retail or wholesale establishment. 

Has been connected with two large jobbing houses 
for a number of years and has the necessary knowledge 
and experience to serve as assistant manager and buyer. 

Not afraid of work—no bad habits, and wants a 
place where there is opportunity for advancement. 

Would expect salary $150 per month to begin. 

Address Box 335, care Hardware World. 


FOR SALE 

General Hardware Stock, Auto Accessories and Fix¬ 
tures. Located in one of the best oil field towns in 
Northwest Texas. Also in a good farming and cattle 
country. Stock inventory last January was $20,000. 
Fixtures, $2,500.00. Sales last year, $92,000. Sales 
first eight months of this year, $90,000. This is a 
clean, up-to-date stock and the business was established 
seven years ago with a $2,000 stock. Will sell at in¬ 
voice price. No trades considered. Have lease on 
store building. Address 1304 18th street, Wichita Falls, 
Texas. 
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ABE’S EPIGRAMS 

“Two Sir Positives can scarce meet without 
a skirmish.’’ 

If I know I am right, there is no reason why 
I shouldn’t stick to my ideas. If the other fel¬ 
low is equally sure he is right, why shouldn’t 
he stick to his? But there is no occasion for 
either of us shouting our beliefs in each other’s 
faces defiantly and waving the red flag madly 
about! 

Anyway, as a rule, argument is fearfully 
silly. It usually amounts to about as much as 
when the small boy hollers over the fence: * 4 My 
father weighs more than yours,” and the 
youngster on the pavement yelps back, “He 
doesn’t,” and then they catch and toss “he 
doesn’t,” “he does,” “he doesn’t,” with dis¬ 
dainful grimaces and scornful gestures thrown 
in, until both are out of breath. 

Argument seldom convinces anyone. The 
very minute that the other fellow begins to 
argue, he has taken a stand, and nothing short 
of a bomb will dislodge him from it. He’s 
bound to stick to his contention. Never argue 
with a customer. The minute you yield to the 
temptation, you are an antagonist he is going 
to do his best to put to rout. 

Most salesmen talk too much, anyway. Cul¬ 
tivate the gentle art of listening with genuine 
interest. Be ready with telling facts, and at 
the psychological moment state them, cleverly 
winding up your remarks by making your con¬ 
versational companion feel pleased with him¬ 
self. One reason argument prejudices is be¬ 
cause it always tends to prove the other fellow 
is all wrong. Nobody wants to be shown up as 
an idiot. 

Avoid argument. Don’t knock anybody 
else’s wares. Just show why the goods or serv¬ 
ice you offer are the best which conscientious 
ingenuity, experience and capital can produce, 
and be ready to back every claim you make. 
Positiveness on that point is bound to be con¬ 
vincing. 


How often is it true that the man who does 
the least brags the nu»st. We trust it will not 
be typical of America; that we shall not be 
guilty of such a grievous error. 


CONCENTRATION IS ECONOMY 

Concentration is a method of economy. It 
eliminates waste of energy and assures efficiency 
of effort. Co-operation is only a form of con¬ 
centration, combining and condensing into con¬ 
crete form many individual forces. This makes 
for strength, power, direct effort and correct 
application. 

The separate strands of a piece of rope have 
little strength; combined, their strength is mul¬ 
tiplied a thousand fold. This is simply con¬ 
centrated force. Many a “smart” man is gifted 
with a scattering knowledge of a broad variety 
of subjects and his scattered knowledge proves 
his undoing. Far better for him to concen¬ 
trate on one subject and win success. 

Concentration is especially desirable in busi¬ 
ness. The successful business man cannot 
afford to scatter his energy, time and money 
in several enterprises. One successful business 
is sufficient to demand his undivided, concen¬ 
trated attention. Every man is peculiarly 
adapted to some particular calling. It is often 
difficult to find it and this accounts for much 
waste in scattered effort. 

However, there is an end to every search, and 
when the goal is reached, as it must finally be, 
concentration must be applied and success is 
assured. To bring the best returns from energy 
expended, waste must be eliminated and econ¬ 
omy of effort practiced. Economy is the guard¬ 
ian of profit and the indicator of success, and 
concentration in any line means economy. 


Everyone in America naturally rejoices over 
the end of the war, but let us guard against the 
natural American failing to boast. 

We did no more than our duty; no more 
than we should have done after we finally de¬ 
cided we were concerned with the causes and 
objects of it. 

England and France have sacrificed so much 
more and yet in the expressions of their public 
officials and press their boasting is far less. The 
war has been brought home to them in too 
great a measure for any spirit of boasting. It 
would become us far more to give them a gen¬ 
erous meed of praise. They deserve far more 
than we can accord to them in words. 
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M. L. KLINE 

EXCLUSIVE 

AGENTS 

THE! 

Wm. Powell Co. 


< ____! Complete Line 

I Valves, Steam Specialties 


M. L. KLINE 

30 Years’ Wholesaling Plumbing and 
Hooting Supplies in Portland 

84, 86, 87, 89 FRONT ST. - PORTLAND, ORE. 


Garden Hose Valves 

- O F- 

Recognized Quality 

'Which command repeat ordera for yon. 




Sizes to 2%" mehuhra. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie, Pa. 

W. Erwin GOohrlst 
Pacific Coast Representative 
681 Market Street San Francisco. 



That is the verdict of plumbers, jobbers, owners and all who know C«noin« Pyralin Products cost no more 
the quality of 

WHITE PYRAUN Bath Room Fixtures 

Wherever GENUINE PYRALIN Products are installed, it means 
Repeat Orders, More Business, More Profits. 

Evefy one prefers White Pyralin Fixtures because they not only 
LOOK dean but are easily kept dean and sanitary. 

There is nothing to equal oar “Pyralin COV«r«d Seat 
for quality, price and durability. It has become a popular leader in the 
closet seat field. Write for Catalog. 

G. F. CHURCH MFC. CO., Holyoke, Mass. 

These goods can be obtained from the LEADING JOBBING HOUSES IN 
THE WEST. INSIST ON THEM. If you cannot get them address for infor¬ 
mation, W. E Gilchrist, Pacific Coast Representative, Monadnook Building, 

San Francisco, Cal. These goods are sold by Holbrook, Merrill & Stetson, 

Crane Co., A. H. Busoh Co., and all the leading jobbing and supply houses. Our “Genuine Pyralin” OHoest Seat 
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Does Honesty Pay? 

(By Harry Gale Nye) 


nr 



fONESTY is not al¬ 
ways the best pol¬ 
icy. The success 
of a burlesque show is 
often due to padded fig¬ 
ures. But that is the only 
case I know where hon¬ 
esty isn’t the best policy. 

In every other business I 
know anything about, 
honesty is. 

Every once in a while 
some pale dyspeptic rises 
up—and I don’t know why they call him that, 
for a dyspeptic has less pep than anybody else 
—anyway, he rises up and pessimistically in¬ 
quires, “Does honesty pay?” Meaning thereby 
to convey the idea that while he had always 
been strictly 0. K. himself, he didn’t know but 
that he would have done better by following 
the methods of his ornery, lowh-down competi¬ 
tors. 

Well, you don’t need to look far for the 
answer thereto. Every one of as has an old, 
gray-haired teacher that we can consult, that 
old pedagogue that men have named Experi¬ 
ence. All we need to do is to ask old Doctor 
Experience and he will tell us. 

There isn’t a man who reads these lines, 
if he reads this far, who can’t recollect right 
off the reel some fellow he has run athwart in 
business who had everything he needed with 
which to succeed but one thing—honesty. 

Every one of us has known some fellow who 
had a fortune in sight if he could have kept 
clean. As far as brains went, he had as much 
brains as an editor of a daily paper. As far 
as money went, he had a darned sight more. 
He had good friends and bright prospects, but, 
unfortunately, he had one thing more: He 
had a disposition that was as crooked as an 
amateur job of wall-papering. 

It just seemed as if he would rather die 
poor and crooked than get rich honestly. He 
wanted to be smart instead of wise, sharp in¬ 
stead of clever. He would rather get a low 
price and not deliver the goods than a right 
price and a legitimate profit. He thought that 
business was a game of beating the other fellow. 
He had Oriental ideas of trade. He was a hun¬ 
dred years and ten thousand miles from the 
Afnerican custom. He thought men got rich by 
doing other men. 

And he got away with it for a while. That’s 
the sad part of it. A crook succeeds just long 
enough to convince himself that dishonesty 
pays. The whole rest of his life is spent proving 
to other people that it doesn’t. But it never 


seems to prove it to him. He thinks it will 
serve as a short-cut to the heights from which 
he has fallen. 

The desire to short-cut to success is the 
cause of a whole lot of the crookedness in the 
world. People are in too much of a hurry to 
amass wealth and die of paresis or some other 
high-priced disease. Instead of being willing* 
to starve to death by degrees they want to 
short-cut to gout. So they begin stepping on 
the other fellow’s rights. 

Did you every try to raise a front lawn, 
or a piece of parkway? You know how people 
cut the corners and wear off the grass. It is 
the fellow who is in a hurry who commits tres¬ 
pass and tramps down your seed. There is no 
need of “No Trespass” signs on the straight 
and narrow way, and it is never any trouble 
to get a seat at a prayer meeting. But the 
downhill road, the other fellow’s field, the 
short-cut, and the easy snap, are crowded with 
fellows who want to get there in a hurry, even 
if they tramp down somebody’s crops and 
rights, and fail to put in full time, and give a 
square deal. 

So a crook may start on the right road, but 
he is always looking for a place to turn off and 
short-cut to wealth. He begins to slip things 
over on his trade, and he even tries to slip 
things over on his bank; although he ought to 
know that his bank has had some experience 
with financial loop-the-loopers before. Some 
day the bank will shut off his engine for him, 
and he will be lucky if he gets,back to earth 
without breaking his neck. 

He skimps the grade, substitutes, he puts in 
what will do instead of what will do best; he 
doesn’t worry about what doesn’t show; he 
doesn’t do honest work or make an honest 
product. That is the first step. The second 
step is getting gay with the bank. It isn’t very 
much farther on down the hill where he begins 
to get gay with the law. Even a lawyer, if 
he seeks legal advice, takes on a new meaning 
for him. He used to think a lawyer was a 
fellow to keep people from beating you; now 
he believes that a lawyer is a very wise guy, 
who can show you how to beat other people 
and get away with it. 

But in the meantime, he has been slipping 
behind while he thought he was going ahead. 
People who used to be his friends begin to pull 
out from under him. He used to be able to 
lean on his friendships and know they would 
hold. Now they give. He is like a man walk¬ 
ing in sand—everything he touches slips a 
little. People don’t go very far for a fellow 
they mistrust. In business circles he gets about 
as popular as a pup suspected of fleas, or a 
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You Can Get More Plumbing 
Business by Advertising 

We have prepared newspaper electros, theatre slides, ani¬ 
mated cartoons, window cards and all the helps that you will need 
to put on an aggressive advertising campaign. 

We will furnish you all of these without any charge. Now is 
the time to go after the remodeling business. 

Write our Advertising Department for complete information. 

PACIFIC 

PLUMBING FIXTURES 

Main Office and Show Room FOR SALE BY ALL 

67 New Montgomery Street JOBBERS 

San Francisco, Cal. 


The Banner of 
Merit 

SHOWING 

The Official Award 
Ribbon 

of the 

Medal of Honor 

AWARDED 

Trimo Tools 

AT THE 

Panama - Pacific 
International Exposition 

send for catalogue no. 777 “Honor Awarded Means Merit Rewarded** 



Factories 
Richmond and 
San Pablo, Cal. 
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kid with a handful of sticky candy. Nobody 
wants to get any of his business insects or 
moral molasses. 

He finds he has short-cut into a quicksand. 
Then he blames his luck or the infidelity of his 
friends, who wouldn’t stand by him in trouble. 

It’s a story we have all seen acted out a 
score of times, and it is the best answer to the 
old question: 44 Does honesty pay, after all?” 


THE CONQUEST ATTITUDE 

You will doubtless agree that no business, 
no matter how well-favored otherwise, can pos¬ 
sibly succeed any to speak of, until its course 
is steered by some fellow who has the ambition 
and the nerve and the grit to go after a big 
success. And when he has these things, he has 
the conquest attitude, says A. L. Porter. 

For the conquest attitude is merely a mat¬ 
ter of ambition and nerve and grit—the ambi¬ 
tion to want a thing; the nerve to start after it 
and the grit to stick until you get it. 

Many a man today is nursing along a busi¬ 
ness that is not adequately nourished with or¬ 
ders. And in the main, it is because the man 
at the helm hasn’t quite put salt on the tail of 
the BIG IDEA—he hasn’t acquired the con¬ 
quest attitude. 

When he does, instead of doggedly trying 
to hold its own, you will see his business as¬ 
sume aggressive, expansive tactics. It will be 
on the offensive—making expeditions of con¬ 
quest into the fields of business, armed with a 
commodity that really serves humanity, de¬ 
manding and getting a good price for it. 

Yes, some business may need capital. Some 
may need trained experts. Some may need this 
thing or that. But any business that needs any¬ 
thing, needs first to have born in the brain of 
the man at its helm—the conquest attitude— 
the desire for bigger and better things, coupled 
with the nerve to go after them. 


MEN SHOULD SKIP THIS 

A little girl wrote the following composi¬ 
tion on men: 4 ‘Men are what women marry. 
They drink and smoke and swear, but don’t go 
to church. Perhaps if they wore bonnets they 
would. They are more logical than women, 
also more zoological. Both men and women 
sprang from monkeys, but the women sprang 
farther than the men.” 


THE SUNNY SIDE 

“Well, after all,” remarked the Tommy who 
had lost a leg at the war, “there’s one advan¬ 
tage in ’aving a wooden leg.” 

“What’s that?” asked his friend. 

“You can ’old yonr bloomin’ sock with a 
tin tack!” chuckled the hero. 


WHICH ARE YOU? 

In the street of life, walking in the darkness 
of the shadow, hungry old Satan was out hunt¬ 
ing with his dogs, the little imps of human 
weakness. 

A man came walking down life’s street. 
Satan said to the little imp, with a bitter face; 
“Go get him for me.” 

Quickly the imp crossed the street, silently 
and lightly hopped to the man’s shoulder. In 
his ear he whispered: “You are discouraged.” 

“No,” said the man, “I am not discour¬ 
aged.” 

“You are discouraged.” 

The man replied this time, “I do not think 
I am.” 

Louder and more decidedly the little imp 
said: “I tell you, you are discouraged.’’ 

The man dropped his head and replied: 
“Well, I suppose I am.” 

The imp, hopping back to Satan, said 
proudly: “I’ve got him, he is discovered.” 

Another man passed. Again old Satan said: 
“Get him for me.” 

The proud little demon of discouragement 
repeated his tactics. The first time he said, 
“You are discouraged,” the man replied em¬ 
phatically: “No!” 

The second time the man replied, “ Itell 
you I am not discouraged.” 

The third time he said: “I AM NOT DIS¬ 
COURAGED. YOU LIE.” 

The man walked down the street, his head 
up, going toward the light. 

The imp of discouragement returned to his 
master crestfallen. “I couldn’t get him. Three 
times I told him he was discouraged.. The third 
time he called me a liar and that discouraged 
me.” 


It takes a pretty sharp remark to cut a slow 
man to the quick. 

She: “I like a man of few ’words and many 
actions.” 

He: “You want my brother; he has St. 
Vitus dance.” 


“NEW FANGLED” PICK. 

Two Irishmen had gone into a shipbuilding 
yard to apply for work. Presently one of them 
stopped before an anchor, and despite his com¬ 
panion’s urgings, he would not proceed. “What 
are you waiting for, anyway?” the companion 
finally asked. 

“I’m waiting,” replied the first Irishman, 
“to see the man who uses this new fangled 
pick.” 


“Circumstances have rarely favored great 
men. They have fought their way to triumph 
through all opposing obstacles.” 
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VALUE OP CLOSE OBSERVATION 

If we really learn to see with our eyes, none 
of us will ever lack for opportunity, because we 
will see doors opening to a broader future in 
every direction we turn. 

There is a good story of a famous professor 
who told a young man to sit down at a desk 
and describe a fish which was in a bowl in front 
of him. At the end of an hour, the youth came 
to him with a sheet of paper, bearing a hundred 
words. 

The professor read it, and said: “Observe 
more closely. Go back for two more hours.” 

The young man became more interested, and 
it was late in the day before he returned to the 
professor with his manuscript. 

The learned man glanced at the paper a sec¬ 
ond time, and remarked: “Now you are be¬ 
ginning to catch a glimmering of the possibili¬ 
ties in your subejct. Go back, and give it an 
exhaustive treatment.” 

The young man settled back into his chair 
and began work in earnest, so much so, that 
his little one page of note finally developed into 
a complete volume, and the treatise was ex¬ 
panded into monumental work to which the 
author devoted his entire life. 

All this came from applying the concen¬ 
trated power of observation to one little fish. 

Whether true or not, the story is a good one, 
for it shows us that there are possibilities in 


small things, and that a big mind can quickly 
expand a small job to proportions which dig¬ 
nify it. 

PREPARE NOW FOR INCREASED BUILD¬ 
ING AND IMPROVEMENTS 

It is safe to assume that Government re¬ 
strictions will be removed from building before 
long, and the wise plumber is already making 
his plans and getting ready to go after busi¬ 
ness in earnest. 

This lull in business should have given suf¬ 
ficient time to take stock of ourselves and busi¬ 
ness, to learn our weak points, to study the 
methods of merchants in other lines, and to en¬ 
deavor to profit by what we have learned. 

It is necessary for every successful business 
man to be receptive to new ideas and sugges¬ 
tions. Much can be learned from criticism if 
it is accepted in the right spirit. 

Business in the plumbing line should be 
more active for the next few years than for 
many previous years. 

J. A. Fraser, plumbing and heating con¬ 
tractor at Mesa, Arizona, who has been in busi¬ 
ness there for the past 27 years, reports a 
good season’s business and expects to keep 
busy throughout the following year. 

Three of the golden gifts of life are: Self- 
control, tolerance and courage. 


GAS or OIL or 

WATER or STEAM | 

is absolutely safe where 

Rhode Island >§J 

UNIONS are in use 

The Rhode Island Union ia made of the beet grade maUeable iron with a ll||l= 

specially constructed bronze seat which makes a tight joint, preventing ^^^§1 

wasteful, destructive and dangerous leaks. 

Approved by the Underwriters Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode; Island 
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4 4 He that by the plough would thrive, 
Himself must either hold or drive.’’ 

And yet there are some people who expect 
their business to prosper without much personal 
attention on their part! If we as business 
principals feel free to neglect our own affairs, 
other people can scarcely be expected to have 
more interest, now can they? 

In a small business organization, it is usually 
necessary for one in charge to perform the 
double duty of holding reins and guiding the 
plough over the field at the same time. That is 
to say, he must both plan and do much of the 
actual work of carrying out those plans. 

Small businesses are of two classes—those 
which have a carefully thought out policy and 
endeavor to live up to it; and those which 
simply drift along from day to day, leading a 
more or less precarious existence. 

It is from the first class that large businesses 
develop. In thoughtfully performing the 
double duty of executive head and general ad¬ 
ministrator, experience is gained, and step by 
step a healthy but steady growth is achieved, 
and so the enterprise with a rather insignificant 
beginning, expands and becomes a large and 
powerful one. In fact, the individual who 
proves himself capable of directing small af¬ 
fairs successfully, is bound to find himself ad¬ 
vanced to larger opportunities. He does not 
need to go far afield to find those opportunities, 
either, for they will confront him where he is 
in almost every instance. 

It is dead certain that a man who can’t 
handle a small business well will make a failure 
of a large one. In a large organization, per¬ 
sonal attention is necessary in all departments. 
The danger is, that after a business has gained 
momentum enough to carry it along with rea¬ 
sonable success, that painstaking supervision 
will be considered unnecessary. As soon as 
that happens, business gets into a rut. Ruts 
do not need to exist very long before they be¬ 
come routes to the graveyard. 

No man can hope to attend to every detail 
himself, but he must be on the job and see that 
it is done. Moreover, by means of his over¬ 
sight and care, he must guide the turning of 
the furrow so that it-will be straight and true. 


No one deserve credit for doing their duty, 
whether it be an individual or a nation. 

While in America we finally were brought 
to see the great danger that confronted us in 
common with the whole world, and while our 
men and manufacturers, when given the oppor¬ 
tunity, more than fulfilled the demands put 
upon them, when we consider the sacrifices of 
France and England our own seems small in 
comparison. 


There is no such thing as making up lost 
time. Lost time is gone forever. 


SUGGESTIONS WORTH WHILE 

Daniel Willard, president of the Baltimore 
& Ohio Railroad, never made more than $200 
a month until he was nearly 40. At 18 he was 
a track laborer, and he plugged along on in¬ 
conspicuous railroad jobs for 20 years before 
he was picked for a big one. 

When asked recently about his theory of 
success, he said : 

“I can only tell you the facts. I have al¬ 
ways tried, in every position, to suit my em¬ 
ployer, to make myself as useful as I knew 
how, never bothering about the number of hours 
I put in if there were things that needed to be 
done. I have always been an early riser. 

4 4 Then, it is well to read up everything with¬ 
in reach about your business; this not only im¬ 
proves your knowledge, your usefulness, and 
your fitness for more responsible work, but it 
invests your business with more interest, since 
you understand its functions, its basic princi¬ 
ples, its place in the general scheme of things. 

4 4 If you really want to get along rather than 
to see how easy a time you can have, you must 
apply yourself whole-heartedly—both during 
your working hours and your leisure hours— 
to your business. By having your mind on your 
work you are apt to learn how to do it ac¬ 
curately, and there is nothing more important 
than accuracy. 

44 Then, don’t stop after doing what you are 
told; do that and do that accurately—then find 
something additional worth doing. 

4 4 When the time comes to retrench, when 
men have to be laid off, if you have made your¬ 
self really useful and valuable you will prob¬ 
ably not be dropped; you are more likely to be 
given more important work to do, because your 
employers will know you wiH do it right, that 
they can trust you and depend upon you. 

4 4 In my own case I had no special advantages. 
I had no superior education, no unusual mental 
gifts, no physical advantages, no influential 
friends, no money. I worked my way out of 
the rut by determination to keep right on doing 
the best I knew how to fill my job, plus, and 
losing no opportunity to increase my fitness for 
my job. I never had a chance, or, if so, I 
failed to recognize it, to do any unusual or 
brilliant thing, anything spectacular—such as 
being the hero in any great railroad accident 
or situation, or sensationally saving some celeb¬ 
rity’s life. I simply pegged right along.” 


The reason there seems to be so few good 
people in the world is because the newspapers 
have so little to say about them, while the awful 
bad folks are so darn well advertised. 


Jack Allen, formerly connected with the plumbing 
department of Lyon & Garrett Co., Bed Bluff, Cal., has 
purchased the plumbing department of Maurice Dune&n, 
the successor to the old firm, and is now engaged in 
business for himself. 
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PATENTED 
JUNE 18, 1912 


The Savill Swan Neck Faucet 

Tho Original Quick Opening Perfect Sink Panoet 

ONLY faucet with all operating parts within basin. 

If hands aie soiled or holding something, faucet can be 
opened or closed just as easily with a finger, the wrist or 
arm. Opens to full stream and shuts off in fraction of a 
minute. 

“SAVILL” Faucets are a profitable and most satisfac¬ 
tory line. Investigate now. 

Send for Booklet 

Made in S. O. T. See A-5 Catalog. 

THOS. SAVILL’S SODS mm ft Pkllidilfklt 

HOLBROOK, 1TBMTT.Ii * 8TSTSOW, 

San Pranolsoo, Cal., and Loi Angelas, CaL 




Save a Penny a Minute 
And Your Immortal Soul! 

They Cut Without Cuss Words 


“/’»i Nye 
the Die Man ” 
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Made in All Sizes to Fit All Standard Makes 
of Pipe Cutters 

THE NYE TOOL & MACHINE WORKS 

108*128 N. Jefferson Street, Chicago, Illinois 
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ANOTHER IMPORTANT DECISION AF¬ 
FECTING THE CUT-PRICE SITUATION 

(Copyright, November, 1918, by Elton J. Buckley.) 

Within the last few months the Federal 
Trade Commission has made two rulings, both of 
which completely revolutionized business meth¬ 
ods at the points affected by them. 

1. It ruled that the manufacturer of a trade- 
marked, branded article could not indicate to a 
dealer what the resale price on his product 
should be, and could not refuse to sell a cutter 
merely because he cut. 

2. It ruled that a dealer could not sell goods 
below cost. 

Prosecution to enforce both rulings have 
been instituted. I predicted that the first rul¬ 
ing would be set aside by the first court that 
got a whack at it, and this has now happened in 
a decision rendered last week by a United 
States Court in Virginia in a case against Col¬ 
gate & Co., the soap manufacturers. 

I have also predicted, and I now predict 
again, that the second ruling will also be over¬ 
thrown when a case involving it gets into court. 

The Colgate case is interesting, and also im¬ 
portant, for besides setting aside the Federal 
Trade Commission ruling, it flatly decides what 
—if I may be pardoned for saying it—I have 
again and again contended, viz.: that a private 
trader who owns merchandise has an absolutely 
arbitrary and unrestricted right to sell it, or not 
to sell it, or sell it on conditions, and that he 
can refuse to sell it to a cutter for the reason 
that he cut, or for any reason, or for no reason. 

For years Colgate & Co. have sold their prod¬ 
ucts on a limited price plan. They fix resale 
prices on them which they consider fair, and 
they insist that every dealer handling them fol¬ 
low those prices. The plan of influencing prices 
was quite elaborate. It consisted of distribut¬ 
ing lists of uniform resale prices, urging dealers 
to adhere to those prices, informing them that 
any dealer not adhering to them would be cut 
off, requesting dealers to inform Colgate of any 
cut prices they heard of, making investigations 
to discover cut price sales, placing names of cut¬ 
ters on “suspended lists/’ making those deal¬ 
ers promise not to cut again before putting them 
back on the regular list, refusing to sell them 
until they gave those promises and immediately 
selling them when they did give such promises. 

The Government took the position that this 
constituted an unlawful combination with the 
dealers who were parties to it, to control a re¬ 
sale price. In other words, the Government fol¬ 
lowed the Federal Trade Commission’s ruling, 
which meant that Colgate & Co. could not indi¬ 
cate to dealers who bought their products what 
the resale prices should be, and could not cut 
off any dealer who refused to observe those re¬ 
sale prices. 

The court demolished the whole case in very 
short order. In a word, it decided that any pri¬ 


vate trader who is selling ordinary merchandise, 
who has no monoply and who does not seek to 
control the title to goods after he has sold them, 
has a right to tell dealers what he thinks a fair 
resale price should be, and to refuse to sell to 
any dealer who doesn’t sell at that price. 

I reproduce enough of the court’s decision 
to support what I have said: 

No suggestion is made that the conduct complained 
of was a monopoly, or was an attempt to monopolize 
the trade in toilet and laundry soaps, and other articles 
referred to; that the defendant was in a position to 
effect such purpose; that its business bore any appre¬ 
ciable proportion to the general extent of the business 
in question, or that the defendant was under any spe¬ 
cial duty or obligation to the public, no$ applicable 
to all citizens alike in other private business to manu¬ 
facture its products. There is no charge that the de¬ 
fendant acted in what it did in concert with other 
manufacturers of soaps, or with other than its own 
customers separately, or that the prices sought to be 
maintained were other than fair; nor was any request 
made, or assurance given, that customers who gave 
the assurance would in turn require like assurance from 
persons to whom they sold, or that buyers giving the 
assurance would also stipulate to buy only from the 
defendant, or sell only to customers selected by it; and 
no charge is made that any contract was entered into 
by and on the part of the defendant, and any of its 
retail customers, in restraint of interstate trade and 
commerce. 

In the view taken by the court, the indictment here 
fairly presents the question of whether a manufacturer 
of products shipped in interstate trade is subject to 
criminal prosecution under the Sherman Act for enter¬ 
ing into a combination in restraint of such trade and 
commerce, because he agrees with his wholesale and 
retail customers, upon prices claimed by them to be 
fair and reasonable, at which the same may be resold, 
and declines to sell his products to those who will not 
thus stipulate as to prices. This, at the threshold, 
presents for the determination of the court, how far 
one may control and dispose of his own property, that 
is to say, whether there is any limitation thereon, if 
he proceeds in respect thereto in lawful and bona fide 
manner. That he may not do so, fraudulently, collns- 
ively and in unlawful combination with others, may be 
conceded. (Eastern States Lumber Association vs. 
United States, 234 U. S. 600. 614.) But it by no means 
follows that being a manufacturer of a given article, 
he may not, without incurring any criminal liability, 
refuse absolutely to sell the same at any price, or to 
sell at a named sum to a customer, with the under¬ 
standing that such customer will resell only at an 
agreed price between them, and should the customer 
not observe the understanding as to retail prices, exer¬ 
cise his undoubted right to decline further to deal with 
such person. 

Authorities to sustain this view might be cited al¬ 
most without number. 

The pregnant fact should never be lost sight of, 
that no averment is made of any contract or agree- 
menUhaving been entered into, whereby the defendant, 
the manufacturer, and his customers, bound themselves 
to enhance and maintain prices, further than is in¬ 
volved in the circumstance that the manufacturer, the 
defendant here, refused to sell to persons who would 
not resell at indicated prices, and that certain retailers 
made purchases on this condition, whereas, inferen- 
tially, others declined bo to do. No suggestion is made 
that the defendant, the manufacturer, attempted to 
reserve or retain any interest in the goods sold, or to 
restrain the vendee in his right to barter and sell 
the same without restriction. The retailer, after buying, 
could if he chose give away his purchase, or sell it at 
any price he saw fit, or not sell it at sill, his course 
in these respects being affected only by the fact that 
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he might by his action, incur the displeasure of the 
manufacturer who could refuse to make further sales 
to him, as he had the undoubted right to do. There 
is no charge that the retailers themselves entered into 
any combination or agreement with each other, or that 
the defendant acted other than with his customers 
individually. It cannot be said that the defendant has 
no interest in the prices at which its goods shall be 
sold. On the contrary, it had a vital interest, in so far 
as cutting the same would tend to demoralize the trade 
and might have been more injuriously affected by the 
result of this disorganization, than the public would 
be benefited by a temporary reduction in the prices of 
its products. The sale of the defendant’s particular 
soaps cannot be said to be a necessity, or that the 
same bears a large proportion to the entire manu¬ 
facture of soaps of the kind and grade involved. The 
successful prosecution of the defendant’s business, and 
the continued use of its soap by the public, depend 
upon • its ability to find and maintain a market for 
its output. Price cutting would almost*inevitably re¬ 
sult in reducing the defendant’s business in a given 
community, to only those engaged in that practice, and 
deprive it of the patronage of the great body of whole¬ 
salers and retailers engaged in what they believed to be 
a fair and legitimate conduct of their business. It by 
no means follows that, in the end, the public would be 
benefited, as the price cutter could easily raise prices 
after the demoralization caused by his conduct had 
been brought about, and profit individually by so doing. 
What the public is interested in is that only reasonable 
and fair prices shall be charged, for what it buys, and 
it is not claimed that the defendant’s manner of con¬ 
ducting its business has otherwise resulted. 

In the instant case, the court’s conclusion is that 
the averments of the indictment, when carefully con¬ 
sidered, and read in the light of the defendant’s in¬ 
alienable right to deal lawfully with it own property, 
the handling, trading in and disposing of which is 
made the subject of this indictment, fail to charge any 
offense, either in restraint of trade and commerce, 
under the Sherman Act, or any other law of the United 
States. 

Doubtless this case will be appealed and it 
may be reversed, though in my judgment there 
is small chance of that, as the decision is not in 
conflict with the United States Supreme Court 
at any point. 

What bearing will this case have upon the 
cut price situation. It restores to the manu¬ 
facturer, or anybody selling branded merchan¬ 
dise, all the power he ever had to influence the 
resale price of his product, viz.: the power to 
tell a dealer, “I think you ought to resell this 
at $1 and I shall expect you to do it,” and the 
power to cut the dealer off if he refuses to get 
a dollar. The power which is still denied to 
the seller, and which this case does not restore 
to him, is the power to control the article itself 
after it has been sold. If a dealer buys on con¬ 
dition that he will resell at a certain price, and 
violates the condition, all that the seller can do 
is to refuse to sell him again; he cannot force 
him to sell at the dictated price. 

When the late Bill Nye was planning to 
start his weekly paper, a friend one day pro¬ 
pounded this question: 

“Bill, is your paper intended to reach any 
special class?” 

“You bet,” replied the bald-headed humor¬ 
ist, “the class that has $2.” 


Make your 
customer 
this proposition 



“Try this 

screw 
driver 
at our 
risk ” 


If you have used a Crescent 
Ilamr Handle screw-driver 
yourself, you know how safe we 
are in making this offer to your 
customers. 


You, of course, take no risk at all, 
because we stand behind our guar¬ 
antee. 

There is satisfaction in selling, as 
well as owning, Crescent quality 
tools. If you haven’t stocked this 
Crescent, order some from your job¬ 
ber today. 


Three sizes, retailing at 
65c, 70c and 75c 


CRESCENT TOOL COMPANY 
Jamestown, N. Y. 
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WE NEED AMERICANIZATION 

It has been discovered that although this 
country is called the “melting pot” of national¬ 
ities, there are millions of foreign-born citizens 
or residents here who do not speak English, who 
have not the proper conception of what the 
United States stands for. 

The war has shown us foreign islands of 
population in our midst. 

Ex-Senator Lafayette Young told the 
Americanization committee of hundreds of 
schools in the West where Germany’s national 
songs are better know than the “ Star-Spangled 
Banner.” 

Most people like fair play. It is therefore 
necessary to “Americanize” these foreign ele¬ 
ments, in order to secure their cooperation. 

What is Americanization? 

It means bringing home to those “foreign 
in spirit” the true greatness of America, the 
understanding and appreciation of America’s 
viewpoint, of our national holidays, of our 
standards of living, of our love of'the “square 
deal,” to speak well of our Government, to 
think well and speak well of our institutions, 
of the necessity to do our work well in the 
shop and factory and office, of the nobility of 
tolerance and respect for ALL the nationalities 
that seek a new home in this country. 

It means the combating of any anti-Ameri¬ 
can agitation, schemes and plots. 

It means the use of one common language, 
the respect for America’s laws and the desire 
to obey them and uphold them, the abolition of 
racial, religious or other prejudices, the elim¬ 
ination of all causes for unrest, disloyalty and 
disorder; in brief, everything that tends toward 
that true patriotism that is willing, not only to 
die for one’s country, but also to live for it, to 
have its welfare in mind day and night. 


ONE WAY 

The boss of a woodworking shop in West 
Philadelphia was examining an Irishman as to 
his fitness for a job as a cabinet maker. 

After a somewhat lengthy examination the 
foreman asked: “IIow would you make a 
Venetian blind?” 

“I’d poke him in the eye wid me screw 
driver.” answered the tired Celt. 


STUDYING THE CASE 

“You’re under arrest,” exclaimed the of¬ 
ficer. as he stopped the automobile. 

“What for?” inquired Mr. Chuggins. 

“I haven’t made up my mind yet. I’ll just 
look over your light, an’ your license, an’ your 
numbers, an’ so forth. I know I can get you 
for somethin’.” 


TEN BUSINESS RULES 

(Helen P. McCormick, official booster for 
the city of Binghamton, N. Y., offers the fol¬ 
lowing suggestions:) 

1. Keep human; business depends on the 
human equation. 

2. Courtesy is the first law of business. 

3. The knowledge of a man or woman’s 
name is open sesame to confidence. 

4. Don’t expect interest if you are not ready 
to show it. 

5. Artistic display of goods is half the sale. 

6. Every dollar invested in a good clerk will 
return a hundred-fold. 

7. A good location is money in the bank. 

8. Variety is the spice of shopping. 

9. Price, style and quality are all greatly to 
be cherished, but the greatest of these is style. 

10. It is not always the butterfly who buys 
the most goods. 


THE YOUTH’S COMPANION 

* * When a man ain’t got a cent, and he’s feelin’ kind 
of blue.” 

Those who are responsible for the welfare 
of the family realize the imperative need of 
worth-while reading and what it means to in¬ 
dividual character, the home life and the State. 
Everywhere the waste and chaff, the worthless 
and inferior, are going to the discard. 

The Youth’s Companion stands first, last 
and continually for the best there is for all 
ages. It has character and creates like char¬ 
acter. That is why, in these sifting times, the 
family turns to its 52 issues a year full of enter¬ 
tainment and suggestion and information, and is 
never disappointed. 

It costs only $2.00 a year to provide your 
family with the very best reading matter pub¬ 
lished. In both quantity and quality as well 
as in variety, The Youth’s Companion excels. 

Don’t miss Grace Richmond’s great serial, 
“Anne Exeter.” 10 chapters, beginning Decem¬ 
ber 12. 

The following special offer is made to NEW 
subscribers: 

1. The Youth’s Companion—52 issues of 
1919. 

2. All the remaining weekly issues of 1918. 

3. The Companion Home Calendar for 1919. 

All the above for only $2.00, or you may 

include 

4. McCall’s Magazine—12 fashion numbers. 
All for only $2.50. The two magazines may be 
sent to separate addresses if desired. 

THE YOUTH’S COMPANION’ 
Commonwealth Avenue and St. Paul Street, 
Boston, Mass. 

New Subscriptions Received at this Office. 


If you only care enough for a result, you will 
almost certainly attain it.—William James. 
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KEEPING TAB 

Keep tab on yourself. 

Analyze yourself, as the chemist takes a 
compound or substance and resolves it into its 
elements. 

Put yourself through a rigid examination. 

Ask yourself: 

“Am I vigorous or weak, poised or nervous, 
neat or careless, at ease or embarrassed? 

“Is my voice pleasing or harsh, clear or 
indistinct, low or high? 

‘‘In my personal relations with others, do 
I appear to stimulate or suppress; do I win the 
cordial co-operation of others or do I antagonize 
them? 

“Am I sympathetic or harsh, strict or lax. 
even tempered or irritable, tolerant or intoler¬ 
ant, dignified or undignified, courteous or rude, 
encouraging or nagging, firm or weak, tactful 
or blundering, enthusiastic or diffident, quick 
or slow to react, quiet or noisy, systematic or 
disorderly, resourceful or dependent? 

Learn your merits and your deficiencies. 

So shall you learn to augment the former 
and eliminate the latter. And the result will be 
growth in wisdom and power. 

Every man expresses himself in his own 
work. Some expressions are lamentably poor 
and others mighty fine. 


If you want to work for the kind of a firm, 
Like the kind of a firm you like, 

You needn’t slip your clothes in a grip, 

And start on a long, long hike. 

You’ll only find what you left behind, 

For there’s nothing that’s really new; 

It’s a knock lot yourself when you knock your 
firm— 

It isn’t your firm—it’s you. 


HE KNEW 

Banker—Do you know anything about 
checks and drafts? 

Applicant—Yes, sir. I’ve run our furnace 
for years. 


A BLAST without a Blower 

J-ane Humor brings Cherry Red for hard* 
ening in 1-8 time required by Bunsen. 
Butterfly A MMMitf where quick intense heat is 

Valvt required. 

Pays for itself in a day’s use. 

[U I Invaluable for hardening, soldering, bras- 
I ing, melting, experimental and laboratory 

Butterfly Valve regulates heat 
i rom moderate to a Blast of 
ytfkk 2000 degrees. 

3hut off Valve—Ever Ready 
T 'K ht GaB T « n k. Fixed 
^ Combustion Chamber always 

No. 5 i'll ready. Gas Connector that 

\JU »d stays connected. 

0 Adopted by all advanced shops. 

LANE MFO. CO., 

21 Vote Are., South Orange, N. J. 



PIPE TOOL DIVISION 

Greenfield Tap & Die Corporation 

Greenfield, Massachusetts 

New York, 28 Warren Street 

Chicago, 13 South Clinton Street Canadian Plant, Wells Brother s Company 

Detroit Office, 74 Congress Street, W. of Canada, Ltd., Galt, Ontario 
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Abe’s Epigrams 


* * A email leak will sink a great ship . 1 ’ 

T is only lately that we are coming to realize 
the tremendous significance of small habits 
of wastefulness, of apparently trifling ex¬ 
travagance, and of what we have always consid¬ 
ered inconsequential losses. 

Even before the war, there had been much 
talk about efficiency—and much of what we 
heard was glib and smug and of little account, 
simply because it was superficial. 

The war brought us face to face with the 
need of real efficiency which we now call con¬ 
servation. As a people, we suddenly became 
conscious of the tremendous, sums of money, 
mounting up into the billions, which the saving 
of a penny here and another there would effect; 
of single slices of bread and spoonfuls of sugar 
in terms of needy millions; of the cumulative 
value of Thrift Stamps and Liberty Bonds; of 
the wastefulness of carelessly spent moments 
and loosely kept ideals. 

We have come to realize that the good of one 
is the good of all. If you waste coal, my coal 
costs me more; if you are careless about your 
sanitary arrangements, my family may suffer 
from illness; if you use business methods which 
are unwise, you may force me, as your com¬ 
petitor, to take a loss also. We sink and swim 
together. 

The reconstruction period following the war 
is bound to be marked by a finer appreciation 
of values and a closer hewing of the line. It 
is parsimony, not economy, to hide one’s talents 
in a napkin. Failure to use what we have is 
always followed by its loss. Waste of ability 
and waste of opportunity are the worst leaks 
of all. The man who never does anything 
is the only one who never makes a mistake. 

Keep the ship business snug and ship-shape, 
her decks cleared for action, and her engines 
running without a skip. Look out for the small 
leaks and keep her headed straight for the goal 
of Bigger Things. 


* i Buyers want an hundred eyes, sellers none. * ? 

T O look over the wares offered for sale by 
many a business man, one would almost 
suspect him of having played the game of 
‘ 4 Blind Man’s Buff.” Once upon a time it 
was possible to barter gaily colored beads, 
bright calico, and even a keg of rum, for rich 
furs, priceless ivory, or valuable lands. But 
that primitive time is past and the man who 
thinks that he can do business along aboriginal 
lines has another think coming. 

The average American citizen has cut his 
eye teeth. He is discriminating as to values. 
He is pretty certain to get posted before he 
parts with his coin, and if what you offer him 
does not compare favorably with what is offered 
him elsewhere—why, he goes elsewhere! 
You’d do it yourself, wouldn’t you! 

Then if your customer buys in a hurry or 
is convinced by smooth-sounding arguments 
which are not borne out by facts, you are the 
loser in the end. Permanent business can only 
be built upon the foundation of confidence and 
reliability. Every person, no matter how insig¬ 
nificant, has an influence, and those dependent 
upon the buying public should remember that: 
“ You cannot tell by the looks of a frog how far 
he can leap.” 

There never was a time when it was more 
necessary for the buyer to have a hundred eyes 
than now. Fortunately it is easier to use those 
eyes than ever before. Industrial laboratories, 
special guarantees, comparative tests, and a 
thorough knowledge of the material and the 
market, are all necessary to be sure that you are 
offering the best for the money which can be 
procured. 

If you use a hundred eyes (your own and 
others who will help you), in buying, you will 
have no trouble in selling, for the goods prop¬ 
erly displayed or represented to the public and 
well advertised, will find a market for them¬ 
selves. 


KLINE CALENDAR AND ANNUAL MEMO¬ 
RANDUM BOOK 

It would hardly seem that the new year 
could properly begin for the plumber unless 
he should receive the useful calendar and memo¬ 
randum book which M. L. Kline, the well- 
known Portland jobber, annually distributes. 

This useful desk and office memoranda has 
come to be regarded as a part of a plumber’s 
equipment, and as usual, Mr. Kline will dis¬ 
tribute these to the trade generally. 

Any of our readers who do not receive their 
copy have only to make the request and Mr. 
Kline will see that they are promptly dis¬ 
tributed. 


There is an increasing demand for these each 
year, as plumbers find them most useful and 
convenient. 


Assistant to old lady who has handed in a 
misspelled telegram — What’s this word, 
please ? 

Old Lady—Never mind that, miss; it’s none 
of your business. They’ll know at the other 
end. 


Doctor—“Your throat is in a very bad state. 
Have you ever tried gargling with salt water?” 

Skipper—“Yes, I’ve been torpedoed six 
times.” 
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YOU GET THB 8IMPLB8T AND BBST 
COCK BVBR MADB mkss YOU SPBCIFY 


B. B. HIGH PRESSURE BALL COCK 


Hu Only One 
Pecking Which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-ineh 
carried in stock. 

No Special Packing' Required. Ground 
Joint Coupling, which Is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing l*ever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Rioob ud Plimpton 8t, Vatthin, Mua 


Dependable Tanks 


”3folt6ay Greetings 

WE WISH YOU A MERRY 
CHRISTMAS AND SIN¬ 
CERELY TRUST THAT 
THE COMING NEW YEAR 
WILL BRING THE BEST 
YOU HAVE EVER KNOWN 
IN HAPPINESS AND 
SUCCESS 


Otto 3&erti2, Newark. 51.3. 

“ALWAYS RELIABLE " 

Torches and Furnaces 


It yon doaire the beet, ehooee oar 

“Copper Brazed” Construction 

Positively hold air without loea of pressure. 

Pneumatic and Storage Tanks. 
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Menace of Paternalism 

Need for Sober Reasoning 

(By Otto H. Kahn) 

(Editor’s note: The following is the closing chapter of an address delivered by Otto H. Kahn before tb** 
American Bankers’ Association recently. This address has been published in booklet form and any of our read 
ers desiring a copy of the booklet, which we assure you is well worth careful study, can obtain a copy without 
charge by addressing Otto H. Kahn, 52 William St., New York. The tendency of the times to the furtherance 
that has been given to socialistic doctrines by many politicians seeking to perpetuate themselves and their 
associates in office, is a subject that needs your study.) 


I T is easy to float with the prevailing surface 
currents of the day, and tempting to attune 
one’s utterances to sentiments which are 
face currents of the day, and tempting to at¬ 
tune one’s utterances to sentiments which are 
sure to meet with popular applause. But the 
value of an exchange of views lies in the dif¬ 
ference of views honestly held and presented. 
It is through free discussion, through the meet¬ 
ing of conflicting opinions in the public forum, 
that the truth is sought and ascertained in a 
republic. 

And Truth is a stubborn and exacting thing. 
She will respond neither to the stormy wooing 
of the visionary nor to' the more subdued call 
of selfishness. 

We business men shall not be accused of 
following visionary aims. Nor, on the other 
hand, are we any more selfish than is inherent 
in the imperfections of average human nature. 
But what the time imperatively calls for is that 
we rise above our normal selves, that to the 
best of our conscience and ability we cast aside 
self-interest and class interest and that we 
merge ourselves in the great and high task to 
which the nation has set its hand. 

It is with a full appreciation of this obliga¬ 
tion resting upon every one of us—and espe¬ 
cially those of us who for the moment are per¬ 
mitted to speak publicly to and for business 
men—and with an earnest desire to meet this 
obligation to the best of my conscience and 
judgment that I have reached the views and 
conclusions which I have ventured to express 
before this influential body. 

The other day, I heard a distinguished labor 
leader pronounce a statement which, as far as 
I have retained it in my memory, runs as fol¬ 
lows: 

“I have always done, and shall always do.my 
utmost to bring about the maximum of democ¬ 
racy, of social justice, and of opportunity for 
all and to establish the very best possible con¬ 
ditions for the masses of our people, to the 
extent that these things do and can conform tp 
the practically attainable at the time without 
doing more harm than good. To the extent that 
they are not so attainable, I am willing to dis¬ 
card them or defer them to a more propitious 
time.” 

I wholly subscribe to that and I do not see 
how any genuine adherent of democracy and 


well-wisher of humankind can fail to subscribe 
to it. 

A few days later I came across an article 
by that gifted and clear-thinking statesman. 
Senator William E. Borah, in which, referring 
to tendencies which would make of the United 
States “a Republic in form but a bureaucracy- 
in fact,” he uses the following language: 

“It may be possible to devise some system 
of government more deadening to individual 
initiative, more destructive to human progress, 
more burdensome to the people than a bureau¬ 
cracy, but so far God, in Ilis infinite mercy, has 
not permitted it to curse the human family. Up 
to date, the worst of all forms of government is 
a bureaucracy.” 

And to that also I subscribe. 

The picture of bureaucratic paternalism 
fastening its shackles upon a nation, which went 
to war to preserve liberty, is not a fanciful one. 
Through the accident of war, paternalism at 
present rules supreme. That is inevitable in 
war time. 

We are not criticizing or complaining of the 
present facts, we are thinking of the future. 
Officialdom is in possession. It is entrenched in 
power beyond what it dared to hope for in its 
fondest dreams. And power is sweet. Official¬ 
dom and those who feed at its table will not 
easily give it up. It is but human nature that 
they should come really to believe and endeavor 
to induce the people to believe that it is for the 
best to leave in the Government’s charge per¬ 
manently much of that which has been confided 
to it in the stress of the emergency of war. 

Bureaucracy has, and will have, an array 
of plausible arguments to support its plea. I 
heard a Government official exclaim dramat¬ 
ically in the course of a speech before a great 
meeting: 

4 ‘ If such and such a measure is good enough 
for us to adopt in war times, when our sons 
and brothers are offering their lives abroad, 
why is it not good enough for us to continue to 
have in peace time, when our sons and brothers 
will again be leading their lives in our midst!” 

The answer is, of course, that war is, for¬ 
tunately, an utterly abnormal condition and 
that much of what is appropriate and needfnl 
in war times is inapplicable, harmful and even 
' pernicious in peace times. But the answer was 
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not given, and the orator’s question was greeted 
with approving applause. 

Politician* and Officeholders Want It 

Paternalism, under a variety of names and 
disguises, will have the support of the vast 
army of those who live or hope to live on its 
huge patronage. It will have the support of 
the popularity-seeker, the opportunist and the 
demagogue; of many who are rightly desirous 
to further social justice, but do not go to the 
effort of painstakingly studying and critically 
examining in the light of reason and experience, 
the ways and means which are available to that 
end “without doing more harm than good,” and 
of some who are moved by envy (consciously 
or, more often, unconsciously) towards those 
who have been materially successful. 

It will have the support of numerous dwell¬ 
ers in air castles who want to see the world 
regulated and ordered after the pattern of 
their dreams, and of the socialist who sees in 
the assumption by the Government of various 
functions heretofore left to private enterprise, 
and of various regulating activities heretofore 
left to the free play of economic forces, the first 
step towards the adoption and realization of 
his full program. 

The movement will be countenanced by 
many who do not sufficiently appreciate, in the 
face of the lessons of all history, ancient and 
modern, that the only free governments which 
ever lasted, or ever can last, was and is a gov¬ 
ernment which gives the broadest scope to the 
individual, limited only by equally broad but 
wisely conceived regard for the general welfare. 

Liberty means neither uniformity nor the 
rule of mediocrity. Liberty is strong enough 
and conscious enough of its strength not to 
fear but to foster individual capacity. If po¬ 
litical liberty is not the sum of individual lib¬ 
erties, fairly ordered and reasonably restrained, 
it is not liberty at all. 

It would be a tragedy, if it were to be per¬ 
mitted that whilst our boys are fighting for 
liberty, the great and splendid structure of or¬ 
dered and enlightened freedom and covenanted 
individual rights, which was handed down to 
all Americans should be invaded by that most 
insidious foe of liberty, paternalism, with its 
allies and close relatives, bureaucracy and so¬ 
cialism. 

It would be a grievous afflieation if under 
the emotional stress and turmoil produced by 
war, our people were to tolerate doctrines to 
take a footing on our soil, which their sober 
wisdom heretofore has scornfully rejected as 
will-o'-the-wisps and as un-American. 

It would be bitter irony of fate if whilst de¬ 
mocracy triumphed on the bloody fields of war 
over that arch representative of the paternal¬ 
istic system and spirit, Germany, our own gov¬ 
ernmental and social conceptions and prac- 
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tices were to be infected with the Prussian 
poison of paternalism and bureaucracy. 

The illustrious men who founded the United 
States of America gave us the wisest instrument 
of government which the wit of man has ever 
devised. Gladstone called it “the most wonder¬ 
ful work ever struck off at a given time by the 
brain and purpose of man.” A great British 
jurist referred to it as “the bulwark of Ameri¬ 
can individualism.” Faith in individual effort, 
and the aim to give it incentive and protection 
are of its very warp and woof. 

Under that instrument this Republic, 
through test and trial and storm, has lived for 
a century and a half—a space of time longer 
than any other genuine republic has ever en¬ 
dured. While prospering materially beyond all 
parallel, it has maintained high and noble 
ideals. While devoted to the arts of peace, it 
has preserved its sturdy virility and, whenever 
called upon, has splendidly demonstrated its 
undiminished martial prowess. It has been the 
land of opportunity, beckoning to and drawing 
hither men and women from all countries of 
the world. 

We do not pretend that it has achieved per¬ 
fection in its social conditions, we earnestly de¬ 
sire ever further progress towards that end, 
but we do claim that it has offered and offers to 
the masses of its people a fairer and larger 
field and more of reward and of well-being 
than exists anywhere else. 

Gentlemen, it is the task and the duty of 
all men and women having a stake, material or 
spiritual, in the present and future of the na¬ 
tion, to resist those who would remove or loosen 
the cornerstone on which our institutions rest— 
individual effort. And amongst those who are 
called to that task and that duty, the business 
men of America have a leading place. 

We yield to none, either in the intensity of 
our patriotism or in the earnestness of our de¬ 
sire to bring about the greatest attainable well¬ 
being for all the people. We look ahead, after 
victory and peace shall have been achieved, to 
a forward movement, to an ever more widely 
diffused prosperity, to opportunities and 
achievements in the field of the material as well 
as of the ideal, such as has rarely fallen to the 
lot of any people, provided always that our 
country remains steadfast to its tried and 
tested principles and time-honored traditions, 
wisely and fairly and progressively adjusting 
their application to the needs of the day. 

To that end, we must stand together, coun¬ 
sel with each other and work together. We must 
give voice to our convictions. We must become 
a militant phalanx in the cause of that which 
we profoundly believe to be right and wise and 
just and making for the greatness of America 
and the happiness and welfare of her people. 

We are living in a portentous time, big with 
the destiny of the world, for good or ill, for 


generations to come. The problems of the im¬ 
mediate future loom large before us. 

That nation which will best know how to 
combine the dictates of social justice with in¬ 
centive and protection to individual effort will 
secure the prize of world leadership no less than 
of opportunity, well-being and contentment for 
the masses of its own people. 

Some fifty years ago, President Lincoln ad¬ 
dressed these words to Congress: 

“You cannot, if you would, be blind to the 
signs of the times. I beg of you a calm and 
enlarged consideration of them, ranging, if it 
may be, far above personal and partisan poli¬ 
tics. ... So much good has not been done, 
by one effort, in all past time, as in the Provi¬ 
dence of God it is now your high privilege to 
do. May the vast future not have to lament 
that you have neglected it.” 

Our collective responsibility as well as the 
responsibility of each patriotic and thoughtful 
American is heavy indeed in the face of the 
times and the signs of the times. 

Well may we pray that the spirit of that 
noble invocation and the tolerance and modera¬ 
tion, the deep human understanding and wise, 
dispassionate vision of the immortal American 
who uttered it, may lead and inspire the Ameri¬ 
can people and those constituted by them in 
authority, in the trials of the present and the 
perplexities of the future. 
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Well may we pray that we be vouchsafed 
the guidance of that spirit both in the solemn 
days of sacrifice and consecration through 
which we are passing, and in the high task of 
making fruitful, for the good of our ow’n coun¬ 
try and of all the w'orld, the victory and the 
triumph W’hich will crow r n our righteous cause. 


HUMIDITY VS. HEALTH 

Probably the most important subject of the 
day is fuel. Already with the Winter season 
hardly upon us, we begin to look with alarm 
at the fuel pile. The poor man wdth hardly 
enough surplus cash to allow the purchase of 
a whole season’s supply wmnders how r long his 
few loads will last. 

The landlord with tenants clamoring for 
more heat aud with poor storage facilities faces 
a more serious problem. Everywhere, in stores, 
factories, offices and homes, the story is the 
same; still. 25% of the fuel used this Winter 
will be wasted. Think of it, in every city and 
in all parts of the couutry, fuel so precious 
that some will freeze for want of it, and the 
waste is needless. 

Have you ever tried using some water and 
not so much coal? Have you ever tested the 
atmosphere of your home, office, or workshop 
to find the percentage of moisture in the air? 

Without this moisture nothing can live, yet 
few of us realize how f little we know' about it, 
what its effect on our health and comfort. 

When one speaks of humidity our friends 
look bored. They will read the thermometer 
or be interested in a barometer; they wonder 
why some days when the thermometer reads 
low they feel warm and again when in a build¬ 
ing heated to 7f>° or more it is chilly. This 
seeming uninteresting subject is one you need to 
know about. 

If your home, office, store, or shop, feels 
chilly when the thermometer reads 6S\ you 
had better find the reason. If you don't, pneu¬ 
monia is apt to be the result. 

Homes Dryer Than the Desert 

While the atmosphere of our houses, in 
Winter, Ls not entirely devoid of humidity, it 


is so nearly so as to be very injurious to health. 
The statistics of prominent health authorities 
show us that in the average home heated by 
steam and hot w-ater, at a temperature of 72° F., 
the relative humidity is below' 24%, while with 
hot air furnace heating it falls as low as 18% 
—less than obtains on a desert. 

The Pneumonia Period 

Stepping from this died-out “indoor cli¬ 
mate” into an outside humidity of about 70%; 
is it any wonder that such a sharp and violent 
change is productive of harm, particularly to 
the delicate mucous membranes of the upper air 
passages! The pneumonia period is the season 
of artificial heat in living rooms. 

Under the old methods of heating used by 
our forefathers a kettle of water was always 
kept on the stove. 

It is a fact that the tension of a schoolroom, 
full of fidgety, nervous children, can be almost 
instantly and very greatly reduced by the in¬ 
troduction of vapor into the room. Dr. Henry 
Mitchell Smith, in his book on “Indoor Humid¬ 
ity,” says: “It was most interesting and in¬ 
structive to find that on the perfect days iti 
May and early June, with all the windows 
open, admitting freely the outdoor air, a ther¬ 
mometer stood at 65° to 68° F., and the hygro¬ 
meter registered about 60% relative humidity/* 
Water Instead of Coal 

If a room at 68° F. is not warm enough for 
any healthy persou, it is because the humidity 
is too low*, and water should be evaporated to 
bring the moisture up to the right degree. In 
other words, water instead of coal should be 
used to make rooms comfortable when the tem¬ 
perature has reached 68° F. 

It is a very simple matter to find the humid¬ 
ity any place at any time. 

The Tyeos Hygrometer is based on the prin¬ 
cipal that evaporation cannot take place with¬ 
out a loss of heat, and the greater the evapora¬ 
tion the lower wdll be the temperature of the 
surface from which the evaporation takes place. 

The dry bulb thermometer is exposed to the 
temperature of atmosphere. The wet bulb has 
a silk wick attached which ends in a cistern of 
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water which keeps it moist. The dryer the air 
the greater the evaporation, and the greater 
the difference in the reading of the two ther¬ 
mometers, thus—should the dry bulb read 68* 
and the wet bulb read 54°, the humidity would 
be 39. But should the wet bulb read 58°, the 
humidity would be 55. 

With the low reading you would be chilly. 
With the other reading you would be com¬ 
fortable. 

Every instrument has a set of tables which 
makes the matter so simple that a child can 
read them. This instrument is for wall use. 
For places where a portable instrument is 
needed, such as dry kilns or refrigerators, or 
weather bureau work, an instrument called the 
sling Psychrometer is used. 

It is made on the same principal, only the 
two thermometers are mounted on a narrow 
metal strip with a handle which allows it to 
swing in a circle. It can be used without the 
aid of charts or tables, and for accuracy and 
speed it is unexcelled. 

Another instrument which, because of its 
simplicity, is favored by mills and factories is 
the Tycos Hygrodeik. This instrument con¬ 
sists of the two thermometers mounted at the 
extreme edge of a triangular chart with lines 
on the chart running from the dry bulb. An 
adjustable pointer is swung to the reading oC 
the wet thermometer, then down back to the 
line that starts at the reading of the dry bulb. 
Then at the bottom of the pointer is found the 
humidity. 

This instrument, while more expensive than 
the rest, is the simplest of all; and speaking 
of expense, there is not a home or industrial 
plant, office building or store but would find 
that any of these instruments had more than 
paid for itself before the buds appear in the 
Spring. 

Paid for itself in increased output, better 
health, less headache, less colds, and above all, 
less fuel. 

Woodard, Clarke & Co., Pacific Coast distrib¬ 
utors for the Tycos instruments, are finding an 
unusual demand for these goods. 


Keep this great fact in mind—People Will 
Build. The less they do Today, the more they’ll 
* Have To Do Tomorrow. Today’s dearth of 
business is merely afn extended Sabbath clos¬ 
ing. Monday has always come and always will 
come until the end of time—and then you won’t 
care anyhow. 

Hope always helps the hustler. 


It always argues a base and cowardly tem¬ 
per to whisper secretly what one dare not speak 
to a man’s face. Therefore, be very cautious in 
speaking of these three sorts of persons: 
namely, the innocent, the dead, and the absent. 


SARAH BERNHARDT’S TEN COMMAND¬ 
MENTS 

1. Have one chief, absorbing interest in life. 

2. Have other interests, little interests, of 
life to keep you from becoming one-sided. 

3. Decide what are the essentials of your life 
and concentrate upon them. 

4. Be interested in everything that happens 
for the moment, but do not let the interest 
become too deep. 

5. Eat what you like when you like, but 
not as much as you like. 

6. Do not let the material profane the spirit¬ 
ual. 

7. Drink much water and lemonade. 

8. Sleep whenever and wherever you are 
sleepy. 

9. Stop to rest for a minute, many times a 
day. These little rests prolong life. 

10. Find your work, then regard that work 
as a pleasure, not a penalty. 


EMBARRASSING MISSIVE 

“May I ask what is causing you so much 
perturbation?” 

“I have just received a questionnaire and 
must fill it out at once.” 

“But you are too old to be drafted.” 

“Of course. This is from Friend Wife, who 
is out of town. It concerns my movements for 
the past week.” 


The optimism that merely extracts skim- 
milk consolation from past happiness is away 
down in the batting list compared with the 
optimism that plans future achievements. 
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Retail Selling Prices 


The following are the prese n t market retail eelUng prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 
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85 Remington Rimless.. 

see 

1.65 

41 Short . 

1.05 


85 Wineheater . 

• a a 

1.95 


1.20 

1.50 

8 drs. x 

1 

*4 

os.. 

24 grs. x 


1.46 

1.55 

1*4 o*. 

drop shot 



1.25 

L66 

2.05 

8*4 drs. 

xL*4 

os. 

. 26 

gn. 


1.80 

1.50 

x 1*4 

os. 

drop shot. 

1.25 

1.60 

1.75 

8*4 drs. 

X 

1*4 

0S M 

BB 

shot) 


1.85 

.. . 

drop shot 


. . . . 


1.80 

1.75 

1.05 

8*4 drs. 

X 

Back 

shot. 

drop 


1.75 

1.05 

shot .. 





1.85 

LtO 

2.10 

16 2% drs. 

X 

% 

os.. 

22 grs. x 


L50 

ee a 

% os., 

drop 

shot.... 


1.20 

1.05 

2.05 

2*4 drs. 

X 

% 

os.. 

BB 

shot. 


1.05 

2.10 

drop shot 



. 

.... 

1.25 

... 

A50 

20 2*4 drs. 

X 

% 

os., 

18 grs., x 



Cantor Firo Pistol— 

22 Win. 8S. 1.80 

25 Oolto Anto. 

25-20 Single Shot.1.55 

25-20 Win. 1.85 

25-20 Win HV. 

7.68 MM-Manoor. 

7.65 MM-Manaor. 

9 MM-Lngor. 

82 Oolta Anto. 

82 Oolta Short. 1.00 

82 Oolta Long. 1.15 

82 Oolta Polio# PoaitiTO. 1.15 

82 A a W. LOO 

82 8. a W. Long.1.15 

82-20 Marlin.1.40 

82 Wtnehaotor .L40 

82-20 Win HV. 

85 A a W. Anto. 

88 Oolta Anto. 

88 Oolta Short.L25 

88 Oolta Long.1.80 

88 Oolta Polio# PoaitiTO. 1.25 


1.50 

1.86 

L76 

1.60 

L76 

2.15 

2.15 

2.80 

L85 

1.10 

1.25 

1.25 

1.10 

L25 

1.80 

1.50 

1.60 

1.56 

2.20 

LS5 

L50 

1.85 


85 Winohootor Slf. Ldg. 

851 Winchoator Slf. Ldg. ... 

88-55 Winchoator Load.. 1.80 

88-55 Winchoator HV. 

88-56 Winchoator.1.80 

40-60 Marlin . 1.85 

40-60 Winohootor.1.85 

40-65 Winohootor .1.86 

40-70 Winohootor.1.40 

40-72 Winohootor.1.40 

40-82 Winohootor.1.40 

401 Winohootor Anto. 

406 Winohootor. 

45- 60 Winohootor.L40 

46- 70-406 Gororamont.. L40 

45-75 Winohootor. 1.40 

45-90 Winohootor.1.59 

SHELLS, LOADED— 

Peters' Target and High Gun, 
Winchester Repeater or Rem¬ 
ington U. M. O. Nitro Club— 
12 8 drs. z 1 os., 24 grs. x 1 

os., drop shot.$1.25 


2.66 

2.86 

1.66 

1.66 

1.56 

1.55 

1.66 

1.65 

1.65 

1.65 

1.55 

2.20 

L60 

L66 


*4 os n drop shot. 1.15 

Peters’ Ideal and Premier, Win¬ 
chester Leader or Remington 
U. M. C. Arrow— 

12 8% drs. x 1H oi., 26 gr*. x 

1*4 oi., chilled shot.1.85 

8% drs. x 1% oi.. 28 grs. x 

1% oi., chilled shot.% 1.40 

16 2% drs. x % oi., 22 gn. x 

% oi., chilled shot. 1.80 

20 2*4 dra. x % os., chilled 

shot . 1.25 

2*4 drs. x % oi., chilled shot 1.85 
Trap Loads— 

12 3 drs. x 1% os., 7ft chilled 1.35 
8*4 dn. x 1*4 os„ 7*4 chilled 1.40 
Black Powder and Semi-Smokeless 
Loads— 

12 3% drs. x 1H os., drop shot 1.05 
Caps and Primers— 

Percussion .20 

Mnskot Capo.25 

Primers, 100 in box.86 

Primers, 250 in box.80 

Empty Paper Shells—Blaek Pow.— 
12, 16, 20 Ga. par 100 ... 1.60 

10 Ga. per 100. 1.65 

For Smokeless Powdsr, Repeatsr or 
Nitro Club Target and High 

Gun— 

12. 16, 20, 28 Ga. per 

100 . 1.80 

10 Ga. per 100. 2.10 

Leader or Arrow Ideal and Pre- 


12, 16, 20, 28 Ga._ 

10 Ga. per 100. 

Empty Braaa Shells— 
Best Qnal. 12, 16, 20, 

28, Box 25 . 

2nd Qnal. 12. 16, 20, 
38. box ....... 

W«d.— 

Cardboard, box 260.. 
Blaek Edge, Bog., box 

250 .... 

Blaek Edge, *4 in., 125 

in box . 

Black Edge, *4 in., 250 
in box. 


2.80 

2.40 


2.75 

2 . 1 $ 

.20 


.40 


AUGERS—Greenlee Carpenters Nnt, No. 

57. 


Siso .. 

. *4 

% 

*4 

*4 

1 

Saeh.. 

.$1.00 

$1.00 

$1.15 

$1.25 

$1.85 

Siso . 


. 1*4 

1*4 

2 

2*4 

Eaeh . 


.$2.00 

$2.86 

$2.66 

$4.00 

Greenlee Ship, 
letha . 

. $-10 

11-12 

18 

14 

15 

60 each . 

.$1.60 

$1.76 

$1.75 

$1.85 

$1.05 

62 eaeh . 

. 1.05 

2.00 

2.00 

2.15 

2.20 

16ths . 

. 17 

18 

10 

20 

21 

60 eaeh . 

.$2.15 

$2.25 

$2.80 

$2.40 

$2.60 

62 eaeh . 

. 2.50 

2.65 

2.00 

2.80 

8.15 

leths . 

. 2$ 

24 

25 

26 

27 

60 eaeh. 

.$2.85 

$8.00 

$8.80 

$8.45 

$8.75 

62 eaeh . 

. 8.50 

8.60 

8.05 

8.75 

4.10 

16ths . 

. 20 

80 

81 

82 


60 eaeh . 

.$4.40 

$4.70 

$6.00 

$5.85 


62 eaeh . 

. 4.70 

5.85 

5.05 

6.25 



ADZES (UNHANDLED) —Carpenters, No. 80, 4 White, 88.25 
each; No. 80, 4*4 White, $8.26 tack; No. 281. 8*4 Siena, 
$2.75 ea.; No. 281, 4 Sierra, $2.75 oaj. No. 281, 4*4 Siena, 
$2.75 each. Railroad, No. 80 B, 5 White, $8.50 each: No. 
80 B, 5*4 White. $8.50 each; No. 288, 5 Sierra, $8.00 
each; No. 288, 5*4 Sierra, $8.00 saeh. Ship, No. 44, 4 
White, $8.85 each; No. 44, 4*4 White, $8.85 eaeh; No. 44; 
4*4 vfrhite, $4.00 eaeh: No. 45, 4*4 White, 84.50 each; No. 
45, 5 White, $4.50 eaen; No. 285, 4 Sierra, $8.60 eaeh; No. 
285, 4*4 Siena, $8.50 saeh. 

ANCHORS—8crowa per 100, 8-1$, $4.15; *4, $$.25. 
ANVILS—Vulcan—No. 2, 20-lb., $6.50: No. 8, 80-lb.. $7.50; 
No. 4, 40-lb., $8.75: No. 6. 50-lb.. $10; No. 6, 60-lb., $11: 
No. 7, 70-lb. t $12; No. 8, 80-lb., $18. Trenton—80 to 425 
lb., 22*4c lb.; 70 to 79 lb., 28e lb.: 60 to 6$ lb., 28*4e 
lb.; 50 to 59 lb., 24*4e lb. With Clip Horn, 2e per lb. 
extra. Columbia, All Steal—80 lba. and oxer, 20 *4 a lb. 
ANTIMONY—Slab, 45a lb. 

APRON8—Carpenters—California Log, $1.50; No. 12 Long 
Brown, $1.25; No. 2 Short Brown, 60c. 

ASBESTOS— 

Mill Board, 85c lb.; Cut, 40e lb, 

Paper, 85e lb.; Cat, 40c lb. 

Wieking, *4-lb. balls. 80e saeh. 

Wicking, l*lb. lots, $1.50. 

Cement, per seek.$6.00 


1*4 

$1.65 

8 

$ 8 . 0 $ 

ie 

$2.00 

2.25 

22 

$2.50 

8.15 

28 

$4.10 

4.40 


_ nr, $3.00 eech; Pacemaker, 

$1.90. Hunters, 670, $1.50 eaeh; 671. $1.58 eaeh; 678, 
$1.65 eech. Boy Scoot, 655 8, $1.85 eaen* 656, 81.50 each; 
50 8 (Sheaths), 50e esch. Double Bit Unhandled. Dread¬ 
nought, 8-4, $2.75 esch; Dreadnought, 8*4*4*4, $2/75 each: 
Dreadnought 4-5, $2.75 esch. Double Bit Handled, Tuff 
Temper, 8-4, $8.25 each; Tuff Temper, 8*4-4*4, $8.26 cash; 
(Continued on page 147) 
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HARDWARE WORLD 


RETAIL SELLING FRICKS—Continued. 


L. A O. ENAMELED WALE— 


Oral Foot Botha. 

0 .$1.15 

160 .50 

Drinking Cope. 

08 .$ .15 

830 . 3.00 

Covered Bake Pana 

1 .$ .66 

250 .55 

888 . 8.50 

I .^1.40 

850 .66 

09 . .16 

2181 . 1.80 

Round Bake Pana 
20 .$ .40 

a .1.05 

450 .60 

010 .30 

3141 . 1.45 

$ . o on 

660 1 00 

A.16 

2161 .1.75 

4 9 50 

$60 1 86 

A . ,80 

2181 .2.00 

80 .45 

Coffee Blggina 

0 .$ .80 

man i an 

10 . $n 

2201 . 2.25 

40 .50 

I860 . 1.75 

11 . j%5 

3281 . 8.75 

Milk Kettles. 

70 .$ .40 

71 .50 

50 . M 

60 .60 

Bed or Douche Pans. 
8 .$8.00 

Bed Pana 

l sa a t 

01 .' .85 

1501 .60 

Pieced Oupe. 

80 .$ .15 

00 .05 

2501 .70 

Old 1 Aft 

skat an 



85 .30 

080 . 1.80 

Oorarod Buckets. 
6501 .$1.05 

40 .30 

78 .65 

040 . 1.46 

060 . 1.60 

Ooffoo Boiloro. 

60 .$1.10 

Straight Oupa 

0 .$ .30 

78 .75 

74 .90 

Bread Pana 

2 .$ .85 

8601 .’ 1.40 

7A , T , 1 05 

mini i vk 

6 .86 

ai ra 

1SKA1 9 AA 

120 .40 


11 .86 

TO . 1.85 

Rd. Dinner Buckets. 
080 .$1.15 

Miners’ Gaps. 

50 ..$ .40 


i> . 45 

80 . 1.50 

00 . 1.80 

84 .70 

18 .56 

Oblong Pana 

08 .$ -86 

100 .8.50 

040 . 1.35 

Measuring Cape. 

10 .$~30 


601 . 1.85 

501 . 1.15 


04 . T .40 

701 . 1.40 

508 . 1.36 

After Dinner Oupa A 
Saneera 

10 $ 36 


01 . .go 

801 . 1.66 

508 . 1.50 


02 ..36 

001 .8.10 

Miners* Dinner 
Bnekets. 

10 .31.60 

6A .. vog 

Sponge Cake Pans. 
200 .$ .85 

Oblong Btova Pana 
100 .$ .45 

1001 .8.76 

Fioh Boiloro. 

818 .$4.00 

Cups A Saneera. 

100 . $ $6 

Upped Reserving 
Kettlea 

14 .$ an 

Acme Dinner Bneketa 
140 .$1.75 

30 .86 

830 ......... 4.60 

400 .40 

16 . $5 

800 .50 

333 . 5.00 

340 . 8.00 

Onspidora 

10 .$ .46 

18 .40 

800 . 66 


840 . 1.60 

30 .50 

885 .75 


8401 . 1.65 

26 _ T _ T . AK 

22 .55 

860 . 66 

Ham Boiloro. 

170 .$8.75 

Oval Dinner Bneketa. 
is. m an 

in $6 

24 ., r . AO 

400 .85 

Flaring Cocoa Shaped 
Dippers. 

1*1 * 4 K 

36 .65 

485 . 1.00 


2 A. an 

450 . 1.06 

175 .8.00 

Milk or Rico Boiloro 

41 . 1.80 

80 .90 

475 . 1.15 

500 . 1.85 

Oblong Dinner 
Bneketa 

151 . 86 

Genuine Ooeoa 
Shaped Dippera 

56 .$ .50 

Cup Dippers. 

9 .$ .36 

12 . 1 05 

84 . 1.15 

560 . 1.46 

16 . 1.00 

86 . 1.85 

Square Stovs Pans. 

110 .$ .66 

111 .70 

118 .75 

18 . 1.15 

80 . 1.85 

88 1.50 

111 . 1.75 

118 . 1.85 

118 .3.10 

Aurora Dinner 
Buckets. 

775 $1.66 

40 .3.00 

50 . 8.00 

Tea Kettles. 

30 .$ .75 

ai 1 75 

118 .85 

2 #t 8 00 

10 . .80 

114 . 1 00 


11 . is 

80 . .80 

115 116 


Flaring Dippers. 

010 .$ .85 

40 .90 

in 1 36 

141 . 1.00 

161 . 1.10 

776 . 1.00 

•47K 1 on 

50 . 1.00 

60. 1 15 

118 . 1.40 

Squsrs Jelly Oaks 
Pans. 

99 . 8 .80 

100 .85 


Oil .80 

7ft 1 25 

181 . 1.85 

Chambers. 

1 .$ .60 

018 .85 


301 . 1.40 

331 . 1.65 

Windsor Dippers. 

1AA A on 

90 . 1.76 

nvft q nn 

341 .. 1.00 

IH .65 

1 UU . 9 oU 

11 A sa 

nan « «« 

90 .56 

861 .. 8.15 

2 .75 

112 . 86 

090 . 2.50 

Jelly Cake Pans. 

8 . 8 .25 

881 .3.76 

3 .85 

114 .40 

160 . 1.25 

861 . 8.60 

53 . 1.06 

53V4 . 1.16 

58 1.30 

Chamber Covers. 

1 .$ .25 

Oblong 8 osp Dishes. 

50 .$ .80 

Wall 8 osp Dishes. 

00 .$ .80 

170 . 1 45 

9 .25 

lfift | A<1 

10 AO 

ltt .80 

190. 2 Oft 

68 . .26 

8 .85 

Deep Ladles, 
on 0 oa 

ao an 

68 H . 1.86 

8 ..40 

70 .80 

54 . 1.50 

56 . 8.00 

Colanders. 

1 .$ .50 

060 . 20 

Sink Drainers. 

7 .$ .60 

100 .25 

Mountain Cake Pana. 
78 .$ .80 

68 8 

110 .25 

KOI 1 IK 

3 .60 

120 , 80 

70 , so 

K? 1 1 OK 

8 .75 

40 .40 

01 35 

ao .. r ... 86 

581 . 1.85 

K81^ . . T 1 60 

104 .50 

305 .60 

Coffee Flasks. 

10 .$ .60 

101 .35 

111 .80 

Oval Dish Pans. 

ik ei ka 

641. T 1 65 

806 .70 

Round Coffee Flasks. 
110 .$ .A3 

121 .85 

10 .91.50 

3 O « IVC 

561 . 3.15 

581 . 8.75 

407 . 86 

Child’s Commodes. 

1 .$ .46 

Covered Commodes. 

5 $1.60 

8 onp Ladles. 

8 SS| A 9A 

88 . 8.00 

210 .75 

Dish Pans. 

AO . A OK 

8 mlo. Bowls. 

9-10.$ .30 

Pieced Funnels. 

01 . $ 10 

10. 2K 

ia _ an , 100 . l.on 

13 14.35 

Of fft 

Graduated Measures. 

11 . $ KO 

140 . 1 is 

16.80 

Odorless Commodes. 

A $1 $5 

oa ik 

170 . 1.86 

18 . 86 

04.40 

(No Lip.) 

210 . 1.55 

3C .40 

Combinets. 

40 .$ 8.86 

Pot Covers. 

A $ IS 

05 .55 

800 . 8.86 

23 .45 

OA . AK 

Standard Measures. 

01 .$ .85 

400 . 8.60 

24 .50 

Fruit Jar Fillers. 

30 .$ .36 

Berlin Kettles. 

08 .$ .56 

101 .06 

86 .60 

141 1 06 

88 .70 

08 .80 

171. 1 96 

10 . 86 

414 IK 

08 .40 

Rinsing Pans. 

08 . 8 .86 

010 .96 

Soup Bowls. 

135 .$ .35 

K IK 

04 .50 

5 Vi .16 

6 . . t 15 

08 . 66 

05 . 66 

04 .75 

06 .96 

Wash Bowls. 


h u. an 

05 .85 

Jelly Moulds, 
nan a ck 

013 . 1.00 

014 . 1.05 

36 .$ .86 i 

17 an 

06 .90 

28 .40 ! 7U OK 

08 . 1.15 

w .. • 1 UK . 1.10 

Children's Mugs. _ , Upped Fry Pans 


010 . 1.85 

83 .60 «u. ok 

012 . 1.65 

8 .$ .30 

5 .85 

80 .$ .80 

81 .85 

14 .60 o'* .Jn 

021 .65 I 

. 1 9 .80 

081 .75 

Chamber Pails. 

1 .$1.40 

32 .40 

Covered Buckets. 

* 71 ... 

041 .90 

88 .45 


051 . 1.00 ! 

2 .. .’ 1 KO 

84 .60 

IV .f .SO I 71 . 09 

Ofll . 1.15 




081 . 1.40 

4 . 2.00 86 . 66 


19 4ft 

0101 . 1.65 

25 .8.15 

National Fry Pans. 
40 .$ .80 

31 60 

1214 . 45 

0121 . 1.85 

80 3.85 

Water Pails. 

110 $1.15 

112 1.15 

34 . 70 

13 ..60 

Convex Kettles. 

212 .$1.05 

60 . .85 

26 .85 

18 H .60 

51 .45 

38 . 1 00 

14 ’.75 

214 _ 1 25 

52 .60 

in Ml 

1414 ..IK 

216 . 1.50 ! 114 . 1.60 58 .56 

83 . 1.60 ' 15 ". 1.00 

318 . 1.75 1 116 . 1.85 54 . 66 


Digitized by ^.ooQle 











































































































































































































































































































































































































147 


HARDWARE WORLD 


RETAIL SELLING PRICES—Continual 


66 .70 

Lipped State Pent. 

9 .$ .25 

Soap Plates. 

58 .$ .25 

1450 __ 1 AO 91A * net 

66 .76 

1650 . 1 90 


Mvffin Pans. 

10 .’ .50 

59 .80 

1850 . 2 95 


13 .80 

60 .35 

Berlin 8 auce Pots. 

02 .$ .65 

03 . 65 

312. 9 00 

406 .$ .46 

408 . .66 

400 . 66 

14 .85 

16 .85 

OoffM Pot*. 

a* .* .65 

3 60 

5 .65 

16 .65 

36 .75 

35 .85 

45 90 

55 1.05 

31% 55 

81 .60 

51 .65 

151 75 

351 .85 

851 90 

451 . 1.00 

551 . 1.16 

05 .90 

015 1.00 

025 1.15 

085 . 1.20 

045 1.85 

055 1.50 

051 1.00 

0151 1.05 

0251 1.15 

0851 1.80 

0451 1.40 

0551 1.65 

Tea Pots. 

00 $ .50 

01 65 

0 65 

10 70 

20 .80 

30 85 

40 .95 

50 1.05 

001 .60 

Oil .65 

01% 70 

101 .80 

201 85 

301 95 

401 1.05 

501 1.15 

1000 95 

1010 . 1.00 

1020 1.15 

1030 1.25 

1040 1.40 

1050 1.55 

2000 . 1.00 

2010 . 1.10 

2020 . 1.20 

2030 1.85 

2040 1.45 

2050 1.65 

Fireleaa Cooker Pota 

420 $ .85 

318 .12.66 

324 15.00 

386 18.00 

Bread Raisers. 

10 $1.76 

412 .76 

0lore Omko Pans. 

20 .45 

22 . r - . T 55 

04 .76 

05 .85 

24 .60 

06 .90 


26 .65 

08 . 1.15 

14 .'2.00 


28 .80 

010 . 1.40 

17 . 2.85 


80 .95 

012 . 1.65 

21 . 2.75 

Milk Put. 

on $ 

Straight Sauce Pena. 
250 .$ .55 

021 .65 

101 . 9 OO 

031 .75 

141 _ e 9ft 

041 .90 

171. 9 7 R 

n 00 

850 .65 

051 .1.00 

061 . 1.15 

211 . 1 95 

i \ 06 

460 .80 

Nesco Perfect 
Roasters. 

150 .$2.50 


660 .. 1.00 

081 . 1.85 

00 . too 

Shallow Slew Pana. 

8 .$ .80 

4 .85 

0101 . 1.65 

$n $6 

0121 . 1 85 

40 40 

Convex Sauce Pots. 
312 .$1.05 

aij . l.aa 

318 1.75 

280 . *.00 

222 . 3.50 

2121 . 1.20 

2141 . 1.40 

2161 . 1.75 

2181 . 2 00 

180 . 8.25 


200 . 4.20 

60 . 66 

80 . 65 

100 . 70 

130 . 65 

Pudding Pams. 

60 . $ .25 

100 . 85 

160 . 80 

5 . 40 

6 . 50 

Deep Stew Pana. 

14 . $ .85 

16 . 85 

Groeere' Scoopa. 

3 .$ .40 

8 . 60 

4 . 65 

5 65 

18 . 40 

30 . 45 

33 . 50 

Molasses Pilehen. 
601 . $ .55 

30 55 

80 . 66 

40 . 85 

50 1.00 

ini) 

2201 . 2.25 

Flat Skimmers. 

9 . $ 90 

4(10 , , , . 4Q 

Convex Water 
Pitcher*. 

401 . $ AO 

2221 . 3.75 

600 . 60 

Oval Sauce Pota. 

10 . .26 

600 . 56 

11 . 25 

800 . 65 

403 . A5 


12 . 25 

1000 . 70 

408 . 75 

4 2 50 

8pittoona. 

900 $ §5 

Pns Pant. 

i A Kn 

404 . 85 

20 . 2 25 

406 . 90 

30 . 2.50 

300 . 1 10 

1 . 8 .00 

o jr It 

406 . 1.00 

40 . 2.75 

Club Spittoons. 

100 . $1 25 

8 . 65 

. Water Pitchers. 

5 . $ 1.00 

10 . 1.15 

Straight Sauce Pots. 

014 . $ .50 

016 . 65 

80 . 75 

Berlin Sauce Pans. 

03 . $ .55 

08 . 65 

04 . 75 

05 . 85 

06 . 85 

08 . 1.16 

010 . 1.85 

nl9 1 tit 

Hotel Spittoons. 

20 . 1.25 

0 . 70 

1 . 80 

3 . 90 

8 1.05 

4 . 120 

6 . 2.00 

Pitchers A Bowla. 

100 $1.55 

200 1.75 

018 . 70 

020 . 85 

022 . 1.00 

024 1.25 

026 . 1.50 

028 . 2.00 

030 2.25 

032 2.50 

. $2.50 

Basting Spoons. 

10 . $ .15 

13 . 20 

14 . 20 

1 « ... 20 

18 . 25 

Steamers. 

7 Slit 

n$i . . $5 

80 . 1.25 

75 

100 . 1.50 

8 . . 1 35 

041 .. on 

Dinner Plates. 

10 . $ .25 

20 .80 

120 . 1.75 

9 . 1 50 

n.5i i nn 

160 . 2.25 

Tea 8teepers. 

2 . $ 50 

061 . 1.15 

081 . 1.40 

200 . 2 75 

801 . 1.40 

21. q q 

Q r r 

0101 1 65 

Pie Platea 

27 .$ 20 

1001 . 1.75 

Handy Strainers. 
140 . $ 15 

0127 1 $5 

1201 . 2.00 

Comb. Dbl Sauce 
Pant. 

I . $1.50 

II . 1.75 

1601 . 2 5n 

28 . 20 

2001 . 8 00 

Gravy Strainers. 

2 t 

29 . 25 

Covered Stove Pota. 
706 . $1.25 

80 . 30 

SI 

Jelly Strainers. 

20 . $ 8o 

Comb. Triple Sauce 
Pant. 

10 .$3.35 

101 .3.60 

RO Q K 

707 . 1.50 

Afl on 

620 . 1.16 

708 . 2.00 

Cake Turners. 

18 . . $ 15 

41 .85 

1 820 . 1.40 

1420 . 1.25 

1S90 1 An 

709 . 2.50 

7061 . 1.50 

Lebanon Pie Plates. 
47 .$ .25 

14 . 20 

Sane# Pane. 

162 . $ .66 

1820 . l on 

7071 . 1.75 

7081 9 <K 

Female Urinals. 

1. $2 00 

48 . 25 

450 . 1 15 

7001 O 'IK 

168 . 60 

49 . 80 

rtfin 1 55 

Soup Stock Pota. 

Male Urinala. 

3 . $1.85 

164 . 70 

50 _ an 

QKn i oe 




(Continued from page 145) 

Tuff Temper, 4-5, $3.50 eaeh. Single Bit Handled, Blue Wing, 
8-4, $8.00 each; Blue Wing, 3%-4%, $3.00 each; Blue 
Wing, 4-5, $3.00 each; Dreadnaught, 3-4, $3.75 each; Dread- 
naught, 8H-4H, $2.75 each; Dreadnaught, 4-5, $2.75 each; 
Bluebird, 8-4, $2.75 each; Bluebird, 8%-4%, $2.75 each; 
Bluebird, 4-5, $2.75 each; Pacemaker, 8-4, $2.75 each; Pace¬ 
maker, 8%-4%, $2.75 each; Pacemaker, 4-5, $2.75 each; 
Tuff Temper, 8-4, $2.75 each; Tuff Temper, 8%-4%, $2.75 
each; Tuff Temper, 4-5, $2.75 each; Quaker City, 3-4, $2.75 
each; Quaker City, 8%-4%, $2.75 each; Quaker City, 4-5, 
$2.75 each; Old Forge, 8-4, $2.50 each; Old Forge, 3%-4%, 
$2.50 each; Old Forge, 4-5, $2.50 each; Freighters, 3-F, 
$2.50 each. 

BABBITT—Frictionlesa, 85c lb.; Magnolia, 45c lb.; No. 4, 25c 
lb.; No. 1, 30c lb.; No. A, $1.80 lb.; Challenge, $1.25 lb.; 
Special Motor, $1.10 lb.; Excelsior, 80c lb.; Acme. 65c lb : 
XXXX Nickeled, $1.40 lb. 

BARS— Crow, Pinch Point No. 10, 16c lb.; Wedge No. 15, 
ltic lb.; Lining No. 30, 16c lb.: Digging No. 530. 27c lb.: 
Tamping N<>. 25, 16c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Goose Neck No. 3657—% x 18, 55c each; Goose 
Nock No. 3659, -H x 24. 85c each; Goose Neck No. 3662, 
a i x 24, $1.00 each; Straight Chisel No. 14, % x 15, 65c 

each. 

BATTERIES DRY CELT,—Columbia, No. 6. 50c each; No. 6-S, 
50c each; No. 16, $1.40 each. Red Devil or Red Label, No. 
6 D, 50c each. Hot Shot Multinle. No. 1562, $3.25 each; 
No. 1662, $3.75 each. Erer Ready, same price as Columbia. 


BIBBS—Compression— 

Plain 1112—% inch Rough, $1.00 each; %-inch, $1.25 each; 
% -men, $1.75 each; 1-inch, $3.65 each. 

112—*4 inch Finished, $1.25 each; %-inch, $1.50 each* 

%-inch, $2.25 each; 1-inch, $4.25 each. 

0112—%-inch Nickel-plated, $1.50 each; %-inch $175 

each; %-inch, $2.50 each; 1-inch, $4.50 each. 

Hose 1113—%-inch Rough, $1.10 each; %-inch $1.40 

each; %-inch, $1.90 each; 1-inch, $4.00 each: 1 %-inch 

$7.50 each; 1 %-inch, $10.00 each. 


113—%-inch Finished, 

$1.50 

each; 

%-inch. 

$1.85 

each; 

% -inch, 

$2.40 each; 

1-inch 

$4.50 

each. 


0113—%-inch Nickel 

plated, 

$1.60 

each; %-inch. 

$1.85 

each: %-inch, $2.75 

each. 





B ITS—Au ger 








Sice 16ths. 

3 4-8 

9-10 10-12 13-14 

14-16 

18 

20 

81—List. 





Doc.. .. 
81—Sell. 

6.00 5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

Each... 
100—Liat. 

.45 .40 

.45 

.50 

.75 

.90 

1.10 

1.20 

Doc.. .. 
100—Sell. 

6.00 5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

Each. .. 
Iftl— Liat. 

.45 .40 

.45 

.50 

.75 

^o 

1.10 

1.20 

Doc.. . . 
101—Sell. 

... 5.00 

6.00 

7.00 

8.25 




Each. .. 

.40 

.45 

.50 

.75 

.. . 


... 


Digitized by ^.ooQie 
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HARDWARE WORLD 


RETAIL SELLING* PRICES—Ooatbuwd 


4-6 

7 

8 

0 

10 

11-12 

18-14 

4.00 

4.50 

5.00 

5.50 

8.00 

7.00 

8.00 

.25 

.80 

.85 

.40 

.45 

.50 

.60 


BITS—Anger—Continued. 

Biie 16tni. 8 
86—Lilt. 

Dos.... 4.50 
86—Sell. 

Eseh... .80 

Use 16ths.15-18 

85—Lilt. 

Dos.0.00 

85—SelL 

Eseh.75 

Sise lOths. 4-6 7 8 0 

47—List. 

Dos.... 0.00 10.00 11.85 18.50 
47—Sell. 

Eseh... .45 .65 .76 .00 

8ise laths.. 14 

47—List. 

Dos. 

47—SelL 

Eseh .; 

Sise lOths. 5-8 0 10 11 

58—List. 

Dos. ...11.85 13.60 18.76 15.60 
58—SelL 

Eseh... 1.85 1.60 1.65 1.80 

Solid Center, in Sets—111%, 81.05 set; 15, $8.85 set; 86, 

$6.00 set; 85, $8.50 eet; 35(7, $8.50 set. 

Irwin, in Sets—58, $4.50 set; 55, $6.50 set; 65C, $6.50 set. 
Russell Jennings, in Sets—4520 %, $7.00 set; 4582%, 

4532*40, $10.00 set; 4720*4, $7.00. 

BELLS—Kentucky Cow—No. 0, $1.00 eseh; No. 1, 85e eseh; 
No. 2, 75e eseh; No. 8, 55c eseh; No. 4, 45c eseh; No. 5, 
35e eseh; No. 6, 80e eseh; No. 7, 25© eseh. 

BELLS—2*4-inch, Nonpsreil, 60c eseh; 8-ineh, Nonpareil, 70s 
each. 


17-16 

20 

22 

24 

10.50 

12.00 

12.50 

15.00 

.70 

.65 

.05 

1.00 

10 

11 

12 

12 

18.75 

16.00 

18.25 

17.50 

.05 

1.00 

1.10 

1.15 


, 14 

15 

16 


.19.00 

M 

e 

s 

22.66 


. 1.20 

1.80 

1.46 

12 

18 

14 

15 

16.25 

17.50 

19.00 

20.50 

LOO 

1.95 

2.85 

2.45 


BEVELS—Sliding 

T—No 

18: 6-ln.. 75c 8-in.. 

OOe; 

10-in., 

61.00. No. 25: 

6-in.. 

60e; 8-in., 56c 

10-in., 

60e; 

12-in^ 

66e; 14-in., 75c. 






BLOCKS—Wood Tackle. 







Com. 

Com. 

Oom. 

Pat. 

Pat. 

Pat. 


8ngl. 

Dbl. 

Triple 

Sagl. 

Dbl. 

Trpl. 

8-ineh . 

$ .80 

$1.45 

$1.90 

$1.20 

$2.20 

$8.20 

4-inch . 

.95 

1.75 

$.85 

1.80 

2.50 

8.60 

6-Inch . 

1.00 

1.00 

2.60 

1.40 

2.80 

8.86 

6-inch . 

1.20 

2.20 

8.20 

1.66 

8.15 

4.85 

7-inch . 

1.46 

2.66 

8.85 

1.66 

8.65 

5.50 

8-inch . 

1.80 

8.10 

4.66 

2.50 

4.50 

0.60 

10-inch . 

8.00 

4.90 

6.85 

8.85 

6.60 

0.86 

12-inch . 

4.85 

8.25 

11.70 

5.80 

10.00 

14.50 

BLOCKS—8teel Tackle 






Size 




Single 

Doable 

8-inch . 




...$ .00 

$1.50 

4-inch . 




... 1.00 

1.85 


3.00 

8.35 

8.25 

5.00 


5- ineh . 1.10 

6- ineh . 1.25 

8-inch . 1.66 

10-inch . 8.00 

BLOCK8—Wood Snsteh. 

6-ineh .$8.00 

8-ineh . 4.85 

10-inch . 6.85 

12-Inch . 7.50 

BLOWERS—No. 400 Champion, $35.00; No. 40 Lancaster, 
$20.00; Royal, $30.00. 

BOA EDS, IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 

$1.50 each; No. 10, Springer, 60x15**, no 
* " Springer, 

Springer, 

Springer, 


$3.25 each; 
$3.00 each; 
$2.55 each; 
$2.85 each. 
Without Table 


No. 

No. 

No. 


20 , 

30, 

40, 


54x13" 

54x13" 

50x12" 


no 

no 

no 


14, Holdfast, 
sleeve board. 


sleeve 

sleeve 

sleeve 


board, 

board, 

board. 


(Skirt Boards)—4 foot, $1.00 each; 5 foot, 
$1.40 each; 5*4 foot, $1.65 each; 6 foot, $1.85 each. 
BOARDS, STOVE— 

Paper Lined—No. 45—18x18, 85e eseh; 24x84, $1.00 eseh; 
26x26, $1.10 each; 28x28. $1.25 each; 30x80, $1.50 each; 
82x32, $1.86 each; 36x86, $2.25 each. No. 125—24x86, 
$1.60 each; 26x80, $1.65 eaeh; 28x34, $1.85 each; 30x36, 
$2.15 each; 82x42, $2.75 each. No. 200—18x18, 90c 
each; 24x24, $1.05 each; 26x26, $1.25 each; 28x28, $1.40 
each; 30x80, $1.60 each; 82x32, $1.00 each; 86x36. 
$2.25 each. 

Wood Lined—No. 80—24x24, $1.75 each; 26x26, $2.10 
each; 28x28, $2.35 each; 80x80, $2.75 each; 88x83, 
each; $8.25 each; 86x36, $3.75 each. No. 00—24x36, 
$2.40 each; 26x82, $2.40 each; 28x34, $2.75 each; 80x38, 
$3.25 each; 82x42, $3.75 each. 

BOARDS, WASH—Toy No. 815, 30c each; Single Zinc No. 
820, 55c each; 980, 60 each; 083, 50c each; Doable Zinc 
No. 034, 00c each; Brass No. 801, $1.05 each; Bine En- 
namel No. 964, 85c each; Glass No. 963, 80c eseh. 
BOLTS— 

Carriage— Contractors. 

Small .gw J2S 

Large .Pin* 25% 

Machine— 

8mel! .Pint 10* 

Large .PhtS 25% 

Stove Bolts, 80% off List. 

Bind .PlM 00% 


Retail, by dos. 
Pins 50% 


B0LT8— 

Common 


Carriage—8-18* *4-in. 5-16-in. 

Dos. 100 Dos. 100 


1-1% 


.20 1.00 .25 

% 


.20 1.10 .25 

2% 


.20 1.20 .80 

8 


.20 1.80 .80 

$% 


.25 1.40 .80 

4 


.25 1.60 .80 

4% 


.25 1.60 .25 

5 


.25 1.70 .86 

5 % 


.80 1.80 .40 

0 


.80 1.00 .40 

6% 


.86 2.15 .45 

7 


.85 2.40 .45 

7% 


.40 2.75 .50 

8 

ITtttSTt 

.40 $.05 .50 

8% 


.55 

9 


.55 

9% 


.60 

10 


.60 

BOLTS— 

Machine Square Head and Nat— 


%-in. 

5-16-in. 


Dos. 100 

Des. 100 

1-1%.. 

.25 1.70 

.80 2.00 


%-in. 

%-in. 

.60 8.68 

5-16-in. 

2. 

.25 1.78 

.80 2.12 


%-in. 

%-in. 

.65 8.78 

5-16-in. 

2% ... 

.80 1.86 

.85 2.24 


%-in. 

%-in 

.70 4.10 

5-16-in. 

8. 

.80 1.94 

.85 2.86 


%-ln. 

%-in. 

.70 4.47 

5-16-in. 

8%.... 

.80 2.02 

.40 2.48 


%-in. 

%-in. 

.75 4,78 

5-16-in. 

4.. 

.80 2.10 

.40 2.60 


%-in. 

%-in. 

.80 5.00 

5-10-in. 

4%.... 

.85 2.20 

.45 2.75 

%-ln. 

%-in. 

.85 6.26 

5-16-in. 

6 . 

.86 2.80 

.45 2.90 


%-in. 

%-in. 

.85 5.58 

5-16-in. 

5%.... 

.40 2.80 

.50 8.02 

%-in. 

%-in. 

.00 5.20 

5-16-in. 

•. 

.40 2.47 

.50 8.14 


%-in. 

%-in. 

.06 6.06 
5-16-in. 

6%.... 


.56 8.27 


%-in. 

%-in. 

LOO 6.88 
5-16-in. 

7. 

e • • • • # • 

.55 8.80 


%-in. 

%-ln. 

1.00 6.50 

5-16-in. 

8 . 

. 

.60 8.68 


%-ln. 

%-in. 

1.10 7.12 : 

5-16-in. 

9. 

• • • e • • e 

• •. • • 


%-ln. 

%-in. 

1.15 7.65 : 

5-16-in. 

10 . 

e • • e e • e 

e e • e e e • 


%-ln. 

%-in. 

1.20 8.18 : 
516-in. 

11 . 




%-ln. 

* % -in. 

1.80 8.71 : 

6-16-in. 

12 . 


. 


%-in. 

Do? 100 
.80 1.90 
.80 2.06 
.85 2.22 
.85 2.8$ 
.40 2.54 
.40 2.70 
.45 2.80 
.45 8.02 
.50 8.18 
.50 8.84 
.55 8.72 
.00 4.10 
.06 4.82 
.65 4.54 
.70 4.72 
.75 4.00 
.80 5.08 
.80 5.27 


%-!». 
Dos. 100 
.55 2.72 
.55 2.72 
.60 2.87 
.00 4.02 
.65 4.85 
.70 4.67 
.75 5.00 
.80 5.80 
.85 5.62 
.65 5.04 
.00 6.26 
.05 6.50 
LOO 6.00 
1.06 7.20 
1.10 7.17 
1.15 7.54 
1.20 8.02 
1.25 8.60 


*4-in. 


%-in. 

Des. 100 

.86 2.40 

% -in. 

.80 5.80 

%-in. 

.85 2.56 

.85* **5.69 
%-in. 

.40 2.78 

%-in. 

.90 5.80 

%-in. 

.40 2.88 

%-in. 

.96 6.08 

%-in. 

.45 8.04 

%-in. 

1.05 6.68 

%-in. 

.45 8.20 

%-in. 

1.10 7.24 

%-in. 

.50 8.40 

%-in. 

1.15 7.62 

%-in. 

.50 8.60 

%-in. 

1.20 8.01 

%-in. 

.55 8.75 

%-in. 

1.25 2. 

%-in. 

.80 8.01 
%-in. 

1.80 8.70 

%-in. 

.66 4.07 

%-in. 

1.40 0.17 

%*in. 

.85 4.24 

%-in. 

1.45 9.56 

%-in. 

.70 4.50 

%-in. 

1.60 10.84 

%-in. 

.76 4.90 

%-in. 

1.75 11.12 

%-in. 

.80 5.22 

%-in. 

1.86 11.80 

%*i». 

.85 5.65 

%-ln. 

1.05 12.87 

%-in. 

.00 5.87 

%-in. 


40 1 


7-16-ln. 
Dos. 100 
.40 2.66 

%-in. 

1.20 7.66 
7-16-ln. 

.45 6.06 

%-in. 

1.80 8.62 
7-16-im. 
.50 8.27 

%-in. 

1.40 8.00 

7-18-in. 
.55 8.47 

%-in. 

1.45 0.65 

7-10-in. 
.55 8.67 

%-in. 

1.55 10.10 

7-16-in. 

.60 8.68 

%-in. 

1.60 10.66 
7-16-in. 
.65 4.08 

%-in. 

1.70 11.22 

7-18-in. 
.70 .428 

%-in. 

1.80 1L78 

7-16-in. 
.70 4.49 

%-ln. 

H> 12.84 
7-16-in. 
.75 4.70 

%-in. 

LOS 12.00 
7-16-in. 
.80 4.90 

%-in. 

2.10 18.46 

7-16-in. 
.65 5.10 

%-in. 

2.20 14.0$ 
7-16-ln. 

.00 5.51 

%-ln. 

2.85 15.16 

7-16-in. 


%-in. 

2.60 16.27 

7-16-in. 

* %-in.* 

2.66 17.40 

7-16-in. 

* %-in!* * 

2.20 18.51 

7-16-ln. 


%-in. 




1.40 

9.24 

2.06 

18.44 

8.00 

10.88 

Phis 60% 

18 . 

.1.50 

0.77 

2.20 

14.22 

8.20 

20.76 

Pins 60% 

14. 


10.80 

2.80 

18.00 

8.40 

21.88 

15 . 


10.88 

2.40 

15.77 

$.80 

28.0$ 

Pins 80% 

16 . 

.1.75 

11.36 

8.50 

16.54 

8.80 

24.18 
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BOTTUS— Ymovl Thirmoa. UaiTtniL 


10. 

lOq. 

11. 



61 

62 

21 

$1.75 

2.75 

2.00 

11a. 


.8.25 

82 

8.25 

liV.::::::::::::: 



71 

2.25 

14a .. 


.8.50 

72 

8.50 

1M5 . 



91 

8.00 

15. 


.8.00 

92 

4.50 

15q. 



81 

8.25 

a. 


.8.25 

82 

5.00 

6a... 


.. S CO 

Fillers—Thermos and Universal. 



34 Pint. 




.$1.25 

1 Pint. 




. 1.50 

1 Quart. 




. 1JA 

Lunch Kits— 


Tkmoa. 

Universal. 

891 A 895.... 



810 

$8.25 

8®8 A 898. 



410 

8AO 

898 A 897. 



510 

9.75 

894 A $98. 





BRACKETS—Shelf— 





Japanned— 

Pair 

B. P.— 


Pair 

8x 4. 

.$ .20 

8x 4. 


.$ .85 

4s 5. 

. .25 

4x 5. 


• .40 

5s 7... 

. .80 

6x 7. 


.50 

fix 8 ... . T _.« 

• .40 

8x 8. 


. .65 

7s 9. 

•45 

7x 9 ... 


; ^75 

8x10. 

. .50 

8x10. 


• .80 

10x12 . 

. .65 

10x12 . 


. 1.00 

12x14.. 

• 1.00 

12x14 . 


. 1.26 

18x18 . 

. 2.25 

N.P. A 0.0. i 

IBBI5 

as B.P. 


BRACKS— 

P. 8. * W. BRACES—508, 95o eaoh; olO, $1.05 each; 8808, 
$1.85 each; 8810, $2.00 each; 8708, $2.40 eaoh; 8710, 
$2.50 each; 8712, $2.60 each; 4608, $8.00 eaoh; 4610, 
$8.25 each; 4612, $8.50 eaoh; 5008, 83.85 each; 5010, $4.10 

each; 5012, $4.25 each; 5014, $4.50 each; 7008, $4.00 each; 

7010. $4.15 each; 7012, $4.85 each; 8208, $5.28 each; 8210, 

$5.50 each; 8212, $5.75 each. 


BOXES—Mitre— 


Goodell— 

Each 

Stanley— 

Bach 

285 . 

... 19.90 

50ft . 

.10.50 

805 . 

... 20.00 

846'. 

.22.00 

806 . 

. .. 22.00 

858 . 




460 . 

_80.00 

Langdon— 


8 tar— 


72 . 

... 19.50 

40.. 


78 . 

... 20.50 

41 . 

. 4.25 

74 . 

... 28.00 

Stearn's Perfection— 

75 . 

... 24.00 

20 . 


BRADS—Wire. 

Bulk per lb. %-Ib. pkga. 

34-lb. pkgs. 

34 A % inch ... 


$ .15 

$ .10 

% to 134 inch . 


.15 

.10 

134 to 2 Inch .... 


.15 

.10 


BRASS—Sheet—Soft, per lb., OOe; Half Hard, 85e; Sign, iOe; 
Spring, $1.10. 

BREAD AND CAKE MAKERS—Universal—No. 1, $8.75 eaoh; 
No. 4, $8.75 each; No. 8, $4.50 each; No. 44, $8.25 each. 


BRIGHT WIRE GOOD8— 


Gate Hooks and 

Ey« 

IS— 





1% 

2 

234 8 834 

4 

6 

40... . Do*. 

.25 

.80 

.35 .45 .50 

.60 

.95 

1040. . . . Do*. 

.95 

1.20 

1.40 1.75 2.10 

2.50 

4.00 

BROOMS— 


Household 



No. or Brand 


Each 

No. or Brand 


Each 

0 Toy. 


$ .20 

Pima. 


. 1.60 

00 Toy. 


.80 

Navajo . 


, 1.80 

Aztec . 

. . . 

.90 

Warehouse ... 


. 1.85 

Cortes. 


1.10 

10 . 


1.45 

Verde . 


1.25 

229 . 


. .65 

Union . 


1.15 

280 . 


. .90 

Apaohe . 


1.25 





Push or 

Street 



114 B. 


1.25 

252 . 


1.85 

116 B. 


1.40 

258 . 


1.50 

120. 


1.00 

254 . 


1.75 

121. 


. 1.15 

256 . 


.85 

122. 


1.85 

258 . 


1.40 

128. 


. 3.00 

260 . 


1.65 


BRUSHES— 


Casting 

60 

14 . 

16 . 


534 . 

.60 

112 . 


7 ’.. 

.65 

114 . 


i n 


116 . 


1 K 

UK 

214. 


Counter or Dusting 

216 . 

218 . 


15 . 

.70 

320 

2 40 

17 . 

.90 

224 

8 00 

20 . 

1.00 

812 

1 80 

7 . 

1.75 

814 

1 60 

Floor or Garage 


816 . 


19 . 

.90 

614. 



618 . 

4.75 

618 . 

6.00 

Hand or Nail 


Daisy. 

.05 

Windsor... 

.10 

Horse 


Collie. 

.95 

Hound . 

.70 

Mastiff . 

.65 

Pointer. 

.50 

Spaniel .. 

.85 

St. Bernard. 

.90 

Shoo Fly. 

.45 

Wolf . 

.70 

72 . 

.40 

78 . 

.55 

78 P. 

.50 

800 . 

.70 

Kalsomine 

240 . 

5.50 

810 . 

1.75 

Marking 


1 . 

.10 

2 ... 

.10 

8 . 

.10 

4 . 

.16 

5 . 

.15 

6 . 

.16 

Paint 


151 2 34 . 

.25 

3 . 

.85 

834 . 

.45 

4 . 

.60 

155 8 . 

.40 

834 . 

.60 

4 . 

.80 

434 . 

.90 

159 234 . 

.50 

8 . 

.60 

834 . 

.80 

4 . 

1.00 

165 8 . 

.95 

834 .. 

1.85 

4 . 

1.60 

434 . 

2.00 

228 8 34 . 

1.60 

4 . 

1.85 

434 . 

2.60 

Roofing 


401 . 

1.40 

404 . 

1.65 


Scrab 


Alligator 
Bird ... 


. .40 


. .45 

Boston 


. .80 

Cat .... 


. 180 

Crosier . 


. .85 

Duck ... 


25 

Gem ... 


^20 

Goose .. 


. .85 

Hub .... 


. .85 

Monitor . 


. .40 

Mouse .. 


20 

Rat .... 


.25 

501 .... 


. .25 

510 .... 


T ao 

512 .... 


. .25 

601 .... 


. .25 

604 .... 


. .60 


Shoe 


00 .... 


80 

2 .... 


.20 

14_ 


,40 

21 .... 


26 

22 .... 


. .85 

88 .... 


.85 

214 .... 


.75 

608 .... 


50 


Sink 


Magic .. 


.15 

Owl .... 


. .15 

1 Pot (0) 


. .05 

01 Wire 


. .15 

124 .... 

Shaving 

. .65 

125 .... 


. .80 

126 .... 


.85 

221 .... 


.90 

222 .... 


. 1.25 

250 .... 


.40 

252 .... 


. 2.75 

260 .... 


. 2 00 

275 .... 


. .25 

810 .... 


. .85 

849 .... 


. .85 

850 .... 


. .85 

857 .... 


. .90 

871 .... 


. 1.00 

491 .... 


. 1.00 

492 .... 


. 1.10 

493 .... 


. 1.85 

500 .... 


. .55 

2781 .... 


. .85 

6870 .... 


. .85 


20 2 
4 
6 
8 


Sash 


00 

8 

7 


1510, Squeegee .. AO 

BUCKETS— 

Common Galv. Each 

8.$ .40 

10. AO 

12.60 

14.85 

18.75 

Garbage Galv. Bach 

00.$1.80 

02. 1.85 

08.2.25 


.20 408 4 

.20 6 

.25 8 

.85 10 

Window 
.75 
.60 
.85 


Stencil 


.25 

.80 

.40 

.50 


1512, Squeegee ... 
1514, Squeegee ... 
1518, Squeegee ... 

... .86 
... .40 

... .75 

Stock— 

14. 

10. 

Bach 

-$ .90 

. •.. 1.00 

18. 

.... 1.15 

20. 

.... 1.25 

Well Galv. 

10 Qt.. 

Bach 

... .$ .86 

12 Qt.. 

... • 1.00 

Wood- 

Short ear. 

Strap ear . 

Bach 

....$ .86 
.90 


CANS—Garbage—15, $8.60; 16, $4.00; 18, $4.60; 20, $5.< 
Oil. G»1 t„ ill. 1 (HI., ntk, SO,; d*. I Sill.. SC; £ fl 
with faucet, $1.50; 5 Gal. with spent, $1.26. 

OANTHOOKS—Maple Handle 234*434, each. $2.85. 
GAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

CATO HE 8— Cupboard 


, 00 . 


No. or Brand 

024 . 

4002 R, EA, 

4002, SR, SHA, KF, E 
4112, R, EA, H, A. 


HA. 


Bach 

$ .15 
.15 
.15 
.15 


No. or Brand Each 

4112, SR, SHA, KP, B .15 

8002, EA, SHA, E.85 

9400, R, EA.50 

9400, SHA, E.55 

Elbow 

.. .05 15 .20 

.. .10 18 .05 

Forgs 

.. .05 12 F.20 

.. .10 

French Window 

2108 .10 4102, 8R» SHA, KP, E .16 

4102, R, EA, HA. .15 


10 

12 


85 

11 
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HARDWARE WORLD 

BBT AIL SELLING PBIOBS-^kmtiiiiMd. 


CATCHES—Continued. 


Friction Cabinet 


11 . 

J 26 


4433, R, BA, KF. 

4483, SHA, E.85 

4433%, R, EA, KF 

4438 %, SHA, E..85 

4483%, R, EA- 

4488%. SHA, KF. 

4442, R, EA. 

4442, SHA, KF, E. 

4442%, R, EA.80 

CHAINS—Tire. 

SUe Pair 

3 x80 $5.65 

3%x80 6.25 

3%x32 6.00 

4 x31 7.50 

4 x82 7.50 

4 x83 8.20 

4 x34 8.65 

4 x86 9.30 

4%x88 9.00 

4%x84 9.80 

4%x85 .10.00 

4%x86 10.00 

5 x85 11.20 

Rid-O-Skid 

3 x80 3.75 

3%x30 4.00 

3%x32 4.15 

4 x81 4.45 

4 x32 4.50 

4 x33 4.65 

4 x34 4.80 

Single Solid Truck 

3%x32 $9.50 

4 x34 12.50 

4 x36 13.50 


.15 

01820%, SHA, E... 

. .20 

Screen 


.20 

R 25 . 

. .80 

.25 

E 25 . 

. .80 

Show Cato 


.26 

24 . 

. .45 

Transom 


$ .65 

4442%, SH, KF, E... 
4688, R EA. 

. .85 

.80 

. .50 

.85 

4633, SHA, KF, E. . . 

. .60 

.30 

8433, EA . . , . ...... 

. .75 

.85 

8433, E ....-- . 

. .80 

.80 

8433%, EA . 

. .75 

.35 

8433% SHA, E . 

. .80 

.30 

8442% EA . 

. .60 

.35 

8442%, SHA, E.... 

. .65 


Dual Solid Truck 
Site Pair 

5 x36 16.75 

6 x36 17.25 

3%x36 .18.50 

4 x84.18.50 

4 x36 19.75 

5 x86 21.00 

6 x36 25.00 

6 x40 26.00 

6 x42 27.00 


8 

3% 

4 

4% 

5 


Weed Cross Chains 


.07 

.10 

.11 

.12 

.15 


Truck Cross Chains 
8ingle 3%.18.50 

4 . . ..23.50 

5 .29.50 

6 .33.25 

Dual 

4 .87.00 

5 .43.00 

6 .46.75 


CHAIN—German Straight Link (coil) — 

6 0. 16c ft.; 5 0, 13c ft.; 4*0, 12c ft.; 3*0, 11c ft.; 2*0, 10c 
ft.; 0, 9c ft.; 1, 8c ft.; 2, 7%c ft. 

Norway Straight Link (coil) — %, 85c lb; %, 35c lb; %, 
30c lb. 

Passing Link (coil)—4*0, 13c ft.; 3*0, 12c ft.; 2*0, 11c ft. 
Proof Straight Link (roil) —3-10 black. 28c lb.; %. 24c lb.: 
.VI6, 20c lb.; %. lHc lb.; 7*16, 18c lb.; %. 10c lb.; %. 
16c lb.; v 4 . 10c lb. 

Proof Twisted Link (coil)—3*16 black, 33c lb.; %, 28c 
lb.; 5 16. 24c lb.; %. 23c lb.; 7-16, 22c lb. 

B. It. Proof Straight Link (coil)— 5-16. 2 lc lb ; •%, 20c 

lb.; 2 or lb.; 18c lb.: V 18c lb. 

Twitted Machine Coppered (coil)—4-0, 18c ft.; 3*0, 17c 
ft.; 2 0. 16c ft.: 0, 15c ft. 

Jack—20 Iron. 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.: 14 Iron. 10c yd.; 12 Iron, 10c ya.; 10 Iron, 12%c 
yd.; 8 Inn. 15r yd.: 6 Iron. 20c vd.: 120 Bras*. 10c yd.: 
118 Brans. 15c yd.; 116 Brass. 15c yd.; 114 Brass, 20c 
yd.: 113 Brass, 25c yd.; 112 Brass, 80c yd.; 110 Brass, 
45c yd. 

Safety Brass and Nickel Plated—00 At N00, 20c yd.: 0-N0, 
25c yd.: I NI. 30c yd.; 2-N2, 35c yd.; 3, 40c yd. 

Sash—01 Copper Plated, 5c ft. 02 Copper Plated. 4c ft.; 
XXXX Conner Plated, 25c ft.: 02P Steel Plain, 2He ft.; 
10 Cable. 25c ft.; 56 Universal, 7c ft. 

Sash Chain Fasteners—12. 8et U„ lie set; 100. Set CB. 
28c set 


CHALK—Carpenters, per piece. 2%o. 8chool Crayoa. per 
gross 50c; 6 for 6c. 

CIIAI.K LINE—Yellow. per 100 ft. hank. 15c. Braided 
White, 20 ft. hanks, else 120, each 6e; aise 220. 5c* sis# 
820. 5c. 50*ft. ba» . sise 160, each 10c; sis# 260, each 

loc; slse 850. each 10c. 

CHECKS—Door—All Makes. Liquid Check*—All. M.25; 
B 12. $5 A<» : C*18, $6.80; D14, $7.85; E-15, $10.50. For 
hold open arm. add 76c each. 

CHISELS (CARPENTER8)—P. 8. and W., Butt, No. 170, %• 
inch. 75c each: 1-inch, 85c each; 1%-inch, 95c each; 1%- 
inch, $1.00 each; 1%-inch, $1.10 each; 2-inch, $1.25 each. 

P S and \V.. Corner. No. 165, -inch, $2.75 each; %-inch, 
$3 00 earh: 1 inrh. $3.25 each ; 1 % -inch, $3.50 each. 

P 8 and W.. Firmer, No. 100 Plain, %, % lech, 60c each; 
% inch. 65c each: %-inch. 70c each; %-lnch, 75c each: 1- 
inch. Hoc each; 1%-inch, 85c each; 1%-inch, 95c each; 1%* 
inch. $105* each; 2-inch, $1.15 each. 

15 Beveled. %, %incb 75c each; %-inch, 83c each; %- 
inch, 9(>c each; %-inch, 95c each; 1-lnch, $1.00 each; 1 % * 
inch, $1 05 each; 1%-inch, $1.15 each; 1%-inch. $1.20 each; 
2 Inch, $1.35 each. 

P S and W.. Firmer (acts)—No. 116. 6, % to 2 Plain, 
$5 50 aet: 112, 12, % to 2 Plain. $10 50 aet; 106, 6, % *' 
2 Bevel, $8 50 aet; 132. 12. % to 2 Bevel. $18.00 eet. 


P. 8. and W., Framing—No. 80, %, %-ineh, 85e each; %• 
inch, 90e each; %-inch, $1.00 each; %-inok, $1.06 each; 
I-inch, $1.16 each; 1%-inch, $1.25 each; 1%-inoh, $1.85 
each; 1%-inoh. $1.50 each; 2-inch, $1.65 each. 

P. b. and W„ Pocket—No. 91, %, %-ineh, 75$ each: %-inch, 
80c each: %-in6h. 85e each; %-ineh, 90c eaeh; l-wen» 96c 
each; 1%-inch. 81.00 each; 1%-inch, $1.$5 eaoh; 1 %-ineh, 
$1.15 each; 2-lneh. $1.25 eaeh. 

P. S. and W M Slicks—No. 175, 2%-inch, $4.00 each; 3- 
inch, $4.75 each; 3%-inch, $5.25 each; 4-inch, $6.25 each. 


CHOPPERS—Meat and Food— 


0. . . . 

Universal 

. .$1.85 

501. 

002. 


.. 1.25 
. . 1.50 

1. . . . 
2. . . . 
3 . . . . 


.. 2.25 
. . 2.75 
.. 8.50 

OR .. 

Ruaawin 

. .$2 25 

5. . 

Enterprise 

. . .$2.50 

1R .. 
2 R .. 


. . 2.75 
. . 3.25 

10. . 


... 4.25 

8 R .. 


. . 4.25 


CHURNS—Barrel, No. 0, $6.00 each; 1, $7.00 each; 2. $7.75 
each: 3. $8.50 each; 4, $11.00 each: 5, $12.50 each Daah 
Glass, Daxey (Churns), No. 10, $1.75; 20, $2.25; 30, $2.65; 
40, $3.50. Glass, Dasey (Jars), No. 10, 46c; 20, 80c; 80, 
$1.06; 40, $1.80. 

Tin, without Dasher, 1%-gallon, $1.60 each; 2-gallon, $1.55 
each: 8-gallon, $1.60 eaoh; 4-gallon, $1.75 each; 6-galloa. 
$1.90 eaeh. 

Dashers only, No. 40, 20c each. 

CLAMPS—Carriage Makers, No. 12 (plain), 46e each; 18, 50e 
each; 14, 50e each; 15, 75e saoh; 16, 95e sack; 17, $1.80 
each; 18, $1.66 aach; 20, $2.10 eaeh: 22, $2.46 each; 60 
(Adj.), 75c each; 61, $1.00 aach; 62, $1.66 each; 68, $2.00 
each; 64, $2.75 each; 65, $8.60 each. 

Quilt Frame, No. 1, lOe eaeh; 8, 16c each; 82. 10c each; 
83, 15e each. 


CLEANERS—Window- 

Rubber— Wood Floor— 

10-inch ...$ .26 16-ineh ...$ .40 14-ineh .. .$ .40 

I2*inch ... .30 18-ineh ... .45 16-ineh ... .50 

14*ineh ... .86 

CLEVISES—Malleable. 15e lb. 


CLIP8—Wir* Rope "Bulldog*'—8-16 to % ioe.. eaeh 15e; 
%, 15c; %, 20c; %. 80c; %, 85c; 1-in., 45c. 


CLIPPERS—Bolt— 

New Easy— 


Extra 

Cutters 

No. 0 . 

. .$8.50 

No. 0. 


No. 1 . 

.. 4.50 

No. 1. 


No. 2 . 

.. 6.25 

No. 2. 


No. 8 . 

.. 8.00 

No. ft. 

.ft 75 

0. K — 

10-inch . 




14-inch . 





CLOCKS (ALARM)—Ace. $3.00 each; America, $1.85; Auto¬ 
matic, $.->.<>0; Bingo, $3.50: Brownie. $3.50: Circle. $2.05: 
Columbia. $3.00: Ideal. $2.05; Indian, $1.50; Iron Clad. 
$2.40: Lookout. $1.75: Prompter. $2.75: Simplex, $5.00 
Sleepmeter 2. $2.25- Sleepmeter 3. $3.00; Startel, $2.40; 
Tattoo, Jr., $3.25: Tatoo Int.. $3.25. 


CLOTH—Emery, No*. 00 to 2%, 10c straight; No. 3, 15e. 
2 for 25c. Carborundum or Aloxite— Nob. FF-90. 10c 

straight 


CLOTH WIRE—Screen. 12 M. black, 4c sq. ft: 14 M. black. 
4%c aq. ft.; 16 M, black, 5%c aq. ft.; 14 M. bronze, 15c 
sq. ft.; 14 M, galvanized, 5c aq. ft.: 16 M, galvanized. 5%c 
aq. ft.; 14 M, opal, 5c aq. ft.; 16 M, opal, 5%c aq. ft. 


OOAIy—Blacksmith- 


Catch weight sacks, per 100 

lbs. . 

$1.85 

2.26 

COAL CHUTES—Hercules— 



No. 1, 16x18. 

.$13.00 

No. 5. 20x24.$17.50 

No. 2, 18x20. 

. 15.00 

No. 6, 16x18. 

14.50 

No. 3, 20x24. 

. 20.00 

No. 7. 20x24. 

17.50 

No. 4, 16x18. 

. 11.00 

No. 8, 18x24. 

28.00 

COLORS—Dry— 

M* 

COLORS—In Oil— 


Lamp Black. 

.$ .26 

Black—Eng Ooaek lb.$ .50 

Ivory Drop Black .. 

. .26 

Ivory Drop, lb. 

.40 

Prussian Blue . 

. .85 

Lamp, lb. 

.45 

Ultra Bins. 

. .50 

Blue—Prussiaa % lb 

.40 

Umber Raw*. 

. .16 

% lb. 

.65 

Umber Burnt. 

. .15 

1 1b. 

1.25 

Sienna Raw. 

. .16 

lilt rum % lb. 

.20 

Sienna Burnt . 

. .15 

% lb. 

.35 

Van Dyke . 

. .18 

1 lb. 

.60 

Chrome Green. 

. .25 

Oobalt 1 lb. 

.80 

Chrome Yellow .... 

. .26 

Brown—BAB Sienna 1 .40 

Oehro Golden. 

. .10 

Umbsr 1 lb. 

.40 

Ochre Yellow . 

. .04 

Van Dyke 1 lb. 

.50 

Venetian . 

. .04 

Green Chroma 1 lb. 

.40 

Indian Red. 

. .16 

Rod—Amer Verm, lb 

.60 

Eng. Verm. %-lb... 

. 1.40 

Dutch Pink. 

.75 

Eng. Verm. 1-lb.... 

. 2.80 

Carmine . 

1.40 

Tuscan . 

. .45 

Turkey . 

1.70 

Indian .. 

. .80 

Para . 

1.30 

Venatian . 

. .26 

Yellow—Chrome lb. 

.50 

Rote Pink.. 

50 

Oehro—Ooldea P . 


Rose Lako . 

1.0* 

Tallow. 1 lb. 

.23 
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COPPER—Sheet, 76e lb. 

CORD, SASH—Samson Spot (Hanks)—No. 6 8, $2.00 hank; 
7 8, $2.70 hank; 8 8, 8 SC, $8.25 hank; 10 8, 10 SO, $5.25 
hank; 12 8, 12 SC, $7.25 hank; WP 12 SO (coils), $1.80 

Pnoenix (coils only)—6 C, $1.00 lb.; 7 C, $1.00 lb.; 8 C, 
$1.00 lb.; 10 C, $1.00 lb.; 12 C, $1.00 lb.; 14 C, 16 0, 
WP 8 C, $1.00 lb. 

Union (hanks)—6, $1.40 hank; 7, $1.75 hank; 8, $2.40 
hank; 10, $8.50 hank; 12, $4.75 hank. 

COTTERS—Hammer Lock or Regular Spring. 

1 16,5-64,8-82 in. % in. 5-82 in. 

Length— 100 1000 100 1000 100 1000 

%-inch. $ .20 $1.25 $ .80 $2.00 $ .85 $2.40 


1 -loco. 

1 % -inch. 

.so 

.25 

1.00 

1.80 

.90 

.40 

s.so 

2.55 

.•0 

.60 

0.10 

8.50 

1 % -inch. 

.80 

2.05 

.45 

2.85 

.60 

4.00 

2 -inch. 

.86 

2.50 

.50 

8.40 

.70 

4,76 


8-16 in. 

% in. 

5-16 in. 

%-ineh. 

$ .50 

$8.70 




.... 

1 -inch. 

.60 

4.25 

$ 1.00 

$6.75 

$1.75 

$ 11.00 

1 %-inch. 

.70 

5.0# 

1.10 

8.00 

2.00 

14.50 

1 %-ineh. 

.80 

5.50 

1.25 

9.00 

2.00 

14.50 

1 %-ineh. 

.90 

6.00 

1.50 

10.00 

2.25 

16.00 

2 -inch. 

1.00 

6.75 

1.75 

11.50 

2.50 

17.50 

2 %-inch. 

1.10 

7.75 

2.00 

14.00 

8.00 

20.00 

CRAYON—Lumber, 

10c; 

Soapstone, 5c. 




CUTTERS—Pipe—Barnes. 

No. 1, 

, $2.96 

esch; 

No. 2, 

$2.90; 


10 

. $ 7.25 

029 . 

6.25 

11 

. 7.00 

87 . 

. 11.50 

12 

. 6.50 

97 . 

. 12.00 

13 

. . 7 50 

118 . 

7.25 

555 

Yankee 

. 8.00 5555 . 

. 8.00 

1 . . 

Millers Falls (Hand) 

a 25 5 .... 

8.50 

2 . . . 

. 4.75 

981 . 

6.00 

4 . . . 

. 1.15 



1530 

Millers Falls Drill Points, 1 to 8, set 50c. 
Yankee 

_ 400 1545 .. 

8.00 

41 

Yankee 

. 2.25 

Automatic 

44 . 

. 2.50 

42 

. 1.75 

50 . 

3.50 

No. 

300 . 

Yankee Chncka 
Set. 

. 85 

and Drill Points 

No. 

305 . 

Set. 

.50 

301 

. 85 



No. 

310 . 

Yankee Drill Points 

Eaoh. No. 

. 75 320 . 

Each. 

.10 


Bell Hangers' or Electrician* 

C 114 E, S 100 B. . . Open C 114 P (Pish Wire) 
Bit Stock 


C 114 . 

M 109 . 

Blacksmiths* 

C 116 . Open 

M 110. Open 

M 418 . Open 

8 110 . Open 


M 890 . 

S 108 . 

Round Shank 

C 120 . Open 

M 112. Open 

M 412. Open 

S 111 . Open 


0 114 A, 8 109 A— 
2 . 


Bits, Wood ^Syracuse Pattorm) 


C 114 A, 8 109 A— 


C 114, M 109 or 1C 
890, and 8 108— 

1-16 . 

8-82 . 

% . 

5-31 . 

8-16 . 

7-82 . 

% . 

9-82 . 

5-16 . 

11-32 . 

% . 

18-82 . 

7-16 . 


.26 

12 . 

.50 

.25 

18 . 

.60 

.25 

14 . 

.65 

.96 

15 . 

.65 

.80 

16 . 

.65 

.80 

17 . 

.70 

.85 

18 . 

.75 

.45 

19 . 

.80 

.45 

20 . 

.85 

.60 

24 . 

1.15 

Bit 

Stock 



C 114, M 109 or M 



890, and S 108— 


.20 

15-82 . 

.80 

.20 

% . 

.90 

.25 

17-82 . 

1.10 

.80 

9-16 . 

1.20 

.85 

19-82 . 

1.25 

.85 

% . 

1.86 

.40 

11-16 . 

1.40 

.60 

18-16 . 

1.80 

.60 

% . 

1.86 

.60 

% . 

1.85 

.70 

15-16 . 

2.25 

.80 

1 . 

2.45 

.75 




Mo. 8. $6.50; No. 4, $18.00; No. 5. $19.50; No. 6, $26.00. 
Saunders—No. 1, $2.25; No. 2, $3.25; No. 8, $8.00; No. 4, 
$12.60. 

DAMPER8—Stove Pipe—8, 15c; 4, 20c; 5, 20c; 6, 26c; 7, 
80c; 8, 40o; 9, 50c; 10, 60e. 

DIVIDERS—Wing, No. 85, 6-inch, 85o pair; 8-inch, 85e pair; 
10-inch, 50e pair; 12-inch, 75e pair. 

Wing Extension, No. 9, 6-inch, 90c pair; 8-inch, $1.00 pair; 
10-ineh, $1.10 pair. 

DOLLIES—Timber- 

No. 649, 6-inch .$7.50 No. 650, 8-inch_$10.50 

DOORS—Screen. 

Common, %-ineh, 2-6x6-6 .$2.15 

€%nunon, %-inch. 2-8x6-8 . 2.85 

Common, 1%-incn, 2-6x6-6 . 2.50 

Common, 1 %-inch, 2-8x6-8 . 2.65 

Common, 1 %-inch, 2-10x6-10 .2.85 

Common. 1 %-inch, 8x7 .. 8.25 

DOORS—Ash Pit. 12x16 . 8.60 

8x8, each..$1.40 Ash Traps— 

8x10 .1.60 7x9 .55 

10x12 . 1.80 

DRILLS— Millers Falls (Breast) 


C 108, M 105 or M 
880, 8 105— 

-82 . 


Straight Shank Jobbers 
>r M C 108, M 105 or M 

880, S 105— 

.15 7-82 . 

.15 15-64 . 

.15 * . 

_ J5 9-32 . 

_ .16 5-16 . 

.15 11-32 . 

.15 % . 

.15 18-32 . 

.15 7-16 . 

.20 15-32 . 

. 20 % . 


Straight Shank, Wire Gauge 


M 840, S 

107— 


M 840. 8 107— 


1 to 5. 


.25 

36 to 

40. 

.15 

6 to 10. 


.25 

41 to 

45. 

.15 

11 to 15. 


.20 

46 to 

60. 

.15 

16 to 20. 


.20 

51 to 

55. 

.15 

21 to 25. 


.15 

56 to 

60. 

.15 

26 to 80. 


.15 

61 to 

80. 

.15 

81 to Si. 


.15 




ELBOWS—Conductor— 





PI. 

Rd. 

So 

. Cor. 

Rd. 

Adj. 

2-inch. 

$ .85 

2$ 

txl% 

1 %-inch. . 

..$ .25 

3 inch. 

.50 

3%x2% 

2-inch... . 

. . .20 

4-inch. 

.60 



3-inch.. .. 

. . .26 

Corrugated— 

-Conductor 



Shoes 


2 inch . 

-.....--I 

.25 

2-inch. 


..$ .25 

3-inch. 


.80 

8-lnch. 


. . .80 

4 inch . 


.45 

4- inch. 


. . .45 


5 inch. 90 5-inch.90 

ELBOWS—No. 3 Corg., 20<* each; 4, 25c; 5, 25c; 6, 30o; 7, 
40c. No. 3 Adj. 4 Pc.. 25c each; 4, 80c; 5, 30c: 6. 35e. 
3-inch Adj. GaWd., 35c each; 4-inch Galed., 45c each. No. 
3 Corg. .Tap., 35c each; 4, Corg. Jap., 45e. 

EMERY—Grain- 


No. 60, per lb.$ .25 Flour Emery- 

No. 70, per lb.25 Per lb.25 

No. fto, per lb.25 Stones—(8ee Stones) 

No. 90. per lb.25 Cloth—(See Cloth) 

No. 100. per lb.25 Wheels—(See Wheels) 

No 120. per lh. .25 

FASTENERS (BRONZE)—No. 582 EA, 45c each; 8HA, SHB 
E. 50c; 815 EA, 35c; SHA, E. 40c; 1831%, EA, SHA 
E. 80c. 

Cast Iron and Steel—No. 324, 10c each; 824 R, EA, 15c; 
E. 15c: 500 R, EA, 15c; KP, E, 15c; 542 R. EA, 10c; SR, 
SHA. KF. E. 10c; SHB, 10c; 800 R, EA, 10c; SHA, KP, 
E, 10c; 1831% F, 50c; 33131, R, EA, 20c; KP, SHA, 
E, 25c. 

FAUCET8— Cork Lined— 8-tnch each. „....$ .20 

7-Inch each. .• .15 9-inch each. 25 

FELT—Deadening. Sise Roll, %-lb., 98.00; 1-lb., $4.00; 1%. 
lh.. $6.00. Tarred. 250-ft. t-oll, $1.35 oach; 500-ft. roll, 
$2.60 each. 

FIGURES AND LETTER8 (STEEL)— 

Figurea Letters 


C 

111 . 


M 400 . 



Set 

Each 


Set 

Each 

M 

109 E.... 


S 104 A. 


% inch.. 

..$ .65 

$ .15 % 

inch. .. 

.$1.90 

$ .15 



Straight 

Shank 


8-16 inch.. 

.. .85 

.15 8*16 

inch. . . 

. 2.60 

.15 

C 

108 . 


0 109 . 


% inch.. 

.. t.no 

.15 % 

inch... 

. 8.25 

.15 

M 

105. 


M 106. 


5-16 inch.. 

.. 1.76 

.86 5-16 

inch... 

. 4.90 

.85 

M 

830 . 


M 382 . 


% inch.. 

.. 2.60 

.45 % 

inch... 

. 7.00 

.45 

S 

105 . 


9 106 . 


% inch.. 

.. 4.25 

.75 % 

inch... 

.12.75 

.65 

c 

108 A.... 


C 110 . 


% inch.. 

..14.00 

1.65 




M 

107. 


M 104. 


% inch.. 

. .90.00 

9.60 




ir 

840 . 


M 314. 


FILES — Band 

Saw, slim, 4 inches long, 20c 

each ; 

5. 25c; 

a 

tot . 


S 104 B. 


0. 30c; 8. 

40c; 10, 

50c. Knife. 

bastard, 

3-3 %, 

35c; 4 



Tapor Shank 


35c : 5, 40c 

6, 45c 

; 8, 55c: 10, 

65c. 

Regular 

Taper, 

c 

106 . 


M 802 _... 


3-3%. 15c: 

4, 15c: 

4%, 15c: 5, 

20c : 5% 

. 20c; 

6, 25c: 

M 

102. 


S 104 . 


8. 35c : 10. 5 

5c. Slim 

Taper, 3-3%. 

15c: 4. ] 

15c: 4%, 15c: 


Digitized by 


Google 









































































































































































































152 


HARDWARE WORLD 

SBTATL BELUMP PBIOBS—OontiiilMd. 


FILES—Continued. 

5, 20c; 5%, 20c; 6, 25c; 8, 80c; 10, 40c. Warding, 
bastard, 3-3 %, 25c; 4, 25c; 5, 80c; 6, 35c; 8, 40c. Flat 
Bastard, %, 25c; 5, 25c; 6, 80c; 8, 85c; 10, 45c; 12, 
65c; 14, 85c; 16, $1.15. Half Round Baatard, %, 30c; 
5. 85c; 6, 40c; 8, 45o; 10, 55c; 12, 75c; 14, 95c; 16, $1.80. 
Mill Baatard, 8-4, 20c; 5, 20c; 6, 25c; 8, 30c; 10, 35c; 
12, 45c; 14, 65c; 16, 90c. Round Baatard. 8-4, 20c; 
5, 20c; 6, 25c: 8, 80c; 10, 85e; 12, 45c; 14, 65c; 16, 90c. 
Square Baatard, 8-4, 25c; 5, 80c; 6, 30c; 8, 85c; 10, 45c; 
12, 65c; 14, 85c; 16, $1.20. 

Raapa—Flat Wood, 8 inchea long, 60c each; 10, 85c; 
12, 1.10; 14, $1.50; 16. $2.00. Half Round Wood, 8. 
65c; 10, 90c; 12. $1.20; 14, $1.60; 16, $2.15. Half 
Round Cabinet, 8, 80c; 10, $1.10; 12, $1.45; 14, $1.80; 16, 
$2.30. 

FIXTURE8—Grindstone—Auto: 01. $1.60; 03. $2.50. Com¬ 
mon: 15, 75e; 17, 85c; 19, $1.00; 21. $1.35. Am. 
Hoary: 17, $1.00. Extra Shafts, 15-inch, 25c; 17-inch 
35c. Extra Crank a, 25c. 

FLASHLIGHTS—Ereroady Dayloa— 

Tubular Nob. ...2602 2604 2612 2616 2619 2627 2628 

Complote, each $1.50 $1.75 $2.10 $2.10 $2.50 $1.85 $1.10 

Caae A Bulb, ea. 1.10 1.86 1.50 1.70 1.90 .75 .70 

Tubular Noa. ...2630 2631 2682 2688 2684 2638 2659 

Complete, each..$1.75 32.00 $2.50 $3.25 $2.75 $3.90 $4.25 

Caae A Bulb, ea. 1.35 1.60 1.90 2.65 2.35 8.50 3.65 


Caae A Bulb, ea. 1.10 
Tubular Battery Noi 


1.60 

1.90 

2.65 

2.35 

8.50 

6961 

6962 

6971 

6972 

6991 

$1.10 

$1.40 

$1.10 

$1.40 

$1.40 

.70 

.95 

.70 

.95 

1.00 



. 705 

706 

790 



.$0.60 

$0.85 

$0.40 

. 700 

703 

750 

751 

792 

.$0.40 

$0.45 

$0.40 

$0.45 

$0.40 


Pocket Battery Noa... 700 703 750 751 792 798 

Battery only, each..$0.40 $0.45 $0.40 $0.45 $0.40 $0.45 
Kwiklite Flashlight#— 

Tubular Noa. 5220 5221 5223 5229 5331 6240 6240B 
Complete, each $1.50 $1.75 $2.10 $2.10 $2.50 $1.75 $1.90 

Caae A Bulb, ea. 1.10 1.35 1.50 1.70 1.90 1.35 1.40 

Tubular Noa... 6241 6241B6249 6249B 6343 6343B6361 
Complete, each $2.00 $2.15 $2.75 $2.95 $2.50 $2.70 $3.25 

Caae A Bulb, ea.1.60 1.75 2.35 2.55 1.90 2.10 2.65 

Pocket Noa_2472 2573 3475 3475B8577 8577B 3579 

Complete, each $1.10 $1.40 $1.40 $1.50 $1.75 $1.90 $2.10 

Caae A Bulb, ea. .70 .95 1.00 1.10 1.80 1.45 1.65 

Watch Chain Noa. 6285 6285B Watch Chain Bat’y No.1204 
Complete, each ...$1.25 $1.85 Battery only, each..$0.35 
Caae and Bulb, each .95 1.05 

Battery 

Noa_1202 1203 1206 1207 1271 1801 1808 1309 

Battery only, 

each ..$0.40 $0.40 $0.40 $0.40 $0.40 $0.60 $0.46 $0.45 

FLATTER8—Blacksmith—2-in., $1.25; 2)4-in., $1.65; 8-in., 
$2.00; 3 >4 in., $3.00. 

FORGES—No. 150 Chicago, $11.25; No. 151 Chicago, $12.75. 

FREEZERS— Arctic 

No. Each 12 4.50 

1 .$3.00 18 5.85 

3 . 3.50 14 6.25 


80 (Toy) .2.50 

White Mountain 
10 . 8.60 

FROES—Special—Eeach, 12-in., 
$2.00. Common—Each, 12-in 
$1.50. 

GALVANIZED WARE— 

Boilers, Coffee 
No. Each 

801)4.$1.10 

802 . 1.25 

803 . 1.85 

804 . 2.15 

806 . 2.40 

808 _ 2.85 

810 . 3.25 

812 . 8.75 

Boilera, Waah 

407 A. 8.00 

408 A. 8.25 

409 A. 8.40 

Bowls, Waah 


Buckets, Fire 


Each 

12 .. 



. 4.50 

$3.00 

18 .. 



. 5.86 

3.50 

14 .. 



. 6.25 

4.00 

16 .. 



... 8.00 

5.00 

18 .. 



.10.25 

8.25 

20 .. 



.13.00 

2.50 

22 .. 


• • • » «N» • . 

-16.50 


24 .. 



.19.50 

. 8.60 

26 .. 



.25.00 

12-in., 

$1.65; 

14-in., 

$1.75; 

16-in., 

, 12 in., 

, $1.25; 

14-in., 

$1.85; 

16-in., 


Buckets, Well 


Cana, Ash 


Tubs, Wash 


410 8.8.00 

420 8 . 8.40 

480 8. 8.75 


Cans, Garbage, Smooth or Pails, Chamber 

Corrugated 410. 1.50 

145 (16). 6.75 412 . 1B5 

200,2. 1.35 618 . 1.85 

Pails, Stock 520 2.10 

12 8 . 1.20 522 . 2.40 

14 S. 1.80 526 . 8.00 

16 8 . 1.40 * 

18 8 . 1.60 Tub*. ,00t 

20 8 . 1.85 50 . 1.05 

P.U., Water . J-t5 

io.>5 i® . 

320 .i.io i 215 

Pam, Refriceretor 9 . "..! " ! 1.S0 

Pots, Watering; or Sprink- 80 .8.76 

lers 410 8 .8.00 

614 . 1.86 420 8 . 8.40 

516 . 1.50 480 8 . 8.75 

GARBAGE CANS—(See Cans) 

GATES—Molasses— Stebbins Perl. 

2 .$ .45 % $ BO 

3 .50 1 1.00 

4 .00 1% IBS 

5 .05 1% 1.40 

0.TO 2 1B5 

GA U GE 8 —Butt— 

No. 98.$1.16 No. 95.1B5 

No. 94. 1B6 No. 85%.1.00 

Marking No. 90. BO 

No. 61.15 Vo. 01. BO 

No. 04. B5 No. 02. 1.50 

No. 05.T5 No. Of.76 

No. 77.IBO No. 00. 1.00 

No. 71. .55 

GLA 88 E 8 — 

Ground Level— Proved Level— 

1%.$ BO 1 %.$.10 

2 .60 2 . 10 

2%.05 2%.15 

8 .70 8 .15 

8 %.75 8)4. BO 

Gauge Glasses 40% eff Bat. 

GLOBE 8 , LANTERN—Gold Blast—No. Gem. 20o each; Pony. 
80e; 2 Plain, 26e; 2 Bullseye, 85c; 2 Ruby, 40e. 

Railroad—No. 89 Clear, 15 each; 89 Green or Red, 80c. 
Tubular—Cadet, 10 c each; Fig. Plain. 20e; 8-0 Ruby, 40e; 
4-0 Bullseye, 86 c; 5-0 Wiaard, 25o; 0-0, 20c each. 

GLUE—Dry—AAA, 60c lb.; B, 55o lb.; OX, 45e lb.; D, 
85c lb.; GX, 60c lb.; LXX, 45e lb. 

Liquid 


Stebbins 


Pert. 

.$ .45 

% 

8 BO 

. .50 

1 

1.00 

. .80 

1% 

IBS 

. .85 

1% 

1.48 

. .75 

2 

1B6 

No. 95. 


... 1B6 

No. 85%.., 


... 1.80 

No. 90. 


... .56 

Ns. 91.... 


... B8 

No. 82.... 


... 1B0 

No. 8T.... ( 


... .75 

No. 88... • i 


... 1.00 


Proved Level- 


Imperial— l os. 

List.Dos. 1.06 

Sug. Ret..Each .10 


800, 8. 1.60 

400, 4. 2.00 

500, 5. 2.25 

600, 6. 2.75 

700, 7. 8.25 

800 (80). 7.00 

900 (90). 8.50 

Cana, Gasoline 

1 P A B. 4.00 

110.85 

255 . 2.85 

605 . 2.35 

Cana, Oil 

01.70 

02 . 1.05 

25 .2.25 

105 . 1.85 

205 . 2.10 

Dippers 

210.40 

Hods, Coal 

610. 1.85 

017. 1.50 

Kettles, Camp 

1 Gallon. .60 

1% Gallon.80 

2 Gallon.95 

8 Gallon. 1.15 

4 Gallon. 1.25 

Pails, Cement 

140.2.65 

1140.8.50 


1 os. % Pt. % pt. 


Le Paget— 1 os. 2 os. % pt. % pt. % pt. 1 pt. 1 qt 

List.Dos. 1.60 1.65 1.80 2.80 4.50 7.00 11B6 

8ug. Ret..Each .15 .15 .20 B5 .40 .65 1.00 

GRAPHITE—Flake, per lb., 75c. 

GRINDER8—Carborundum, No. A. $2.85 each; B, $8.50; 0, 
$5.25; D. $5.75; 1, $8.75; 2, $5.00; 8, $7.00; 4, $9.50: 10. 
$7.25; 12, $11.25; 018, $17.00; 62, $12.50; 68, $14.75. 
GRINDSTONES—Family, No. 020 7-inch, $2.50 each; 8-inch, 
$2.75; 10-inch, $8.25; 12-inoh, $8.75. Loose. 15 to 40 lbe* 
$6.00 owt.; 40 to 200 lbs.. $5.50; over 200, $6.00. Mounted, 
No. 710, 1-inch, $8.50 each; 2, $9.50; 8, $10.00; 04, $10.50; 
05, $9.50; 015, $17.50; 025, $11.50. Fixtures, 15-ineh, 
$1.10 set; 17, $1.40; 19, $1.65. 

HACKSAWS—Hand, 8tar—Length 8 In., 10c each, 85c do*.; 
9-in., 10c each, $1.00 do*.; 10-in., 10c each. $1.15 dos.; 
11-in., 15c each; $1.15 do*.; 12-in.. 15c each, $1.40 do*. 
Hand, Viotor. All regular hand (including rail) bladee—8-in„ 
10c each, 90c do*.; 9-in„ 10c each, $1.05 do*.; 10-in., 10c 
each, $1:15 do*.; 12-in., 15c each; $1.40 do*. 

HAMMERS—Maydole Carpenters* Nail—No. 1, $1.25 each; 
1)4, $1.25; 2. $1.10; 8, $1.05; 11, $1.26; 11%, $1.20; 12. 
$1.10; 12)4, $1.06; 18, $1.00: 14, 90c; $1.60; 611%. 

$1.70; 710, $1.50; 711, $1.25; 711%, $1.20; 712. $1.10; 
811%, $1.80. Maydole Chipping—No. 100. $1.75 each; 101. 
$1.60; 102, $1.40; 108, $1.25. Maydole Machinist Ball 
Pein—No. 875, $1.75 each; 876, $1.65; 877, $1.60; 878, 
$1.50; 879, $1.40; 770, $1.85; 770%, $1.50; 771, $1.35; 
772, $1.25; 773, $1.15; 774, $1.05; 775, 95c; 776, 90c; 
777, 85c; 778, 80c. 

HANDLES—Adse, No. 820, House, 70c each; 821, Ship, 70s 
each. 

Auger—No. l, $1.00 each; 2, $1.00 each; 8, $1.35 each; 4, 
$4.50 each; 5, $3.00 each. 

Axe, Broad, No. 815, 70c each. 

Axe, Double Bit, No. 812, 70c each. 

Axe, Single Bit, No. 101, 86e each; 102, 85c each; 108, 75e 
each; 201, 60c each; 802, 70c each; 401, 50c each; 502, 
60c each; 602, 45e each; 506, Freighters, 65e each; 606, 
Boys, 40c each; 507, Boy Scout, 20e cash: 00. Hunters, 15a 
each; 1. Hunters, 20c each. 


List.Dos. 1.60 

8 ug. Ret.. Each .15 


1 os. 2 os. % pt. % pt. % 


1 pi 1 qt. % gaL 
7.00 11.25 Bl.00 
.85 1.00 1.76 
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Chisel, No. 22, lOo each; 98, S6e each; 95, 15e each; 608, 
15c each; 616, 15o each; 617, 15e each; 620, 10c each; 621, 
10c each. 

Drawer, No. 2, all finishes, .65 each; 2*4, 60c each; 7, 
30c each; 11, 25c each; 01000, 80e each; 01007, 85c each; 
01013. 35c each; 9854, 30c each. 

File, No. 40 (Regular), 5e each; 41 (Large), 6c each; 55 

(5), 20c each. 

Adie Eye No. 11, 25e each; 18, 25e each: 15, 20e each; 19, 
20c each: 111L, 15e each; 115L, 15c each; 124L, 15c each. 
Farriers No. 28, 20c each. 

Machinist No. 25, 14-inch, 20c; 16-inch, 20e; 18-inch, 25c; 
20-inch. 25c. Machinist No. 29, 16-inch, 20c; 18-inch, 25c. 
Machinist No. 88, 18-ineh, 25c. Machinist No. 125, 14-inch, 
15e; 16-inch, 15e; 18-inch, 15e. Riveting No. 21, 12 and 
18 inch, 20c each. 

Hatchet, Box No. 48, 18)6-inch. 20c each; Broad No. 89. 
16-inch, 25c each; Broad No. 89, 18-inch, 80c «ach: Broad 
No. 40. 16-ineh, 20e each; Broad No. 40, 18-inon, 25c each; 
Claw No. 87, 14-inch, 20e each; Claw No. 187L, 14-inch, 20c 
each; Derrick No. 47. 18-ineh, 25c each; Lath No. 45, 18- 
ineh, 20c each; 8hingling No. 85, 14-inen, 25c each. 

Hoe, OXR, 4)6, 35c each; XR, 4*6. 85c each; XRM, 5*4, 

55c each; XRM, 6, 75c each; XRMC, 6. 75c each; XG, 

4*6, 55c each; XMH, 4*6, 60c each; XMH, 5, 65c each; 

XP, 51%, 55c each; XP, 52. 65c each; XP. 52*6, 65c 

each, XP, 52*4, 75c each; 530, Grub, 70c each. 

Maul, No. 335, 65c each; 336, 65c each. 

Mop, No. 7, 30c each; 80, 50c each. 

Pick, No. 327, Drifting, 80c each; 427, Drifting, 50c each; 
527, Drifting, 55c each; 627, Drifting, 50c each; 325, Sur¬ 
face, 90c each; 425 Surface, 50c each; 525, Surface, 70c 
each; 625 Surface, 50c each. 

Rake, XR, 5*6, 50c each; XR, 6, 60c each. 

HATCHETS—Box, No. USD 2, Underhill's, $2.25 each; 8010, 
Plumb's, $3.00; 3011, Plumb's, $3.35. 

Broad, No. TB 1, Plumb’s. $2.00 each; TB 2, Plumb's, 2.10; 
TB 3, Plumb's, 82.25; TB 4, Plumb's $2.50; TB 5, 
Plumb’s, $2.75; PTB 1, Philadelphia, $1.75; PTB 2, Phila¬ 
delphia, $1.85; PTB 8, Philadelphia, $2.00; PTB 4, Phila¬ 
delphia, $2.25; PTB 5, Philadelphia, $2.50; 640, Plumb's, 
$1.75; 641, Plumb's, $2.00; 642 Plumb’s, $2.15; 643, 
Plumb’s, $2.35; 644, Plumb’s. $2.75; 2991, Plumb's, $1.85; 
2992, Plumb’s, $2.00; 2998, Plumb's, $2.25: 2994, Plumb's, 

S i.50? 2995, Plumb’s, $2.75; 2996, Plumb 5 *, $3.00. 

aw. No. TO 1, Plumb’s, $1.75 each; TO 2, Plumb’s, $2.00; 
TC 3, Plumb’s, $2.10* PTC 1, Philadelphia, $1.85; PTC 2. 
Philadelphia, $1.50: PTC 8, Philadelphia, $1.65; 93, All Steel 
$1.00; 610, Plumb’s, $1.25; 611, Plumb’s, $1.25; 612, 
Plumb's, $1.50; 2971, Plumb's, $1.65; 2972, Plumb's, $1.75; 
2973, Plumb’s, $1.85. 

Derrick, 582, Plumb’s. $2.50 each. 

Flooriiuf, 2985, Plumb 1 *, $2.15 each; 2986, Plumb’s, $2.25; 
2987, Plumb’s, $2.50. 

Half, No. TH 1, Plumb’s, $1.75 each; TH 2, Plumb’s, $2.00; 
TH 3, Plumb’s, $2.00; 600, Plumb's, $1.50; 601, Plumb’s, 
$1.50; 602, Plumb’s, $1.65; 292, Plumb's, $1.60; 2968, 
Plumb’s, $1.75. 

Lathing, No. TL 1, Plumb's, $1.75 each; TL 2, Plumb's, 
$1.75; 100, Underhill’s, $2.50; 110 Underhill’s, 92.75; 545, 
Plumb’s, $2.15; 620, Plumb’s. $1.50; 621, Plumb’s, $1.50; 
1960 Plumb’s, $2.15; 1961, Plumb's, $2.85; 1962, Plumb’s, 
$2.25; 2980, Plumb’s, $1.40; 2981, Plumb’s, $1.50; 2982, 
Plumb's, $1.60. 

Shingling, No. PT8 1, Philadelphia. $1.85 each; PTS 2, 
Philadelphia, $1.40: PTS 8, Philadelphia, $1.50; TS 1, 
Plumb’s, $1.75; TS 2, Plumb’s, $1.85; TS 8, Plumb's, 
$1.85; 90, All Steel, 70c; 565, Plumb’s. $2.40; 591, Plumb's, 
$1.40; 592, Plumb’s, $1.50; 598, Plumb’s, $1.60; 2951, 
Plumb's, $1.40; 2952, Plumb's. $1.50; 2958, Plumb’s, $1.65. 
Warehouse, No. 650 W, Plumb's, $2.00 each. 

HEADS (MOP)—Cotton, No. 9, 50c each; 12, 65c; 15, 80c; 
18, 95c. 

Linen, No. 12, 70o each; 015, 85c; 18, $1.00; 020, $1.15. 


HINGES * BUTTS (Screws Included)— 


No. 900 Lt. Strap Hinges. 

Pr. DiiPr. 
8-inch _$ .20 $ 1.75 

4- inch.25 2.10 

5- inch.80 2.16 

6- inch.85 2.90 

No. 985 Oar. Strap Hgs. 

Pr. Ds. Pr. 

4- inch .$ .25 $ 2.40 

5- lneh.85 8.75 

6- inch.40 4.00 

8-inch.60 5.60 

10-lnch.90 9.60 

12-inch . 1.85 18.00 

No. 904 Lt. Tee Hinges. 

Pr. Ds. Pr. 
8-inch .$ .16 $ 1.75 

4- inch.20 1.90 

5- inch.20 2.10 

6- inoh.25 2.40 

No. 987 Cor. Tee Hinges. 

Pr. Dm!pr. 

4- inch .$ .85 $ 8.00 

5- inch.40 8.40 

6- ineh.60 5.00 


i-inch . 

.75 

8.0® 

10-iach . 

-1.20 

12.76 

12-inch . 

.... 1.75 

17.00 

No 

888 Butts. 


Pr. 

Ds. Pr. 

%-iaoh . 

_$ .10 

$ .75 

1-inch .. 

.10 

.86 

1 *4 -inch 

.1© 

.95 

1*4-Inch 

.10 

1.05 

1%-inch 

.15 

1.20 

2-inch .. 

.... .15 

1.80 

2%-lnoh 

.15 

1.45 

2 *4-inch 

.20 

1.6# 

2% -inch 

.20 

1.85 

8-inch .. 

. m 

2.15 

8*4-inch 

.25 

2.50 


No. 840. 



Pr. 

Ds. Pr. 

IH-Inch 

....$ .15 

$1.46 

1 *4 -inch 

.15 

1.60 

2-inch .. 

.16 

1.65 

2 *4 -inch 

.20 

1.80 

2 *%• inch 

.20 

2.00 

2 % -inch 

.20 

2.10 

8-inch 

.25 

2.20 


Ne. 781*4. 

Gent. Net. 
2*4x2*4-In. .40 $ .45 

8*8-in..40 .45 

•*4*8*4-in. .. .40 .45 

4x4-in..50 .65 

d*4*4*4-in. .. .75 .85 

6*6-in. . m 1.05 

5*4*6*4-in. .. 1.25 1.85 

8*4-in..60 .70 

4-in..70 .80 

4*4-in..90 1.00 

No. 165 FADS. 

... . Oont. Bet. 

1*4-1*. .$ .85 $ .40 

2-in..40 .45 

2 *4-in..45 .50 

8-in..55 .65 

8*4-ln..65 .75 

4-in..80 .95 

4 *4-in. .1.20 1.85 

No. 165NA8F2. 

. °° nt - Bet. 

1*4-in. .$ .40 $ .45 

2-in..45 .60 

2*4-in. .. .. .50 .55 

8-in. ... ... .60 .70 

8 *4-in.70 .80 

4-in..80 .90 

4 *4-in. .1.20 1.80 

No. 295 FADS. 

Pr. Ds. Pr. 

1*4-in.$ .25 $2.90 

2-in..80 2.90 

2 *4-in..80 8.85 

8-in..40 4.00 

No. 295 8F2. 

Pr. Ds. Pr. 

1*4-1*. .$ .80 $8.20 

2-in..85 8.70 

2 *4-in..85 4.00 

8-in..40 4.60 

No. 295 N. 

. Pr. Ds. Pr. 

1*4-in.$ .85 $8.80 

Jin-,.40 4.20 

2 *4 in..45 4.60 

8-in..50 5.86 


5*5-in. .1.05 1.15 

6 *4x5 *4-in. .. 1.85 1.50 

No. 241 HAN. 

2*4x2*4-in. ..$°.50 

8x8-in.50 .55 

8*4x8*4-in. .. .60 .66 

4x4-in..65 .75 

4*4x4*4-in. .. .90 1.00 

5x6-in. .1.10 1.80 

6*4*6*4-in. .. 1.85 1.50 

6x6-in.1.60 1.75 

1475 FADS .20 2.20 

1475 SFSAN .25 2.80 

1474 FADS. 1*4 .25 2.49 

No. 160 FADS. 

2*4-1*. .$°°.tt $^50 

8-in. . .45 .55 

8 *4-in..55 .96 

4-in..70 .80 

4 *4-in..95 1.06 

No. 160 N. 

Oont. Bet 

2 *4-In. .$ .46 $ .50 

8-m..50 .60 

8*4-in..60 .70 

4-in..65 .76 

4 *4-In. .1.00 1.16 

No. 160 8 F2. 

Oont. Bet. 

2*4-1*. .$ .45 $ .55 

8-in. . .65 .65 

No. 296 H. 

Pr. Ds. Pr. 

1*4-in. .$ .80 $8.85 

2-in..85 8.65 

2 *4-in.40 4.00 

8-in.45 4.65 

No. 289 FADS. 

Pr. Ds. Pr. 

2x2.$ .80 $8.20 

2*4x2 .80 8.85 

2*4x2 *4 .85 8.66 

8*8.45 A 80 

No. 289 8FD. 

Pr. Ds. Pr. 

2x2 .$ .80 $8.85 

2*4x2 .85 8.65 

2*4x2*4 . .85 8.65 

8*2.45 A90 


No. 

788. 


2*4x2 .... 

... .85 

2*4x2 *4-in. 

Svft.in 

.$ .40 
40 



!!! .45 

8 *4*8 *4-in. 

^40 

.45 

No. 

289 N. 

4x4-in. .... 

. .50 

.55 


Pr. 


. .75 

. 1.00 

.86 

1.10 

2x2. 

2*4x2 .... 

...$ .40 
• • • .45 

as** 

. 1.26 
. 1.40 

1.85 

1.50 

2 *4x2 *4 .. 

8*8. 

... .45 

... .66 


No. 241 FADS. 

2*4x2*4-in. ..$ .40 $ .45 

8x8-in.40 .45 

8*4x8*41*. .. .40 .45 

4*4-in.56 .85 

4 *4x4*4-!*. .. .80 .95 

6x6-in.1.00 1.20 

5*4x5*4-in. .. 1.80 1.50 

6x6-in. .1.50 1.95 

No. 241 8F 2. 

Oont. Bet. 

2*4x2*4-in. ..$ .45 $ .50 

8x8-in..45 .50 

8*4x8*4-in. .. .50 .56 

4x4-in. . .60 .65 

4*4*4*4-in. .. .85 .95 

HINGES—FLOOR— Set 

Bommer, D 15.$ 1.50 

ILEA, 815. 1.60 

SHA, E, 265 . 1.75 

Chicago, R, EA, KF, 

200 . 8.50 

SHA, E, 200. 4.00 

R, EA, KF, 230. 4.25 

SHA. E, 230. 4.50 

Oorbin, D, R. EA, 512. 1.75 

SHA, E, 512. 1.85 


Pr. Ds. Pr. 

Kx2.$ .40 $4.60 

1*4*2..45 4.76 

B*4x2*4.45 4.90 

1*8 .66 8.00 

Ne. 289 H. 

Pr. Ds. Pr. 

2x2 .$ .80 $8.85 

1*4x2 .40 4.25 

1*4x2 *4.40 A 40 

1*2 .50 5.60 

1480 FADS Hgs .85 4.00 


Kats, R, EA, KF, 2.. 1.35 

SHA, E, 2. 1.50 

R, EA, KF, 8. 8.25 

SHA, E, 8. A00 

HODS—Coal- 


50 1480 N .40 A86 

eg 1481 FADS .25 2.60 

** 1481 SFSAN .26 2.80 

1478 FADS .25 2.50 

let. 1478 SF2AN .25 2.80 

.50 1480 FADS .25 2.20 

.50 1480 SFSAN .25 2.90 

.56 1474 FADS. 2 .80 8.80 

.65 1474 8F2, 1*4 .25 2.80 

.95 1474 8F2, 2 .85 8.60 

Set Set 

1.50 RJEA, KF, 8*4. 8.75 

1.60 SHA, E, 8*4 . A00 

1.75 Rixon, 7. 10.75 

8. 11.25 

8.50 10. 12.00 

4.00 15. 14.50 

4.25 20 . 25.00 

4.50 25 . 82.00 

1.75 30 . 38.00 

1.85 40 . 62.00 

1.35 Standard, R, EA, 450.. 6.75 

1.50 SHA, E, 450. 7.25 

8.25 R, EA, 452 . 10.50 

A00 SHA, 452 . 11.00 


Open Japanned— 

15 . 

16 . 

..$ .50 
.. .60 

Open Galvanised 

15 . 

16 . 

.$ .76 
. .95 

17 . 

.. .70 

17 . 

. l.io 

18 . 

.. .75 

18 . 

. 1.85 

20 . 

. . .90 

20 . 

. 1.50 


HOLLOW WARE, CAST IRON—Dutch Ovens, No. 8 E, $8.75 
each; 9 E, $4.25; 10 E, $4.75; 11 E, $5.75; 10-inch, $2.00; 
11-inch, $2.40; 12-inch, $2.85; 18-inch, $3.25; 14-inch, 
$4.00; 10-inch lids, $1.00; 11-inch Lids, $1.10; 12-inch 
lids, 91.35; 13-inch ids, $1.60; 14-inch lids, $1.80. 
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HOLLOW WARE— j Continued 

Gem Pans—No. 1, $1.00 each; 2, $1.00 each; 5. $1.10 each; 
8, $1.10 each; 10, $1.25 each; 11, $1.10 each. 

Griddles—No. 17, $1.00 each; 18, $1.10 each; 10, $1.25 each; 
20, $1.50 each 010, $1.65 each; 012, $1.75 each; 014, $1.90 
Kettles, 8tove—No. 7, $2.75 each; 8, $8.00 each; 9, $8.60 
each; 07, $2.75 each; 08, $8.00 each; Of, $8.50 each. 

Pots, Stove—No. 17, $3.85 each; 18, $4.00 each; 19, 84.50 
each; 017, $8.85 each; 018, $4.00 each; 019, $4.50 each. 
Skillets or Spiders—No. 8, 80c each; 4, 90c each; 5, $1.00 
each; 6, $1.10 each; 7, $1.80 each; 8, $1.85 each; 9, $1.50 
each; 10, $1.75 each; 11, $2.25 each; 12, $2.75 each; 7 W, 
$1.40 each; 8 W, $1.50 each; 70, $1.10 each; 80, $1.20 
each; 90, $1.85 each. 

Waffle Irons—No. 7, $2.25 each; 8, $2.50 each; 9, $2.75 
each; 7 D, $2.75 each; 8 D, $8.00 each; 9 D, $8.50 each; 
11, $3.50 each; 12, $5.00 each; 14, $10.00 each. 


HOOK8—Bright. 


No. 

0 

1 



Dos. 

.$ .85 

No. 

104 . 

105 . 

Dos. 

...$ .45 
... M 

2 



.65 

106. 

•. .86 

8 



.56 

107. 


4 



.45 

108. 

... .15 

5 



.85 

109. 

T r , ,1$ 

6 



.25 

110. 

T . ,15 

7 



.20 

Ill. 

T , , -14 

9 



.16 

122. 

... .10 

10 




118. 

... .10 

11 



.15 

114. 

... .10 

12 



.10 



18 



.10 



14 



. 10 



Groaa—60% Diaeonnt from 

List. 


Braaa 1 

No. 

1412— Dot 


Doz. 

% .. 



.$ .20 

1%, 2 for 5c_ 

. . .$ .85 

\ .. 



. 20 

1 % # . 

.40 


for 

5c. 

.20 

1% . 

. . . .50 

7 », 2 

for 

5c. 

.25 

1 %. 2 for 15c. . . 

... .75 

1. 2 for 3c. . 

.30 

2, 2 for 15c. 

... .85 

Brass Cup 

No. 181—Dot. 


Doz. 

% .. 



.$ .20 

1, 2 for 5c. 

..$ .30 

S • • 



.20 

1 % . 

.40 

\ .. 



.20 

1 hi . 

... .50 

\. 2 

for 

5c. 

.20 

1%. 2 for 15c.. 

... .75 

. 2 

for 

5 c. 

.25 

2, 2 for 15c. 

... .85 


HOSE COUPLINGS —Com. Size %, each 20e; %, 20c; %, 20c. 
HOSE (GARDEN) — 

Coupled Fifty Foot Lengths—Aztec, % inch 24c foot. 
Aztec. % Inch 2dc; Deluge, % inch 28c, Deluge, % inch, 
27c; Delphos, % inch, 20c; Delphos, % inch 23c; Sierra, 
% inch 22c, Sierra. % inch. 25c; Simi, % inch 17c, Simi, 
\ inch 2Ic; 8olar Cotton, % inch, 20c, Solar Cotton, % 
>nch 23c; Summit, % inch 20c; Summit, % inch 23c; Ten 
Cec, % inch 17c, Ten Cee, \ inch 21c; Torrent, % inch 
23c. Torrent, % inch 27c; Union Arrow, plain, % inch 18c, 
Union Arrow, plain. % inch 21e, Union Arrow, WW, % 
inch Tic, Union Arrow, % inch 20c; Whirlpool, % inch 
2oc, Whirlpool. % inch 23c. 

Keel Not Coupled—Endurah Ribbed, % inch 24c, Endurah 
Ribbed, % inch 28c, Endurah Smooth, % inch 25c, Endurah 
Smooth, % inch 28c; Goodrich Ribbed, % inch 27c, Good¬ 
rich Ribbed, \ inch 31c; North Star Ribbed, % inch 28c, 
North Star Ribbed. \ inch 27c; Raiah Ribbed, % inch 

22c, Raijsh Ribbed, \ inch 26c; Raiah Smooth, % inch 

22c, Rajah Smooth, \ inch 26c; Utility Ribbed, Vs inch 

21c, Utility Ribbed % inch 24c, Utility, 8mooth % inch 

21c, Utility Smooth, % inch 24c. 

ICE TOOLS— 


No. 815 Plow, 8-in- 

No. 816 Plow, 10 in.... 

No. 817 Plow, 12 in. 

No. 820 Plow, 8 in.. 



. .$40.00 
.. 47.50 
.. 64.00 
.. 42.50 

No. 821 Plow, 10-in. 

No. 822 Plow. 12*in. 

No. 456 Splitting Chisel . 

No. 495 :...... 



.. 50.00 
.. 57.00 
.. 4.75 

5.86 

No. 520 Ice Hooks, 4 ft. 

4%-ft. 

6-ft. 



.. 1.85 

.. 1.40 

1.60 

6-ft. 



1.65 

No. 1 Ice Tongs V A B. 
No. 2 . 



1.75 



2.00 

No. 8 . 



2.25 

No 540 18-inch . 



2.00 

14% inch . 

16%-inch . 

Pond Ice Saws—Tiller 
4 % -foot.. . 

Handle. 


.. 2.16 
.. 2.25 

6.75 

5 foot . 



6.25 

R U font _ . 



S 74 

IRON—Bar* Small Lota. (Cutting Extra) 

Common Bar . 

Anrle Iron, % inch . 

Angle Iron. 8 16 inch . 

Angle Iron. % inch and heavier. 

Rd.. sq. and sq. twisted— 

H inrh «nd smeller. 

R 1 f, Inrh ... . . 

. .$ 06 lb. Baae 

.. .10 
. . .08 
. . .07% 

.. 7 R0 Baae 

.. 7 on 

K to Hi inch . 

3 inrh and larger . 

Flats, all sixes . 


. . 6 RO 
.. 7 RO 
. . 6.50 



IRON8—Sad. Common, 15c lb.; Mrs. Potts No. 50, $2.50 set; 
Dover No. 70, $2.76 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.76; 1L, $2.50; 2L. $8.50; 
8L, $6.75. 

KNIVES * FORKS—Iron Handled, $1.26. 

Butcher— 


No. 

Each 

526— 5 . 

. . .$ .75 

526— 5% . 

... .85 

526— 6 . 

... .95 

526— 6% . 

. . . 1.10 

526— 8 . 

. . . 1.65 

526— 9 . 

. . .$2.00 

526—10 . 

... 2.50 

526— 7 . 

. . . 1.85 

526—12 • . 

. . . 3.50 

526—14 . 

. . . 4.25 

790— 6 . 

... 1.00 

790— 7 . 

... 1.80 

790— 8 . 

... 2.00 

1500— 6 . 

... 1.00 

Cheese— 

675 . 


Cooks French— 

267— 6 . 

... .80 

267— 8 . 

... 1.80 

267— 9 . 

... 1.50 

267—10 . 

... 1.85 

267—12 . 

... 2.00 

Corn— 

2 . 

. . . .90 

3 . 

. . . .50 

5 . 

. . . .45 

10 . 

. .. .60 


No. 

Saab 

1500— 7 . 

..$1.25 

1500— 8 . 

.. 1.50 

1910— i . 

.. .50 

1910— 7 . 

.. .60 

1910— 8 . 

.. .75 

2200— 6 . 

.. 1.00 

2200— 7 . 

.. 1.86 

2200— 8 . 

.. 1.60 

8047— 6 . 

.. .60 

8047— 6% . 

.. .70 

8047— 7 . 

.. .85 

8047— 8 . 

.. 1.00 

8047—10 . 

.. 2.00 

8047—12 . 

.. 2.60 

Draw— 

.. 1.75 

84— 4 . 

.. .75 

100— 6 . 

.. 8.75 

100— 7 . 

.. 4.00 

100— 8 . 

.. 4.50 

100— 9 . 

.. 5.00 

105— 6 . 

.. 1.60 

105— 8 . 

.. 1.50 

105— 9 . 

.. 1.85 

105—10 . 

.. 1.75 

106—12 . 

.. 8.00 


KNIVES—Hay—Lightning $1.86; Iwan Sickle. $2.00; Iwan 
Serrated, $2.00; Heath's Upright. $1.85. Corn—Corn 

King, 40c; No. 12 Hooks, 50c. 


KNOBS—Maple. Baae. 

5c each 

; 85c dos. 


LACING—Belt— 




leather 


Bristol 


Size %, per ft. 

. .$ .03 

111, per inch. 

.$ .01% 

Size 5-16, per ft. . . 

. . .03 

112, per inch. 

. .02 

Size %, per ft. 

. . .04 

113, per inch. 

. .02% 

Size %, per ft. 

. . .05 

114, per inch. 

. .03 

Size %, per ft. 

. . .06 

Wire— 


Size %, per ft. 

. . .08 

No. 1, box 50 ft. . 

. .60 



No. 2 . 

. .65 


LADDERS—Extension, No. 1, 35c foot. Step, Climax, 60c 
foot; Special, CreRcent. 45c foot; Standard, 35c foot. 


LANTERNS—Boys’—No. 589, 45c each; 1590. Cadet. 25c. 

Dash—No. 321, Prison, $2.25 each; 331, Prisco, $2.50. 

Cold Blast Tubular—No. 320, Prisco (Little.Wizard), $1.50 
each; 400, Prisco (Nustyle), $1.80; 477, Priaoo, $1.65. 

Hot Blast Tubular—No. 163, Prisco $1.15 each; 165R, 
Prisco (Ruby), $1.60; 176. Prisco (Bullseye), $1.60; 217, 
Prisco, $1.15. 

LEAD—White—12% lb. Keg. $1.85; 251b. Keg. $8.66; 50-lb. 

Keg. $7.15; 100-lb. Keg, $14.00. 

LIFTS— Sash—Large Bar. $1.25 dos.; Small Bar, $1.10 doa.; 
Hook. 40c dos. 

LOCKS—Rim—Steal, 75c set; Cast, 60e set. 

LINES. CLOTHES—Cotton, Braided—No. 850, 65c each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 85c each; 150, 40c. 

Wire, Twisted—50 foot, 20 gauge, 35c each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge. 50c; 50 foot, 18 gauge, 5f»c; 
75 foot, 18 gauge, 60c; 100 foot, 18 gauge, 70c. 

Wire, Solid—100 foot. 9 gauge, 75c each. 

MANILA ROPE—3 16 inch to >4-inch, 50c per lb; %-inch 
and larger, 45c. 

MATS. DOOR—Cocoa—No. l, $1 50 each; 2. $1.85; 3, $2.15; 
02. $2.60; 03, $3.25; Of. $4.00; 05, $4.75. 

Steel —No. 20, $1.50 each; No. 40, $2.00 each; $60, $2.85 
each; 80, $4.50 each; loo rolls. 35c square foot. 


MATTOCKS— 

Short Cutter, No. 1 «on .Each $1.90 

Long Cutter, No. 1790 ... .Each 1.90 

Pick. No. 1810 .Each 1.90 

Handled. D E 3 .Each 1.85 

Handled, C E 3%.Each 1.85 

Handled 8 Q 3% .Each 1.10 


MAULS—Post—Vo. 

lio. $1.50 

11^. $2 50; 120, 

$2 75. 

Ship or Top- — No. 

l :»r.n. 35c 

Wood Choppers’ — 

-No. 2130. 

MTT.l.S—Cider— 

Junior. 

...$85.00 

Medium. 

. .. 80.00 

MOPS— Slasher 

15 os., each.... 

. ...$ .75 

18 o*.. each. . . . 

.85 

21 oz.. each.... 

_ 1.00 


MOP STICKS—No. 7, 25e aach: 
or Janitor'a. 65c aaak. 


b; 113, $1.75; 116, $225; 


lb. ; 2131, 35c lb. 

Senior.$40.00 

Fore# Feed .18.00 

Cottou 

15 oz. ( each.$ .76 

18 oz., each.86 

21 oz.. each. 1.00 

No. 18. 84* aaeht Ha. 70 
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MOWERS—Orut American—15-in., $16; 17-in., $18; 19-in., 
$20; 21-in., $22. Common—12-in., $6; 14-in., $6.25; 16- 
in., $6.50. 

NAILS-—Bnse per Kef, $5.80. 50 to 99 Ifcs., add 50o par 

100 ibt. to Kef price. 1 to 50 lb- 


Tine Blue 2*8.$ .08 

Fine Brifht.08 

Common 2*8d.08 

Common 4*5d.. .08 

Common 6*7d.07 

Common 8 to 60d.... *07 

Oaatnf 2*8d.08 

Casing 4*54.08 

Caainf 6 to 90d.08 

FinUhinf 2*8d.10 

Finiahinf 4*54.08 

Finishing 8 to 804.. .08 

Smooth Box 4 to 84. .08 

Smooth Box 8 to 804 .08 
Barb Box 4 to 84.. .08 

Barb Box 8.08 

Trunk— 

Bulk, lb.80 

1 lb. Papon, ea.... .85 

44 lb.80 

3 lb.15 


Barb Box 8 to 204.. .08 

Barb Roof % to % .. .10 

Barb Roof 1 to 144.. .10 

Planter Board.10 

C. 0. Box.10 

Cat Casinf 6*8.08 

Galv. Felt.15 

Galr. Boat.18 

Clout— 

Bulk, lb.80 

Hid. Papers, ea... .20 

Clfar Box— 

Bulk, lb.80 

1 lb. Papers, ea.... .85 

46 lb.80 

2 lb.15 

Horseshoe— 

Oapewell, lb. . AO 

Northwestern .80 

Union . 85 


NETTING, POULTRY—Hexagon, Galvanized After Weavin 
2 inch, 20-gauge—List roll, 12 in., $2.14; 18 in., $3. 


2 inch, 20-gauge—List roll, 12 in., $2.14; 18 in., $3.08; 
30 in., $4.68; 86 in., $5.35; 48 in., $7.18; 60 in., $8.91; 
72 in., $10.69. 


OIL—Boiled Linseed, $2.50 gal. 

OILERS— 14 B . 

Mowing Machine— 16 . 

No. Each Steel, Railroad— 

8 A .$ .25 10. 

8 B.40 11. 

1100 .20 Zinc, Chaoe’s— 

1120 .35 00 . 

1140 .80 0 . 

Steel, Spring Bottom— 1. 

13 .80 8 . 

18 A.85 4 . 

14 .40 5 . 

14 AA.45 6 . 

OUTFITS—Cobblers—Eclipse. $1.00 each; Fan 
Home, No. 1. $2.00; No. 2, $1.60. Lasts and 


. 10 

.15 

.15 

.20 

.25 

.80 

.85 

.45 

each; Family, 81.85; 
Lasts and Stands, No. 


15. cast. 90c; No. 15, oxtra heavy, $1.85; No. 24, malle¬ 
able, $2.25. 

OYENS, PORTABLE—Boss „ v 

No. Each No. Each 

012.$5.25 550 .$5.50 


055 . 

0200 . 

450 . 

Perfection 

121 G . 

Pinney * Boyle 

18. 

17. 


Sell Full Roll—12 in., $2.35; 18 in., $3.40; 24 in., $4.30; 
30 in., $5.15; 36 in., $5.90; 48 in., $7.85; 60 in.. $9.80; 
72 in., $11.75. 

Sell Cut (lin ft.)—12 in., 2*4c; 18 in., 3%c; 24 in., 

4)4c; 30 in., 5c; 36 in., 5%c; 48 in., 744c; 60 in., 

944c; 72 in., 1144c. 

144-inch, 20-gauge—List Roll—12 in., $3.15; 18 in., $4.53; 
24 in., $5.78; 80 in., $6.90; 36 in., $7.88; 48 in., $10.50; 
60 in., $18.18; 72 in., $15.75. 

Sell Full Roll—12 in., $3.45; 18 in., $5.00; 24 in., $6.40; 
30 in., $7.60; 36 in., $8.70; 48 in., $11.50; 60 in., 

$14.50; 72-in., $17.25. 

Sell Cut (lin. ft.)—12 in., 3 44c; 18 in., 4%c; 24 in., 

644c; 30 in., 744c; 36 in., 844c; 48 in., 1144c; 60 in., 

14c; 72 in., 16 44 c. 

1-inch, 20-gange—List Roll—12 in., $4.95; 18 in., $7.12; 
24 in., $9.08; 30 in., $10.83; 36 in., $12.88; 48 in.. 

S 16.50; 60 in., $20.64; 72 in., $24.75. 

ell Full Roll—12 in., $5.45; 18 in., $7.80; 24 in., 

$10.00; 30 in., $11.75: 86 in., $18.50 48 in., $18.00; 
60 in., $22.50; 72 in./ $27.00. 

Sell Cut (lin. ft)—12 in., 5 44c; 18 in., 744c; 24 in., 

944c; 30 in., like; 36 in., 18c; 48 in., 17 44c; 60 in., 
22c; 72 in., 26c. 

44 inch, 20-gauge—List Roll—12 in., $8.55; 18 in., $12.30; 
24 in., $15.68; 30 in., $18.71; 36 in., $21.88; 48 in., 
$28.50; 60 in., $35.63; 72 in., $42.75. 

Sell Full Roll—12 in., $9.40; 18 in.. $13.50; 24 in., 

$17.00; 30 in., $20.50; 86 in., $23.50; 48 in., $31.25; 
60 in., $39.00; 72 in., $46.50. 

Sell Cut (lin ft.)—12 in.. 9c; 18 in., 13c; 24 in., 1644c: 
30 in., 20c; 36 in., 23c; 48 in., 30 44c; 60 in., 38c; 
72 in., 45c. 

NIPPERS —Nettleton—8-in., $1.60 each; 10-in., $1.85; 12 in., 
$2.00; 14-in., $2.45. 

NIPPLES—Right Hand. 

Size 2 344 3 844 4 5 6 T 8 

44, black .04 .0$ .06 .06 .07 .06 .10 .IS .16 

*», galv. .06 .11 .11 .11 .12 .14 .16 .18 .21 

%, black .04 .06 .06 .06 .07 .08 .10 .12 .16 

4, galv. .06 .11 .11 .11 .12 .14 .16 .18 .22 

4i, black .04 .06 .06 .06 .07 .08 .10 .12 .16 

4 1 , galv. .06 .11 .11 .11 .11 .14 .16 .18 .22 

black .06 .07 .07 .07 .08 .10 .12 .14 .16 

4 1 , galv. .06 .11 .11 .11 .18 .16 .18 .22 AO 

%, black .06 .09 .09 .09 .09 .11 .18 .17 .18 

%, galv. .08 .14 .14 .14 .14 .18 .21 .26 A2 

1, felack .08 .18 .18 .18 .18 .16 .18 .28 .26 

1, galv. .11 .19 .19 .19 .19 .24 .28 .84 At 

144. black .11 .11 .17 .17 .17 .20 .24 .29 .88 

144. galv. .17 .17 .29 .29 .29 .82 .88 .46 Ai 

144, black .18 .18 .20 .20 .20 .26 .29 .86 .48 

l*. galv. .21 .21 .85 .86 .86 .89 .46 .54 .60 

2, felack .18 .18 .27 .27 .27 .82 .88 .50 .64 

2. galv. .27 .27 .47 .47 .47 .52 .61 .68 .75 

NTJT8—Cold Punched U. 8. d. Hexagon, Tapped—Size 44* 70c 
lb.; 5-16, 65c lb.; %. 50c lb.; 7-16, 45c lb.; 44, 40c lb.; 
9-16, 85c lb.; %, 80c lb.; %, 25c lb.; %, 26c lb.; 1, 
25e lb. 

Hot Pressed U. 8. 8. Square, Tapped—Size 44, 85c lb.; 
5-16, 30c lb.: 44, 27e lb.; 7-16, lie lb.; 44. Ho fb.;%, 19c 
lb.; 44. 18c lb.; %. 17c lb.; 1, 17c lb. 

OAKUM—Plumbers, 16c lb.; Navy, 25e lb.; Best Unspun, 
35e lb. 

OAR LOCK8—2-in., per pair 40c; 2 44-in., per pair 60s; 

2 44 -in., per pair, 70c. 

OPENER* (OAN)— 

No. Each. No. Each. 

4 .$ .10 140 .$ .15 

16 .15 340 .30 

100 .30 


17 G ... 8.75 37 G .8.85 

PACKING—Sheet Rubber—Standard, 20c lb.; Rainbow, 90c; 
Italian Hemp. Common, 40c; Square Flax, braided, 50c; 
Piston Spiral bteam. High Pressure, $2.25; 8team or Water, 
Low Preseure, $1.26. 

PADS—Sweat—Ne. 62 N12. Red Edge, 75e; No. 146 All, 
Blue and White striped, $1.60. 


PADLOCKS—Corbin 

No. Each 

958 .15 

280244 . »« 

2822 44 . 50 

2869 . .... 1.00 

2879 . 1.50 

2880 . 1.75 

2881 . .. 2.25 

2883 . 8.00 

Miller 

1 . 1.50 

016 ..25 

18 .V...80 

18 B.85 

19 ..40 

21 ..50 

75.50 

75.75 

78 ..85 

96.50 

96 C..65 

121.50 

5441 .85 

81aymaker 

1902 .60 

PAINT SUNDRIES— 

Alcohol (Denatured) Gal. 

1-gallon .$1.85 

5-gallon . 1.20 

Barrel .$1.20 

Glne Lb. 

No. 2 Gelatine.65 

Chicago Whita.65 

Lead, Selby White 

500 lbs. or more.1544 

100-lb. kegs.16 

50 and 25-lb. kegs.. .1644 

12 44-lb. kegs.1644 

Paint, Dry Colors 

Burnt Umber.0644 

Chrome Green, Med.. .15 

Graphite.06% 

Princess Metallic ... .04 

Raw Sienna.07 

Venetian Red.04 44 

Yellow Ochre.05 

Paints, Ready Mixed 


Gals. ...! 


4.40 

44-gsis. ... 

...44-Gal. 

2.80 

Quarts .... 

.* 

1.25 

Pints_ 

.70 

44-pints .. 
1st Grade, 

.... 44-Pt. 
Colon— 

.40 

Gals. 


4.25 

44-gals. ... 

... 44 -Gal. 

2.25 

Quarts .... 

.Qt. 

1.20 

Pints _ 


.65 

44-pints .. 

.... 44-Pt. 

.85 

2nd Grade White or Colore- 

Gals. 


2A0 

44-gals. ... 

...44-Gal. 

1.60 

Quarts 
Inside Floe 

.Qt. 

>r— 

.95 

Gals. 

.Gal. 

2.90 


9902 N CI...60 

21090 .. .75 

Yalt 

228 ..... _ :.. .Y, .65 

225 .. .80 

458 J :..85 

458 X ..85 

668 .. 1.26 

565 .. 1.50 

585 . 1.80 

685 :. 1.25 

645 J :.60 

808 . 1.40 

805 . 1.50 

80544 . 1-76 

818 .. 1.50 

815 .. 1.60 

828 . 1.75 

888 ... 2.00 

848 . 2.50 

858 . 2.75 

8454 . 2.00 


44-gals. 

Quarts.. 

44-Gal. 1.60 
....Qt. .96 

Porch— 

Gals. 

...Gal. 4.25 

44-gel*. 

Quarts. 

H-OaL 3.35 
...Ot. X.»0 

Oil 

Gal 

Floor. 


Gloss ....... 

.60 

Lard. No. 1 .. 
Lin-O-Oil- 

.2.50 


Linseed, Boiled 

.2.50 

Linseed, Raw. 


Neatafoot No. 

1.2.60 

Neutral. 

.45 

Paraffine_ 

.55 

Tints, Kalsomlno Lb. 


Barrel!.0944 

Kegs. 100 lbs..- .0944 

1004b. bulk .09% 

26 lb. bnlk.10 

Less 25 lbs.1044 

100 lbs. 5-lb. pkgs... .10 44 

Less 100 lb. 5-lb pkgs. 11 
Kslsomine, White 

Bble., 280 lbs.08% 

Kegs, 100 lbs.09 

4 25-lb. pkgs. bnlk.. .09 44 

25 lbs., bnlk.0944 

Less 25 lbs. .10 

100 lbs., 5-lb. pkgs. .09% 
Less 100 lbs. .10 

Turpentine Gal. 

1-gal.1.85 

5-gal.97 

Wax lib. 

Johnson's.70 

Old English.70 

Bradley's.65 
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PANS—Acme Frying— 

No. 00, each.$ .16 

No. 0, oaeh. .25 

No. 1, each.80 

No. 2, each.85 

No. 8, mch .85 


$ .15 

No. 4, each... 


.25 

No. 5, oach... 


.80 

Ho. 6, each... 


.85 

No. 7, each... 


.85 

1-16 

and under, 80c lb. 

cut; over 


116, 80c lb. 

Paper Sheathing Bod or Gray, 20-lb., 05e roll; 25-lb., $1.15 
roil; 80-lb.. $05 rolL 

Tarred Insulating, No. 8, roll $1.60 (eat 6e lb.); 10, roll, 
$2.50 (cat 6c lb!) 


PIPES—Building— 
P A B 


Imitation P A B 


Bad Resin— 


$2.00 

No. 1—500. 

_$1.80 

8.90 

No. 1—1000.... 

_8.40 

2.95 

No. 2—500. 

-2.58 

5.75 

No. 2—1000_ 

.... 4.95 

4.00 

No. 8—600. 

.... 2.60 

7.70 

No. 8—1000.... 

.... 8.75 

.$1.15 

25 lb. 

... .$1.65 

1.40 

80 lb. 

.... 1.90 


PAPEB—Roofing, Smooth or Sanded—Ply %, $1.85 lb.; ply 1, 
$2.26; ply 2, $2.75; ply 8, $8.26. 

PAPEB, ELAND AND EUBY—Astee Sand Paper, In Sheets— 
No. 00 %, 40e or.; 1, 45 qr.; 1%, 60c qr.; 2, 65e qr.; 2%, 
60o qr.; 8, 65e qr. 

PEAV1E8— —So chat— —Bangor— 

Maple Hickory MapleHlokory 
8%x4 .$2A0 $2.75 $2.50 $8.00 


—Socket— 


Maple Hickory 

2%x4 .$2A0 $2.75 

4% . 2.75 2.85 

2%x4% . 2.75 2.85 

5 . 2.75 8.00 

2%x4% . 8.00 8.25 

5 . 8.00 8.25 

8x5 . 8.15 8.50 

PEROOLATOR8, OOFFEE—Universal— 


44 . 


1204 . 


46 . 


1206 . 


48 . 


1208 . 


52 . 

........ 4.26 

1210 . 

. 5.00 

54 . 

.4.60 

1804 . 

. 4 25 

56 . 

.5.00 

1806 . 

. 4.50 

58 . 

. 5.50 

1808 . 

.4.75 

64 . 

.5.00 

1810 . 

. 5.00 

66 . 


1404 . 


69 . 


1406 . 


614 . 


1408 . 


74 . 


1410 . 


76 . 


1504 . 


79 . 


1506 ..._ 


714 . 

. 7.20 

1508 . 

. 4 75 

464 . 


1510 . 


466 . 

. 6.00 

1704 . 

. 4 25 

469 . 


1706 . 


474 . 


1708 . 


476 . 


1710 . 


479 . 





Percolator Tops, 10c each. 

PIOK8—Railroad—No. 1710, $1.50 each; 1711, $1.60; 1712, 
$1.75; 1718, $1.85; 1714, $2.00; 1715, $2.25. 

Drifting— No. 1, $1.85 each; 1%, $1.50 each; 2, $1.60 
each; 8, $1.75 each; 4, $1.90 each. 

PINS—Escutcheon—Small lota, 15e os.; large lota, 40% erer 
List. 

PIPE FITTINGS (STOVE)—Daps, No. 0 15, 50c each; O 16, 
•Oe each. 

Collars, No. 018, 014, 15e; 25, 25%, 26, 10c ea.; 27, 15c ea. 
Cylinders, No. 64 (1508), 75c each; 64 (1606), $1.00 each; 
65 (1612), $1.10 each; 75, $1.20 each.* 

Dampers, No. 8, 4, 15c each: 5, 6, 20e each; 7. 80o each. 
Elbows, No. 8 Oorg., 20c each; 4 Oorg., 25c each; 6 Corg.. 
25e each; 6 Oorg.. 80c each; 7 Oorg., 40e each; 8 Adj. 4 
Pc n 26c each; 4 Adj. 4 Pc- 80c each; 5 Adj. 4 Pc., 80o each; 
• Adj. 4 Pc„ 85o each; 8*lneh Adj. Galvd., 85c each; 4-inch 
Adj. Galvd., 45c each; 8 Oorg. Jap., 85o each; 4 Oorg. Jap., 
45c each. 

Fine Stops, Nos. 1 and 86, 15e each; $, 16c each; 80, 20e 
each; 40, 20c each. 

Roof Plates and Saddles, Nos. 15, 16 (Side), 60c each; 50, 
80 (Ridge), 75c each. 

PIPE FITTINGS—Pries. each. 

%.%, %-in. %-in. %-ln. 1-in. 

Ilk. Gal. Blk. GaL Blk. Gal. Blk. 


Crosses . 

Elbows, 66 Dog. 
Elbows, 45 Dog. 
Elbows, Rod.... 
Elbows, Street .. 
Floor Flanges .. 


Flags . 

Bednoers . 

Retain Bonds 
Tees . 


Wssto Hots 


.06 

$ .10 $ 

.05 $ 

.10 1 

.10 $ 

.16 $ 

.10 

.06 

.10 

.10 

.12 k 

.18 

.15 

.15 

.10 

.10 

.10 

.15 

.16 

.15 

AO 

.16 

.20 

.25 

.80 

.85 

.60 

.45 

.10 

.16 

.10 

.15 

.15 

.15 

.20 

.10 

.10 

.10 

.16 

.16 

.25 

A5 

.16 

.16 

.20 

.20 

.25 

.80 

M& 

.10 

.10 

.16 

AO 

.90 

.85 

*S§ 

.20 

.40 

.80 

.60 

.86 

.60 

.40 

.05 

.10 

.10 

.16 

AO 

AO 

AO 

.06 

.06 

.05 

.05 

.05 

.10 

.10 

.10 

.16 

.15 

.20 

.20 

.95 

.26 

.20 

.85 

.25 

.45 

AO 

.48 

.50 

.10 

.16 

.15 

.90 

.15 

.90 

AO 

.90 

.26 

.20 

.80 

.25 

.85 

AO 

.10 

.10 

.10 

.10 

.10 

.16 

.10 


1-in. 1%-in. 1%-in. 2-in. 

Gal. Blk. Gal. Blk. GaL Blk. Gal. 

Bashings.15 .10 .26 .15 .80 .20 .85 

Gaps .20 .20 .40 .25 .45 .40 .65 

Couplings.20 .20 .25 .25 .80 .26 .40 

Crosses .76 .65 .90 .60 1.10 1.00 1.75 

Elbows, 45 Deg. .80 .40 .66 .45 .70 .65 1.10 

Elbows, 45 Deg. .80 .40 .65 .45 .70 .65 1.20 

Elbows, Bed.... .85 .86 .60 .40 .65 .65 1.10 

Elbows. Street . .40 .80 .55 .85 .60 .75 1.25 

Floor Flanges .. .70 .45 .80 .60 1.10 .75 1.50 

Look Nuts.40 .85 .60 -.40 .65 .65 A5 

Plugs.10 .10 .16 .15 .20 .15 .25 

Reducers.85 .25 .45 .85 .55 .50 .90 

Return Bends . .80 .65 1.80 .85 1.50 1.25 2.40 

Tees .80 .80 .50 .40 .75 .70 ISO 

Unions .45 .46 .65 .60 .86 .80 1.00 

Waste Nuts ... .15 .20 .80 .40 .65 .60 .90 

Nipples 

%, %, %-Jn. %-ln. %-in. 1-In. 

Blk. Gal. Blk. GaL Blk. Gal. Blk. 

Close.05 .05 .05 .07% .05 .07% .10 

Long .05 .10 .06 .10 .10 .15 .10 

4- in. Long.05 .10 .08 .10 .08 .15 .10 

5- in. Long.08 .10 .10 .16 .10 .15 .10 

6- in. Long.08 .10 .10 .15 .10 .15 .15 

1-in. 1 %-in. 1%-in. 2-in. 

Gal. Blk. Gal. Blk. Gal. Blk. Gal. 

dose.10 .10 .15 .15 .20 .15 .25 

Long.20 .15 .25 .20 .80 .25 .40 

4- in. Long.20 .15 .25 .20 .80 .25 .40 

5- In. Long.20 .15 .26 .20 AO .25 .40 

6- in. Long. .25 .20 .80 .25 .85 .80 .45 


PIPE, GAS AND WATERr—Black, %-inch, 7c foot; %-ineh, 
8c; %-inch. 8c; %-inch, 10c; %-inch 12c; 1-inch, 18c; 
1%-inch, 28c; 1 %-inch, 80c; 2-inch, 40c. 

Galvanised—%-inch, 9c foot; %-inch, 9c; %-inch, 9c; %* 
inch, 12c; %-inch, 15c; 1-inch, 22c; 1%-inch, 28c; 1%- 
inch, 87c; 2-inch, 50c. 

PIPE, STOVE—Nested, full joints—Sise, 8-inch, 80e joint; 

4- inch, 80c; 5-inch, 85c; 6-inch, 40c; 7-inch, 45c. 8-inoh, 
Japan, 85c; 4-inch, 40c; 5-inch 45c. 8-inch Galvanised, 
40c; 4-inch, 45c; 5-inch 50o; 6-inch, 55c. 

Half Joints—Sise, 5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—Sise, 6-inch to 6-inch, 40c joint; 7-inoh to 
6-inch, 45c joint. For future delivery, prices withdrawn. 
PITCH—Asphaltum—5-lb. oan 85c; 10-lb. can, 70c; 25-lb. 

can, $1.60; 50-lb. can, $2.7#; % Bbl. ( $4.60; Bbls., $8.00. 
PLANES—Wood Smooth, $1.25 each; Wood Jack, $1.50. 

Block-Bailey—No. 9%, $2.40 ehch; 9%, $2.75; 15, $2.50; 
16, $2.60; 17, $2.75; 18, $2.75; 19, $2.85. 

Block, Stanley—No. 60, $2.65 each; 60%, $2.40; 61, $2.40; 
65, $8.15; 100, 60c; 101, 50c; 102, 85c; 108, $1.20; 110. 
$1.25; 120, $1.75; 180, $1.75; 181, $2.75; 203, $1.40; 
220, $1.75. 

Iron, Bailey—No. 2, 2 C, $4.25 each; 8, 8 O, $4.50* 4. 4 C, 
$4.75* 4%, 4% C, $5.25; 5, 5 C, $5.25; 5%, 5% 0. $6.00; 
6, 6 C, $7.00; 7. 7 0, $8.00 ; 8, 8 O, $10. 

Iron, Stanley—No. 602, 602 C, $4.50 each; 603, 608 C, 
$4.75; 604, 604 C, $5.25; 604%, 604% O, $6.00; 605. 
605 C, $6.00; 605%, 605% C, $6.75; 606, 606 O, $7.75; 
607, 607 C, $8.75; 608, 608 C, $10.50. 

All Wood—Plain, No. 15W, $1.25; 21W, $2.25; 27W, 

$2.50; 029W, $2.65. Rasee, No. 17W, $1.50; 23W, $2.65; 
29W, $3.00. 

Wood Bottom, Bailey—No. 22, $3.00 each; 23, $3.00; 24, 
$3.00; 26. $3.50; 27, $3.85; 28, $4.25; 29, $4.40; 80, 
$4.65; 31, $4.65; 32, $5.00; 85, $8.75; 86, $4.25. 
Rabbet—No. 10, $7.00 each; 10%, $5.85; 75. 90c; 90, 
$4.25; 92, $4.25; 93. $5.00; 190, 191, 192, $2.85. 
PLIERS—Bernard's, No. 100, 4%-inch, $1.00 each; 5%- 
inch, $1.25; 6 %-inch, $1.50; No. 101, 5 %-inch. $1.25; 
6 %-inch, $1.50; No. 102, 4 %-inch, $1.85; 5 %-inch, $2.25; 
6 %-inch, $2.75; 8-inch, $3.75; No. 103, 4%-inch, $1.00; 

5- inch, $1.10; No. 104. 4 %-inch, $1.00; 5-inch, $1.10; No. 

105. 5-inch, $2.00; No. 106, 4 %-inch. $1.10; 5-tnch, 

$1.25; No. 108, 6-inch, $1.40; 7-inch, $1.85; No. Ill, 5% 
inch, $1.75. 

PLUG8—Spark—$1.00 each. 

PLUMBS AND LEVEL8 —Wood. Stanley or Disston—No. 00, 
•1.00 each; 0, $1.15; 9, $1.60: 8, #1.75; 18. $2.10; 15, 
$2.85; 80. $2.15; 86, $9.85: 45%, $8.00: 90. $2.75; 98, 
$8.75; 95. $5.50; 98, $2.75; 101, $2.76; 102, 60o; 104, 76e; 
6012. $9.00; 6018, $2.75; 6024, $8.15; 6521, $2.00; 6519, 
$2.50; 6524, $8.00. 


POINTS A 0HUCK8— 


For 80 and 81. 

$ .75 

8-inoh. 


For 85. 

.80 

10-ineh. 


Nos. 11 and 15, 2-In. 

.65 

No. 75. 


8-lneh... 

.60 

No. 60. 

.1.06 

4 Inch. 

.65 

No. 80. 


5-ineh. T . 

.75 

No. 81. 


6-Inch. 

.65 




POLISH (FURNITURE)—Calol, % pint, 80c each; 1 pint. 
40c; 1 quart, 60c; % gallon, $1.00; 1 gallon, $1.7o; 5 
gallon*. $7.00. 

Liquid Veneer. 4 ounce, 25c each; 12 ounce, 50c: l quart. 
$1. $1. O-Cedar, 4 ounce, 25c each: 12 ounce. 50c; quart. 
$1.00; % gallon, $1.50; gallon, $2.50. 
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POLISHES—Continued. 

Johnson's Prepared Wax, 5 ounce, 85e each; 1 pound, 70e; 
2 pound, $1.40; 5 pound, $8.00. 

Metal—NonQlio, % pint, 50e each; 1 pint, 75e; 1 quart 
$1.25. 

Shoe—Shuwhite, 15e each; Midnight Oil, 25c; Royal, 15e; 
Jet-Oil, 15c; 4 0 8 Shoe Satin, 10c; 9 0S 8hoe Satin, 15o; 
1 O Satinola, 10c; 2 0 Satinola, 15c 5 P S Shoe S'atin, 10c; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, 
Satinola, 15c. 

Stove—Liquid, No. 6 Black Silk, 20o each; 8, Black Silk, 
25c; 2, Black Eagle, 20c; 10 E, Enameline, 16e. 

Paste, No. 5, Black 8illc, 15c each; 10. Black Silk, 20o; 
20, Black Silk, $1.40; 01. Black Eagle, 40o; 95 Black 
Eagle, $1.40; 4 E, Enameline, 10c; 6 E, Enameline, 15c; 
75 Black Jack, 15c; 1, Rising Sun, 15o. 


POTS—Fire 


Gasoline, C. 

6 . 

A L. 

.... 17.00 

8 Quart . 

10 Quart. 

12 Qnsrt. , , , , . 

.1.60 

21 . 

71 . 

72 . 

221 . 

- 17.00 

_ 22 50 

16 Quart . 

Tin— 

4 Quart . 

6 OtLsrt. ...... 

..65 

Watering Galvanised 

4 Quart. .. $ .86 

6 Quart . 1.00 

8 Quart. ...... 

10 Quart . 

.. 85 


PULLERS—Nail—Rex. $1.46 eaoh: Rex. Jr., $1.25; Red 
Devil, $2.00; Morrills, $2.00; Little Giant, $1.60. 


PULLETS—Brass Screw, No. 850, % inch, lOo each; %, lOo 
each; %, 10c each: 1. 15c each; 1)4, 25o each; 1%, 40e 
each. No. 870, % men, 25c each; 1, 40c each. 

Brass side. No. 1150, % inch, 20c each; %, 25c each. No. 
1170, % inch, 25c each; %, 80c each. 

Brass Upright. No. 500, 25o each. 

Clothes Line, No. 610, 2 15c each; 2)4 20c each; 660, 15o 
each; 670, 15c each; 1610, 2 15c each; 2)4 25c each; 
1660, 20c each; 1670, 20c each; 6850 G, 35c each; 6500, 
55c each. 

Hay Fork, No. 1267, 60 each 692, 60o each; 796, 75o each; 
46, 85c each; 1651, $2.25 each. 

PULLETS—Frame—No. 4 Ottumwa per dos., 65e; No. 5, 
70c; No. 9, 70o; No. 105, 65o; No. 109, 65o. 


PUMPS—P. S.—1, $8.00; 2, $8.40; 8, $8.85; 4, $4.25. 
PUTTY—Per lb., 10c. 

RAIL (HOUSE DOOR)— 

Prouty 

No. 5 .Foot, $ .16 

Richards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16,019 .$ .50 

182, 0182 .50 150 .10 

RASPS—Flat wood, 8 inches long, 50c each; 10, 75e; 12, 
90c; 14, $1.80; 16, $1.75. Half round wood, 10, 75e; 12, 
95o; 14, $1.85; 16, $1.80. Half round cabinet, 8, 75a; 
10, 90c; 12, $1.26; 14, $1.60; 16, $2.00. 

RAZORS (SAFETY)— Eveready 
No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .40 

2, each . 8.00 

Gem 

800, eaoh . 1.00 800 B, Blades, Pkg... .50 

Enders 

900, each . 1.00 900 B, Blades, Pkg... .25 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg.. .50 

Gillette 

00, each .$7.50 480, each . 6.00 

460, each . 6.00 500, each . 5.00 

460 B, each. 5.00 500 B, each. 6.00 

470, each . 5.00 601, each . 5.00 

501 B, each. 6.00 6 X B Blades, Pkg.. .50 


501 B, each. 6.00 6 X £ 

12 X B Blades, Pkg.. 1.00 

Auto Strop 

1, set. 5.00 2541, set 

15, set. 6.00 600 B 


it. 5.00 

B Blades, Pkg.. 1.00 


26, set. 6.50 600)4 B Blades, Pkg.. .50 

251, set..5.00 


AGJL. SOt •••«.••••••• G.VU 

REGISTERS— 

Jap 6x8.$1.56 

Jap 8x10. 1.65 

Jap 10x12.2.40 

Jap 10x14.8.15 

Jap 12x14.4.85 

REGISTER FACES— 

Jap 6x8.$1.00 

Jap 8x10.1.10 

Jap 10x12...1.70 

Jap 10x14.2.20 

Jap 12x14.2.80 

REVOLVERS— 

Colts, Model Each 


White 6x8.$1.86 

White 8x10.2.00 

White 10x12.2.90 

White 10x14.8.80 

White 12x14.6.26 

White 6x8.$1.80 

White 8x10. 1.45 

White 10x12.2.20 

White 10x14.2.85 

White 12x14.8.65 


Pocket Positive.$16.00 204, 224 . 8.50 

Police Positive. 16.00 204 B, 224 B. 9.00 

Police Positive Special 17.00 268, 278 . 9.00 

Police Positive Target. 18.00 268 B, 278 B. 8.50 


Army Special.$18.00 264, 274 . 9.50 

New Service. 20.00 264 B, 274 B. 10.00 

Single Action. 18.00 Iver Johnson 

Harrington A Richardson 800, 808, 828. 12.00 

208, 228 . 8.00 800 B, 808 B, 828 B. 12.50 

208 B, 228 B. 8.50 804, 824 . 12.50 


Each 

804 B, 824 B. 18.00 

848, 853 . 18.00 

348 B, 858 B. 18.50 

844, 854 . 13.50 

844 B, 854 B. 14.00 

860 B, 865 B. 14.25 

Smith A Wesson 
1905 Military, Police. 22.00 


Each 

Regulation Police .... 21.00 
1908 Hand Ejector... 21.00 
88 8. A W. Perfected. 20.00 

1908 Military.24.60 

1911 Target .22.50 

New Departure 82.... 18.60 
New Departure 88.... 20.00 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 10c box; 98, 
10c box. 

Tinners’, in Papers—Black: Plus 10% ; tinned, plus 10%. 
Tinners', in Kegs—Black, all sises, 80o lb.; tinned, 8, 86o; 
8%, 85c; 4. 85c; 5, 35c; 6, 85c; 7, 85c; 8, 85c; 10, 85c. 


RIFLES—No. and Model— 
Daisy Air Each 

25.$ 4.25 

40. 4.25 

8. 2.65 

80.$ 2.25 


King Air 


Marlin 

20 TD—Octagon Brl. 17.50 
27 TD—Round Brl.. 20.50 
TD—Octagon Brl. 28.00 
29 TD—Round Brl.. 15.50 
1897 TD—Round Brl.. ?1.60 
TD—Octagon Brl. 28.50 
Remington 

4TD—Octagon Brl.. 11.00 
6 TD—Round Barrel. 7.60 
8 A TD—Round Brl.. 46.00 
12 TD—Round Barrel. 18.20 
TD—Octagon Brl.. 20.20 
14 A TD—Standard .. 82.85 


16 A TD—Standard .. 82.76 
Stevens 

Little Scout. 4.00 

Crack Shot. 4.85 

Marksman. 6.50 

Favorite. 7.85 

70 TD—.22. 11.50 

Winchester 

1886 8F—Round Brl.. 86.00 
TD—Round Brl. . 42.00 
1890 TD—Oot'gn F’cy 48.50 
TD—Oct'gn Plain 22.50 
1892 8F—Round Brl. 25.50 
SF—Octagon Brl. 27.00 
8F—Carbine ... 24.00 
TD—Octagon Brl. 85.00 

1894 SF—Round Brl. 27.50 
SF—Octagon Brl. 29.50 
SF—Carbine ... 26.50 
TD—Octagon Brl. 85.25 

1895 SF. 88.00 

1895—Gov't Model .. 41.00 

1895 TD .44.00 

1902 TD—.22. 7.50 

1908 TD—Plain .82.00 

TD—Fancy .... 56.00 

1906 TD .21.00 

1907 TD . 40.00 

B, 75c lb.; % to 5-16, 75c; 


TD—Carbine. 82.76 1907 TD . 40.00 

ROPE—Cotton Thread—Slie 8-16, 75c lb.; % to 5-16, 75c; 
% to %, 75c; % to 1, 80c. _ _ 

Manila—Base, 45c lb.. Sisal, Base, 85c lb. 

RULES, BOXWOOD—Lufkin Stanley—No. 171, (86) 85o each; 


RULES, Boxwood—Lufkin Stanley—No. 171, (86) 50c each: 
No. 872 (36%) 70c; 878 (8) $1.16; 886 (81) 70c; 888 

^ini8rVocr7 6 i 6 ?61 2 / C io^%^r^??°ior7 ( 8 a 2% 2 ( 0 7 e j 

,) 70©; 8881 (66%) 


A (53%) 80c; 871 (52) 75c; 881 (64) 85c; 981 (66%1 
60c; 8851 T (66) 60c; 8861 (66%) 70o; 8881 (66%) 
$1.40. 

Rules, Steel—B 85. Blacksmiths, $1.00 each; 1085, Black- 
smith 75c; 041, Pocket, 20c; 4141, 4641, Zig-Zag. 90c; 
4142, 4642, $1.50; 4148, 4648, $2.25; 4144, 4644, $8.00. 
RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 50c each; 
No. 806 F, 70c; 8518 (03), 40c; 8514 (04) 55c; 

8515 (05), 70c; 8516 (06), 80c; 8518 (08), $1.05; 

8523 (403 F), 40c; 8524 (404 F), 50c; 8525 (406 F), 65c; 
8526 (406 f}, 75c; 8613 (108), 50c; 8615 (105) 75c; 

8616 (106), 90c; 8624 (854 F), 60c; 8626 (856 F), 85c. 
SAWS, DISSTON— . 


70©; 8881 


No. 

18-in. 

20-in. 

22-in. 

24-in. 

7 . 

..$1.90 

$2.00 

$2.15 

$2.26 

D-8 A 1874 . 

.. 1,35 

2.50 

2.60 

2.70 

16. 

.. 2.86 

2.50 

2.60 

2.70 

12 . 

.. 2.70 

2.85 

8.05 

8.25 

112. 

.. <2.80 

2.95 

8.20 

8.85 

D-21 A 22... 

.. 2.50 

2.65 

2.85 

8.05 

D20 A 28... 


.... 

2.86 

8.05 

D-100 . 

;. 2.50 

2.65 

2.86 

8.05 

120. 

.. 8.15 

8.25 

8.40 

8.60 

D-115 A 15.. 

.. 8.80 

8.90 

4.06 

4.20 


2V 1 - 

IV*- 


Man— 
Simonds 

Disston 

Royal 

Chinook C.C. 

8.85 

$8.50 

6 ft. 

$9.60 

8.85 

4.00 

6)4 

10.80 

4.80 

4.50 

7 

12.00 

4.80 

5.00 

7% 

18.25 


Chinook 0.0 
5% $5.75 

6 6.50 

6% 7.80 

7 8.15 

7% 9.50 


Simonds Felling same prioe as Royal Chinook C. C. 

Atkins No. 40§ and 401— 

28 In.$6.85 22 in.4.25 

20 In..... 5.50 20 in.4.40 

24 in.5.20 18 in.4.15 

Atkins No. 68 and 69— 

28 in.$8.60 22 in.2.70 

26 in. 8.15 20 In.2.50 

24 in.2.90 18 in.2.20 

Atkins No. 58- 51 and 65— 

28 in.$8.80 22 in.2.90 

26 in. 2.90 20 in. 2.40 

24 in.2.75 18 in.2.10 

Atkins No. 64— 

28 in.....$4.00 22 in.8.00 

26 in. 8.50 20 In.2.70 

24 in.8.80 18 in.2.40 


Digitized by v^.ooQle 
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SAWS—Continued. Hand— 

18 in.$8.60 

16 In. 8.16 

14 in.1.00 

Atkina No. 70— 

18 in.$1.86 

16 in.1.40 

84 In.1.10 

No. 6 Bimonda, No. 11 Dlaa 
ton or No. 60 Atkina. 

10- inch.$1.66 

11- inch. 8.00 

No. 8 Bimonda. No. D8 

Diaaton or No. 61 
Atkina. 

10- inck.$1.60 

11- inck.1.76 

14-ineh.1.85 

16-inch. 8.00 

18-ineh. 8.60 

80-inch .$.78 

No. DIOO or No. DIO 
Diaaton. 

16-inch.$1.16 

18-inch .8.60 

11 in.1.16 

14 in.1.60 

Bock 18 In.1.76 

Bock 10 in. 8.00 

Bock 11 in. 8.15 

Oompoao No. 8 t 10 in. .60 

11 la.65 

14 in.70 


Atkina No. 66 and 67— 
11 in.1.66 

10 in.1.60 

18 In.1.10 

11 in.1.10 

10 in. 1.06 

18 in. 1.79 

14-ineh. 8.60 

16-ineh.8.65 

18-inch.4.16 

80-inch. 4.76 

10- inoh. 1.16 

11- ineh.1.60 

14-inch.1.65 

26-inch.1.76 

28-inch. 8.16 

No. 4 Bimonda or No. 120 

Diaaton. 

26-inch.$4.00 

28-inch. 4JH 

No. 112 Diaaton. 

26-inch.$8.16 

28-inch. 8.50 

Butcher No. 10, 16 in. 1.16 

18 in. 1.85 

20 in. 1.60 

11 in. 1.66 

Kitchen No. 1, 12 in. .45 

14 In.50 

16 In.65 

Mitre 24 in.8.50 

26 in. 8.75 

28 In. 4.16 

80 in:. 6.00 

Neat Complete No. 8. 1.60 


16 In.76 

No. 10 Bimonda or No. 7 
Diaaton. 

16-inch.$1.80 

18-Inch. 1.10 

Buok— 

Com Sol Brace V tooth . 1.00 

Com Dbl Brace Tuttle tooth . 1.76 

Com Dbl Brace V tooth . 1.60 

BAW CLAMPS—8teame. 8. $1.75; 0. $1.00: 106, $1.60; 
200. $1.60; Went. 2. $2.60; Perfection. $1.00; No. 10. 
$1.60; N88, $2.00; No. 11 with guide, 68.25. 

BAW BET&— 


Colonial . 1.25 

7 Taintor. 1.10 

28 Triumph. 1.25 

HfMHf .86 

Lever.25 


2.26 

1.75 

1.00 


Morin No. 2. 

Morin No. 2%.... 

Morin No. 8 . 

Setting Tool Diaetoi 

No. Id!.66 

No. 4 Retting Bloeka— 

No. 4 Bloeka. Morin. 1.00 
Bwagea No. 0 Dtaat.. 4.50 
Swages, Whiting*.... 1.00 

Atkina Rex. 1.00 

Atkina Bxeelalor.76 


201 O. A P .$1.00 

Spec. Morrill. 1.10 

105 Morrill.60 

1 Morrill. 1.00 

10 . 1.00 

77.60 

X Out— 

Morrill No. 8.$1.86 

Baker No. 8.2.16 

BAW TOO LB— 

Clipper Outfit.$ .76 

Morin Raker Gauge— 

No. 1 . 1.00 

No. 6 . 1.86 

No. t . 1.60 

Atkina Raker 8wage. .40 

5-M Tooth Gauge.16 

Jointure Plkoa Perf.. .60 

Jolntera No. 7 Sterna 66 
8CALE8—Family, No. 11021, $2.85 each; 1102. $2.50 each; 
Peddlera, No. 101, $4.00 each; 108, $4.00 each; 116, $4.00 
each; 485E, $4.00 each. 

Spring Balance, No. 87, $4.60 each; 202, $4.50 each; 808, 
$5.50 each. 

8CI880R8—Caat, No. 10. 40c each; 44, 7ft inch 40c; 8ft 
inch 45c; 240, 4 inch 25c; 4% inch 80c; 225, 4 inch 80c; 
4% inch 80c; 6 inch 85e; 514 inch 40c; 6 inch 45c; 820, 
70c; 850, 65c. 

Wiae, No. 4 B H, $1.25 each; 5 B H, $1.80; 4 R» $1.85; 
5414. 05c; 55, $1.00; 55%. $1.05; 56, $1.10; 56)4, $1.15; 
57, $1.20; 154)4, $1.10; 155, $1.15; 155)4, $1.20; 166, 
$1.25; 156)4, $1.85; 157, $1.45; 864, $1.20; 864)4. $1.25; 
865. $1.80; 866. $1.45; 468, $1.10; 468)4. $1.15; 464, 
$1.20; 578, $1.45; 578%, $1.60; 574%, $1.65; 668, $1.45; 
663)4. $1.60; 664, $1.65; T68, $1.05: 768%, $1.10; 764, 
$1.15- 764%. $1.20; 765, $1.25; 765%. $1.80; 766, $1.86; 
778. $1.10; 778%, $1.15; 774. $1.20; 814, $1.20; 814%, 
$1.25; 815, $1.30; 815%, $1.85; 816, $1.45. 

SCOOPS—Long Handle. No. A 4 L, $2.25 each; A 6 L $2.40; 
744 L, $2.50; 746 L, $2.60. 

8TKKL 


D Handle, No. 1 A F. $1.00 each; 2, $2.00; 8, 62.06; 4L 
$2.15; 5, $2.25; 6, $2.40; 7, $2.50; 8, 62.60 : 0, 62.75; 10, 
$2.90; 742, $2.25; 748, $2.40; 744, $2.50; 745, $2.60; 746, 
$2.75; 747, $2.90; 748, $8.00; 749. $8.15; 750, $8.26. 

The laat figure in the number of a aeoop snows ita also. 
SCREWS— Iron Bench— 

1.40 
1.50 
S.S5 


TO .. 

J 4 .::::::::::: 

_1.10 

1.90 

1% . 

1% . 



Wood Hand— 
6 inch. 

-8 -45 

14 look.... 



8 inch. 

.65 

16 ineh.... 



10 inch. 

.65 

18 inch.... 



12 ineh. 

.95 

20 ineh- 



Jorgensen— 

No. 0. 

-81-16 

No. 2 •..... 



No. 1. 

-1.25 

No. 4. 



No. 2. 

.... 1.60 

No. 5. 




1.10 

1 . 8 * 

1.60 

l.TO 

1.65 

2.00 

2.50 


BCREW8—Wood— 

Contr. Broken 


FH Brt 
FH Bl. . 
RH Bl. 
RH Nic. 
FH Gal. 
FH Bra. 


Full Pkg. 

. .60% 
..60% 
..60% 
..50% 

. .40% 

. 20 % 


RH Bra.20% 


T,ag 

Cap V. 


Pk £ 

50% 

50% 

50% 

40% 

80% 

20 % 

20 % 


Flat Hd. Brt.—Small Quant 
5c Dozen to $1.00 List 

10c Dozen to 2.00 Liat 

15o Dozen to 

20c Dozen to 

25c Dozen to 

30e Dozen to 
35e Dozen 


thread 


8.00 Liat 
4.00 Liat 
5.00 Liat 
6.00 Liat 
to 7.00 Liat 
Retail 

Oontr'a. by do». 
.liat Plua 25% 
Plua 25% 
Plua 26% 
Plua 25% 


...liat 


Oap SAE .liat 

Set .Mat 

Machine Iron 30% off liat. 

Machine Brasa .. .liat 

Nuta for Machine 8crewa—Iron, add 20% to 
Brats, 40% to Liat Price. . ^ 

Bench —Iron—1-inch. $1.00; 1%-inch, $1.25; 

$1.50; 1%-inch. $2 25. Wood—2 inch, $1.25. 

SCREW DRIVER8— Yankee —80, $2.00; 81. $2.76; 

$ 1 . 50 ; 180. $8.25; 181, $8.9o 

SCREW DRIVER*—G. A P.—867—1%. 85a; 8, 40c; 4, 45c 


Plua 80% 
Liat Price; 

1 %-in. 


86 . 


SCYTHES—Bush— 
No. 


Grasa 


450 
Weed 

300 . . 

350 . . 

STEEL—Mild—See Iron 


Each 

No. 

Each 

.$2.40 

200 . 

.2.85 

. 2.25 

250 . 

.2.25 


100 . 

.2.85 

. 2.40 
. 2.25 

150 . 

2.25 


510, 
3155B, 
o 3165, 


88.75. 

61.66 

61.85; 


Rol55, 89.25; 


_ _ Tool. 20c; Drill, Com., 20c. 

STEEL GOODS—Forks, Alfalfa—Aol84%, $2.00 each; Ael85, 

Forks, Barley —Bo 185, $2.00 aach; B0505, $2.75; BolSD. 
$2.00; Bo5oD, $2 75. 

Forka, Barn or Ensilage—No. 508, $2.50 each; 

Forka, Hay—No. o 8154%B. $1.60 each; 
each; o 3155%B, $1.75; 0 3164%, $1.80; 
o 3165%, $2.00. 

Forks, Header—Rol54%, $2.25 each; 

Rol55%, $2.25; Rol56, $2.85; Rol64%, $2.40; Rol65, 
$2.50; Rol65%. $2.50; Rol66, $2.60; 8ol55, $2.25; 

Forks, Manure—No. o4D, $1.50 each; o5DX, $1.60;: o5D, 
$1.75; 06DX, $1.75; o6D. $2.25; 44Z, $1.00; 44X, $1-85; 
44 %X, $1.35; 54 %X. $1.50 ; 64 %X, $1.75; 0 44%XZ, $1.85; 
c»44X, $1.40; o44%X, $1.50; o44%, $1.50; o54%X, $1.75; 
o54%, $2.15; oC4%X, $2.15; o64%, $2.25 

Forks, Spading—No. B4D. $1.10 each; LDX, $1.50; oLDX, 
$1.50; L4X, $1.85; oL4X, $1.50; o5H4, $2.50; Jo4, $2.00; 

Hoea. Weeding—No. A, $1.25 each; IP, 50c each: IP, 60 
3W. 60c; 4P. $1.00; 4PM, 50c; 6P. $1.25; 6PM, 65c; 
BB6, 90c; W7, $1.10; W7%, $1.10; 84W, 75c 
Hooks, Potato—No. 4BHD, $1.25 each; 4BHFM, |1J5; 
5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR. $1.85; 
6GNR, $1.50. 

Hooks, Manure—No. M40, $1.85 each. 

Rakes, Caat 8teal—No. 10, 85c each; 12, 90c; 14. $1.00; 
16, $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakea, Lawn—No. 36LR, $1.15 each; 120R* 65c; 124R, 
65c; 2040, $l 15. t .. 

Rakea Malleable—No 10BM, 50c each; 10SM, 50c; 

65c; 12SM, 60c; 14BM, 60c; 14&M. 65c. 

Rakes. Steel Bow—No. Bll, $1.10 each SB12, 90c; 
$1.25; 8B14, 90c; B15, $1.85; 8B16, $1.00. 

GOODS— 


12BM, 

BIS, 


Potato Forka 

P064 . 1.70 

P06D . 1.86 

■ulee Parka. 

208 . 68.26 

210.2.60 

212 .6.75 

Otto Forka. 

710.68.00 

712. 2.25 

714.8.75 

Storing* Forka. 
606L .S.16 


Flak Porto. 


.6 .78 


IF 


HH4 . 1.66| 

|99R .2.26 

Warren. 

Hoeu. 

W7 . 1.10] 

W7% . 1.16 

W8. 1.60 

Lad loo*. 

LT5 .08 


RA 


RWetod. 

8ockat. 


.40 


G078 . .861 

G078Z. .60j 

Booba. 

BB6.60] 

BB6%.66i 

Aema. 

A . 1.16| 

UaUMk. 

DBS. .T* 


Snathes. 

50 . 1.85 

100 . 1.50 

Smith's Hoot. 

50A . 1.00 

Nonary. 

No. 7 . 1.00| 

Gorman. 

|GB8-0 .60] 

Planter's Eye, 

18.651 

!5.75l 


Mortar. 

.61.15 

1.86 


9 . 
810 
M810 
M29 

1905 

914 

Edgar 


ISck (tatter.. .61.16 


). 

1.85 


1.26 

Invincible. 

61.10 

Asphalt. 

2.60 

Turf. 

ir . 

$1.00 

Dandelion. 

ia. 

H 


4P8F .. 
Floral 


Floral Sola. 


Floral 
|TT4 .... 
Floral 


1180 . 


JO 

J6 

IM 

BJO 

JO 

J5 

41 

9 J8 
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BBTAIL BELLING PBICB8—Conttniiftd. 


SHEARS—6rua 


1 

26 

«% 

097 

HEARS- 

No. 

130 

186 

186% 

187 


Each 

t AK 7 

Each 

86 

No. 

100 G V R. 

100 R. 

Each 

. . . 3.75 
... 8.75 

No. 

100 R G T D. 

101 . 

60 

460 

60 

100 R B T D. 

. . . 4.00 

1016, 1018 . 

. .65 

07%. 

.90 




. 1.25 

11 G. 

. 1.50 

Try and Mitre 

2 6 . 

... .85 

15 7 % . 

Etc., Wise— 

Each No. 

Each 

2 7% . 

2 9 . 

... .95 

. . . 1.10 

20 4% . 

20 6 . 

.$2.60 

189 . 

.2.00 

12 4 . 

... .55 

20 7% . 

20 9 

. 1.25 

190 L. 

.2.45 

126 ... 

... .55 

. 1.85 

198 . 

. 1.60 

12 8 . 

!!. [so 

20 10 . 

. 1.45 

199 . 


12 10 . 

. . . 1.00 

20 12 . 


187% LH. 1.90 

188 . 1.60 

188 L H. 2.00 

188%. 1.65 

189 2.00 

147 1.45 

147%. 1.55 


2.50 

8.75 


.50 

.65 

.75 

.90 

1.00 

1.25 


148 

148% 

180 

182 

184 

186 


1.60 

1.65 

2.45 

8.00 

8.80 

4.90 


847%. 1.75 

848 1.80 

447 1.80 

447%. 1.90 

448 2.05 

1080 2.45 

1086 1.25 

1086% . 1.85 

1087 1.45 

1087%. 1.55 

1088 . 1.60 

1088%. 1.65 

1089 2.00 


Diamond—Expansion 

8-16, each.8 

%. each. 

5-16,. eaeh. 


.05 
.06 
.07 
.08 
.12 
.15 

SHINGLES—Tin, 5x7, |8.00. 


i 


3 B, 8 G. . 

10 . 

14 . 

14 B. 14 G. 

22. 


Bach 

No. 

. 2.25 

24 

. 3.00 

27 

. 1.50 

100 

. 2.10 

100 

. 2.75 

100 

. 1.25 

100 


SHEETS—Galvanised, Fall Shasta—10 to 16, 12%o lb.; 18 
to 24, 18o; 26 to 27, 18e; 28, 14o; 80, 15o.. Blaok 
8hseta—Full Shoots, 12 to 16, lie lb.; 18 to 28, 12c. 
For cutting shoots, add 10% to shore. Corrugated—Ptd., 
28 Ga., 86.75; Galv„ 26 Ga., $10.50; ©air. 28 Ga., $9.50: 
Rock Face Siding, $10.60. 

SHEETS (STEEL)—Blaek, Soft, 18-20, 22-24, 26, 27, 28, 80 
range, 16c cat, 12c fall shoot. 

Galvanised Flat, 12-14. 16. 18-20, 22-24, 26, 27, 28, 80 
gauge, 20c cat, 14c fall sheet. 

Galvanised, Corrugated, 26-gauge, 6 to 10 foot, open; 26- 

f auge, 12 feet, open; 28-gauge, 6 to 10 foot, open. 

‘stated. Corrugated, 28-gauge, 6 to 10 feet, open. 

SHIELDS— 


%, each.20 

Diamond—Load 

%x%. each.$ .04 

8-16x% each.04 

8-16x1 each. ,04 

%x% each.06 

%xl .06 

5-16x1 eaeh.07 


8TONES, SHARPENING—Aloxite or Carborundum—No. 107, 
$1.60 each; 108, $1.75; 109, $1.25; 110, $1.50; 111, $1.00; 
112, 75c; 115 to 117, $1.50; 118 to 120, $1.25; 121 to 128, 
$1.00; 124 to 126, 80c; 188 to 185, $1.25; 186 to 188, 
75c; 142 to 144, 60e; 145 to 147, 40o. 

Pike's Oil and Water—No. 18, 60e each; 14, 60o; 16, 
10c; 20, 40c; 22, $1.00; 25, 16c; 97, 25c; 40, 25c; 42, 
85e; 48, 50c; 61, $1.00; 52, $1.26; 68, $1.50; 54, $1.00; 
56, $1.25; 56, $1.50; 69, 16e; 60, $1.76; 62, $2.25; 66, 
$2.76; 68, $8.75; 78, 60o; 80, 60c; 86, 75c; 88, $1.00; 92, 
50o; 94, 60c. 

Pike's Scythe—No. 89, 16c each; 40, 15c; 41, $16e; 42, 20c. 

SPRAT POMPS—Faultless. Tin, each, 60c; Banco No. 254, 
$4.50; Barnes No. 276, $7.00. 

STAPLES—Netting, Galr., 16c lb.; Barbed Wire,, Polished, 
7%c. 

STARRETTS' TOOLS—"Shop" or "Retail"— 

Micromotors, 40% aboro list. 

Caliper Rales, 40% aboro list. 

Thickness Gauges, 40% aboro list. 

Steel Tables, 40% abore list. 

All other items, 25% abore list. 

G. A P. GOODS—Hack Saw Frames— 

69..$1.75 69B. .$1.50 247..$2.00 5. .$ .50 14. .$2.00 

STOCKS A DIES— 

Green Rirer List plus 25% 

Little Giant, List plus 25% 

Armstrong No. 1 pipe $5.86 

No. 2..7T. 7.80 

No. 2%. 8.60 

No. 9, 1% to 2.18.00 

No. 9, 1 to 2.15.60 


SHOES—Horse—Light, extra light or snow. All sloes, lOelb. 
Mule—No. 00 A 0, 12c lb.; 1. 11%c; 2 A largerTllc. 

Oast Sleigh—Flat. 9c lb.; Oonearo or Convex, lOo lb. 

SHOT—Air Rifle. No. 26 (balk), 20e lb.: No. 126 (1-lb. ban). 
20e lb.; No. 526 (taboo), 10c pkg. Balia. Noe. 0, 00, 000 
20c lb. Buck, Nos. 1, 2, 8, 20c lb. Drop, Nos. 1, to 12, 20e 
lb.; B, BB, BBB, 20c li. 

SHOVELS—D Handle, Round Point, No. 102, $2.60 each; 201, 
$2.25; 401, $1.90; 1008, $2.15; 1004, $2.25; 1005, $2.50. 

D Handle, Square Point, No. 104, $2.60 eaeh; 208, $2.25; 
807, $2.75; 408, $1.90; 404 B, $1.90; 1009, $2.56; 1010, 
$2.25; 1111, $2.15: 1112, $2.25. 

Long Handle, Round Point, No. 200, $2.25 each; 800, $2.25; 
400, $1.90; 400 A, $2.25; 700, $2.25; 701, $2.50; 800, 
$2.50-801. $2.50; 1000, $2.15; 1001, $2.25; 1002, $2.50. 
Long Handle, Square Point, No. 103, $2.60 eaoh: 202, $2.25; 
804, $2.50; 402, $1.90; 702, $2.50; 1006, $2.15; 1007, 
$2.25; 1008, $2.50. 

ASSES' 8KIN—25, 45c; 50c, 66e; 75, 85e; 100, $1.00. 


Jr. Racer .4.25 

Racer . 6.00 

Tux. Racer . 7.50 

Fire Fly- 

No. 9 .$1.75 

No. 10 . 2.25 

No. 11 .2.75 

No. 12 . 8.26 


SLEDS—Hand and Coaster. 

Flexible Flyer- 

No. 1 .$8.00 

No. 2 . 8.50 

No. 8 .A50 

No. 4 . 5.50 

No. 5 . 7.5C 

No. 6 .15.00 

SMOOTH-ON—75c lb. 

SOLDER—% and %, 70o lb.; No. 1, 90-100, 66e lb.; Wiping, 
40-60, 60e lb.; Wire, 50-60, 75o lb.; Electrical Wire, 40-60, 
65c lb. 

SNIPS, TINNERS—Wise, Regular—No. W 6%, $4.25 pair; 
W7, $8.75; W8, $8.00; W9, $2.65; W 10, $2.86; Wll, 
$1.85; W12. $1.50. 

Wise, Curred Blade—No. W6%CB, $6.25 pair; W7CB, 
$5.25; W8CB, $4.50; W90B, $4.00; W10CB, $8.65; WllOB, 
$8.00; W12CB, $2.65. 

SQUARES, STEEL— 

No. 


Common No. 1 pipe..$7.75 

No. 2. 9.90 

Stocks Only— 

Common No. 1 Pipe $2.76 

Common No. 2 Pipe 4.76 

Armstrong No. 2-9.50 

No. 9.6.9ft 

STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handlo or 
No. 20 Lever Handle— 

% inch.$1.26 % inch.2.00 

% inch. 1.75 1 inch.8.90 

No. 80 High Grade "Cap" Pattern T or Lever Handle- 
Rough Brass, Iron Pipe Threads 

% inch.$1.50 % inch.2.50 

% inch.2.10 1 inch.8.75 

8TOVES—Common Air-Tights— 

No. 16 Unlined.$2.26 No. 22 Lined.$4.60 

No. 18 Unlined.9.00 No. 24 Lined. 6.00 

No. 20 Lined. 4.00 No. 26 Lined. 6.00 

STRIP—Weather—Rubber, %-in. 9e per ft; %-ln. 4c ft. 

SUPPORTS—Wagon Tongue- 
No. in. Price No. in. Price No. In. Price 

1 % $1.50 2 % $2.00 8 % $2.75 

SWEEPERS, CARPET—Bissel's—American Queen (N), $5.50 
each; Club (N), $10.00 each: Grand Rapids <N), $5.00 
each; Grand Rapids (J), $4.50 each; Parlor Queen (N), 
$6.00 each; Princess (N), $6.26 each; Buperba (N), $7.00 
each; Universal (N), $4.75 eaeh; Universal (J), $4.25 each. 
TACKS—Bill Posters', No. 545 Wire, or 565 Cut—8, 85c 
lb.; No. 4, 85c lb.; 6, 85c; 8, 85c; 10, 86c. 

Carpet, No. 484 Cut, or 484 Wire % lb. papers—8, 10s 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c: 12, 10c. 488.Out, 

or 488 Wire % lb. papers—8, 7%e box; 4, 7%o; 6, 
7%c; 8, 7 %c; 10, 7%c. No. 495 Wire in bulk— 
8, 35o lb.; 4, 35o; 6, 86c; 8, 85e; 10, 86e; 12, 85e. 

Gimp—No. 824, 2%, 16c box; 8, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholsterers'—No. 804 Cut, % lb. papers—1% 15o box; 
2, 15c; 2%. 15c; 8, 15c; 4, 10c; 6, 10c 8. 10c: 10, 10c; 
12 to 16, 10c. No. 805, Cut, er 865 Wire in bulk—8, 85c 
lb.; 4, 85c; 6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Double Pointed—Blued, % lb. papers—9, 5e box; 10, 6e; 
11, 5o; 12, 5c; 14, 5e. Blued in bulk—209, 80c !b.; 210, 
80o; 211, 80o; 212, 80c 


Each 

1.40 

1.75 

2.65 

4.00 


TAP8—Maohine Hand— 

1-16 to 15-64.80% 

% to 1.80% 

1 1-16 to 2.20% 

Left Hnd Dbl list plus 20% 
Machine Scr e w 

1% to 12.86% 

14 to 24.85% 

Machine Nut— 

8-16 to 1.80% 


Disc. 


1 1-16 to 2... 
Stove Bolt— 

8*16 .. 

% to %. 

Pipe— 

% to 2- 

2% to 8- 

8% to 4. 


St 

& 
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BET Alla SELLING PBIGBS—Oontbrnea. 


No. 505, 
No. 505, 
No. 505, 
SUrrott 


Adjustable • I_ 

4 to 8.85 

8 to 18.75 

Adjustable 7 inch— 

8 to IS.85 

Poloo A 


8*o*. 


TAPE8— 

Starrett LdU* 

No. 510, 25-ft. S80 $8.55 

No. 510, 50*ft S88 4.85 

No. 610, 75 ft. S85 8.15 

No. 610, 100 ft. S88 7.75 

No. 505, S6*ft. 240 8.25 

656 4.75 

558 8.00 

100 4.00 

108 6.00 
TEE&—StoTO Pipo—Oylindi 
Asbestos 8 mob— 

8x4, each.| .00 

8x8, ooob. 1.25 

8x8, ooeh. 1.85 

8x8, ooeh. 1.75 

TKNT8— 

8iso _ 

7x7.810.40 

7x0 . 12.86 

9x0 . 14.25 

934*12. 18.75 

12x14.22.50 

12x18.27.75 

14x18.29.50 

14x20 . 88.86 

16x18. 40.25 

16x20 . 44.86 

16x24 . 50.60 

16x80. 61.10 

▲ or Wedge— 

5x7. 8.50 

7x7. 8.20 

7x9. 9.80 

Flyo—34 Drieo of toot. Pina, So each. 

THIMBLES—Aabootoa—Each, 6x4. 00o: 8x8, §1.26; 8x8, 
81.65; 8x6, 81.76. Adj. Stove Pip#—4 to 8, 60s; 6 to IS. 
75c. 

THIMBLES—Pino—8*ln., lOo; 7 isu. 10s. 

THICKNESS GUAGE8—40% abort list price. 

TIN—Common Hoofing—40o par shoot. 


50-ft. 

148 

4.00 

Moulds, All Kinds 

1 Melon. 

. 1.85 

SOI 

301M 

IQ Plain_ 

IQ Plain_ 

.16 

.16 

75 ft. 

245 

5.26 

2 

Melon. 

. 1.60 

202 

IQ Plain_ 

.15 

100-ft. 

246 

6.76 

2 

Pudding. 

. 1.40 

208 

IQ Plain_ 

.20 


Lufkin 

02 

. 1.05 

204 

IQ Plain_ 

.20 


650 

8.00 

8 

Melon. 

. 1.65 

205 

IQ Plain .... 

.26 


568 

8.75 

8 

Pudding. 

. 1.60 

206 

IQ Plain_ 

.25 


105 

6.25 

08 

. 1.15 

208 

IQ Plain_ 

.80 


1260 

8.80 

4 

Melon. 

. 1.90 

2100 

IC, Plain_ 

.86 


1268 

4.60 

08 


. .16 

2120 

IQ Plain_ 

.45 


1285 

6.75 

10 


. .80 

800 

10, Ret.. 

.15 


10-os. 

812.15 

14.85 
16.66 
19.56 

26.25 
82.45 
84.65 
42.55 

47.85 

61.75 

58.76 

71.25 

7.55 

9.55 
11.50 


Stakoo 

Por Sot 
82.8b 
2.85 
2.85 

8.25 
8.90 
6.20 

5.20 

6.20 
8.20 
6.50 
7.80 
8.45 

1.95 

2.25 
2.60 


TINWARE- 


Boilers, Ooffee 

No. 

Each 

Boilers, Ooffee 

017 . 

.$1.66 

018 . 

. 1.85 

019 . 

. 2.00 

027 . 

. 1.90 

028 . 

. 2.10 

029 . 

. 2.40 

85134 . 

. 1.10 

352. 

. 1.25 

858 . 

. 1.50 

854 . 

. 1.80 

866 . 

. 2.25 

Boilers, Wash 

8. 

. 7.50 

9. 

. 8.00 

028 A. 

. 8.75 

28 A . 

. 4.00 

29 A . 

. 4.25 

0128 B. 

. 4.00 

128 B . 

. 4.85 

129 B. 

. 4.50 

0228 B. 

. 4.40 

229 B. 

. 4.60 


0634 
07 . 
08 . 
634 * 

7 . 

8 . 


Bowls, Wash 


02 
08 

04 . 

12 . 

14 . 

500 . 

602 . 

608 . 

505 . 

610 . 

Kettle*, Tea 

0134. 

02 . 

027 . 

028 . 

029 . 

047 . 

048 . 

049 . 

067 . 

068 . 

069 . 


.. .60 
.. .66 
.. .80 
.. 2.75 
.. 8.25 
.. 4.00 
.. 4.60 
.. 5.00 
.. 5.50 
.. 7.50 

.. .40 

.. .45 

.. .60 
.. .76 

.. .90 

.. 2.00 
.. 2.60 
.. 2.75 
.. 2.00 
.. 2.60 
... 8.25 
Kettles, Lipped Preserving 


11 
1134 
12 .. 
18 .. 
14 .. 


Backets, Corered 


1 . 
2 . 
8 . 
04 
80 . 
40 
600 
650 

674 

675 


Backets, Dinner 


.25 

.80 

.85 

.40 

.45 

.50 

.25 

.80 

.86 

.40 

.45 

.90 

1.06 

1.40 

1.50 

.90 

1.05 

1.86 

2.10 

2.00 

2.20 


160 

180 

200 

220 

240 

260 

280 

800 

820 

Ladles 

010 

012 

11 

29 

Makers, 


.85 

.40 

.60 

.60 

.70 

.85 

.95 

1.00 

1.25 


IMI ■. 

and Gako 

1 . 

4 . 

8 . 

44 . 

Measures 

1 . 

2 . 

80 . 

88 . 


.25 

.80 

.80 

.25 

Universal Broad 


Cana, Milk 

1 . 

2 . 

8 . 

4 . 

01 . 


.40 

.50 

.65 


.40 


86 

86 

122 

128 

124 

126 

126 


.40 

.46 

.45 

.45 

.50 

.60 

.65 

.50 

.66 

.60 

.25 


15 . 

26 . 

61 . 

061 . 

o6i&::::::::::: 

62 . 

062 . 

68 . 

068 . 

80 . 

Pails, Dairy 

10 76 

12 85 

14 95 

40 85 

50 85 

60 40 

80 45 

100 50 

104 1.25 

105 1.40 

120 55 

124 1.85 

125 1.50 

140 65 

144 1.60 

145 1.75 

200 45 

220 . 1.10 

240 1.25 

410 1.85 

412 1.50 

414 1.65 

512 2.15 

614 2.25 

Pans, Dish 

8—IX Tin.90 

10 . 1.00 

14 1.10 

17 1.25 

21 . 1.60 

10—IXX Tin.1.25 

14 1.60 

17 1.65 

21 1.85 

17—IXXX Tin.1.90 

21 2.25 

80 . 8.00 

Pans, Milk 

200 10, Plain.10 

20034 IQ Plain.10 


80034 

801 

80134 

802 

308 

804 

805 

806 
808 

8100 

8120 

604 

506 

606 

508 

510 

512 


IQ Rot.20 

10, Ret.20 

IQ Ret.. .25 

IQ Ret.80 

IQ Ret..85 

IQ Ret..40 

IQ Ret.46 

IQ Ret.50 

IQ Rot.66 

IQ Ret.65 

IQ Ret.60 

IX Ret.45 

IX. Ret..50 

IX, Ret.55 

IX Ret..66 

IX, Ret.70 

IX, Ret.86 


6 

8 

9 

12 


Pans, Muffin 


1 

134 
2 .. 
8 .. 

4 . 

6 . 


Pots, Coffee 


0 . 
000 . 
2 . 
8 . 
4 , 
12 
14 
20 
80 
40 

164 

165 


Scoops 


0 

1 ... 

4 .. . 

5 ... 
10 .. . 
50 ... 
Fairy 


Sifters, Flour 


. .80 
. .85 

. .45 

. .60 

.40 

.45 

.60 

.60 

.70 

1.00 

.20 

..80 

.50 

.60 

.70 

.26 

.80 

.75 

.85 

1.05 

2.60 

8.00 

.45 

.45 

.50 

.45 

.80 

.80 

.25 


8.76 

8.75 

4.50 

8.25 


.20 

.80 

.16 

.80 

.40 

.60 

.70 

.15 

.20 

.80 

.40 

.50 


TONGS—Vulcan Chain—81, $8.50; 82, $5.00; 99, $7.00; 
8834. $9.00; 84, $11.00. 

TORCHES—Alcohol. No. 28, $3.50 each. 

Gasoline. No. 14, $5.00 each; 37, $8.50; 38, $9.00; 31, $10; 
32, $10.50; 48, $12.00; Gl, $ 9.50; 62. $13.00; 112, $9.50; 
114. $8 00. 

Kerosene—No. 95, $9.50 each; 96, $11.50. 

TRAPS—Fly—Paragon, 85c each; Balloon, 25c; Edgowood 
(1), $200; Edgewood (2), $2.00; Avis (1), $2.10; Avis 
It). $2.00: Avi. (8), $1.90; Perfect, $1.45. 

Game—0 Newhouse. 40c each; 1 Newhouse, 50c; 134 New¬ 
house, 70c; 2 Newhonse, 90c: 8 Newhouse, $1.85; 4 Now* 
house, $1.60; 5 Newhonse, $9.25; 1 Oneida Jump, 90s; 
134 Oneida Jump, 40c; 2 Oneida Jump, 55o; 0 Victor, 
20e; 1 Victor 25c; 134 Victor, 85c; 2 Victor, 45e; 8 
Victor. 60c; 4 Victor, 75c. 

Gopher—Western, 25c each; NoxalL 25c; Maccabce, 26c; 
Easy Set, 25c; Newhouse, 25c: California Pocket, 25a. 
Mole—Reddick, $1.10 each; OutO-Sight, $1.25. 

Mouse—Sure Catch, 6 each; Security, 10 c; Choker-Wood, 
15c; Choker-Tim, 15c; Delusion. *5c; Holdom, 60s; 
Cage. 25c. 

Rat—Sure Catch, 10c each; Security, 25c; HoMem, small, 
76c; Holden, large, $1.00. 

TROUGH— 

Eaves— 

4 in.$ .1834 

f in.15 

6 In.It 

Mitres— 

4 in.$ .45 

6 inch.50 

6 in. 


6 inch, por dot. 
6 inch, per do*. 


4 Inch, per 


.$ AO 


4 in....:.$ .15 

5 in. At 

6 in... J5 

End Pc. Comp.— 

4 in.$ JJ 

6 in. *86 
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BETAIL SELLING} PRICES—Continued. 


TROWELS (BRICK)—Farmers, No. 665 (Handy), 25c each. 
Standard, No. 66, 8 to 12 (177), $1.00 oach. 

Disston, No. 10, 10%, $1.65 oaoh; 11, 81.75 oaeb; 11%, 
81.80 oach; 12. $1.00 each; 18, $2.00 oach; 14, $2.15 eaeh. 
Marshalltown, No. 18 W, 10%, $1.50 saeh; 11, $1.60 oaeh; 
11%, $1.50 oaeh; 17 L, 11, $1.75 oaeh; 11%, $1.76 oaeh. 
TURNS—Cupboard—Brass Plated—Small, 80s; lain 85a. 
TWIN®—Saekinr— % -lb. hank, 80s. 

TWINE—Cotton—Wrapping, $1.00 lb.; Budding, $1.00 lb.; 
Flax—No. 18 B B, 50c lb.; 24 B B, 60e; 18 B 0, 60; 
24 B 0, 60e; 86 B O, 60c: 80 Sacking, 55e; 40 Sacking, 
55c; 88 Booking, 75o; 44 Sacking, 76e. 

Hemp— No. 4% 40c lb.; 6, 40c; 07, 40e; 1018Bc, 60c; 
1024 Be, 60c; 1086 Be, 60o. 

UNIVERSAL PLATES—Mild Steel Bars. 

%-inch and thicker and wider than 6-ineh... ti6 ewt. 

VALLSV—Tin—4-ln., 6o ft.; 10-in., 10c; 14-in., 14s; 80- 
in.. 80s. Tin Valley—Painted 8 sides—14-in., 16c. 

VALVES— 

Standard Globe and Standard 

Angle Valves Gate Valrce— 

%.66 %. 1.65 

% . 1.10 3 4 . 1.80 

% . 1.48 % 8.25 

1 .8.00 1 . 8.10 

1% .8.75 1%.4.00 

1% . 8.86 1% 5.50 

8 . 6.78 8 . 7.75 


Steel— 

No. 04 .. .. 

No. 08 . 

No. 01 . 

..$1.50 
.. 1.65 
.. 1.86 

No. 80 
No. 40 

Wagn 

No. 0 . 

.. 8.26 

No. 18 

No. 1 . 

No. 1 . 

.. 2.76 
.. 8.00 

No. 20 
No. 24 

No. 8 . 

.. 8.50 

Mare- 

Coaster- -Star. 

No. 10 . 

No. 80 . 

..$6.76 
.. 6.60 

No. 10 
No. 11 
No. 12 


WINDOW GLASS—3B Grade- 
Single Strength— 

1st 3 Brackets.70% 

Balance of Brackets.70% Double Strength.70% 

Extras for.putting in glass— 

1st 3 Brackets, light 50c 3d 3 Brackets, light $1.00 
2d 3 Brackets, light 75o 

Larger Lights .76c per hour, per man 

WIRE—Plain Fence- 

Black—Nos. 6 to 16. 6 to 24-lb., lots.....$ .08 

Galvanised—Nos 6 to 16, 5 to 24-lb., lots.10 

Black, 1 to 6-Ib._$ .10 Galv., 1 to 6-lb.18 

Barbed Fence— 

Glidden Fid, $6.80: Glidden Galv., $7.00; Baker Ptd, $6.55: 
Baker Galv.. $7.25; Waokeganito Galv., $8.00; Am. tool 
Galv., 80 rd spls, ea,, $4.45; Glidden 80 rd spla 85.00; 
Baling Wire—14 Ga., FnU Coils, $6.66 100 lbs.; 16 Ga* 

S 6.65; 16 Ga., $6.75. 

roken Coils—1 to 24-lb. add 8c lb.; 25 to 50-Ib. add 2e 
lb.; 50 to 100-lb. add 1 c lb. 

Balo Ties— 0% ft.. 16 Ga* per bnndlo of 250, $8.86 
WIRE, FENCE—Barbed—2-pt. Glidden (galvanised), open; 
2-pt. Waukegan (galvanised), open; 4-pt. Lyman (gal¬ 
vanised), open: American Special (galvanised), open. 
Smooth-Twisted—Two Strand, open. 

WIRE CLOTH—Hardware— Black— 


VISES—Gelid Box- 

86 lb .$18.50 66 lb . 17.50 00 lb .25.00 

40 lb . 18.15 70 lb . 16.76 06 lb .26.25 

45 lb. 18.76 75 lb. 20.00 100 lb.27.50 

50 lb. 14.40 80 lb. 81.00 126 lb.86.65 

66 lb . 16.00 85 lb . 88.15 150 lb .48.60 

60 lb .16.26 

WAGONS—Express. 


Mesh. 

Gage. 

Sq. Ft. 

Mesh. 


Sq. Ft. 

3 

14 . . .. 


6 

.30c 

8 

16 . . . . 

.18c 

6 

20 . . . . 

.22c 

4 

16 . . . . 

.25c 

8 

24 . ... 

.15c 

4 

18 . . . . 

.15c 

10 

25 . . . . 

.12 %c 

Galvanized— 





Mesh. 

Gage. 

Sq. Ft. 

Mesh. 

Gage. 

Sq. Ft. 

1 

14 .... 

.15c 

4 

23 

.10c 

2 

19 .. .. 


6 

25 

.12 %c 

8 

21 .... 


8 

27 .... 

.12%c 


WOODENWARE— 
Boards, Pastry 


No. 

Each 

. .$ .80 

No. 

If <nthtt. 

18x24 inches. 

20x27 inohee. 

.. .90 

.. 1.06 

17 inches. 

19 inches.. 

Bowls, Chopping 

11 inches T , r..»t, n 

.20 

Pins, Rolling 

80 (1). 

80 (2). 

18 inches. 

,.. .85 

10 .. 


WASHERS—Oast Iron—Sise % to %, 12%o lb.; % to 2, 
12%c lb.; Angles, all slses. 15c lb. 

Malleable—Standard, 18e lb.; NaU Hole, 18o lb.; Angle, 
20c lb. 

Wrought Steel—Sise 8-16, 80c lb.; %, 26c lb.: 5-16, 25o 
lb.; ft, 20c lb.; 7-16. 20o lb.: %, 15c lb.; 0-16, 16c lb.; 
%, 15c lb.; %, 15c lb.; %, lrfc lb.; 1, 15c lb. 

WASTE—Cotton—No. 6 X White. 80c lb.: 1 White, 28o lb.; 
2 Whit#, 26c lb.; 01 Colored, 24c lb.; 02 Colored, 21o lb.; 
10 Wool, 26o lb. 

WATCHES— 

Yankee .$1.65 Junior . 8.26 

Triumph ..2.00 Midget . 3.25 

Eclipse .2.50 Radiolite .2.75 

WAX—Floor, 60 

WEANER8—Calf—Shaws No. 1, 50c; No. 2, 65c. Hbosier 
N 11, 75o; No. 12, 85c. Kantsuk—Calf, 40c; Cow, 60s. 

WEDGES—Trucks#-Alki, lb., 15s; Orecon-Atha, 25s; Cedar- 
Atha, 25s; Oedar^AlU, 15s; Falling, 87s; Saw, 10c. 

WEIGHTS—Sash—8 lbs. and over, 4s lb. Svcacrs or Bal¬ 
ances—%. 7c lb. 

WHEELBARROWS — Brick — No. 10 B, $11.25 each; 20, 
$11.25. 

Garden—No. 2 V, $0.60 oaoh; 8 V, $11.25; 21, $6.25. 
Railroad—No. 15, $5.50 each; 17, $6.50; 10, $6.76. 

Steel Tray, Wood Frame—No. 2 A, $12.00 each; 23, $8.75; 
27, $11.75; K 20, $14.25. 

Steel Tray and Frame—No. AX, $11.25 each; 4, $18.00; 5, 
$14.26; 10, $10.60. 


WOOL, STEEL —8-os. Package (all numbers), 15c saeh; 1-lb. 

package—0, $1.00 eaoh; 1, 75c; 2, 70c; 8, 60s. 

WOOL—Steel—1-lb. rolls—0, 65s; 1. 75s. Whesls—Grinding 
Discount 40%. 

WRINGERS (CLOTHES)—American—No. 10, $5.00 each; 10 
M, $4.75; 100, $6.25; 110. $5.25; 117 E, $7.50; 130 E, 
$7.00; 180, $6.50; 180 E, $6.75; B 180 E, $11.00; 190 E, 
$8.00; 800, $7.25; 801. $7.75; 302, $8.50; 360 E, $8.75; 
861 E, $9.00; 870 E; $7.50; 390 E, $7.50; 570 E, $8.00; 
571 E, $9.00; 590 E, $8.50; 591 E, $9.00. 

Mop—Eagle, No. 10, $8.25 each; 14, $4.00; 22, $4.50. 

White—No. 2, $2.25 each; 3, $3.00; 1, $3.50; 0, $4.25; 
8, Steel, $4.00. 

WROUGHT BRAS8 BUTTS—Narrow, Middlo A Broad Add 
86% to List. 

WRENCHES—Agricultural— No. 6, 75c oach; 8, 90c; 10, 
$1.05; 12, $1.85; 15, $1.75. 

Alligator—No. 0, 20c each; 1, 25c; 2, 60c; 8, $1.45; 12, 
80c; 18. 50c. 

Bemis A Call—No. 12. $2.50 each: 15, $8.76; 18, $6.76. 
Coes—Key (28), $21.00 each; Key (86), $40.00; Knife (6), 
$1.35; Knife (8), $1.60; Knife (10), $2.00; Knife (12), 

82.75; Knife (15). $3.50; Knife (18). $4.50; Knife (21), 

$5.50; Steel (4), $1.15; Steel (6), $1.85; Stoel (8), 81.60; 
Steel (10), $2.00; Steel (12), 82.75; Steel (15), $8.50; 

Steel (18), $4.50; Steel (21), $5.50. 

Orescent—No. 188 (4), $1.85 each; 188 (6). 95c; 188 (8), 
$1.00; 188 (10). $1.25: 188 (12), $1.50: 188 (15), $1.85; 
68 (8 Dbl. End.), $1.85; 618 (10 Dbl. End.), $2.25. 

Parts add 30%. 

Hawkeye—No. 200, 60o each. 

WRENCHES— 

P. 8. A W. Stronghold _ . 

Each Each 

95 6 $1.25 25 16 $8.86 

25 8 1.50 25 18 4.85 

25 10 . 1.90 25 21 5.26 

25 12.9.65 

ZINC—Full Sheets. 40e lb.: less than Sheets, 60s lb. 


Retail Selling Prices are Revised up to Time of Going to Press 
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Garden hose users want VALUE — the best possible hose for the price 
they can afford to pay. You can meet every garden hose demand with 
these three brands of % hose. 

BULL DOG for the man who wants the best. 35 years on the market. 
MILO A corrugated molded hose to cut in any length. 

GOOD LUCK— The moderate priced hose for splendid service. Largest 
selling brand in the world. 

Fit up the brand selected with the Boston nozzle and B. H. W. fittings 
and make a 100% satisfactory sale. 

Boston Woven Hose & Rubber Company 

Established 1870 
CAMBRIDGE, MASS. 
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